


LAYMAKER 


Vd) dlocks 


AYMAKER 


PROFITABLE 
PADLOCK 
PACKAGES 


with F RE E display 


board 


The attractive Slaymaker padlocks contained in these profit 
building deals show to excellent advantage on the colorful 
free display board which may be set up on your counter, 
shelf or in your show window. Made of heavy wood and 
painted an eye-catching red, with white silk screen lettering, 
this board comes complete with easel and mounting fixtures. 
The padlocks are packed in standard display packages, and 
all are in the medium and low price range. Any one of the 
6 Slaymaker packaged deals will insure you top padlock sales 
and profits. Order from your jobber today. 





D 209 (6!/. Dozen) 


Contains 6 Slaymaker 
KI590 padlocks, 
6-K8800, 12-K5701, 
12-2950, 12-2525 and 
24-98.. Plus one each 
on Display Board. 


D 219 (6!4 Dozen) 


Contains 6 Slaymaker 
900 padlocks, 6-800, 
12-K7701-BF, 12-277, 
12-177 and 24-77. 


D 229 (6!/2 Dozen) 
Contains 6 Slaymaker 
900 padlocks, 6-800, 
12-K7701-BF, 12-2950, 
12-277 and 24-582. 


D 109 (4 Dozen) 


Contains same pad- 
locks as D 209, but 
with just half as many 
No. K-570!1, 2950, 
2525 and 98. 


No. 219 (illust.) 


D 119 (4 Dozen) 


Contains same _ pad- 
cks as D 219, but 
with just half as many 


No. K-7701-BF, 277, 


177 and 77. 


D 129 (4 Dozen) 
Contains same pad 
s as D 229, but 
with just half as many 
No. K770I-BF, 2950 
277 and 582. 


EACH DEAL PROVIDES A WELL-BALANCED STOCK IN THE POPULAR PRICE RANGE 


Padlocks fo 


SLAYMAKER LOCK CO., LANCASTER, PENNSYLVANIA, U. S. A. 


, Every Purse and Purpose 





Unseen factors which underlie ..... 





Quality 





Buixpine quality paint and varnish 
brushes worthy of the name WOOSTER has 
become an obsession with Wooster brushmak- | 
ers. It is an inspiring sight to view the long 
line of brushmakers at work benches actually | 
building by hand every brush that goes out | 
of the Wooster plant. Needless to say they 

have become steeped in desire to maintain the 
traditional Wooster quality. In this unseen 
factor lies one of the reasons which makes , 4 
Wooster Brushes preferred. 


WOOSTER F3355| BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
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MORE BEAUTY 
SMALLER SIZE... 
SMOOTHER ACTION .. . 
SAME PRICE 


OQLO STYLE DOOM CLOSER 
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FERRY CAP 












O hold parts rigidly in place—and to provide for quick, 
easy adjustment—makers of farm equipment and other 
machinery manufacturers specify “Ferry Cap Set Screws.” 


These set screws are case hardened—the hard point bites in 
and holds. They fit perfectly and respond readily to adjustment 
needs. 


“Ferry Cap Set Screws” are expertly made by the first company 
to produce Cup Point Set Screws by the cold upset process of 
manufacture. They embody the skill and experience gained 
in 38 years of precision manufacturing. 


Square head and headless—cup and oval point—case hardened 
—sizes %” diameter and larger. Carried in stock for imme- 
diate shipment. 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD, DEPT. A-14 CLEVELAND 13, OHIO 
EXPORT MANAGER: ERNEST W. LENZ, 280 BROADWAY, NEW YORK 7, N. Y. 


CAP AND SET SCREWS © CONNECTING ROD BOLTS e MAIN BEARING BOLTS e SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS © SPECIAL ALLOY 
STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS ¢ AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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1%” Master laminated steel case. Built like a bank 
vault door! @ You know No. 1 as the outstanding 


@ Here’s the hardware man's standard of 
padiock perfection! Highest quality in every 
detail, Master No. 1 incorporates the world’s greatest leader in its price class . . . one of Master's famed 
combination of protective features — the finest pin Secret Service padlocks—preferred and recommended 


tumbler brass cylinder armored by a husky by lock experts the world over. @ Ask your jobber. 


Make sales faster with 


VERO SUES 


EVERY ONE AN OUTSTANDING VALUE 





Master Jock Company, Milwaukee, Wis.* World's Leading Padlock WManugacténnrs 
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HANDS 
af Skill 


DEMAND THE BEST 


Whatever the job... moving crates 
. .. puddling steel . . . sinking oil 
shafts ... wherever skilled hands 
are at work .. . they demand the 
best in protection. 


And that's where Riegel’s WAGON 
BRAND Work Gloves come in. For 
Riegel makes only the best in 
value. Each pair is designed for 
wear... with plenty of ease and 
comfort ... strength and protection 


to spare. 


WAGON BRAND Work Gloves are 
the product of one of America’s lar- 
gest textile mills. They are Riegel- 
controlled —in one plant — from 
raw cotton to finished gloves. 
That's the kind of close supervision 
of detail that means unbeatable 
quality, durability and economy. 


“Riegel WAcon BRAND © WORK GLOVES 


Riegel Textile Corp. ¢ 342 Madison Ave., New York 17, N. Y. « Atlanta « Chicago « Dallas 
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PROFIT BY PLOMB'S 


/AGON CHRISTMAS PROMOTION 





wA-t 
in. For <4 } Advertisements like this, but pointing out why Plomb 
best in A Tools are such fine gifts, are reaching millions 
ned for through national magazines, including The Saturday Eve- 
ning Post, Country Gentlenfan, Time. Popular Science, 
ise and . , ‘ 
Popular Mechanics, Science Tlustrated, Home Craftsman, 
tection Popular Homecraft and trade papers. 
Plomb’s Christmas advertising campaign offers you a big 
opportunity for tool profits. When wife, mother, sister 
ves are or sweetheart of “that man” comes in, help her select 
a’s lar- those useful gifts—Plomb Prime-Quality Tools. To cap- 
. italize on Plomb’s extensive Christmas promotion, be 
Riegel- ’ ; ; ; 
sure to stock adequately and display your Plomb Tools 
— from prominently. Write for catalog to 
jloves. PLOMB TOOL COMPANY 
Tvision yA 2227M Santa Fe Ave. 
ratable Los Angeles 54, Calif. 
ynomy. 
Yd 
cago « Dallas ; 
j . 
ARE ACE NOVEMBER 20, 1947 7 
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WICKWIRE SPENCER MECHANIC’S WIRE 
A soft annealed wire, just ae thing for many 





purposes. Supplied in popular 50 and 75 ft. 





coils, packed 12 coils per box; or on convenient 


2 and 5 lb. spools which eliminate tangled coils, 


These Three Types fill scores of needs. ~ 
A small investment pays off big in kinked ends and waste. One continuous length 
sales with little selling effort. —no short ends. 
: 
* J ___ 
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WICKWIRE SPENCER W-480 WIRE ASSORTMENT 


WICKWIRE SPENCER MUSIC WIRE 


Ideal for minor repair jobs—a fast, profitable, 


| 
‘ | % 
Made of finest quality spring steel, perfectly over-the-counter seller. Each sturdy carton con- 
q Y Spring ) | } 

surfaced and uniformly high in tensile strength. | tains 48 coils of wire—6 coils each of four 
y nig 

Sealed in moisture-proof cellophane envelopes. different sizes, in soft galvanized wire and soft 

Wide range of sizes in 14, 4%, 1 |b. and 5 |b. | copper wire. Five to twenty feet per coil depend- 

& ? ) P P 
packages. | ing on wire size. 

' 


For descriptive circular and prices, write, Automotive Department, 2 New Bond Street, Worcester 6, Mass. 





WICKWIRE SPENCER 


1RON 






CORPORATION 












A DIVISION OF THE COLORADO FUEL AND 
AUTOMOTIVE SALES OFFICE AND PLANT— 2 New Bond St., Worcester 6, Mass. * EXECUTIVE OFFICE— 500 Fifth Avenue, New York 18, N. Y. 






Other quality Wickwire Spencer Products include Insect Wire Screening - Hardware Cloth, Poultry Netting - Realock Chain Link Fence + Wire Rope 
Clinton Welded Wire Fabric * Overhead Garage Door Hardware. 
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1 $4750 5 
Table Tilts 90° for Work Support 
Vertical Sanding F.O.B. Minneapolis Adjustable 
to 60° 































WIRE 
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uous length 2 6 
Weight 21 Ibs. Chrysler Oil Lite 
Solid Cast Iron Bearings 
Construction 
3 
Belt Thumb Screw . - 8 
Tension Belt Trackage nome Uses Standard 
Adjustment Adjustment ounting Abrasive Belt 
3 
Here’s a Sander That Can Turn TOMLEE TOOL NO. 31 BENCH SAW 


* 


Out the Work... Built to i. ~ 
Produce and Give Service os => 






SSORTMENT One look at this sander and you know it is capable of 
turning out the work. The weight of 21 lbs. gives evidence 
- profitable, of its sturdy construction. Smooth running and free of oi ae 
chatter, it results in clean, smooth sanding operation. This ok Le hae cee te 
Carton con- is a result of its precision construction. with the sturdiness and precision to meet manufac- 
turing requirements. 5 
ch of four Today dealers are looking toward a competitive market. 
Considering both price and quality, the TOMLEE Line TOMLEE TOOL NO. 20 JIG SAW 
re and soft offers a real sales opportunity because these products will 
oil depend- give customer satisfaction at a price within their reach. 


The TOMLEE Line is finding wide use in home work- 
shops, on the farm, by contractors and in factories. 

The TOMLEE Line is nationally advertised and is han- 
dled by Hardware Jobbers. For the name of the jobber 
nearest to you, write to the address shown below. 





This Jig Saw impresses you with its vibration-free 
action. The blade can be adjusted to cut from front 
or side—table tilts—it has three-point mounting. 





Selective Jobber Arrangements Are, Available 















TOMLEE TOOL NO. 11 LATHE 






This Lathe has those fine features expected of higher 







eicecidiicthed priced tools. It is equipped with ball bearings. It 
rk 18, N. Y. TOOL & EN Gl NEERI N G CO has a tool rest grooved to fit the hand—the spindle 
ad is standard threaded and it can be 

Wire Rope converted for simple metal working. 







740 No. Washington Ave., Minneapolis 1, Minnesota 
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(National, 


Storm-Proof Hangers 


—a safeguard in any 
type of weather! 



































HE seasonable rain, hail, snow, ice 
and sleet will again take their toll of 
life and property. As a precautionary 
safety measure, now is the time to equip 
sliding doors with these heavy-duty 
National Storm-Proof Door Hangers. 













The No. 77 Storm-Proof Door Hanger, illustrated below, is a flexible type with a 
hinged joint which allows -door to swing out in the event anything should bump 
against the door. The connecting-strap and drop-strap are heavily embossed, 
increasing the great strength of the hanger. 









No. 88 Adjustable Storm-Proof Door Hanger has two adjustment features—ver- 
tical and lateral. One of the outstanding features of this hanger is the manner in 
which the door is carried closer to the rail than with any other adjustable hanger. 







4 
A balanced 
for a comp! 
Contains: 
Engineers’ | 
Combinatio 
45° Box Wi 
15° Box W1 
34" Socket 
14" Socket 
3/4," Socket 


Your trade will appreciate the urgent need of installing Storm-Proof Hangers 
at this particular time of the year to receive full season protection! Reserve 
your supply on these popular hangers today! 







HOLE JO ADJUST HANGER 
AND Oil BEARINGS 










No. 77 
Flexible Storm-Proof Door Hanger No. 88 Adjustable Storm-Proof Door Hanger hee ry 
Engineers’ ' 
15° Box Wr 
NATIONAL MANUFACTURING CO. STRiiNc Si 





HARDWARE AGE 











REAL HARDWARE STORES 
HAVE WRENCH DEPTS. ! 






From shese basic boards 


awn? Tc 


WD.-.318 
A balanced wrench department 
for a complete wrench service. 
Contains: 
Engineers’ Wrench Board E-52 
Combination Wrench Board C-37 
45° Box Wrench Board B-40 
15° Box Wrench Board B-42 
34" Socket Board C-48 
14" Socket Board $-75 
3/4," Socket Board H-24 





WD-246 
A balanced wrench department for average trade. 
Contai Engi s’ Wrench Board E-52 e¢ 15° 
Box Wrench Board B-42 @ 1/2" Socket Board S-75 
Combination Wrench Board C-37 @ 45° Box 
Wrench Board B-40 


» ~~ Wiltie— all 
se mei F Peat eeny | 
= ee | 
ae ea 
A balanced wrench department 
for limited trade. Contains: 


Engineers’ Wrench Board E-52 
15° Box Wrench Board 8-42 WRENCHES 








V4" Socket Board S-75 





THE BILLINGS & SPENCER CO., HARTFORD 1, CONNECTICUT, U. S. A. 


NOVEMBER 20, 1947 





You must have a balanced wrench de- 
partment with a good selection to make 
your customers think of your store as 
the place to go for good wrenches. 


These seven boards display 115 basic 
wrenches that make a dealer's wrench 
service complete for farm trade, house- 
holders, hobbyists, garage and indus- 
trial mechanics. They were scientifically 
selected from more than 1200 items. 


Individual boards may be selected and 
combined in different combinations 
to fit customer need’ of any particular 
trade orneighborhood. Boardscanalso 
be arranged to meet various store dis- 
play requirements. 


ORDER FROM YOUR WHOLESALER 
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WHEN YOU HAVE TO CHANGE “‘/DRIVERS”’ 
..- YOU MASTE TIME 


High-speed railroading on crack cross-country trains requires 
frequent changing of “drivers” —the huge locomotives that 
furnish the driving power. Each change of “drivers” means time 
wasted. 

Modern streamline assembly work also involves high speed, but 
there is no time wasted changing drivers when Reed & Prince 


equipment is used. Why? Because 


OWE REED & PRINCE DRIVER FITS ALL 
SIZES OF REED & PRINCE SCREWS AND BOLTS 


There is no longer any need to stop work, search for another gs 
driver, change to it, whenever there is a change in screw sizes. aw 
The Reed & Prince ONE driver method is the fast efficient time- 


and-money-saving method of modern production. 


All recessed head screws and bolts have definite ad- 

vantages over the older slotted head, but the Reed & REE D € P RI ~—y 
Prince type Recessed Head is the only one which can be 

fitted and driven throughout the entire size range with Doessed, 


a single driver. 





REED & PRINCE MANUFACTURING CO., Worcester, Mass. and Chicago, III.,_ manutacturers of 
Recessed and Slotted Wood Screws, Sheet Metal Screws, Machine Screws, Stove Bolts. Also Cap Screws, Set Screws, Machine Screw Nuts, Wing Nuts, Rivets 


and Burrs, Rods, Screw Drivers and Bits, Specialties. 
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Wes, perfect balance is as great an advantage to a gardener 
as it is to a tight rope walker! And here’s why: expertly 
y balanced MAREMONT Garden Cultivators are geared 
to modern gardening: their perfect balance makes 
them remarkably easy to operate. 
Into each Maremont garden cultivator goes the finest 
quality steel . . . with rubber tires and handle grips, 
quick-change tool plates, and oil-less bearings. 
Attractively designed . . . beautifully enameled. 
These are but a few of the features which 
establish the Maremont Garden Cultivator as a big 
profit-maker for alert dealers the nation over. 





TURNING PLOWS — For plowing up 
garden soil, opening furrows and 
hilling. Available as extra equip- 
ment for all models of Maremont 
Garden Cultivators. 








403C—Maremont’s 1 wheel Garden 
Cultivator. 14" disc wheel, complete with 
3 duck feet and 2 hoes. 

Two-wheel and high-wheel garden 
cultivators are also included in the big, 
Jast-selling Maremont line. 


TURNING SHOVELS— Primarily for 
opening furrows and covering, but 
also for plowing away from and 
hilling up growing plants. Available 
as extra equipment for all models 
of Maremont Garden Cultivators. 


GARDEN CULTIVATORS 
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Alban 
Atlant 
Augus 
Baltin 
Birmir 
Carter 
Chica 
Cincir 











Get ready NOW... for 
MORE SALES next Spring... with 


Velvetgreen 























ner 


Now’s the time to get ready for more home 

1 plant food sales—and profits—next Spring. 
Armour can help you increase your volume 
in this greatly growing market. With Vel- 
vetgreen you can offer your customers a 
new plant food, a different plant food—and 
these are factors that build business. Backed 
by over 50 years’ experience in plant food 
manufacture, and by Armour research, you 
can depend on Velvetgreen to give your 
customers top results. 


HIGHLY ADVERTISED 


Your customers will be hearing 














about Velvetgreen — from their 
_ neighbors — and from big-space 
and advertisements in Sunday news- 
> papers. Many insertions in full 
color. Timed to appear when peo- 
ple are ready to buy. Localized ad- 
vertising in newspapers in your area. SAR 
WES 
FEEDS PLANTS VEGETABLES 
oF WAVS TREES 
Lh }/ j , 
43: + ep he 1A} 
4 
fs Z WITH AlL 
ut Devei bett Build di Makes f fl 7 
ao See Se. ee GROWING 
ble PLANTS 
eis 








‘ors. 
ACT NOW! Send the coupon 
It’s not too early to get full details about 
Velvetgreen from your distributor. Or send 
the coupon and we'll give you full informa- 
tion. Openings for distributors are still 
available. Send the coupon now! 






Armour Fertilizer Works 

P. O. Box 1685, Atlanta 1, Ga. 

Velvetgreen Dept. 

Please send me further information about the profit 

possibilities in Velvetgreen. 

eee 0 retailer. 
(Check one. Absolutely no obligation.) 








Manufacturing Plants Located At: 
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Albany, Ga. Columbia, S. C. Jeffersonville, Ind 

Atlanta, Ga. Columbus, Ga. Montgomery, Ala Name -_—— _ 

Augusta, Ga. Dallas, Tex. Nashville, Tenn. Firm 

Baltimore, Md. East St. Louis, II. New Orleans, La. —— 
Birmingham, Ala. Greensboro, N. C. Norfolk, Va. Address | 
Carteret, N. J. Houston, Tex. Searsport, Maine 

Chicago Heights, III. Jacksonville, Fle Sandusky, Ohio City State itementanan 
Cincinnati, Ohio Wilmington, N.C AHAASRSASRSAESRSSSESBRSESRSRSESSSESRSERES SER SES SEES E SESE SEE SEE E 
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This Christmas- 
get a 
head start on 


SPRING SALES! 


CONVERSE SPORTING FOOTWEAR 
is a Christmas gift natural, as hundreds of Con- 
verse dealers have proved to their profit season 
after season. They make ideal presents — practical, 
“‘priced-right”’ gifts that emphasize the giver’s good 
taste, bring years of comfort to delighted hunters 
and fishermen. Get a big head start on your Spring 
selling season this December. Feature, display and 
promote nationally famous Converse sporting 
boots. Advertised to your sportsmen-customers in 
Field & Stream, Sports Afield, Outdoor Life 
and Outdoors. Remember, the footwear designed 
by sportsmen for sportsmen means more profit for 
your store this Christmas. 




































CONVERSE RUBBER COMPANY 
MALDEN 48, MASSACHUSETTS 

















CHICAGO: 564 West Monroe Street NEW YORK: 241 Church Street 





GIVE that fisherman of yours 


: single gift. q 
years of — ates that skill 5 DEALERS: 
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his favorite st rting Footwe? 


Ee ing boots — 
“Rod & Reel” sporting 
att of superlative comfort. 
VERSE RU BBER CO MPANY 
MALDEN 48, MASSACHUSETTS 
Designed BY sportsmen 


FOR sportsmen 
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Readers of the November 22nd issue of 
THE SATURDAY EVENING POST will see a full page 
4-color advertisement announcing the 


NEW WINCHESTER HI-POWER BATTERY 





Supported too by advertisements in November issues __ en aN 
of THE COUNTRY GENTLEMAN, SUCCESS- % ie Rx 

‘ FUL FARMING, PROGRESSIVE FARMER ity ee 
—and America’s largest circulation magazine, = . 
THE AMERICAN WEEKLY. ~~ 





THEY LAST ALMOST 
TWICE AS LONG 


NEW! because Winchester Electri- 


cal Researchers have found a way 








SUaRANTEE? to step up the power and life of the 
t E : ; 
' Yb A LON _ . - light-making chemicals in these new 
leg, ie” vse abl? e 
Radig BIS. Port sigs batteries so that, measured by A. S. 


ider*’ 


Photg’’ Nourtes ; 
steder Ai plones A. light industrial flashlight test, 
tific Instrum? 


te. requiring ‘th these new No. 1511 Winchester 


size cell. 


DATE HERE 


batteries, last almost twice as long 





as they did previously. 
iiccnscieilimaaagill “ar. 

Be suretosee your Wholesaler’s sales- 

men today. Have plenty of these new 


WINCHESTER HI-POWER Batteries 
on hand for Fall and Winter selling. 





Moreover, they provide you with many addi- Winchester’s great post-war line of flash- 
tional sales because they can be used for any lights and batteries. Winchester Repeating 
equipment using standard flashlight batteries. Arms Co., New Haven, Conn., Division of 
Ask your wholesaler’s salesmen about Olin Industries, Inc. 


WINCHESTER 


TRADE -MARK 
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WORLD’S FINEST FLASHLIGHTS AND BATTERIES OFFI 
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DOTS b Act 


GLOBE SPORTING GOODS MFG. CO., 251 Causeway St., Boston 14, Mass, 
OFFICES LOCATED IN NEW YORK, PHILADELPHIA, CHICAGO, LOS ANGELES 


mIES 
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TRUMAN'S 
ONE-MAN 
BRAIN TRUST 


Has Baseha 
i 
Forgotten the Fan? 


By Red Srmih 


40,000,000 READERS A MONTH! 


Will see this tremendous Ocean City-Montague ad campaign; 
includes full pages in Post and Collier’s, and 2-page 
spreads in outdoor magazines. Sales “bait” that can’t be beat! 


(NONTAGUE <2z 


WORLD TEA ORewe [IN RO 
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ADVERTISING THAT WILL ‘'BRING ’EM IN’”’ 
FOR OCEAN CITY-MONTAGUE DEALERS! 


Get ready for a smashing sales year on Ocean City Reels and Montague Rods... 
not only will there be more national advertising (far more than the tackle busintss 
has ever seen!) ...and more displays and sales helps... but there’ll 
be more models to sell (with some of the greatest features and exclusives yet 
offered!)...and more merchandise for everybody to sell in this, the only 
truly complete line. Don’t be late for °48! Order right now from your jobber. 


~grean Clty 422 


iN RO0DS AND SEES 
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Even if we had tried to, we couldn't 
have kept secret the superiority of BLAKE 
& LAMB Steel Traps... 

Because, year after year for more 
than 100 years, trappers have told their 
friends, fathers have told their sons that 
the world's oldest brand gives better and, 
longer satisfaction. 
| And, of course, we haven't tried to 
hide this fact. To the contrary, we have 
broadcast it to the point where the de- 
‘mand for BLAKE & LAMB has become truly’ 
tremendous. 

Today, trappers not only know that 
BLAKE & LAMB are better value—they 
know that the place to buy the best in steel 
traps is the local hardware dealer. 


BLAKE;LAMB 


Lg STEEL TRAPot the HARDWARE TRADE 
THE HAWKINS COMPANY 


America’s Oldest Trap Manufacturers 
SOUTH BRITAIN, CONNECTICUT 
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+ BHSHMAN Taw « 


Get your share of the big fall and winter 

bow saw business. Ask your jobber about 
Gensco Bushman Saws with genuine Swedish 
tsel Blades. They're the all-purpose saw for 


SB ky oe Oe 


= 


GENSCO TOOL 
DIVISION 





BUS HMAN 


FAST SELLING BUSHMAN SAWS WITH SWEDISH STEEL BLADES 


GENSCO TOOL DIV., General Steel Warehouse Co., Inc. 


Gentlemen: Please send literature and prices on: 


(_] Gensco Finn Knives 
{_] Swedish Mora Knives 















cutting fire wood, tree trimming and general 
rough work . . . high speed, smooth cutting 
and stay sharp longer. 24, 30, 36, 42 and 
48 inch frames, all with replaceable blades. 





1830 N. Kostner Ave., Chicago 39, Ill. 


{_] Bushman Saws and Swedish Steel Blades 
[_] Swedish Wood Chisels 















Name__ Pe 
GENERAL STEEL WAREHOUSE CO., INC Corp ery 
Street. 
1830 N. Kostner Ave., Chicago 39, Ill. City 





Zend... He. 
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We sell, Retail only [_] 
(If Retail) our Distributor is. 


Wholesale only [[] 
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 Guider 
Sleds 


"Ask the Boy Who Owns One" 








| SLED GUARDS 





WOOD FOLDING PORCH AND STAIR GATES 


STANDARD NOVELTY WORKS — 


DUNCANNON, PENNSYLVANIA 18 
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locipedes to offer your customers. 
And such precision-made PA L Superbikes Feature the PAL Line... modern products 


reflect the modern manufacturing methods _— of Velocipede Headquarters. 


Only at PAL.. 


. can you find 27 different Standard Ve- _gest value regardless of the price. 








. Velocipede Headquarters 
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RIVETED SPOKE 
VELOCIPEDES 


TANGENT SPOKE 
VELOCIPEDES 
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that make these velocipedes America’s big- 


See the PAL Line. Know the PAL Line. 





SUPERBIKES 


Product of THE LA PORTE CORPORATION, La Porte, Ind. 


NO OTHER LINE SO OOM plete 
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An Easy way to Ring 


Practically every housewife in your neighborhood is 
a prospective customer for a knife sharpener. Add to 
this the men who need sharpening stones to keep 
their garden and lawn equipment in shape. And it all 
adds up to a large and profitable potential market. 
What better time is there to cash in on this trade 
than during the purchase of household equipment— 


kitchen knives, fine cutlery, hedge trimmers, grass 
cutting shears, etc. It’s a cinch with the new related 
displays by CARBORUNDUM. These attractive, 
compact displays tell their story in a hurry. The result: 
more volume and a lot of extra profit with little effort 
on your part. Make a note to ask your jobber about 
these displays and start ringing up those extra profits. 
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oe CASH IN ON EXTRA SALES THROUGHOUT YOUR STORE 


Because there is an opportunity for an extra abrasive 
profit in almost every department, The Carborundum 
Company has created a whole 

new series of related displays. 

“0S They remind the sportsman to 

pres! buy an axe stone. They stop the 

by farmer with a sharpening stone 
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for his scythe. They get the attention of the house- 
wife, the mechanic, the hobbyist...and nearly every- 
one else who enters your store. It doesn’t take long 
for all these extra sales to pile up a neat extra profit. 
That’s why you'll want your jobber to tell you more 
about related displays by CARBORUNDUM. The 
Carborundum Company, Niagara Falls, New York. 


CARBORUNDUM 


TRADE MARK 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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Siyled (light 


. TO CLICK WITH CUSTOMERS | 


Spark that ‘‘urge-to-buy”—and spark it 
fast! That’s the rule in Armorlite styling. 
That’s why every style-right pattern, 
every eye-catching color in the Armorlite 
line clicks with customers. The designs 
are the wanted designs—the colors are 
the wanted colors. That’s because the 
guesswork is taken out before produc- 


tion begins. Every pattern, every color, 





is pre-tested by a jury of women drawn 
from the groups that comprise the vast 
enamel surface. market. To speed turn- 4 
over, to build lasting customer satisfac- 
tion, feature fast-selling Bird Armorlite 
enamel surface goods in your floor 


covering section. 


Keyed to Lay F -and Profits! 
——emmmmp ere's another new 


Bird Armorlite de- 
sign. It’s the Flowering Dogwood Rug, with a 
bleed-off border, featuring clusters of dogwood 
blossoms on a field of rose (6275) keyed to 
B.H.F. Grand Canyon Group. Also with back- 
ground of blue keyed to B.H.F. Great Lakes 
Group (6273). 





ENAMEL SURFACE RUGS AND YARD GOODS 


BIRD & SON, inc., East Walpole, Mass., 295 Fifth Ave., N. Y. 


13-118 Merchandise Mart, Chicago 
Southern Furniture Exposition Bidg., High Point, N. C. oe 
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SUPER HEATER 


There is nothing “theoretical” about this 
Monarch down-draft feature. It really 
WORKS. It definitely gets more heat out 
of every shovel of coal .. . holds room 
temperatures at a more comfortable level 
... and (thanks to the front feed) keeps 
walls and curtains clean. Most of the 
smoke which normally goes up the chim- 
ney is converted into fuel-saving heat. 
MALLEABLE IRON RANGE CO. 


2411 LAKE STREET © BEAVER DAM, WISCONSIN 
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A * Get Your Share 
A at : fe 
\\ POCKET A, : 
eZ STOVE iS : 
Q ittle one-burner Ea} 7 
. es with 
Tights instantly. Burns any PSS 
ind oO asoline. eigns only 4 
3 pounds ir APPLIANCES 
: 
(ary i) Holiday Season and Year ’Round 
"  FLOODLIGNT X Sales of Coleman Appliances 
ures Y Bring BIG Extra PROFITS! 





1 Makes it own gas 
from any kind of 





gasoline. Gives 





Sa kN 
— 
<<? 


| pirarnagee Bae Fee . Ke Are you ready for the big Christmas Season... 
over'a -ft. area. Safe—can’ * 

Wy Son test Guia: whee pani 5 the BUYING season .. . ahead? 

A we ge ag Bos ZN Check your stock of Coleman Appliances 

\\ also for extra light.  ] NOW...this is going to be a grand and glorious 

\ A Coleman Christmas, because lamps, lanterns, | 
Y \\ ZA pocket stoves, self-heating irons are now available. 

\ vA YOU want to get YOUR share of those thousands 
IF he upon thousands of Gift Sales which will be made. 

A\ oN Arrange now for a BIG, DRAMATIC Display! 

\\) Z Be sure that every clerk knows how to demonstrate 

‘\\ I\ every Coleman appliance—to clinch those easy-to- 
A\ ) ZN make Coleman sales. 





a 
-——) 


. 


That’s how to get your share of 
extra profits! Are you ready? 


NN — 
F SELF-HEATING IRON 


3 Men who want to make “her” 
A Christmas happy will buy this 


—S 


Y) 


— py wil Order from Your Jobber now! 
ne instant-lighting iron. Cuts . i 
ironing time as much as %. \ 


HeatsineltPerfectlybalanced, ——- “WAAC BICESTER UE 


FOLDING CAMP STOVE 


It’s a gift any lover of the outdoors would appre- 
ciate. Folds up with everything inside... carries 
like a suitcase. Makes and burns its own gas from 
gasoline. Lights instantly. . 





THE COLEMAN COMPANY, INC. ( 


f —— ae Wichita 1, Kans.; 401 N. Broad St., Philadelphia 8, Pa.; Los Angeles 54, Calif.; 
~ onolulu, T. H.; Toronto, Can. 
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Actually, you'd find it impossible to peel the thick, tough coating of 
pure zinc from a WITT Can. But, if it could be done, you'd discover 
that quality, unlike beauty, is more than skin deep. Under the WITT 
Can’s smooth, silvery, weather-defying “skin’’ are highest quality 
materials, expert design and careful attention to every detail of 


construction. 


Heavy gauge steel, specially selected for greatest possible strength 
is formed into extra deep, rolling corrugations which bounce off abuse. 
Lock seams are electrically welded . . . shock-absorbing steel bands 
protect the vital bottom seam and hold the top in shape. Strong handles 
are securely fastened on Can and lid. Then, the final touch . . . the Can 
is hand-dipped, hot-gaivanized . . . filling every crack and crevice, 
stopping rust before it can start. 

That’s why WITT Can users agree that these fine Cans are quality 
throughout, under the skin and including the skin. This excellence is 
highly profitable . . . just tell your customers and they'll buy WITT 


Cans... everytime. 


THE WITT CORNICE COMPANY 


CINCINNATI 14, OHIO 
“ORIGINATORS OF THE CORRUGATED CAN” 





$2 





Women 
Tested P 
they are 


most m«c 


Mets line of brushes offered. ace Gone available 
for Purchasing Agents, Executives, Superintendents, etc. 


‘Write for your copy. today on your pusin ess letterhead. 


THE SOLO-HORTON BRUSH CO., INC. 


135 WEST 19TH STREET ~« A-3 ¢ NEW YORK 11, N. Y, 
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Consumer accepted 
and consumer wanted 
—Lowe Brothers 
Style-Tested Paint 
Colors are your best 
assurance of stepped- 
up sales with less 
sales effort. 

Women will just naturally buy Style- 
Tested Paint Colors quicker, because 
they are in perfect accord with the 
most modern color trends» This is 


Lowe Brothers 


PAINTS * VARNISHES 


GO YouR SALES { 


SD 


4 \ 


site Style Tei F dla acai 


due to a foolproof Color Research 
Plan which pre-determines color de- 
mand by analyzing and checking 
the colors being used for home deco- 
ration today. 

Consequently, Style-Tested Colors 
reduce mark-downs and close-outs. 
They eliminate obsolete colors, and 
speed the turnover of minimum stock. 
Moreover, they are all ready to use, 
just as your customer wants them. 

Thus, with Lowe Brothers Style- 











Tested Paint Colors, yours are the 
extra profits that result from the 
easier and faster sales of wanted and 
ready-to-use colors. 

The Lowe Brothers Company, Dayton, Ohio 


Ready for use — without © 
extra service effort—the 
colors which women want 


and are buying today. 
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Gt Should Happon 
to a Dog — 
NOT A BRUSH 


“‘A FULL HEAD OF BRISTLE IN EVERY BRUSH” 


A BALD PAINTER can do a fine job — BUT NOT with a BALD BRUSH. It is our belief 
that bristle should stick to the brush, not to the wall. We have made quality brushes for 
over forty years. From fathers to sons has been handed down the secret RUBBER form- 
vla that assures permanence of bristle and prevents shedding. Firmness of bristle and 


skilled craftsmanship are your guarantee for good performance and long life of every brush. 
INQUIRE OF YOUR JOBBER OR DEALER 
PITEGOFF BROTHERS, Inc. 


320-330 VAN BUREN STREET 
BROOKLYN 21, NEW YORK 


Makers of Quality Brushes for Two Generations 
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NOW ... Perfect Color Matching ... without mixing! 
IN FLAT, SEMI-GLOSS AND HIGH-GLOSS FINISHES 


@ Newest decorative effects made easy 


@ No more mixing to match colors 


famous paints now avail- 
able in Identically Matched 
Colors. 


VARE AGE 


Forget your old ideas about mix-and-match, match-and-mix. 
Now it’s easy to have a flat finish, a semi-gloss finish and a 
gloss finish in exactly the same color —without any guesswork, 
mess or fuss. The new BPS Identically Matched Colors 
answer that need. 

“Identically Matched Colors’ means just what it says— 
identical colors in different finishes. The colors number an 
even dozen. The paints are BPS Flatlux, Satin-Lux and Glos-Lux. 
Ali are factory-mixed, ready to use, washable and fadeproof. 





WHAT YOU CAN DO 





Just look at the smart effects made 
possible in this room by Identically 
Matched Colors. 

Walls and woodwork color-matched. Paint 
right over wallpaper or other wall sur- 
faces with Flatlux. Then finish wood- 
work with Satin-Lux. The colors match 
perfectly. 

“Eye-stubbing” eliminated. Make rooms 
look larger. Window frames, doors, 
bookcases, radiator covers and grilles 
interrupt the pleasing sweep of the wall. 
Blend them in by painting them the same 
color as your walls, but in semi or high 


gloss finish. The colors match perfectly. Now Ar Vi ” WHA ...@ wide ram of decc 


IDENTICALLY MATCHED COLORS. ..th 


PERFECT COLOR MATCHING#ITHO 





IDENTICALLY MATCHED COLORS 


FLATLUX Frat watt PAINT 
Covers wallpaper, paint, 
plaster, wallboard and 
ceilings in one coat. 
Recommended for walls 
and ceilings only. 


SATIN-LUX semi-cioss ENAMEL 


For plaster walls, wall- 
board, woodwork and 
furniture. 


GLOS-LUX nicu GLoss ENAMEL 
For plaster walls, wall- 
board, woodwork and 
furniture. 


Identically Matched Colors include 
Ivory, Jonquil, Peach, Cream, 
Powder Blue, Wedgewood Blue, 
Turquoise, Light Green, Cascade 
Green, Buff, Coral Rose, Warm 
Gray and White. 














Here is a room with three walls painted the same color 
and one painted a different color. To get modern decora- 
tive effects, paint the woodwork the same color as the wall 
but in a different finish ... with Identically Matched Colors. 





Want rooms to match? Even if there is wallpaper in one 
room, plaster walls or wallboard in another, different 
woodwork in each, use Identically Matched Colors to 
blend rooms. Flatlux for all walls, Satin-Lux or Glos-Lux 


for woodwork. 


e FLATLUX 


1 wide ram of decorator tones in Identically Matched Colors ¢ SATIN-LUX 


e GLOS-LUX 


(ia aad 


VORS,.. the biggest news 1 pain 2 
See , / / r | 


CHIN GWITHOUT MIXING...MAKES DECORATING EASY 
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Your paint sales are due for a real boost! 
Homeowners and decorators who have 
had an advance look at the amazing new 
BPS Identically Matched Colors in flat, 
semi-gloss and high-gloss finishes say that 
they consider Identically Matched Colors 
the most important and exciting home 
decorating development in years. 


dentically 


Matched Colors 


GEST NEWS 


BIG 
IN PAINT 





The 


cet THE fog Siu 


FROM YOUR BPS SALESMAN 


Your customers will want Identically 
Matched Colors. They will want more than 
just wall paint. You will have the opportunity 
of selling more than one product. You sell 
three products—Flatlux, Satin-Lux and Glos- 
Lux—all in Identically Matched Colors. 

Get your BPS salesman to tell you all about 
it when he calls or write now for information. 


THE PATTERSON-SARGENT COMPANY «@® Cleveland @ New York 
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Thousands of firms save time, money . . . and find new 
profit with Meyercord Decals. These washable, durable 
decalcomania transfers are easily applied on every 
type of commercial surface. They can be economically 
produced in any size, color, or design. Decide now to 
lastingly identify, advertise and decorate your product 
with Meyercord Decals! 
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Hudson Lektrik-Hen 





chicks, 48 in. x 72 in. 


SIZES FOR EVERY POULTRY RAISER’S NEEDS 


Y 


Hudson Lektrik- Hen 
No. 4848 for 300 day-old 
chicks. 48 in. x 48 in. 


No. 4872 (shown at top in 
large photo) for 500 day-old 





Hudson Lektrik-Hen 
No. 2432. The brooder 
for small broods. For 
100 day-old chicks. 


24 in. x 32 in. 








Hudson Lektrik- 
Hen Battery 
Brooders. Use 
the same basic, 
proved principle 
as Lektrik-Hen 
Floor Brooders.,;* 


to point out 
the good 
points 





















HUDSON 
“ Lehetnilh-fren * 
BROODER 


Let’s go over the sales-making features of Hudson 
Lektrik-Hen Brooders, just as you would with a 
customer. See those powerful, enclosed heating el- 
ements? They give health-giving radiant heat —the 
kind that puts extra pep, vigor, strength into chicks 
economically. See the two ventilating flues. They 
carry off excess moisture —litter stays dry — chicks 
stay healthy. Cold air blends with warm—temperature 
is the same all over — chicks won’t huddle. 

Needs more sales points? Then show the adjust- 
able legs, the fuel-saving insulation, the dependable 
thermostat, the rugged construction. 

You'll find many customers already familiar with 
these points through Hudson advertising in leading 
farm and poultry magazines— millions of messages 
to make sales for you. 

You can sell your first Hudson Lektrik-Hen 
Brooders now—before the brooding season. Order 
several for immediate delivery from your jobber. Or 
write us direct. 


© 1947  D.H, MFG. Co "rw. REG U.S. PAT, OFF, 


H. D. HUDSON MANUFACTURING COMPANY « 589 E. Illinois Street, Chicago, Illinois, U. S. A. 


Sprayers and Dusters 


Hay Tools and 


Barn Equipment 


Livestock Equipment 


Poultry Equipment 
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Equipment 


TESTED AND PROVED EQUIPMENT 
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YOUR PROFIT averages better than 50% on Gem Dandy Electric Churns are adjustable to fit crock 





cost and the market for Gem Dandy Electric or jar up to 6 gals. Gem Dandy Duraglas jars, made 
ee — Is pee er Bae a especially for use with Gem Dandy Electric Churns, are 
trified farms now total 3,574,000 with 2,000,- adie ; :; 
iro . 7 sold separately. 3-gal. list $1.95. 5-gal. list $2.45. 
000 additional to be electrified in the next . \ 
two years. Order Gem Dandy Electric Churns and Gem Dandy * 





The women folks on these millions of elec- Duraglas Jars from your distributor today. | 
trified farms want Gem Dandy Electric Churn 

because it eliminates drudgery, needs no at- | 
tention while churning, makes more butter 
and better butter than is produced by old- 
fashioned methods. 

Our National advertising campaign is reaching 
over 1614 million prosperous farm readers of 
FARM JOURNAL, CAPPER’S FARMER, 
THE PROGRESSIVE FARMER and SOUTH- 
ERN AGRICULTURIST. 2 out of 3 customers 


‘sie 
‘ “ae as 


(B) RELAX for 15 minutes 
ri 


















of Hudson for electric churns buy Gem Dandy. 

uld with a Gem Dandy Electric Churn is a high quality, 

heating el- guaranteed product. Slow-speed, long-life 

- heat — the motor. Sanitary, aluminum shaft and adjust- 

. ; able, aluminum dasher. 

into chicks Gem Dandy Electric Churns Sell on sight. 

flues. They Figure your profits from the prices listed be- 

Iry — chicks low and order from your distributor today. 
Write us direct for FREE DISPLAY MA- 

emperature TERIAL, ENVELOPE ENCLOSURFS and 


-* 


the adjust- 


NEWSPAPER MATS. 
ALABAMA MANUFACTURING COMPANY 





© Take out the 




















dependable Dept. A-21 Birmingham 3, Ala. 

iliar with BUTTER 
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f messages by 

ececrrc CHUR 
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son. Order 
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FREE 
DISPLAY MATERIAL 


PRICES 
Deluxe Model Retail Price 
Recommended Dealer's Cost 
Standard Model Retail Price 
Recommended Dealer's Cost 








YOU MAKE NO MISTAKE WHEN YOU SELL THE LEADER 
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ee DOUARTERS 


Display of the Goulds name marks your store as Water 
System Headquarters. Prospects in your area know and Jook 
for the name Goulds—because it has meant the finest, for 
nearly a century. 

The superior quality of Goulds nationally-advertised, com- 
plete line of water systems is your best salesman .. . there’s 
a pumping unit to fill every customer’s needs exactly... and 
every pump gives extra years of dependable service. The 
enthusiasm of Goulds owners spreads—sending new pros- 
pects to your store eager to solve their water service prob- 



















The new TANKLESS Balanced- lems with a Goulds and paving the way for the sale of many 

Flow Jet, with self-adjusting 

capacity. For shallow well serv- related items. 

ice. Supplies any volume wanted, : . : 

with no spurt, no lag, no fluc- Get your full share of today’s big water systems profits 
| tuation. Just like service from : 4 * 

a city water main! Capacities to ... and in the future predicted “hard-to-get” market, 

540 gallons an hour depending j ies é 

upon suction lift. the reliability and reputation of Goulds will assure you a 

The new dual-service Jet-O- profitable volume. Write for the name of your nearest 

Matic. Same unit for shallow or _ e 

deep well operation. Wide Goulds distributor. 

range s copes and pres- 

sures. cKkaged water system, 

sereamlined for sales. GOULDS PUMPS, INC. e SENECA FALLS, N.Y. 


The famous “CID” and ““PYRAMID”’ 
Shallow Well Piston Pumpsand “CID” 
Deep Well units round out the complete 
GOULDS line of Water Systems for 
every requirement. 
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TO SOFTEN THE GROUND 


So Sales Will Shoof Up 


First time — from one source of supply 
everything in garden hose equipment 


Tot So Canal 


PEE 


si 


Now... you can offer your dealer everything he 


i Re Snarlbase 


needs to set up a complete garden hose equipment 
department. An A to Z product line. . . the 


9 


‘tworks’’ in merchandising helps—all 


from one source of supply! 


At the core of Scovill’s new merchandising 
program is the colorful ‘‘Green Spot’’ product 
display. Here is everything in garden hose 
equipment—attractively packaged . . . in 
plain view on the retailer’s counter. 


With such a co-ordinated program to soften 
the ground for you, look for sales to shoot up 
next spring. And a bigger sales crop each year 

because this is a continuing Scovill 
merchandising program. 


AMONG THE MERCHANDISING HELPS 


that promote the sale—or create related sales—of 






''Green Spot’’ garden hose equipment are these: 
colorful product tags, package inserts, free newspaper 
mats, sturdy green-and-yellow packages 
(quickly identified), ‘‘Silent Salesmen’’ product 
cards and counter displays. 


SCOVILL MANUFACTURING CO. 


36 Mill Street, Waterbury 91, Conn. 
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KEEPS THAT SPOT G 


GARDEN HOSE EQUIPMENT +- SPRINKLERS FAN SPRAYS - HOSE NOZZLES 
QUICK CONNECTORS - COUPLINGS - HOSE MENDERS - CLAMPS - NIPPLES - GOOSE NECKS 
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Here's the husky big brother of the regular Masters Handi-Cart . . . look at the 
| Herculean proportions in the illustration above . . . it's really a husky and the 
| market for which it is designed is indeed a husky market for you .. . profit-wise 
and volume-wise! 

Just imagine ... the building and contracting ... the farm... the industrial... 
the highway and road maintenance market... these and a multitude of others 
hold promise of volume sales and profits for you. 


The Masters Hevi-Duti is brand new . . . some jobbers have limited stocks... but 
if you want to move fast, write us for full details. 








MASTERS PERFECT DISTRIBUTOR MASTERS HOME LAWN MASTERS HOME LAWN MASTERS PLANT SETTER 
DISTRIBUTORS DISTRIBUTORS 
No. 30 No. 2 The Famous Masters Planter with a 

Nothing ever approached the job this 7” sales record of 40 years because of 

d in controlled A still smaller size for those “hard to _—its many unique features and depend- 
distributing of of any * material... For smaller lawns and gardens... get to’ corners and for smaller lawns — able results. Sets up to 15,000 plants 
seed ert . dressing . the ideal “home-size." Handles a and gardens. Efficient and daily and destined to set a new high Lack 
lime, etc. wide variety of materials efficiently. | economical. for profitable sales. 





Sters Building « 
Benton Harbor, Mich 





MASTERS PLANTER COMPANY “ 
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PATH TO PROFITS ‘i 
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MONEY-MAKERS 


DOO-KLIP STANDARD 
GRASS SHEAR 


$4 95 —_ 










at 









America’s favorite shear with the “up 
and down” action . .. as easy as a 
handshake. 

Serrated, cadmium plated blades grip 
and cut grass smooth and clean. Self- 
sharpening, self-tensioning blades, and 
pinch-proof handles. . 






DOO-KLIP LONG- 
HANDLE GRASS 
SHEAR 

Solid rubber wheels 
weighing only four 
ounces support the 

blades and handle, 
permitting easy 
use with one 













Same _ pinch- 
proof, “up and 
down” handle ac- 
tion used in stand- 
ard Doo-Klip grass 
shear. 
















THE GARDEN BUTLER 
$3.50 Cte 


Just press pointed spike 
leg into ground. Tray, 

glass holder and spike may 
be taken apart for carry- 
ing in car or for storing. 
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BETTER LAWNS WITH 
LESS WORK = $$ for you 


Doo-Klip lawn tools have been in use for 
a quarter of a century and have gained 


widespread public acceptance for their effi- 
ciency, durability and handsome appear 
ance. 


Because Doo-Klip tools make it possible for 


home lovers to have better lawns with less 
work you will find the entire Doo-Klip 
line extremely profitable. 


EVERY Doo kijp SALE 


ASSURES A PROFIT 


All Doo-Klip tools are priced to give the 
dealer a generous profit. Just one more 
reason why the Doo-Klip line is a favorite 
with hardware dealers. 


EXTRA PUSH! NATIONAL 
ADVERTISING in SEASON 
We're not content to live on the laurels of 
the past. We protect your interest and 
ours in the lawn tool market with a con- 


sistent advertising campaign, in season, in 
magazines of national circulation. 


CALL YOUR 
JOBBER 


a ™ LEWIS 


Lock te Lewis for! Zuality Products 













ENGINEERING AND MANUFACTURING CO. 


rblliauce. Ohio 


















ATTRACTIVE TOOLS 
Real Doo-Klip Values! 

























THE DOO-KLIP PRUNER 









$9.75 “og 









The precision ground blade draws the 
work into the 50% larger throat, holds 
it tightly and cuts cleanly without 
crushing. 

Streamlined, easy grip, non-pinching 
handles. Fool-proof, thumb-tip lock 
protects blade and user against injury 
when pruner is not in use. 

































“CONSECUTIVE CUT’ 
HEDGE SHEAR 










$3.95 





A brand new, much lighter hedge shear 
that cuts without bunching or crush 
ing. Designed for ease of operation 
and long life. Easy grip, rubber 
handles. 
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Advertisers know this. 
any other farm magazine. 
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SAVAGE ARMS 
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REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division « Rome, New York 
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BE READY TO 


4-8 cup, $3.45 


(Ceramic Filter) 


4-9 cup, $3.95 
(Aluminum Insert) 


4-8 cup, $4.95 
(Melamine Model) 


Club )Glass 


Nationally advertised in Woman's Home 
Companion, Better Homes and Gardens, 
American Home; also on “Club Time” Radio 
Program, ABC Network, Tuesday Mornings. 








HQUALITY 


OP UKE THESE HELP 


& Shirley sinks are bh 
P porcelain steel. . . d 



















. 2-qt. Tea Kettle, $2.65 
. 6-cup Tea Pot, $2.65 
. Hot Pads, 3 for $1.69 
. 2-qt. Sauce Pan, $2.45 


. 1¥Ya-qt. Double 
Boiler, .. $3.95 


. 3-lb. Coffee 
Dispenser, $3.00 


hee Moker 


AND ACCESSORIES 


Club Glass is the only line that enables you to offer 
your customers the three most-wanied types of glass 
coffee makers. And all three of them are designed 
with sales-making style and beauty, easy-cleaning 
convenience, and kitchen-tested efficiency. Women 
appreciate their flat bases, their comfortable, palm- 
fitting plastic handles. And, what is more, they have 
confidence in the famous Club trademark! 


Ceramic Filter 
Stem for Vac, 50¢ 
Set of Two Black 

Plastic Covers 

for Voc, 80c¢ 





CLUB ALUMINUM PRODUCTS CO., CHICAGO 14, ILL. 


Makers of Famous Club Aluminum Hammercroft Waterless Cookware 


Picient work... wit 
"sloping drainboards 
» won't upset! AND, | 
hot every sink is a se 
>that is easily cleane 
Gs of designing for effic 


The fact that all S! 
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| the whole line easy | 
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SQUALITY FEATURES 


LIKE THESE HELP YOU SELL SHIRLEY 


;Shirley sinks are heavy, acid-resistant, 
)) porcelain steel . . . designed for fast, effi- 
i Hcient work . . . with flat, narrow-fluted, 
& sloping drainboards. Fragile glassware 
| won't upset! AND, pressed in the ledge 
Pot every sink is a self-draining soap dish 
that is easily cleaaned—another example 
es of designing for efficiency. 

S the fact that all Shirley sinks and cabi- 
my nets come to you “in a package” makes 


the whole line easy to handle. 


DWARE AGE NOVEMBER 20, 1947 








@ Any woman can recognize an easy-to-work-around 
sink when she sees one. What tips her off here is a 
big, roomy sink bowl, the géntly sloping drainboards 
with widely spaced flutes that make even a slick glass 
“sure footed” on the shiny surface . . . and cupboards 
and drawers that are neatly arranged. No wonder this 
beautiful Shirley sink steals her heart away! 

You need only a minute to convince any man who 
“comes along” that a Shirley kitchen will fit her plans 
perfectly. The wide range of sink sizes and models 
and the complete line of cabinets make any kitchen 
easy to plan—and simple to install. 

Both will agree they’ve found the best in beauty 
and value—and both will buy SHIRLEY! 


SHIRLEY CORPORATION e INDIANAPOLIS 2, IND. 


STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 


COPYRIGHT, 1947, SHIRLEY CORP., INDIANAPOLIS 
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A 52-Week Market Center 
With a Vital Plus! 


Merchants and their buyers have long ap- 
preciated the open-every-business-day-in 
the-year policy of exhibitors in The Mer- 
chandise Mart. 


buying visits make possible streamlined 


Frequent ’tween-market 


store inventories, timely merchandise, 
faster turnover. 
But in these puzzling days, buyers have 


discovered an added 


building—with its thousands of lines and 
hundreds of thousands of buyer visits—has 
become literally a national clearing house 
of information. Coming style trends, next 
season’s prices, the outlook for deliveries, 
the pulse of consumer buying—all are 
quickly sensed here by the alert store 
owner or buyer. 


Informed buying, 





advantage in coming 


THE MERCHANDISE MART’S 


properly timed buy: 


to The Mart. They get INTERNATIONAL ing, is profitable buy: 
a clearer picture of HOME FURNISHINGS ing. That kind of buy: 
MARKET 


things to come. That is 





because this great 


January 5 to 17, inclusive 


ing is best done in The 
Merchandise Mart. 








THE MERCHANDISE MART 


Centered for Efficient Year-Round Buying and Distribution 


CHICAGO 
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Here's the best-looking, easiest-working, 
most versatile sink top covering you ever 
saw! Made by the Shellmar Products Cor- 
poration—largest manufacturing concern in 
the flexible packaging field—Shell-Pli was de- 
veloped after months of intensive research 
and testing. It can be worked with the stand- 
ard tools of the linoleum mechanic coves, 
scribes, cuts, forms and fits beautifully. It’s 
rot-proof, bacteria, fungi, and mold-proof, 
and is not affected by water, dampness, or 
extremes of heat and cold. Shell-Pli is stain- 


eens 
: Pye Se. 
ae proof, too... resists acids, clorox, ammonia, 
. cleaning fluids, and other liquids generally 
used in the kitchen. 


; Shell-Pli is brand-new — another “first” 
SINK COUNTER COVERING ie: from Youngstown Manufacturing — and it 
Ee has exceptional profit possibilities for you. 
‘9 For further information and a copy of the 
new Shell-Pli brochure, send in the handy 
coupon below. Don’t delay—ger it in the 
mail today! 


." 
3 











Handsome, eye-appealing Shell- 
Pli is available in attractive linen 
and monkscloth patterns — in 
red, blue, or tan. 


Shell-Pli is economical, too. It will outlast com- ——s oe oe oe 


petitive materials by years . won't deteriorate, . SEND US LITERATURE and PRICES ON SHELL-PLI 
fade, crack, or rot. Grease-proof and durable, Dept. 4 SINK COUNTER COVERING 


it can be cleaned easily with soap and water. 





YOUNGSTOWN MANUFACTURING, INC. | “™ 





| ADDRESS. 





56-76 S$. PROSPECT ST. YOUNGSTOWN, OHIO | 
MAKERS OF SUPERIOR METAL TRIM SINCE 1930 | STY___ 
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THEY'RE HERE... the new 17-piece line 
of REYNOLDS /fe4ime ALUMINUM with 
Triple-Thick Bottom...and the new 41- 
piece line of REYNOLDS heavy-gauge 












The new Reynolds Lifetime Aluminum Triple~Thick and 
heavy-gauge lines will be distributed through a nationwide 
network of 333 jobbers. A few distributor territories are still 
open. For further information, get in touch with any of the 
following Reynolds regional representatives: 


A. S. Hamilton, Jr. Gene A. Becker 
Reynolds Metals Co. Reynolds Metals Co. 


19 E. 47th Street 1806 Mercantile Bank Bidg. 
New York, New York Dallas, Texas 
Eldorado 5-7700 Riverside 3429 
John Horn Joe Bob Moore 


Reynolds Metals Co. Reynolds Metals Co. 

























19 E. 47th Street 


New York, New York 


Eldorado 5-7700 
Boyd B. Mahon, Jr. 


Reynolds Metals Co. 


2000 S. 9th Street 
Lovisville, Kentucky 
Magnolia 4000 


D. B. Murrell 


Reynolds Metals Co. 


702 Watts Bidg. 


Birmingham, Alabama 
Birmingham 4-6884 


Henry W. Remmers 


Reynolds Metals Co. 


1004 Wrigley Bidg. 
Chicago, Illinois 
Whitehall 2200 


C. J. Schwartzel 


Reynolds Metals Co. 
1149 Northwestern Bank Bidg. 





Mi 


Bridgeport 6843 
Wm. E. Blair, Jr. 


Reynolds Metals Co. 
1209 Landreth Bidg. 


St. Louis, Missouri 
Chestnut 4861-2 


1806 Mercantile Bank Bidg. 
Dallas, Texas 
Riverside 3429 


Hunter B. Keck 
Reynolds Metals Co. 
97 W. Union Street 
Pasadena, California 
Sycamore 27153 


Roy A. Knight 

Reynolds Metals Co. 

1600 Arch Street 
Philadelphia, Pennsylvania 
Rittenhouse 4300 


S. $. Ballard 

Reynolds Metals Co. 
White Henry Stuart Bidg. 
Seattle, Washington 
Seneca 2777-8 


David K. Brown 
Reynolds Metals Co. 
Third & Grace Streets 
Richmond, Virginia 
Richmond 7-3411 


Sam T. Howie 

Reynolds Metals Co. 
1202 Watauga Street 
Raleigh, North Carolina 
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REYNOLDS NEW 


BACKED BY... SALES POLICY 


















The Reynolds Metals Company hereby pledges its firm and unvarying 
adherence to the following policy, throughout the entire operation of 
its Housewares Division: 


I. FAIR TRADING—an Reynolds Lifetime Aluminum Cooking Utensils 
shall be Fair Traded in all States where Fair Trade Laws 


apply. 


il. PRICE PROTECTION—1: shall be the Reynolds policy to protect 


distributors and dealers against inventory fluctuations to 
the utmost practical extent. In order to accomplish this 
and as recently announced, for the period of ninety (90) days 
distributors and dealers will be reimbursed in full for any 
decrease in inventory valuation due to price reduction by 
the Reynolds Metals Company. Before the end of this first 
90 days, further specific announcements will be made 


which will control policy thereafter. 


lil. UNIFORM AND LIBERAL DISCOUNTS —uaranteeing high and 


regular profits. 


WF. Unynotols 


W. G. Reynolds, Vice President 


“Rett D. Beda 


Robert D. Becker, Housewares Div. Mar. 








Aluminum 


REYNOLDS METALS COMPANY HOUSEWARES DIVISION + 2000 South Ninth Street + LOUISVILLE 1, KENTUCKY 
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A pull of the switch on a machine dismantled for 
repairs might turn it into a menace to life and 
property. So repairmen take no chances. Not 
content with a warning tag, they lock the control” 


lever ... to be sure. 


Specifying Hodell when buying chain is an ab- § 
‘ To be sure... 3 a 


solute measure of safety, too. The preference for SELL HODELL gm ; z DIS 


Hodell among chain buyers is no casual choice; ---fo be SURE! (agai Zhe} - Beta 
To be certain of maximum : Saal : 
chain sales display Hodell 
Sie. | : chains. Their reputation 
celled quality and dependability. Experience has sal preaies dusadicen 
— . ill identif 17 5 ; W 
taught users that every chain job will be done phere Bd i . Waal: ing the 
: a buyi ter f lit a 
better if they insist on Hodell ... to be sure. an a ae 3s iF : display 
Hodell for their sake 


. and for yours! Pst oe, ; : BY sized j 


it has been earned by a 60-year record of unex- 








ed in ; 


b£o))) aor 
JACK » SASH + SAFETY - LADDER - PUMP - LIBERTY MACHINE - PROOF COIL - STEEL LOADING 4 DELUX 
LIBERTY COIL - PASSING LINK - BULLDOG - SAMSON - FLAT LINK - REGISTER - DREDGE ? blots 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO YY 
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BeadwYutty Malohod Sera 


— 
FULL-COLOR [|S NATIONAL 


CABINET HARDWARE 


DISPLAY CARD 
INCLUDED IN DEAL 


Me 
| LOCK 
COMPANY — 


ng the s od 
display card shown. Print oe ROCKFORD, ILLINOIS 


ed in six vivid colors, it's 


1les-making new 


sizeqd just right to hit on 
your counters. The ‘500 
DELUXE is something to 


investigate. Do it today 


—— 
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FRESH’ND-AIRE COMPANY 
Dept. H.A. 1147 

221 N. La Salle St. 

Chicago 1, Ill. 


Gentlemen: Without obligation, please send me com- a, 
plete details about the new Fresh’nd-Aire Humidifier. Fi RESH NM {> ) P] 7 | JRE 
a a ae ee een OPE ee eae eee a ¢c ° M P a N Y 


Address 


City 


HARDWARE AGE 














ARVEY CORPORATION 


s of R-V-LITE 


0 

RDER BY NUMBER 

YOUR JOBBER 10D Exclusive Manufacturer 
3470 N. Kimball Ave-- Chicago 18, Wl. 
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NEW 3-PART CONGOWALL 
DISPLAY AVAILABLE NOW 


Mounted on durable hardboard, 
samples 11 patterns in a form 
that makes it easy for your cus- 
tomers to view Congowall as it 
will appear in their homes. 









AR 


| 

You can’t keep a good wall-covering down —to wainscot 

i height. Consumers wanted the long life, economy and beauty 

| of Congowall for upper walls as well. It is now available to ceiling. Here is a sure-fire program for increased sales of 
in pastel plain effect for use above wainscot. Congowall: 


KEARNY, N.J. moka of 


CONGOWALL =... 


TRADE MARK ® 


Stok, CONGOWALL 


in its full range of fast-moving patterns: 412” tiles for wainscot, 
new upper wall patterns and Travertine design for commercial jobs. 


Ligoteg CONGOWALL 


as it will appear in your customers’ homes. Show it on the wall in 
attractive color combinations. Supplement your in-use display with 
the new 3-part Congowall display (see below). 


‘emote GONGOWALL 


with newspaper and radio advertising. Use the complete Retail 
Advertising Service with free ad mats and radio commercials. Use 
the display material for windows that produce business. 


dé CONGOWALL 


installed or over-the-counter. (Free instruction sheets for your cus- 
tomers are available.) Sell it to homeowners and commercial users, 
Your own business n2ighbors are among your best prospects. 


SO rt ree | | 
q He Th, On 
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CONGOLEUM -NAIRN ™ 


i gral © Ui Congoleum-Naira Inc. 





Dealers everywhere welcome this new opportunity to 
double their sales checks by selling Congowall from floor 





a tn 


Order from your Congoleum- 
Nairn distributor. Sold on a 
generous share-the-cost basis. 
Will repay its low cost many 
times in increased sales of 


Congowall. 


Cite 


ti tag 
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361 x55 








438x55 


TEGCO’S number 55 latch, shown above with number 361 and 
438 knobs, (also available with all other TEGCO knobs) is the 
first completely stamped tubular latch in the industry. Greater 





strength—longer life. The very latest! 

















36157 








438x57 


The 361 x 57 and 438 x 57 locking sets shown above feature the 
completely stamped TEGCO lock and popular, two-section 
emergency release spindle. Entire locking mechanism concegled 
in rose. All TEGCO knobs fit these sets, 





WRITE FOR CATALOG AND PRICES 


2050 «. astn streer TECHNICAL GLASS C€CO., INC. cos ancees n, cate. 
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You cant fill 


Builders’ Hardware Orders 


with Grock Gaps! 


The dealer who attempts to fill builders’ hardware 
orders with a scattering of specialty items often ends 
up with “‘spots before his eyes’’ — those shadowy spaces 
on his shelves due to an incomplete line. And the busi- 
ness usually goes to the dealer who features a complete, 
standard, recognized line of builders’ hardware like 
RUSSWIN! Builders know they can get all the items at 
one stop from the Russwin dealer. They haven’t time 
today to shop around. Stock Russwin for larger orders. 
Russell & Erwin Division, The American Hardware 
Corp., New Britain, Conn. 





SINCE 1839 


DISTINCTIVE HARDWARE 








a 


FOUR FAST FACTS 


@ The complete Russwin line makes 
it possible for you to handle all 
builders’ hardware requirements 
for every type of building. 


@ You have the outstanding ad- 
vantage of the superior designs for 
which Russwin has long been 
famous. 


@ Every Russwin sales representa- 
tive is a trained builders’ hardware 
specialist ready and qualified to 
aid you in drawing off specifica- 
tions for hardware needed on 
large contract jobs, 


@ Solid selling goes with the line 
that has the finer finishes, the in- 
formative labeling — all the small 
but important Russwin details that 
aid choice and speed up sales. 
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usswiN dealers always have the edge 
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. Ask any youngster why he prefers roller skates with ball 
bearings and he’II probably say: ‘‘Boy, do they roll easy!” 
Yes, ball bearings mean friction-free, effortless move- 
& ment and extra long life. That is why more and more 
sliding doors are hung with R-W Ball Bearing Door 
@ Hangers. Prove it to yourself—ask any user why he 
oe prefers R-W Hangers. Bet you’ll hear him say: ‘“‘Boy, 
B x do they roll easy!” 
aS 24 
4 Ball Bearing 
4 Hanger 
e) No. 1098 
we : For use with Lock- 
ee: Joint Trolley Track 
a No. 533 to hang 
aged doors weighing 
‘i up to 3,000 pounds. 


Ball Bearing Hanger No. 329 


For use with Lock-Joint Trolley Track No. 
30 to hand doors weighing up to 100 
pounds. 





%, 
Os 
1880 1947 
BI OVER 67 YEARS 
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Richards-Wilcox Ball Bearing 
Hangers for sliding doors 














































Richards- Wilcox Ball 
Bearing Door Hangers and 
Lock-Joint Trolley Track are 
avall ible in a wide range ol 


sizes for doors weighing up t 


3,JV00 pounds Also available 
in con ple te “pa kaged’”’ ul 
that include all nece 
nangel track and hardware 


for doors of any specified size 
temem ber Richards- Wilcox 


means ‘‘a hanger for any door 


that slides.”’ 


Richards-Wilcox Mtg. ©. 


AURORA, LLLINOIS, 





WOVEN GLass 
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Playing to win? Then deal your- 
self a winning hand of top quality ~ 


products all the way. R/M a 





wickings for every purse and purpose © 
ee Cush Mame 
a 


are favorites wherever oil stoves, |~ 
ay om ed COT 


ranges and heaters are used. Ask your 
jobber for these popular fast-selling y 


R/M products . . . the pick of the wicks. a 


WOVEN WICKS 





PRAYBESTOS | 


Ry 


MANHATTAN | 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION 
MANHEIM. PA. 
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Together, ROBERTSHAW heat control and GRAYSON time control, per- 
fectly synchronized and precision engineered, make possible the automatic 
gas range, a milestone for the entire gas industry. 

And to meet the ever-increasing demand for this wonder range, auto- 
matic oven valves and safety pilots are now being manufactured in 
both Youngwood and Lynwood plants. A single national sales organi- 


zation serves your control needs. 
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- BEAVER sRAND- 
STEEL WOOL 


WATCH FOR GLO 


The service of James H. Rhodes & Company 
does not stop with the manufacture of steel 
wool. A large staff of skilled merchandising 
men constantly work to promote sales for 
Beaver dealers. All the helps you need are 
ready for you — big colorful counter cards, 
point-of-sale displays, bright packages and 
effective advertising to assure a fast turnover 
and bigger profits. 


SILVERY STRANDS 
EASY ON YOUR HANDS 


©1045 
Rhodes representatives welcome opportunities to dis- 
cuss Beaver: quality advantages. 


STOCK THESE POPULAR SIZES 


Available in all grades — Superfine to Very Coarse 


INDUSTRIAL PADS 


The quick-selling package containing 16 individual 
pads. 


ONE POUND ROLLS 


Steel Wool in layers or continuous ribbon form for 
convenient use. 


EAGER BEAVER 


Popular all-purpose 5 and 10 cent rolls wrapped in 
colorful bands. Impulse purchase — traffic items. 


WRITE FOR COMPLETE INFORMATION 
PLEASE MENTION YOUR JOBBERS NAME 


25> JAMES H. RHODES & COMPANY 


157 W. HUBBARD STREET | 48-02 TWENTY-NIMTH STREET 
CHICAGO 10, ILLINOIS LONG ISLAND CITY 1, N.Y 
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OX Fibre Brusu CO., 


INCORPORATED 


FREDERICK, MARYLAND 


FOUNDED 1884 
World's largest maker of quality brushes 
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consumer advertising 


for December will 

feature De Luxe 

Home Workshop 
Tools 


with emphasis 
on QUALITY and 
the ECONOMY 


of quality 


Right now is none too early to prepare for your craftsworker customers 


who will soon be calling on you for new tools... particularly tools 


that have been scarce during recent years. Among these tools few will 


be in greater demand than the three featured in the Disston December 


advertisement shown here. Each tool represents quality of the highest 


eal for 
00den degree .. . Disston quality, which means finest steel, expert workman- 
a ship and dependable tool performance . . . plus long life and economy. 


| trim. 


When you show your customers Disston Circular Saws, Band Saws 


and Wood Turning Chisels, you'll make more sales when you... 


SELL THESE LEADING FEATURES 


DISSTON Se Luce 
Circular Saws 


Made of the same Disston Steel 
and with the same care and precision 
as the famous Disston Circular 
Saws used by leading lumber mills. 
Cross-cut, Rip, Flat-ground Com- 
bination and Hollow-ground Com- 
bination... each in 6”, 7”, 8 and 


DISSTON Se Luze 
Narrow Band Saws 


Made of Disston Steel for tough- 
ness, temper and long life. Blades 
are straight and true. Teeth are 
correctly set, and have proper pitch, 
spacing and gullet room to assure 
fast, easy, smooth cutting. Their 
high flexibility withstands constant 
strains and bends in operation. 
Remember! These saws are made 


~+ Enjoy the Renna 
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De Lune CIRCULAR Saws 


The world's finest circu) 
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(War Saws used by 


esto Steel 
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: yion:  ( 
two Flat eround Con, iyi 


especially in 25 gauge for home ollow-ground Com); 


workshop service. 


HAation , 


10” sizes. 


Ask your HARDWARE RETAILER 








DISSTON Wood 
Turning Chisels 





in the Dec. 6th 
issue of 


These high quality chisels and 
gouges are made of fine tool steel, 
hardened and ground with the cor- 
rect bevel; and highly polished. 
8 chisels supplied in set—the finest 
set ever offered the professional 
or home craftsworker. 


ESTABLISHED 1@60 











REG.U.S PAT OFF. 


hes) HENRY DISSTON & SONS, INC., 1154 Tacony, Philadelphia 35, Pa., U.S.A. 
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if the pie is SMALLER! | 








RUSSELL, 


The lower you can make your customer’s total 
cost of fastening, the larger share of his fastener 
business you should expect to get. 

Actually, the cost of using a fastener—includ- 
ing costs of specification, purchase, stocking, 
inspection and assembly time—amounts to much 
more than the initial price. 

So—sell him the brand of fastener that keeps 
the cost of using fasteners low .. . and you can 


expect to get the fastener business and keep the 


» Shieh ee 





Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


business at price levels which are profitable. 


“T.F.E.” is a selling idea that helps you make 


more fastener profits by helping customers to | 


lower fastening costs. The customer who agrees 


that a// the elements in True Fastener Economy ~ 


are important is a fine prospect for the brand of 7 


fastener that can be counted on to give him all 
these elements. 

For details on ‘“T.F.E.”, see the RB&W ad 
opposite. It runs in most of the publications 


your customers read. 


FASTENERS THAT LOOK LIKE THIS 
CAN BE COUNTED ON FOR t.f.e. 


Clean-cut heads, accurate well-finished barrels, 
perfect threads, high physical properties—those 
are the distinguishing characteristics of RB&W 


fasteners. And their quality is uniform, as these 


two bolts show—selected at random from dis- | 


tributor stocks in two different cities, but iden- 


tical in appearance and properties. 


RBaw 
The Comfpilele Quality Line 


BURDSALL & WARD BOLT & NUT COMPANY 
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e RB&W ad It's the cost of using a fastener that counts. Wherever maximum 
‘ Es fastener strength is required . . . such as for engines and machine 
publications tools . . . it is True Fastener Economy to specify high-quality You Get T. F. E. When You 
1. Reduce assembly time to a minimum by savings through 


Cap Screws. use of accurate and uniform fasteners 


° 2. Mak h i ivi r ‘ 
RB& W Cap Screws for Utmost Security shel ve” al nag appier by giving them fasteners that make 
3. Reduce need for thorough plant inspection, due to confi- 


Raw material that is subjected to the most rigid mechanical and dence in supplier's quality control 











physical examination . . . cold-forming on the most modern ma- 4. Reduce the number and size of fasteners by proper design 
j KE TH is chinery . . . continuous inspection at every stage of manufacture 5. Purchase maximum holding power per dollar of initial cost, 
‘ . contribute to your assurance that RB & W Cap Screws will by specifying correct type and size of fasteners 
Ke have uniformly high physical properties and a finish that enhances 6. Simplify inventories by standardizing on fewer types and 
q ©e ' h f the finished product sizes of fasteners 
the ae Se ” nae mes. 7. Save purchasing time by buying larger quantities from one 
Such facilities as spheroidizing furnaces, close control heat supplier's complete line 
treating, finest heading and threading equipment enable R B & W to 8. Contribute to sales value of final product by using fasteners 
shed barrels, manufacture its products to meet the severe stress conditions and with a reputation for dependability and finish 
close tolerances required of highest quality Cap Screws. 
erties—those RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
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Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel an ‘others. 
PANY 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 
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KAYTITE 


AGE 
ONTROLS WATER SEEP 
: IN POROUS MASONRY 


CONTROLS WATER SEEPAGE 
IN POROUS MASONRY 





EER : 
Water Seepaye | + Water Seepage «Water Seepage pt Wat 
° 4 ne ; “ 


y CINDER BLOCK WALLS 
v CEMENT BLOCK WALLS 
W STUCCO SURFACES 
v PUMP AND BOILER PITS 
v FIELD AND QUARRY STONE 
wv CONCRETE MASONRY 

~ CELLARS ~ RETAINING WALLS 

vw RESERVOIRS ~ ROUGH MASONRY 

v COPINGS vw UNGLAZED TILE 

~ BRICK WALLS v SWIMMING POOLS 

~ BRICK PIERS CISTERNS ~ SILOS 

~ FISH PONDS v ELEVATOR PITS 

~ HAYV-TITE CAN BE USED ABOVE OR 
BELOW GRADE.INSIDE OR OUTSIDE 
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Send for your counter 
and window displays to: 


KAY-TITE COMPANY > WEST ORANGE, N. J. gaye 


HP Patented Drainc 
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now Grader PACKAGED FITTINGS 


Make Time for Handling Other Things 


Grabler Square ‘‘Gee” Packaged Pipe Fittings reduce handling and 
waste. Packaging protects fittings while in stock. One size and type 
of fitting packaged in a small carton. Label plainly indicates type, 
size, and number of fittings in each carton. Packaged fittings are 


easier to handle, easier to stock, and easier to sell. Small cartons are 


shi d in sturdy master containers sized for convenience in storing 
y 


and handling. Inquire of your wholesaler if he has Grabler Square 
“Gee” Packaged Fittings on order. Even though short in supply, 


everything possible is being done by us to meet his and your needs. 


BR tant we 


— rT a . 
Be | And They Don't Cost You A Penny More! 

se a 

= f Fittings that are kept in 4 carton are as clean and 
undamaged when taken from the carton as they were 
when they were packaged at the factory. Grabler Square 
“Gee” Packaged Fittings are protected from rust, dirt, 
and damage. Every fitting is clean, usable, saleable, and 
profitable. Nationally advertised Grabler Square “Gee” 
Packaged Fittings have a constant, steady rate of turn- 
over, and Grabler Square “Gee” Packaged Fittings 
cost you not one cent more. 


Ne ot tone 


THE GRABLER MANUFACTURING CO. 


6565 BROADWAY +++++ CLEVELAND 5, OHIO 


HE SQUARE “GEE” LINE INCLUDES: Malleable Fittings ¢ AAR Fittings 

PYnions e Rail Fittings ¢ Cast Iron Steam and Drainage Fittings 

atented Drainage Fittings © Brass Fittings and Unions ¢ Steel and Brass Nipples 

WARE AGE angers e Floor and Ceiling Plates e Copper Tube Solder-Joint Fittings 
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Here's 
Good ¥Y, 
News! : 


Immediate Delivery — Ample 
Time for Christmas Business 




















Christmas is just around the corner! Yes, and now's the time 
to stock an item that is always in demand by one of your best 
customers—the home workshop enthusiast. And especially at 
Christmas time the man who has a home workshop is looking 
forward to receiving a new tool that will give him many hours 
of real pleasure and service. What could be better than the 
Lynn Aluminum Alloy Jig Saw—light in weight but strong in 
its ability to take rough usage. Don't wait. Order now while 
you can still get immediate delivery. 





ALUMINUM JIG SAW 
Model No. JS-6120 List $24.95 


@ Ideal for Hobbyists, Home Craftsmen, Pattern Makers, 
Model Builders, and a host of others. 


@ New modern design. Sturdy reinforced frame is of alu- 
minum alloy providing light weight with sturdy strength. 

@ Upper arm is FULLY REMOVABLE permitting use of the 
tool as a sabre saw for cutting any size stock. 


@ Operating mechanism is a positive drive running in a bath 
of oil to insure balance and constant smooth operation at 
all times. 


@ Blade chuck is made of steel. It is especially designed to 
hold firmly any type of blade. 


@ All working parts run in bronze bearings. 


Write for Catalog Sheet and Trade Discount. 


LYNN PRODUCTS COMPANY 


321 E. Ontario St. Chicago 11, Ill. 
Export Dept., VALYN Export Co., 321 E. Ontario St., 
Chicago 11, Ill., U.S.A. 
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NOW'S tne time For 


EXTRA “DULL-TOOL* PROFITS 


. with 


CRYSTOLON BENCH STONES 


Real profit plus real customer service is the 
sure-fire combination that makes Crystolon 
Bench Stones tops in your fall merchandising 
program. Packaged in attractive red, yellow, 
and black counter displays to insure extra buy- 
appeal, these self-merchandising sales units do 
your selling job for you. 

Crystolon Bench Stones are different. They 
offer extra sharpening service to your scores 
of “dull-tool customers because they are 
factory oil-filled by our exclusive process. They 
sharpen better because oil-filling retards glaz- 
ing and promotes faster cutting. Yet they cost 
no more than dry stones. They are made of 
famous Norton Abrasives silicon carbide grit 
with kiln-fired, vitrified bond, and each stone 
is a dual-purpose combination sharpener in 
coarse and fine grit. 

Featured in two displays, JA-19 offers 19 
dual-purpose sharpeners in 5 sizes from 4"' to 
8". Dealer cost $18.35*—dealer profit $9.91. 
JA-8 features 8 Crystolon Combination Bench 
Stones in 3 sizes from 6" to 8". Dealer cost 
$8.60*—dealer profit $4.64. 

Fall is the time to go after those extra 
"dull-tool” profits. Your Jobber will be glad 
to include each of these eye-arresting displays 
with your next order. 

* Slightly higher west of Denver. 


CE 
BEHR-MANNING - TROY, N.Y. 


(DIVISION OF NORTON COMPANY) 
Quality Coated Abrasives Since 1872 
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They ' ; : ‘ sept The many uses to which the Model 381—%" Malldrills can be adapted make 
glaz- vy - : 4 this tool one of the most saleable items in your store. Every home, farm, 
cost P . : es factory, automobile body and repair shop, institution, carpenter, electrician 
, . ' "J j o and handy man is a prospect. 
gri 
National advertising in The Saturday Evening Post, Poultry Tribune, Business 

tone 8 ; g f 
r in Week, Carpenter, American Builder and many other publications with national 

\ distribution are building sales and profits for Hardware Dealers on Mall 
5 19 Ss “4 . ; 2 Power Tools. Order Yours Today. 
Hn, iB i og * aie FREE Booklet Ma// Portable Power Tools sent upon request. 
inch 2 PE acl , 
ve " 3 MALL TOOL COMPANY 
oe ge 7702 SOUTH CHICAGO AVE., CHICAGO 19, ILL. 
lad 


lays 


Also Electric MallSaws with 2", 214", 
2%" and 4%" cutting capacities; 14", 
*ie", Ye", Se" and %" MallDrills; Mall 
Surface Planes; Screwdrivers; and 
Hand Polishers. 
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PRINTING CALCULATOR 
gives you 
PRINTED FIGURE FACTS 








Management needs proved figure facts on which to base important decisions. 
Inventory reports, profit percentages, cost estimates and the multitude of figure 
information necessary to run a business must be computed accurately. That’s why 
Remington Rand's Printing Calculator serves every size business by eliminating 
incorrect computations and misleading reports . . . by saving valuable time 


ordinarily lost copying figures and re-calculating problems. 


Your facts are right the first time when the Printing Calculator produces 


it automatically prints 


your figures. This machine never relies on assumptions . . . 
on the tape each factor and answer of every calculation. You never have to 
repeat a problem . . . the printed tape is your first-time proof of accuracy and a 


permanent record to which you can refer weeks or months later. Compact and 


simple to operate, the 10-key Printing Calculator gives you complete, rapid 
figuring service. It multiplies and divides automatically, adds and subtracts— 


and prints each factor. 


Ask your Remington Rand representative for a demonstration, or write for 
further information to Remington Rand Inc:, Adding-Bookkeeping-Calculating 


Machines Division, Department HA, 315 Fourth Avenue, New York 10, N. Y. 





MACHINES FOR MANAGEMENT 
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Extra business comes to this dealer 
. - - for the very good reason that 
he advertises in the ‘yellow pages’ 
of the telephone directory. 


For years, the Classified (“yellow 
pages’) has been a popular source 
of information for home owners, 
contractors and builders in your 
home town. These buyers know 


NOVEMBER 20, 1947 


that the stocks of merchandise and 
the brands of hardware vary among 
the stores. That’s why they look in 
the ‘yellow pages’ when they want 
a particular brand or a special type 


of hardware. 


Advertise in the ‘yellow pages’ of 
y pag 
your local telephone directory and 

you'll be “sitting pretty,” too. 


For further information, call your local telephone business office 




















RETAIL PRICE 
FAIR TRADED AT 
$2 50 


SHARPENER 


grimds A KEEN, SHARP 


PROFESSIONAL EDGE! 


ROBO operates on a new, improved grindstone 
principle. Actually grinds on an even, long-lasting, 
professional cutting edge — at home! 


Simply roll ROBO back and forth on bench or 
table, pushing and pulling knife handle. Guide 
faces support blade at correct angle. Will not mar 
or scar blade if correctly used. Vitrified aluminum 
oxide grindstone. Durable red cellulose acetate 
wheels. Will last for years. 


Beautifully packaged, ROBO makes a useful, novel gift. 


If your distributor does not yet stock ROBO, write 
or wire us today for details. 


"* ALDEN SPEARE’S SONS CO. 


CAMBRIDGE 42, MASSACHUSETTS 
EST. 1851 
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| LUBRICATED BEARINGS! 
FOR EXTRA PROTECTION! ri 


American Sanders have lifetime lubricated bearings at " 
all vital points — completely sealed to keep out grit, © 
dust and abrasives. These bearings are at each end @ 
of the armature and drum — providing long-life pro- 7 
tection for vital high speed parts. & 
Similarly—all the way through—American Floor 
Sanders are soundly built to give you the utmost in 7 
dependable performance. More rental time... 7 
greater goodwill... more profits for you! | 
Write for details and prices. The American 
Floor Surfacing Machine Co., 522 So@ 

_. St. Clair Street, Toledo 3, Ohio. 


/f=\ AMERICAN 
Floor Gantthlee 
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—the proven way to volume sales! 


Only Tru-Test offers independent hardware retail- merchandise —each analyzed for quality—but also 





ers such a complete, smoothly coordinated, modern outstandingly effective merchandising methods. Ask 
merchandising program! For Tru-TEst brings you your Tru-TEst Distributor, listed below, about these 
not only a dependable source of important lines of and other specific features of the TRU-TEsT program: 


““CONSUMER PROMOTIONS” 


“MARKETER” eae f 

a : Carefully planned on a national 

A bi-monthly illustrated : ¢ f : 

blicati f basis to provide you with forceful, 

yublication from your / aE 

; o Test Distril - ‘ low cost consumer advertising. 
- us s ) or, 


Brings you advance in- 
eS “CATALOG SERVICE” 
formation on hardware ; : . 

: Attractive catalogs, imprinted with 
values and outstanding 


BEARINGS : Beles zy ; . ‘“S your name, for seasonal distribu- 
* z a 


promotional ideas. ; ' 
1ON! tion to all of your customers. 
! ) 


ted bearings a ™ 
keep out grit, 
e at each end 


long-life pro- : DIVISION OF OAKES & COMPANY 


650 S. Clark St., Chicago 5 


.- The Most Complete 
merican Floor © Modern Merchandising Program for 


u the utmost in ia Independent Hardware Retailers! 
rental time... 7 


ofits for you! © CONTACT YOUR NEAREST TRU-TEST DISTRIBUTOR 
The American © 


Co., 522 So® 
. pr gee me New Mexico All Amarillo, Texa Atlanta 3, Georgia Battle Creek, Mich 

3, Ohio. ZORK HDWE. CO. as NEW MEKICO C.Y SCHELLY Teno. “INC MORROW THOMAS HAROWARE CO. KING HARDWARE CO. 6. C — co 
ie n 6, New Y Charleston, South Goreiee Chicago 8, tilinois Dallas 2, Texa Dayton, Oni 
THE SEEDMAN COMPANY, inc C.D. FRANKE & i REHM HARDWARE CO eon H ALLEN co., inc UNIVERSAL ! SUPPLY CO 
Oecatur 60, tilinors Decatur, india Des Moines 6, Et Centro, California 
MOREHOUSE & WELLS CO THE SCHAFER. ‘Company, Inc ogg cAMP HARDWARE co IMPERIAL HARDWARE CO 
Elmira, New York Et Paso, Texa Gotqoere. Flor Greenville, Mississipps Grenada, Mississipp: 
BARKER, ROSE & KIMBALL, INC ZORK HARDWARE co oq HARDWARE co BAIRD — ssid J. H. OLIVER & CO 
Hastings, Nebraska Holyoke, Massachusetts Houston 2, bs Huntingdon 19, Lancaster, Pa 
DUTTON. LAINSON CO 7. pte &CO., INC READER'S WHOLESALE DIST C.H. MILLER HARDWARE co HERR & CO., INC 
Little Rock, Arkansas Beach |, Califorma Miami, Florida Milwaukee 3, Wisconsin Nashville 1, Tennessee 
FONES BROS. HOWE. CO rr — Lege yee HOWE. CO hi MILAM, INC. JELCO MILWAUKEE CO KEITH —_ co., INC 
Oklahoma City 1, Oklahoma Omaha 2, Nebraska Pueblo, Colorad Red Bank, New Jersey St. Louis, Missour 
poem ig HARDWARE CO yeLco. OMAHACO HOLMES HARDWARE CO. UNION DISTRIBUTORS, INC. TIEMANN Mowe ‘s SUPPLY CO 
Salina, Ka San Francisco 19, Calif Washington 7,0.C Watertown, New 
Lee HARDWARE co DUNHAM, CARRIGAN & HAYDEN CO MAY HARDWARE CO wW.W CONDE HARDWARE COMPANY 
Wheeling, West Virgima Winston-Salem, No. Carolina cawapa Hamilton, Ontario Winnipeg, Manitoba 
GREER & LAING BROWN ROGERS DIXSONCO WOOD, ALEXANDER & JAMES. LTD FALCON HARDWARE, LTD 
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Luminous Paint Kits 


® Easy Profits © Self Selling 
Resale Price: 50-59 Cents 





Makes ‘em Glow 


¢ Two colors, “blue glow" and "violet glow" 

© Many uses such as switch plates, pull cords, door 
bells, house numbers, lamps, dark corners, etc. 

e Conquers the dark! Non toxic! Lasting! 

e Immediate delivery 

e Excellent for CHRISTMAS decorations 


$46.08 per gross F.O.B. Scranton, Pa. 


Fraymar Products, Inc. 
225 W. 34th St. New York I, N. Y. 








SELL AT LEAST 2 ON EVERY JOB 

















LOUVERS 
*0¥ OLD AND NEW CONSTRUCTION 


In all installations they give 
ample ventilation to insulated 
attics. Lumite plastic screens, 
and no exposed metal eliminate 
rust and corrosion—keep walls 
free from streaks and stains. 
Quickly installed. Last the life 
of the average building. 


Over 30 types and sizes. 
Write for full details. 


A. D. HEMPHILL co. 








118 Franklin Street Lake City, Minn. 
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TRADE MARK AEG. U. 8. PAT. OFF. 
ANTI-FRICTION COMPOUND ~ 
Now Available In New 
HANDY-SIZE PACKAGE 







Packed In A New 
Sales-Compelling 


COUNTER 


DISPLAY 
to 


INCREASE 
YOUR SALES 
and 
PROFITS 


Famous throughout industry for 33 years, MOTOR-MICA Anti-Fric- 
tion Compound is now available in a new handy-size container, 
designed specially for home and tool kit use. World's finest lubri- 
cating aid, Motor-Mica is unequalled for making things operate 
smoother. Cures sticky locks and windows; auiets squeaky hinges; 
Improves performance of appliances, washers, fans, clocks, etc. 
Cools hot bearings, reduces friction, aids lubrication of motors and 
machines. Packed 24 packages in a new eye- catching counter dis- 
Play. Sells fast. Good profits for you. Send for details NOW! 


SCIENTIFIC LUBRICANTS COMPANY 
3469 N. CLARK STREET CHICAGO 13, ILLINOIS 
In Canada: A. N. ORMSBY COMPANY, TORONTO 1 
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(PPR ee 
New Profit-Maker For You! 






















WOODEN KNOBS 





MAPLE 
OAK 


Quality, 
wooden knobs, tapped 


flat grained 


and sanded, complete 
with washer head 
screws for 34” drawer 


fronts. 





PATTERN 
NO. BW-120 


AVAILABLE IN SIZES 
FROM 34” TO 2” DIA. 
AT 4” INTERVALS. 


ee. 


B W-120-2” 
Packed 2 and 3 dozen to box. 





Inquire of your Hardware Jobber. 














LOYNTON WAGGELL 


1800 N. ASHLAND AVE., CHICAGO 22, ILLINOIS 
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FOR MORE PROFITABLE 
MERCHANDISING 





RUCTION 


ns they give 
to insulated | © 
astic screens, 
etal eliminate 
n—keep walls 
s and stains. 
Last the life 
silding. 


d sizes. 
| details. 


Co. 
City, Minn. | © 
esi 
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GUM 
\APLE 
SAK 


1, flat grained 





1 knobs, tapped A miniature “store” in itself, the colorful new EAGLE Cabinet Lock Salesmaker 





nded, complete 






is a complete merchandising unit—ready to attract customers, display the locks 






washer head and help make the sale from the orderly stock maintained in this attractive counter . 






for 34” drawer display cabinet. It’s just the thing to remind customers to buy. Built of wood and 






finished in bright red and yellow, the Salesmaker Display Cabinet features an as- 






sortment of nine popular cabinet locks. A sample of each lock is mounted on the 






ATTERN 
>. BW-120 
BLE IN SIZES 


3%” TO 2” DIA. 
,” INTERVALS. 


underside of the cover to show its application. In the base of the Cabinet are nine 






compartments for holding a supply of the locks featured in the assortment. All locks 






and keys are wrapped in anti-tarnish tissue and held in their respective compart- 






ments. Thus, your stock can be kept clean and orderly at all times. 






For ready reference, a pictorial price card identifying the locks with retail prices 






is included. Nothing has been left to chance to give you a forceful sales tool that 






will serve your needs for many months to come. 









EAGLE INDUSTRIES, INC. siscisicy of bowser, m 


America’s First Lockmakers — Since 1833 National Sales Representative of The Eagle Lock Company 
110 North Franklin Street, Chicago 6, Ili. 
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UNION 
PACIFIC 


OF INDUSTRY 






WEALTH OF MINERAL DEPOSITS 
IMMENSE COAL RESERVES 
LARGE LUMBER PRODUCTION 
AVAILABLE WATER POWER 
ABUNDANT LIVESTOCK 
VALUABLE WOOL CLIP 

VARIED AGRICULTURE 
TREMENDOUS WHEAT YIELD 
SCENIC BEAUTY 









One of a series of adver- 


tisements based on in- 
dustrial opportunities in Q 
the states served by the 


Union Pacific Railroad. 


aa as the “Treasure State,” Montana beets, potatoes, together with other vegeta- 4 
is richly endowed with raw materials essen- bles, are grown on its farms. There are 

tial to industrial production. Among the many thousand acres of forests, principally 

many metallic minerals are silver, copper. pine. : 


lead, manganese, chromium and molybde- 


num. Coal reserves have been estimated at’ The Union Pacific Railroad serves Butte in Qu 


“ane ‘ > , the heart of the great mining area, and West 
over 400 billion tons. The majority of the wf tie 
Yellowstone—most popular rail entrance to 


state's cities are supplied with natural gas. __, . ae sd 
the famous Yellowstone National Park. 

’ & 

Montana is a top producer of cattle and ; A 
, ; Montana welcomes new industry. It has the a 

sheep, the annual sheep production being ; K 


, sane , space, materials, facilities and manpower 
approximately two million head with a ; ; 
. . to encourage firms seeking new locations. 
wool clip of great value. In agriculture, ‘ea 
Additional advantages are good living con- 


wheat takes first rank among grains. Sugar 


ditions, an excellent educational system 


and scenic beauty. 





% Address Industrial Department, 
Union Pacific Railroad, Omaha 2, 
Nebr., for information regarding 
industrial sites. 














UNION PACIFIC RAILROAD ; 
THE STRATEGIC MIDDLE ROUTE of 
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DIE CASTING is the shortest route from raw material to fin- 
ished part. 








tei tag 2 Soa eaie haa 


gum 


v liquid metal is fed in one end of the casting machine and within 
oh a few seconds, the other end delivers a finished casting prac- 


oe 


er- 
in- : 


tically ready to use. 
the 


ad. 


tionally meets your needs. Castings can be finished by us in 
nickel—chrome—copper—enamel and paints of all colors. 


Bh SA 


YY DIE CASTINGS are produced in zinc—aluminum—magnesium— 


j f brass—tin—lead alloys, whichever most economically and func- 


are 


. 
D 
bs 
be, 
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ly our plants at: 





in g 
est x 4 
to i 


the 






POTTSTOWN, PA, BATAVIA, N.Y, 
TOLEDO, OHIO Eo 
GRAND RAPIDS, MICH. 


ver . o . . 
are strategically located to serve your plants in close proximity. 





ns, 





on- 


- DOEHLER-JARVIS CORPORATION 


me The World's Largest Producer and Ginishen of Die Castings 
Executive Office ee 


é 386 FOURTH AVENUE 
ty 4 ant NEW YORK 16, N.Y. 
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If you want Finely Finished 1 -y-) 


insist on 












| ly 








One end of the new, continu- 













ous cycle plating equipment 





Fine tools deserve the in the Crescent plant. ting pliers, end cutters; 











finest finish obtainable, 
not only for appearance, but for lasting 
















protection against rust and corrosion. 
Crescent Tools are made in a variety of 
finishes ... baked enamel for snips, 
punches and chisels; blued finish for cut- 


highly polished steel; 
parkerizing; nickel and chrome plating 
for Crestoloy and Crescent Wrenches. 

Entirely automatic, the nickel 
and chromium plating equipment at 
Crescent is the very latest and most 
efficient, insuring best results. Tools 
remain in the various baths... de-greas- 
ing, cleaning, rinsing and plating... 
just the proper length of time. They 
come out bright and shining, ready for 
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CRESCENT TOOL COMPANY, Jamestown, N. Y. 


3% “CRESCENT” is our trade-mark registered in the United States and foreign countries for wrenches and other tools. “Crescent” 
tools cre made only by Crescent Tool Company of Jamestown, N.Y., and are sold by leading distributors everywhere. 












shipment to the hardware stores of The 
the world, where they will be sold sales 
to tool users who demand the best. yr 
and 

Bi 

beca' 


RESCENT TOOLS » 
Cive Wires Zo Wark a 
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PUSH THE NAME THAT'S KNOWN! 
INCREASE YOUR PROFITS 











The better the brand name is known, the faster insulating qualities and resistance to aging. Goes 

sales move. So stock, display and promote Bull on without wrinkling, won’t curl or ravel. 

Dog Friction Tape — the tape that electricians, Special BWH technique prevents drying out or 

automotive mechanics, building maintenance men loss of adhesiveness in the roll. 

and householders are completely sold on. Check your stock of Bull Dog Friction Tape 
Bull Dog Friction Tape is in big demand today — display an adequate supply to meet the 

because of its tight grip, lasting strength, high repeated demands of your best customers! 


Another Quality Product of 


Boston Woven Host & RUBBER COMPANY 


Distributors in all principal cities 
“Crescent” PLANT: CAMBRIDGE, MASS., U.S.A. © P.O. BOX 1071, BOSTON 3, MASS. 
verywhere. 




















COMPLETE SELECTION... 


Whether your customers call for a small length of 1/32" diameter 
jack chain or many feet of 1-1/2"'' dredge chain for heavy working loads 
. .. you can accurately and profitably fill all orders when you handle 


McKay Engineered Chain. 





® McK-Alloy Chain* ® Twist Link Coil Chain 
© Hi-test Chain* * Victor Breast Chai 
© Steel Loeding Chein* © Passing Link Chain QUALITY CONTROLLED... 


© Proof Coil Chain* ® Sash Chain 
© XX Dredge Chain* * Conveyor Chain You can be sure McKay Engineered Chain is always good, always 
® Crown Dredge Chain* © BBB Coil Chain* . d dabl F ont al h h ‘ 
© Steam Shovel © Sinans Chatec ependable. From basic raw materials through every operation— 
Hoisting Chains* © Tie-Out Chains forming, welding, twisting, testing, inspecting, polishing or any other 
7 . . . . 
ae Chain * toler Chelee required Operations—each step is carried out by competent craftsmen 
® Victor Pattern © Wagon Chains using the most modern manufacturing equipment and methods. 
Coil Chain ® Breast Chains 


® Ohio Pattern Cow Ties ® Sling Chains* 

© Pump Chains © Anchor Chain* 

= Pum Chain + Anchor Char MORE SALES... QUICKER... 

© Well Chain ® Repair Links F —— . 

© Chain Hooks © Feed Chains Check the profit advantages of McKay Engineered Chain for agricul- 

© Stage Trace Chains © Heel Chains | i i i i , 

Ps ne Aarne ones | tural, automotive, industrial and marine uses. It’s easy to recommend 
the right chain for every job from McKay’s complete line of iron, steel 

and alloy chains. You sell more chain and pull more repeat business 

from satisfied customers when you handle McKay Engineered Chain. 





*These chains are always proof-tested 





440 McKAY BUILDING - PITTSBURGH 22, PA. 


WELDING ELECTRODES COMMERCIAL CHAINS TIRE CHAINS 


> NOVEMBE 
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HOLDING POWER 


















20,000 different sizes and shapes—they are made fo fit right and hold tight. 


REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION + CLEVELAND 13, OHIO AND GADSDEN, ALA. 
Export Department: Chrysler Building, New York 17, N. Y. 


or 





5 Other Republic Products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 


> NOVEMBER 20, 1947 = 


..- wherever Republic UPSON Quality Bolts and Nuts are used. From strong, full- 


formed heads to clean, accurate threads—throughout a vast range of more than 






















House ‘Garten N 





Patented 


Deliune 


MOP 
WRINGER 


PAIL 


You can make nice profits 
on the DeLuxe Mop 
Wringer Pail without any 
special effort—without 
any high-powered sales 
talk. 

For months, women 
have been reading in their 
favorite magazines how it 
wrings the mop without 
even wetting the hands... 
how it saves back-break- 
ing drudgery, makes 
housework easier, keeps 
lovely hands and dainty 
nails out of dirty water. 

All you have to do to 
move the DeLuxe Mop 
Wringer Pail is to put it 
Distributed on display... where wom- 

en can see how simply it 

thru the works, how well it’s 

Wholesaler made, how little it costs. 

Order from your Jobber 
ODAY. 


GILBERT adam CLOCKS - = | ie 
manufactured and guaranteed by The GOOD HOUSEKEEPING [aOR uy | 4 j we ae , bt 


THE WM. L. GILBERT CLOCK CORP, | ssw ai “cpr es TUN oe) Bor 
———nneeeeens CLOCK MAKERS TO THE NATION SINCE 1807 ————__ 
WINSTED, CONN. CHLUETER MFG. co. 


Laconia, N. H. 


551 Fifth Avenue 
New York 17 NY. "aoe ST. LOUIS, MISSOURI 
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EVANS .__ SPACE 


So 
OR LEVEL HEAT 


DOUBLE-LENGTH 
- U-SHAPED 
OLDEN FLAME 


AMERICA’ 
M Ss 

on ported BEAUTIFUL 
-BURNING HOME HEATER 


You handle heaters that meet customers needs 
Durabilly- Cay! 


— =| 





——— 


Mees people’s needs with good sub- makes them stay sold. ‘The EVANS line 
stantial merchandise js your business. covers 4 broad range of heating capacities, 
So, the EVANS line of oil-burning Space so you can meet practically every home 
Heaters i i your alley. These requirement. 

heaters, designe i a pioneer in With suc > , plus the cheery 
the space heater busine the appeat- ih por shesimplefinger Peony 
ance and the features that people want. That and automatic draft regulation, you'll be in 
makes them €asy to sell. They deliver the i highly profitable season with 
goods in terms of heating comfort, conven EVANS. Write Dept. C, EVANS PRODUCTS 
ence, economy and ease of operation. That Cco., Plymouth, Mich., for complete details. 





I CO. ; a —y _ FV 
a may EVANS PRODUCTS COMPANY 


IR 
HEATING 


AND APP ; 
MODEL 136-5 LIANCE D oe 
we PLYMOUTH, MICHIGAN. 


, 








WHAT KEEPS THE SELL IN BISSELL? 








"Bisco-matic Brush Action” says 
the trade. Dealers report it’s the "'Bisco-matic*. . . we want it!” the Bisco-matic is headlined in the 1947 
hottest new feature they’ve ever housewives say. This revolutionary Bissell Advertising campaign, run- 
demonstrated — the first com- new brush action cleans any rug, ning in 16 leading national mag- 
pletely self-adjusting brush in thick or thin, without any pressure azines, reaching 3 out of 4 American 
carpet sweeper history! on the handle! homes. 


Bisco-matic means a brighter-than-ever future 

for Bissell dealers—even when sweepers be- 

come plentiful again! And remember, Bissell F 
d 


pledges Fair Trade prices always, with assure 
margins and profits! Bissell Carpet Sweeper Company, Grand Rapids 2, Mich. 











SORRY ! Production is still short of demand, so we must supply Bissell Sweepers on a fair pro-rata basis. 














ERAL DE LUXE LINE 


FED 
RS ARE 


nNo-DRIP SERVE 
MONEY-MAKERS FOR 





Just give your customers a chance... they'll march these impressive, 

de luxe quality, big-value No-Drip Servers from counter to Christmas 

tree in a sell-on-sight parade that rings up really profitable holiday 

volume! No. 120 (13-0z.) and No. 130 (48-0z.) comprise a com- 

plete set with matching chrome plated die-cast tops, stainless steel 

trigger slide and spring, and plastic tear-drop handles in assorted 

colors. Suggested retail: $3.00 per set, or $1.25 and $1.75 respec- 

tively for individual selling. No. 110 (13-0z.) has similar chrome 

plated die-cast top; plastic handle is bell-shaped, and comes in 

assorted colors. Suggested retail: $1.00. No. 125 (13-o0z.) has Don’t overlook the other profitable items in this 
die-cast chrome P| top in smartly modern streamlined design popular line of Federal Practical Housewares. 
for suggested retail at $1.25. Containers on all servers are clear Your jobber has them in stock now. 

glass in Federal’s new, exclusive “Tulip” pattern. Available for 

prompt shipment... 


Pater sy | 
PEON) SS Se Ger ee 7 o Ca 


FEDERAL TOOL CORPORATION, 400 N. LEAVITT ST., CHICAGO 12, ILLINOIS, U. S. A. 


/) . 
, NEW YORK e ST. LOUIS @ MEMPHIS © SEATTLE ©#® DENVER © DETROIT @ PHOENIX Hé 

Ke 3 ities tw 

epresental 4 ‘ MINNEAPOLIS ¢ KANSAS CITY e¢ LOUISVILLE © PITTSBURGH e DALLAS ¢ ‘ATLANTA 
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Why users are 
enthusers! 





American 


s 2, Mich. 


tee 


So far ahead...in so many ways! 


Wrought from heavy gauge highly polished aluminum, 
its beauty speaks for itself—but doesn’t tell the whole story. 

For in “the works” of the new Improved Cafex Aluminum 
Percolator there are many other advanced design ideas 
which help produce better, clearer, more flavorful coffee by 
America’s favorite method. 

Sturdy, precision-built pump and basket assembly .: . hand- 
fitting handle designed to stay cool... wide base... fits any 
burner. That’s why the new Cafex Aluminum Percolator 
rapidly is becoming a favorite of dealers everywhere. 

items in this Country-wide distribution being made on an equitable basis 
1 Housewares. : f - ad 
... with gradually increasing volume. See your Cafex distributor. 


This attractive, four- 
color display carton 
makes an ideal mer- 
chandising piece for 
shelf or counter. 


ee 


CAFEX 


© PHOENIX HARTFORD PRODUCTS CORPORATION 
ATLANTA 308 West Washington Street, Chicago 6, Illinois 
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and DURABILITY 


RUST-PRUUF 


HITCHENS 


* WALL CABINETS 


Wy, 


QI ° oe '"°i”w=wmpIMM)gin0\qo9 
for utmost CONVENIENCE—BEAUTY 


ALUMINUM ALLUY 


\ 


*BASE CABINETS * SINK ENSEMBLES Se 


Look ptt These Features | 


* Resists rust, fruit stains, vegetable acids 
* Finished in gleaming white baked-on enamel 


* Complete with Stainless Steel or Vitreous Enamel sink. 
Chrome swing-type faucets. May be tapped for spray. 


* Doors and drawer fronts heavily insulated 


Dealers: Write, wire or phone for Prices and 
Immediate Delivery on ADJUSTABLE JACKS ° 
GALVANIZED WINDOW WELLS © BASEMENT DRAINS 
© LOUVERS 

Descriptive literature available. 


Sink and cabinet tops of black linoleum or Stainless 
Steel 


Can be fitted perfectly into any size or shape kitchen 
Sold through Dealers only 
IMMEDIATE DELIVERY! 


1157 CLEVELAND AVE. 
COLUMBUS 3, OHIO 

















TELESCOPING - ADJUSTABLE 


WARDRO-BAR 


and Shower Curtain Bar 


@ 24 INCH LENGTH THAT EXTENDS TO 42 INCHES 
@ 42 INCH LENGTH THAT EXTENDS TO 72 INCHES 
@ 47 INCH LENGTH THAT EXTENDS TO 84 INCHES 


The smoothest, smartest item in any closet houseware or hardware line— 


Le 
——- SLIDE ROD TO WANTED LENGTH 
AUTOMATICALLY LOCKS 


e and the fastest selling, too! It doubles closet space . . 
ing space for towels, lingerie, etc., is permanent. . . 
with no telltale screw or nail holes. And they sell on sight—because every 
home can use from one to six bars! Individually packed . . . for imme- 


INSERT BETWEEN 
WALLS WHERE DESIRED 


diate delivery ! 


. adds extra hang- 
yet easily moved 


If your dealer cannot supply you, send us his name with your inquiry. 


TURN ROD TO MAKE 
BAR PERFECTLY RIGID 


1375 EUCLID AVENUE 


ALBERT TAUB & CO. 


CLEVELAND OHIO 
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or Stainless 


hape kitchen 


\ND OHIO 
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CANISTER SETS 


A matched set of four attrac- 
tive kitchen containers, con- 
venient sizes suitable for 1 Ib. 
tea, 2 lbs. coffee, 5 Ibs. sugar 
and 5 lbs. flour respectively. 
Decorated finish retains 
smart colorful appearance 
during long service. Covers 
are bright red with plastic 
knobs. 


DUST PANS 


An attractive, well-designed 
dust pan with red handle and 
dust tray with colorful floral 
decorated hood. Easy to 
keep clean. Improved steel 
edge is sturdily built to with- 
stand daily use. 


a line that 


WASTE BASKETS 


A choice of two sizes of 
round tapered baskets offer 
new beauty for the modern 
kitchen. For general use, in 
addition to the design illus- 
trated, are an oval tapered 
basket available in blue, 
green and pink with colorful 
floral spray and a cylindrical 
boudoir basket in yellow, 
pink and blue, each color 
having a different floral 
design. 
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BALLONOFF pl 7 ) 39,528,667 P 


_ STOVE PIP 


"/;. 


For the first time since before the war you now 
can satisfy your customers’ desire for Ballonoff 
Chrome Pipe. Modern plating and fabricating 
equipment has been installed in our new plant, 
and we are taking orders for early delivery. We 
thank the many hundreds of customers who 
have been patiently awaiting the return of this 
popular item. 


Gallonozg. 


METAL PRODUCTS CO. 


1820 EAST 37th ST. ° CLEVELAND 14, OHIO 
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That’s a lot of women. But more 
than twice that number read 
the year ’round advertising of 


THE 
CHORE 
GIRL 


POT CLEANER 


And this advertising directs customers to your 
store to ask for The Chore Girl. No wonder 
this famous, all copper, knit wire mesh ball of 
long lasting quality and safe, sanitary con- 
struction has come to be 


The POT CLEANER of the NATION 


FOR YOU 


THE CHORE GIRL 


OFFERS 


BIGGER PROFITS 
REPEAT SALES 
RAPID TURNOVER 
CONSUMER ACCEPTANCE 


And Always at Protection to Your Full 
Profit. 


METAL TEXTILE CORPORATION 


Orange, N. J. 





































Feature The Chore Girl Family Line 






HARDWARE AGE 








osh ball of 
itary con- 


ATION 


TATION 


Line 


DWARE AGE! 


POWERFUL WORDS «these: 


More..- 


WATIONAL 


REG. U.S. PAT. OFF. 


have been purchased 


and 
Peal 


will_be purchased 
by homemakers 


than ALL other 


makes of pressure 


kers COMBINED! 


to Impartial Authentic Survey 


coo 


*According 


ADVERTISING AND SALES PROMOTION’ |! ||! NEWSPAPER MATS, 
CAMPAIGNS OF /¢-. COOKERS DISPLAY CARDS, WINDOW 
AND. | PRESSURE COOKERS STREAMERS, TOP-O-COOKER 
WILL HIT A “NEW HIGH” BETWEEN _ DISPLAYS, PAMPHLETS ETC.! 


NOW AND THE END OF THE YEAR WRITE: Advertising Department 
General Offices and Factory, Eau Claire, Wis. 


OF PRESSURE COOKERS AND CANNERS 
A WALLACEBURG, ONTAR CANADA 


NOVEMBER 20, 1947 





NEVER BEFORE 
A WRINGER 
SAFE AS THIS / 
1TS CONTROL-O- 
ROLL FEATURE 
ASSURES COMPLETE 
PROTECTION 


Z 





UNIVERSAL SCOOPS THE FIELD... 
DOUBLES YOUR SALES OPPORTUNITIES! 


It’s sure fire! Universal’s history-making —Two-Speed 
Washer really side-tracks competition. With its new Two 
Speeds for every washing need, here at last is a wringer-type 
Washer to which women can safely trust their “fluff stuff” 
as well as their “rough stuff.” You'll be out front, too, with 
its brand new Super-Safe “Control-O-Roll” Wringer. ° 


ITS A UNIVERSAL 
FOR ME! WITH 
TWO SPEEDSTO 
CHOOSE FROM,/ 
CAN EVEN WASH MY | 
SHEEREST NYLONS | 
BY MACHINE 


THANK GOODNESS / 
ITS TME-A-MATIC 
TIMER PREVENTS 
OVERWASHING, 
ENDS TEDIOUS 
WATCHING 


é e 
b> > ’ & wee | 
s Cc 2 
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= es { —_ *, 
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‘LEADERSHIP THAT BUILDS YOUR DEALERSHIP! 
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YOUR WASHER MARKET! 


WER-PACKE 
i: ADVERTISING IN 


LEADING NATIONAL MAG 


AZzi 


D, FULL-PAGE 


NES 


HIGH POWERED PROMOTION 
TO WIN CONSUMERS! 


Universal is scooping the field in promotion, too. 
We’re “turning on the heat” with the broadest, 
most intensive program of consumer advertising 
being put behind any wringer-type washer to- 
day. Women by the thousands are being presold 
every day on Universal’s sensational new Two- 
Speed feature. We're telling them about it in 
the big-circulation magazines ...on billboards 
in major markets...over the radio networks on 
the nation’s top audience participation shows 
reaching millions of listeners. Put the impact of 
this power-packed promotion to work for you. 


Get the jump on your competition! Make the Universal 
Two-Speed Washer the headliner in your store. 


See Your GiversaAl Distributor! 


UNIVERSAL 


LANDERS, 
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FRARY & CLARK = NEW BRITAIN, CONN. 











POWER TOOL 
ACCESSORIES 





a 


430 431 
#370—V%4” Hardened 3-jaw Chuck to fit 12”-24 Spindle. 
Other threading to specification. 
#373—'4” Hardened 3-jaw Chuck to fit 42”-24 Spindle. 
Other threading te specification. 
#380—'%" Chuck with No. 2 Morse Taper Arbor. 
#381%” Chuck with Arbor to fit 2” or 4” Spindle. 
#382—'%4" Chuck with Collars and Arbor to fit 42”. 
or %” Spindle. 
yng nih pth erg Collars. Again CIPCO leads the way in 
. handisi ild hard- 
#407—No. 2 Morse Taper Arbor with Collars and Nut. ‘ po ‘cco hee olin = d 
#408—No. 1 Morse Taper Arbor with Collars and Nut. dell Push Pl tes NOW 
#410—Rigid Coupling for Connecting two 42” Shafts. “ rs , _ 
#411—Electric Drill Arbor for holding Grinding or Pel- —* individual packages... 
ishing Wheel. exclusive with CIPCO, 
ae ee ee Octeneed, Michel No confusion. No hunting for correct size 
#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel or finish. The CIPCO package puts system 
Plated, Screw Cap. 8 oz. or 12 oz. into selling. Every unit is in an individual 


package with finish and size clearly indi- 


ORDER FROM YOUR JOBBER , 
cated. Complete with necessary screws. 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY Makes it easier to arrange your stocks 
AUTOMATIC SCREW MACHINE PRODUCTS AND for quicker selling . . . bigger profits. 
POWER TOOL ACCESSORIES Available now—through your jobber or 


BROWN-MCLAREN Mrc. Co.|| 7 
re mene CITY PLATING & MFG. CO. 


MAKERS OF SCREW MACHINE PRODUCTS AND ¢ 
ST. LOUIS 6, MISSOURI 
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The fascinating Dumore* Carvit makes 
your customer a skilled wood-carver in 
twenty minutes 


A delightful hobby complete in one tool! Reproduces 
models (from dime store or gift shop) in beautiful 
mahogany and other fine woods, Just trace the model. 
The Carvit does the rest, It’s great fun — and profit- 
able. Amazingly easy to use. The Carvit is the ideal 
gift for anyone — man, woman, boy, and girl — every- 
: one loves it! It’s a natural for your hobby trade. 
of ann OR REFUND or 


S” Guaranteed by 2 
Good Housekeeping 
Mor 
The Dumore Duplex gives your customer 
more power, more capacity than any other 
homeshop handgrinder 


Here’s the handgrinder workshop fans have been wait- 
ing for — the powerful Dumore Duplex. Its full 1/14 
hp. motor has extra no-stall power for heavy jobs 
(50-500% more power than other available homeshop 





> way in \ est te Fs ima Me - 
andre \ E A, a “er & handgrinders). Its extra-capacity chuck -takes all 3 
ae mie As B tool sizes— 14”, 44”, 3/32”. Attachments convert it 
ait - . instantly for bench, lathe, and flexible-shaft duty. Be- 
ages a cause the Duplex makes work faster, easier, and twice 
| oy 3 : a the fun — it is twice as easy to sell! 
ect size 
; system 
lividual 
ey tnelt i oe , | ese famous national magazines carry sales- building 
ly indi- . “ a | Th f 1 £ ] i Id 
j iG fee — } Dumore advertising into 6,000,000 homes every month — 

screws. ; . - oT ee | hundreds in your own city. Dumore gives you effective 
» stocks . = direct-mail follow-up and local advertising and promotion 

; y ££ } Em ep oor: material to tie in with this national campaign — to bring 
profits. : : P a A the customers into your store! 
ber or 4 “Trade Mark Iteg. U.S. Pat Off. 








Don’t wait to cash in on this profit opportunity! Stock up 
F G now — and watch the sales roll in! Qualified dealers can be 
stocked immediately. Write for complete details today! 


es The Dumore Company, Dept. L-56, Racine, Wis. _. 
; RACINE, WISCONSIN 
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Sales avenues open wide 
for STERLING Rock Salt 


when snow and ice strike! 


Make winters storms blow profits 
\ 
$\ SF 


iB your way. Sell STERLING 


Rock Salt /*¥6/4 to householders, 


to stores, office buildings, hotels, 
apartment houses banks, taxi and 
trucking companies, etc. Som=s- 
STERLING Rock Salt removes 
dangerous ice and snow from 


sidewalks, steps and parking 


Containers of six 
1016. bags...also (= 
100 1b, bags. ae 


International Salt Company, Inc. 
Scranton, Pa. 


ve 
STERLING 


Auger -Aetion 
tole Gy as 
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‘Pr0m AXLE GREASE 2| 


CREAM SEPARATOR OlL 


There is a quality Nourse product to fit every farm lubri- 
cating job. Get your share of the profits Hardware dealers 
ell ever the country have been enjoying for forty years— 
Profits from the Nourse Line of farm lubricants. 




















/ oe a 
4 H an' 

2 GRAPHITE © 
Tat 


AXLE GREASE 


GRAPHITE 
AXLE GREASE 

A forty year favorite with 
the farm trade—an axle 
grease with Sales Appeal 
—It forms a coating of 
graphite on boxing and 
spindle bearing or bush- 
ing that gives safe lubri- 
cation long after the 
grease has worn dry. It’s 
that extra margin of 
safety for busy farmers 
that makes Nourse graph- 
ite axle grease an out- 
standing good will and 
profit builder. 


WHITE CREAM 

SEPARATOR OIL 
A special Nourse formula 
white lubricant contain- 
ing sperm oil. This oil is 
centrifugally refined and 
filtered—free from acids, 
grit, moisture and foreign 
matter. Will not Gum. 
For use on all makes of 
Cream Separators. 


Every item in the Nourse line is hacked by the 
“Nourse Ironclad Guarantee.” Write for your 
free copy of the complete Nourse catalog. 


"" Rusiness is Good it 


NOURSE 


ae oe oe oy ee ee. 


OIL COMPANY 
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SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA., DISTRIBUTORS IN 


/ 
eu Up: or 
WINS SALES RX 
ON SIGHT 


You don’t risk “roll-of-the-dice” luck with this handsome assortment. These industrial quality 
grinding wheels are sure selling, precision manufactured, for every type of trade—home 
workshops, repair shops and farms. 


The wheels in this winning assortment are competitively priced, and you can make 
a profitable mark-up. For steady profits display it prominently. It takes only 11% sq. ft. of 
your counter space. Besides the 7 pairs of wheels mounted on the display, you get 26 
individually boxed wheels for shelf space at rear of display unit—40 wheels in all, and 60 


sets assorted size bushings. 

Order Assortment HA today. Put it on your counter and you will soon want to add 
Simonds Abrasive’s line of sharpening stones, oil stones, knife sharpeners and other fast 
moving, profit building specialties. Simonds Abrasive Co., Tacony & Fraley Sts., Phila. 37, Pa. 
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““‘RHINO”’ AMBERLITE No. 143 
Aristocrat of screw drivers in eye appeal and strength, the 
Bridgeport “Rhino” means QUALITY throughout. 

Rhinos are made in sizes for every need—ali of them 
with the famous Amberlite, the toughest material ever de- 
veloped for screw driver handles. It's hammerproof, shock 
proof and waterproof. 

Rhinos are available for prompt shipment. Ask your 
jobber today. 


Bridgeport 


TRAOGE MARK 


DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP. © BRIDGEPORT, CONN 
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HEX-KEY 
Models 


for DRILL PRESSES, 
LATHES and MOTOR SHAFTS 


Developed primarily for Home Work- 
shop Power Tools. Jacobs accuracy and great 
gripping power. Famous Rubber-Flex Jaw As- 


sembly . . . one-piece, no loose springs or jaws 
Capacities up to 14” in 4 models. Attach easily 
to drill press spindles, to motor shafts, jackshafts 
or any powered shaft of 1” or 54’’ diameter. 
Morse Taper Arbors available for attaching to 
drill presses and lathes. 


ORDER 


HAND-TITE 
Models 


for HAND and BREAST DRILLS 
FLEXIBLE SHAFTS and POLISHING HEADS 


A much needed improvement in chucks for hand 
and breast drills, flexible shafts, polishing heads 
and bench grinders... more simple, more accu- 
rate. Famous Rubber-Flex Jaw Assembly...all one 
piece, ground at one time to self-maintaining ac- 
curacy. Great gripping power. Machine tool 
chuck accuracy for hand and small power tools. 
Three sizes to hold tools up to 14’shank diameter. 





THis comptes MERCHANDISING KIT ropay! 
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with BOTH 


BLADE AND SOCKET 


HEAT TREATED ¥ VA Closed Back 
for extra strength / f SHOVEL 


and durability 












CUSTOMERS WILL COME TO YOUR STORE, 
again and again, to get the unusual con- 
struction features, found in no other shovel, 
of the Stuart Closed Back Shovel. The ex- 
clusive advantages of Stuart are Easy fo see 
... Easy to Sell and Stuart Shovels are Cer- 
tain to Satisfy the customers. 


WEW! Dealers — send for 


copy of new Stuart Folder, 
sent to you with names of 
nearby Stuart jobbers. 


RT 


a = 


*POUND *CHO 





WOOD SHOVEL AND TOOL COMPANY, PIQUA, OHIO 
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A Few of the More Popular American Chains} 


DOG and KENNEL CHAINS— 
These and also the HALTER and 
TIE-OUT CHAINS are made of 
Tenso Pattern Chain, the most 
popular weldless pattern made 
of wire. Dog Chains also made 
of El wel twist link welded chain. 
SASH CHAIN— Acco No. 8 runs 
smoothly over any cord-pulley. 
TWIST LINK MACHINE CHAIN 
—A light, strong welded chain 
—one of the popular Elwel 
patterns. 

PROOF COIL CHAIN— Also 
called common coil chain. A gen- 
eral-purpose steel welded chain. 


co 


AMERICAN 
the COMPLETE Chain Line 


HEAVY DUTY CHAIN—Also 
called Dredge or Crane Chain. 
A wrought iron chain made in 
two grades. 


LOGGING CHAIN—Proof Coil 
or BBB Grade steel chain, made 
up into assemblies of 10 to 20 
foot lengths with grab hook and 
ring or grab hook and slip hook. 


LOADING CHAIN—Electric weld- 


ed steel chain with strength, 
flexibility and light weight. 


POCKET WHEEL CHAIN—Links 
formed, welded and gauged to 


exact dimensions. 


E 


i 
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SAFETY CHAIN—Also called 
Plumbers’ Chain. Made of brass 
or steel stamped links. 

LOCK LINK COIL CHAIN—This 
pattern of weldless chain is par- 
ticularly good for operating 
over sprockets. 










e Look to your American 
Chain jobber for all types 
of welded and weldless 
chain, fittings, assem- 
blies, hooks, repair links, 
cotter pins. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Informal Editorial Comments 


By Charles J. Heale 


We Were Never Closer to Taxing 
The Co-ops As They Should Be Taxed:— 


Promised incame and corporate tax relief, in the face of continued and great 


need for huge revenue, are important facts that Ways and Means Committee 
of Congress must consider in current hearings on subject. If we miss the boat 
this time we may never get so close again. Read the comments below and then 
communicate, at once, with your two Senators and your Representative and let 
them know where you stand as a voting and tax-paying business man protesting 
only an unfair advantage which Co-op competitors improperly enjoy. 


Y the time this issue reaches 
our readers the Ways and 
Means Committee of Congress 
will be well along with its hear- 
ings on taxing the Co-ops. These 
started November 4th and, as we 
go to press, it looks as though 
good progress is being made in 
the right direction. This is the 
first time that the subject has ever 
been properly aired and an oppor- 
tunity provided for full expression 
and explanation from those who 
actively seek to tax the Co-ops in 
the same manner as the many 
businesses with which they com- 
pete are taxed. 
Any previous attention by Con- 
gress has been pretty well a one- 
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sided approach without results. 
This time something constructive 
may develop early in the new year. 

HarpwarE AcE has had a mem- 
ber of its Washington Bureau lis- 
tening in on these hearings and 
will publish, as available, all de- 
velopments of interest. 

Whatever conclusions are ar- 
rived at by the Ways and Means 
Committee are of course unpre- 
dictable at this time and, at best, 
can only be viewed as recom- 
mendations which the Congress 
as a whole must pass on. At the 
same time, it is clear that we were 
never closer to favorable action 
than at the present time and, for 
that reason, all efforts should be 


continued to accomplish _ this 
worthy and perfectly proper tax 
reform. 

Every hardware man _ should 
again acquaint his two senators 
and his representative with a con- 
tinuing expression of interest in 
taxing the Co-ops. NOW is the 
best time to do this by phone, by 
wire and by letter. Go a step fur- 
ther and get all other tax-payers 
to take the same action. 

Many of our readers were in- 
terested in the two-part article 
“The Co-operative—The Tax-Fos- 
tered Frankenstein’” by David B. 
Chase, which appeared in our 
issues of Sept. 11, p. 170 and Sept. 
25, p. 88. This article gave spe- 
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cific examples of tax advantages 
enjoyed by co-operatives, and 
also appeared in four other Chil- 
ton publications. Reprints of the 
complete article are being sent to 
all members of the Senate and 
House. 

Remember that the present ma- 
jority party came into power very 
largely through a promise to re- 
duce and revise personal income 
and corporate taxes. This is a 
most difficult task in view of our 
present high cost of government, 
our almost global efforts to feed 
and otherwise rehabilitate so many 
other countries, and our stagger- 
ing national debt and its high an- 
nual interest costs. Obviously, any 
tax relief must be offset by tax 
levies from hitherto untaxed 
sources. This should be a strong 
point in bringing about equitable 
taxation on the Co-ops. Tell your 
Congressmen that. They know it 
now—but tell them again and 
again. 

If the Co-ops are taxed it is fair 
to assume that a rather general 
overhauling of the tax structure 
can be expected and that normal 
and full tax levies may be as- 
sessed against mutual insurance 
companies, mutual savings and 
loan banks and, in fact, all forms 
of mutual or co-operative business 
operations that compete with busi- 
nesses that are completely taxed. 
There is nothing unfair about 
such a tax program. It is a proper 
development for there is no reason 
why there should be such exemp- 
tions as now exist except perhaps 
for educational, charitable and re- 
ligious pursuits. But even these 


“Inadequate 


NE of the best statisticians I 
know often makes the above 
quoted comment. He should know. 
Necessarily, I must read or at 
least look at a great-many pub- 
lished statements dealing with 
hardware distribution problems 
and with distribution problems 
generally. The above quotation 
frequently comes to mind, espe- 
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should not enjoy exemptions on “There is no other issue in- 
extra-curricular business opera- volved.” 
tions not directly involved in edu- The above four paragraphs 
cational, charitable and religious were lifted from a copy of a let- 
activities. When any such groups _ ter I read, written by the National 
enter the real estate, banking or Tax Equality League a few years 
investment field they should do so ago. I always carry a copy of 
on a parity with all others so en- those four paragraphs with me 
gaged and bear a full proportion- and have found them fundamen- 
ate share of the tax burden—the _ tally sound and always impressive. 
same as those who compete with Often, I have persuaded speakers 
them as a means of making a liv. to use these paragraphs as the 
ing. This, of course, is a tender wind-up of their messages on Co- 
spot and astute politicians are | ops and have frequently encour- 
often squeamish about getting into | aged many people to carry copies 
such a problem—but it must come _and to use these briefly stated, but 
to pass some day and we were very telling arguments in their cor- 
never closer to establishing equi- respondence with Congressmen 
table (for all) tax legislation. and others. I urge all of our read- 
Remember all of these points ers to niake a copy of these few 
in your appeals to your Congress- _ lines, to use these same simple 
men and also remember to remind _ statements of fact in their contact 
them that: with Congressmen and others and 
“The co-operatives are in to carry with them a copy of the 
business, competing directly in | same—it can be typed on a com- 
a great many lines of enter- mon index card. In fact, upon re- 
prise. They make money. Their quest I will mail any reader a half 
earnings are profits, regardless dozen, or more, copies of these 
of terminology. It is the law of splendid paragraphs. 
the land that Congress has We were never closer to getting 
power ‘to levy and collect taxes the right kind of Congressionai 
on incomes, from whatever action on taxing the Co-ops. We 
sources derived.’ must not lose this great oppor- 
“Therefore, co-operatives tunity. If we are going to win this 
should pay taxes on their in- long fought battle for tax parity 
comes—as corporations if they and equality, every man in every 
have adopted the corporate form _ taxed business must get busy. Con- 
of organization; as partnership _gress should be literally bombard. 
individuals only if they are ed with “our side of the story for 
partnerships. you can depend upon our oppo- 
“Co-operative financial state- nents to do just that and they are 
ments show that they have well organized and well financed 
ample ability to pay taxes. to do it. They will put up one ter- 
which is the criterion set up __ rific fight. 
under our tax laws. LET’S GO! 


Information May Be Misleading’ 


gories we are very conscious of 
horribly inadequate background 
data being used as conclusive evi- 
dence that something is so or isn’t 
so. It seems that while “one swal- 
low does not make a summer 
any one articulate opinion will 
settle an entire industry problem 
and establish “a trend” for many 
(Continued on page 118) 


cially when I read some superfi- 
cially arrived at conclusion, based 
on either a most meager and/or 
thoroughly incompetent source of 
basic information. 

Daily newspapers are probably 
the worst offenders. Second choice 
for such doubtful honors unques- 
tionably go to certain so-called 
service letter set-ups. In both cate- 
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a a by Lockwood 











;» « emai in builders’ hardware 


Quality shows up best in simple designs. Like the 
plain pattern in sterling, Lockwood’s Ambassador 
Hardware brings out the classic beauty of solid 
bronze. The use of three distinctly different 
knobs with one design has been enthusiastically 
acclaimed by the architectural profession. 
Lockwood’s method of concealed screws, de- 
veloped for Ambassador, lends charm to the de- 
sign and furnishes complete satisfaction in use. 
In other words, Ambassador supplies Lock- 
wood distributors with several exclusive sales 


advantages. L730 






















LOCKWOOD HARDWARE MANUFACTURING COMPANY 


Division of Independent Lock Company ° 


Fitchburg, Massachusetts 
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Neon lights stretching across the facade impress on passers-by and motorists that Mr. Garrett wants to 

see them in his new store. The lights are on until midnight. Every portion of the interior is visible. 





Garrett's Doesn't | Fe 


Mirrored wall cases, flesh 
colored walls and powder 
blue ceiling all serve to is some 
color-note the gift section. during 
No other department in k 

the store has so profitably nows | 
reflected the advantages approxi! 
of well-displayed lines as 


this one shown below. day on 


Saturday 
The 
Long Be 
1946, h 

newly 

Atlantic 
street f 
Garrett 
the diffe 
lationshi 
to sales- 


“We } 


Related merchandise is dis- 
played as an ensemble. The 
left wall display sells build- 
ers' hardware, tools and 
paints, with garden tools 
along the rear wall. Sec- 
tion markers identify the 
departments and lead cus- 
tomers right to the mer- 
chandise. Generous spac- 
ing and ample illumination tomer t1 
make the displays decid- rangeme! 

edly impressive. wwe serv 


Lack of 
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What's wrong with this picture is 
obvious. The store is crowded and 
cluttered losing all the appeal the 
merchandise might have. Because 
stock was not readily visible to 
the customers, sales suffered. 


, times bigger 
than before, Marvin Garrett’s new 
store has already proven itself to 
be, according to his quick esti- 
mate, at least 20 per cent better 
profit-wise than the crowded, 
cramped quarters of his old estab- 
lishment. While he admits that it 
is difficult to compare his current 
sales volume, when retail buying 


Fence Em In Now 


is somewhat retarded, with sales 
during boom years, Mr. Garreti 
knows his new store now draws 
approximately 150 customers per 
day on week days, and 400 on 
Saturdays. 

The Garrett Hardware is in 
Long Beach, Cal., and since July, 
1946, has been operating in a 
newly constructed building on 
Atlantic Ave., just across the 
street from the new site. Mr. 
Garrett realizes now, as he weighs 
the difference, what important re- 
lationship space and color have 
to sales-pulling displays. 

“We had our merchandise piled 


Lack of aisle space cut down cus- 

tomer traffic and the display ar- 

rangement hid merchandise and 
served to discourage sales. 
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Plenty of space for effective display and to encourage 
customers to roam about this new store has sent the 
business curve 20 per cent higher than it used to be 














in contrast to the well-spaced and well-arranged assortment of tools 
in the new store, is this congested display in the old. Advance planning 
was a big aid in eliminating these sales snarls. 


so high and crowded so closely 
that a lot of our stock got buried. 
Naturally, customers couldn’t see 
what we had to sell and so they 
didn’t buy. When we moved the 
stock over to the new store, we 
had enough space and the right 
kind of display fixtures to give all 
our merchandise its proper setting 
and we succeeded in disposing of 
stock which had been on hand 
much too long,” Mr. Garrett re- 
ports. 

The new store, designed by the 
Southern California Retail Hard- 
ware Association in collaboration 
with Mr. Garrett, starts punching 
at customers’ sales resistance with 
its modern, full view front which 
keeps the entire store before the 
eyes of passers-by. The store’s 
huge name sign, neon-lighted, is 
stripped across the entire facade 
and at night is particularly im- 
pressive and important for the 
street is a main thoroughfare and 
Mr. Garrett wants motorists to be- 
come conscious of his new store. 


Eight Departments 


Eight departments comprise the 
store — gifts, housewares, appli- 
ances, sporting goods, tools, build- 
ers’ hardware, garden tools and 
paints. All merchandise is dis- 
played either on island tables, wall 
cases or show cases and is plenti- 
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fully lighted and amply spaced to 
encourage over-all traffic. 
Benefiting most from the new 
display facilities is the gift depart- 
ment which is under the manage- 
ment of Mrs. Garrett and which 
has become one of the most suc- 
cessful units in the store. Sporting 


goods, now that stocks have be- 
come more nearly complete, are 
also manifesting a marked sales 
increase. 

Buttressing the displays, con- 
sumer services offered by the store 
do more than their bit in holding 
the customers which this modern 
store draws. Aside from refunds 
graciously and speedily given, 
should a customer seek an item 
not stocked by the store, the sales 
staff informs the patron where it 
can be purchased. Free delivery 
is offered on all purchases and 
gift wrapping is provided at a 
nominal charge. 


In Long Beach Since 1940 


Mr. Garrett, who has operated 
his own store in Long Beach since 
1940, has a hardware background 
which goes back to 1925 when he 
first joined the Seattle Hardware 
Co., wholesale firm. Then, mov- 
ing to California he was with 
several retail hardware firms in- 
cluding Central Hardware and 
Hudson Hardware, both in Holly- 
wood. Prior to opening his own 
business, he was in charge of 
builders’ hardware for Entz and 
Rucker in Los Angeles. 





“Field and Stream" Department Draws Sportsmen 


RESSING up the sporting goods 

department at the front of the 
store with a special, outdoor type of 
atmosphere has helped Ionia Hard- 
ware Co., Ionia, Mich., a town of 
less than 7000, call more attention 
to the section and reap additional 
sales. 

John Wortman, son of the owner, 
got the idea several years ago. He 
constructed a framework for the 
decorative trim, bought some birch 


bark paper and cut the name 
“Field and Stream” into the top 
framework. The decorative trim is 
15 ft. long, and has display circles 
on the rounded corners. 

“Sportsmen like this department,” 
says Mr. Wortman. “Whether it is 
hunting or fishing season, or just 
outdoor hiking weather, sportsmen 
stop at this counter and get the urge 
to do some of these things. And this 
results in more sales for us.” 








bie..! 


The birch bark trim always attracts the eyes of outdoor enthusiasts. 
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The value of luggage for gifts is stressed by featuring it above the dinnerware section. 


New Gift Display Arrangement 
Increased Sales 30 Per Cent 


iia posts at the 
middle of a wide store are effec- 
tively masked and converted into 
a fine, profit-pulling display at the 
Amlie-Strand Hardware Co., Ben- 
son, Minn., a town of 3,000. 


A. O. Strand, owner, faced with 
the problem of incorporating the 
supporting pillars in a remodeling 
program, chose to make special 
gift, glassware, dinnerware and 
pottery displays areas there. The 
arrangement, working out well, 


Amlie-Strand Hardware Co. featured displays 
around structural posts thereby enlarging 
the usable space for the entire department 
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makes attractive, narrow - width 
displays which have boosted gift 
sales about 30 per cent by getting 


























Here is one of the giftwares sections built around a structural 
column. Glass shelving adds to the effectiveness of the display. 


more merchandise out where cus- 
tomers can see it. 

Beginning at the front of the 
store, special glass shelving is 
used to show distinctive pottery, 
vases, figurines, lamps and other 
items. Customers can easily walk 
around each entire display and 
view a great deal of merchandise 


Two supporting pil- 


at one time. 





lars are masked by each display 


section. giving customers an op- 


portunity to cross over easily from 
one aisle to another. 


Step-Up Display 


Toward the rear of the store. 
one of these pillar sections con- 
tains a step-up arrangement of 


Given over largely to utility lines, this section makes a bid for 


sales to farmers by showing lamps and lanterns over kitchen needs. 
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mjxing bowls, ovenware, jugs, lan- 
terns and many items needed espe- 
cially by farm women. A great 
deal of merchandise is shown here 
and it is a favorite shopping spot 
for farm women, who are always 
in need of extra mixing bowls and 
similar dishes. The shelves are 
kept neat and orderly at all times, 
a fact which the store management 
prides itself upon, and which has 
definite sales advantages. The dis- 
plays around the center pillars be- 
gin a few inches above the floor 
level. 


Of Interest to Farmers 


\ long pipe has been stretched 
above one rear gift section. Here 
on special hooks, lanterns and 
other items have been hung. This 
brings these items directly before 
the attention of farmers and their 
wives as they are buying. 

To capture the attention of most 
of the store traffic, Mr. Strand also 
has some gifts displayed at a near- 
by wall location. This section has 
a light-colored background, step- 
up shelves and a good lighting ar- 
rangement. A number of boudoir 
lamps and pictures are displayed 
at wall locations and these have 
proved to be good sellers at all 
times. 

Gift items range here in price 
from 50 cents to $10, with gifts at 
$2 being very popular. Because 
of the store’s large gift stock, 
women from many nearby commu- 
nities and rural areas come to the 
store when in the market for gifts 
as well as housewares. 


Luggage Featured 


A. popular priced line of lug- 
gage, displayed on the top ledge 
of the wall gift section results in 
many gift sales of such lines. Lug- 
gage has a decided gift appeal to 
many people and is in particular 
demand during vacation and grad- 
uation time. The store carries a 
well diversified line, particularly 
in the smaller items, and has been 
successful in merchandising it. 
Displayed in such a prominent 
spot, it serves as a reminder to 
every customer entering the store 
that luggage has excellent gift pos- 
sibilities for both sexes and almost 
all ages. 
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Wide, Shallow Showroom 
Draws Appliance Trade 


The Meisel Hardware & 
Supply Co. has adapted this 
department to the size of 
the space that houses it and 
results have been worth while 


a incoming state 


highways have one-way lanes past 
the new, well lighted appliance 
showroom of the retail store divi- 
sion of the Meisel Hardware & 
Supply Co., Bay City, Mich. 


Passers-by See Displays 


The new showroom is only 25 
ft. deep but is three times as ‘wide. 
Since it has ample fluorescent 
lighting the merchandise shown in 
its high and wide windows can be 
easily seen by passing motorists, 
as well as by pedestrians across 
the street by day or night. 

Because of the shallowness and 
width of the store, the display fix- 
tures at the rear of the store were 
given rather unusual treatment. 
To avoid having an unbroken line 
of display cases, only every other 
one has a glass front and top. 
Traffic appliances are shown in 
these. Merchandise is stored in 
the alternate cases which have 
solid fronts and rounded ends. 
Louis Meisel, Sr.. chose this ar- 
rangement as having more eye- 
appeal. 


Service Stressed 


The firm maintains an excellent 
service department with facilities 
for taking care of all kinds of 
appliance repairing which is an 
important factor in handling so 
many appliance sales with satis- 
faction to the customers. 
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Traffic appliances are shown in alternate cases across the rear. 
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conditioner near step-up table. 





Part of the paint accessories section near the rear. Note paint 





This Firm Ils 42 Years 











| Pee to and 


through a hardware store is its life 
stream in any community. That is 
the reason Magen Hardware Co., 
on Philadelphia’s busy Market St., 
just off 52nd St., was moved to 
the busier side of the street, in the 
company of a national limited z: 
price variety store and heavy traf- 4 
fic super markets. Actually, the 

entire layout of the new Magen 





Sliding glass doors keep the dust off 
the electrical tools and accessories 
which are shown up near the front 
where they attract attention. 
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This display of cleaning needs and utility items is in a solid housewares section. 





Hardware Co. store can be termed 
a super market in hardware, ap- 
pliances, housewares, paint, elec- 
trical fixtures and supplies and 
plumbing supplies. 


Why They Moved 


As Arthur I. Greenberg, treas- 
urer of the firm, and with it 30 
years, puts it, “Our most pressing 
reason for moving was to be on 


oo 


Major units of sale are near the 
front where patrons immediately 
see them. Manufacturers’ display 
and sales material is used here. 
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Old—Store Is Brand New 


The Magen Hardware Co. moved across the street 
to the heavy traffic side. Greater sales per depart- 
ment assured by individualized supervision 


if bed ; 
Kelwnataa 
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This men's section is toward the front. The step-up unit in the foreground features 


V-belts and a variety of other items for both the home and professional mechanic. 


the chain store side because that 
is where the traffic is. We also 
moved so that we could have all of 
our displays on one floor. With 
everything on one floor all people 
entering the store can see all de- 
partments at a glance. Traffic and 
sales have proven the wisdom of 
our move from the old store where 
we had displays on the main floor, 
basement and second floor.” 


Complete Visibility 


The store is so arranged that it 
has complete visibility from any 
point in the show room. The store 


is 50 by 225 feet. or a total of 


11,250 sq. ft. in size. It runs— 


from Market St. to Ludlow St., 
with entrances on both streets, and 
its basement occupies 22,500 
sq. ft. of space. A separate con- 
sultation room for the builders’ 
hardware department is being con- 
structed in an adjoining building 
on Ludlow St. together with offices 
for other activities of the com- 
pany. The annex building, having 
a total space of 11,000 sq. ft., has 
separate loading and unloading 
areas. 


The entire showroom floor has 
been completely’ departmentalized 
































into six basic sections, each under 
the individual supervision of a 
manager. These sections com- 
prise: hardware, major appli- 
ances, housewares, paint, electrical 
lighting fixtures and supplies and 
plumbing supplies. New depart- 
ments include gifts, radio and 
television—with a special room 
for leisurely inspection of tele- 
vision sets. The sporting goods 
department has also been given 
greater space. An electric lighting 
fixture and chimes section has 
been added to the electrical de- 
partment. These and other de- 
partments make a fine appearance 
at all times. Constant houseclean- 
ing is carried on by a full time 
porter who washes dinnerware, 
glassware and other washable mer- 
chandise and dusts, cleans or pol- 
ishes other merchandise. 


Modern Front 


Magen’s store front is modern, 
bright and inviting. The firm’s 


This display of power tools, tool 
cabinets, welding equipment—items 
of interest to men—is well toward 
the front. An extensive line of 
mechanics’ tools on panel display 
units is seen in the background. 
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This roofing display in the rear of 

the store is compact and easy to 

examine. In the foreground is a 

step-up unit featuring incandescent 

and fluorescent lamps. Impulse buy- 

ing is stimulated by this open type 
of display. 


name is illuminated in large neon 
lettering. On each side are attrac- 
tive display windows, and a cen- 
ter open-back display window 
offers an unobstructed view of the 
entire store. Off center is the en- 
trance with three glass doors. The 
entire store, while well displayed. 
gives the appearance of plenty of 
shopping space. Wide aisles allow 
for free movement of traffic from 
front to rear and from side to side. 
There is a rear entrance on Lud- 
low St.—adjoining a large dis- 
play window through which a 
clear view may be obtained of the 
entire store. To one side of the 
rear is a loading platform and 
merchandise chute, permitting de- 
livery and removal of merchan- 
dise without any interference with 
the store’s activities. 


Attractive Color Scheme 


An easy-on-the-eye color com- 
bination of green walls and white 


ceiling is brilliantly lighted with 
the most modern type of fluores- 
cent lighting. In addition more 
than 40 ceiling spotlight units are 
currently being installed in strate- 
gic areas. 


Advertising Is Continuous 


The store’s advertising is con- 
tinuous and media such as news- 
papers and car cards are used. 
The newspaper advertising con- 
sists of tie-ins with nationally ad- 
vertised items, ads in Sunday pa- 
pers combining institutional copv 


and special items from various 
departments. The colorful cards 
in trolley cars and on “L” lines 
feature the slogan, “You'll enjoy 
shopping at the new modern 
Magen Hardware Co.” Direct mail 
and door-to-door advertising are 
used as “door openers” for miles 
around, preceding personal calls 
by a crew of outside men. They 
stress electrical refrigeration, gas 
refrigeration, electric ranges, radio 
and television. 

An architectural firm, Cadman 
& Fish, designed the building espe- 
cially for Magen’s and the floor 


Directly in front of this display of builders’ hardware is a cutlery 
island. The top is used for bulkier items in a less costly category. 
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Giftwares occupy wall space 
—and plenty of it—in the 
forepart of the store. The 
island is devoted to lower 
priced housewares which are 
arranged for easy inspection. 


A complete display of chimes 
and lighting fixtures is at the 
rear. A large window permits 
passers-by and parkers to 





look into the store. 


plan and fixtures were provided 
by the Pennsylvania & Atlantic 
Seaboard Hardware Association. 


Started in 1905 


The Magen Hardware Co. was 
started in a small way in 1905. 


when Harry Magen purchased an 
open air stand at 4th and Market 
Sts. In 1906 he was a business 
pioneer in West Philadelphia 
when he opened a store at 5440 
Market St., then in a section most- 
ly given over to building lots and 
prior to the building of the ele- 


vated railway line through that 
section. Fourteen years later he 
took over 5219 Market St.—two 
blocks distant, and then a two- 
story structure, adding two stories 
to that building in 1926. The new 
store represents another step in 
continued improvement. 


Just Among Ourselves 


newspapers and some letter ser- 
vice outfits. 

Every time we have challenged 
obviously inaccurate statements 
about the hardware business, in 
either group, we have been an- 


(Continued from page 106) 


swered, usually in tardy fashion. 
with some indifferent statement 
indicating that “so-and-so” fur- 
nished the information. Very 


often the “so-and-so” mentioned 


is something less than an accepted 


authority. 


Something for All Hardware 
Manufacturers to Think About:— 


PROMINENT wholesale 
hardware executive offers a 

very practical suggestion for all 
hardware manufacturers. He says: 
“Manufacturers should be 
more careful in their descrip- 
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tive matter, and furnish a pack- 
ing weight and quantity as well 
as the weight per dozen. This 
is probably more important now 
than it has been for a number 
of years as manufacturers have 


been using different packings 
throughout the war and are now 
getting back to a standard size 
container. Also considering the 
freight advances that are com- 
ing through it is necessary for 
us to refigure costs and without 
the exact weight shown it is 
necessary to wait until the 
goods arrive in the case of new 
merchandise, or to take weights 
from stock goods on hand on 
standard items. It would be 
very helpful if the manufactur- 
ers would give this information 
in their catalogs.” 

This is a constructive thought 


















and a difficulty, from the stand- 
point of the distributor, which 
could be corrected very easily by 
all producers. 
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Knotty pine provides a fine background for tools and sports equipment. 


World War Veterans Add Youth 
To 35-Year-Old Business 


Wars Smith Bros. 


Hardware, Cadillac, Mich., re- 
modeled its building more than 
a year ago, more traffic began to 
flow into the store immediately, 
and this trend has continued, 
Frank O. and Robert T. Smith, 
owners say, with a sizable in- 
crease in volume having been reg- 
istered every month, indicating 
the value of remodeling. 


Expansion Necessary 


The Smith brothers both saw 
service in World War II, and 
when they came back to Cadillac 
to help their father, Theodore 
Smith, in his hardware and im- 
plement business. they realized 


Volume has been increasing ever since Frank and 
Robert Smith embarked on expansion program 
for their father's store in Cadillac, Michigan 


that a large, modern store was 
necessary if more traffic was to be 
secured in the store. 

The father, having been in busi- 
ness for more than 35 years, 
turned the business over to the 
sons, who then set about to work 
out a widespread expansion pro- 
gram. 

The new store measures 55 ft. 
wide by 63 ft. deep. There is also 
room for a basement section and 
plenty of storage space. The re- 
modeling program cost $17,000, 
and the Smith Bros. Hardware 


now has a store which can ac- 
commodate as much traffic as 
almost any other retail store in 
the area. 

In the new store, sporting goods 
and farm goods get prominent 
display. 


Out-of-Town Customers 


“Since we opened our new store 
more than a year ago we've no- 
ticed that we are attracting people 
from greater distances, as well as 
more local folks,” says Frank 
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Large merchandise is shown to advantage behind the store's visual front. 


Smith. “I think this shows that 
our greater display facilities 
brings our stock out where people 
can see it. We are also located 
on the principal street of Cadillac 
which means that much sidewalk 
and automobile traffic goes past 
our doors. Our windows and dis- 
plays help bring in a good per- 


centage of this traffic, sooner or 
later.” 

This hardware firm has a ser- 
vice department and there is 
hardly any appliance or mechani- 
cal item whose repair cannot be 
handled here. Such service means 
a great deal to both town and 
farm folks and brings them into 








Illustrating how the signs are used in the Fowler store. 
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the store from considerable dis- 
tances. Most farmers have trucks 
and thus do not mind bringing in 
heavy appliance items for repair 
and service. 

Large newspaper ads are used 
each week. Some radio advertis- 
ing is used and also theater screen 
space, 


Displays 


OWLER & SON of St. Johns, 

Mich., likes neatness in its store 
and show windows and helps attain 
it by means of felt display mate- 
rials. The Fowlers use felt covered 
panels and felt lettering to tell a 
seasonal story or bring out a year 
‘round message. One of their mes- 
sages is shown below. R. D. Fowler 
and his son, C. W., have every let- 
ter of the alphabet and numerals in 
varied sizes in their two display sets. 
The Fowlers use insulation board 
and other types of soft material to 
supplement the felt accessories, cov- 
ering the pieces with black cloth on 
which the white letters and numerals 
are pressed into place. Signs like 
these have been used for about 
eight or nine years because, as C. W. 
Fowler says, “Neither my father nor 
I are good at painting signs, so this 
sort of display background helps us 
very much.” 
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Gifts Help Sell Paint and 


Paint Helps Sell Gifts 


Braswell Brothers Paint & Hardware Co. joined 
the two sections to ensure that allocation of 
valuable up front space would be profitable 


[s.. and paint de- 


partments are generally consid- 
ered distant relations but at the 
Braswell Brothers Paint & Hard- 
ware Co., Demopolis, Ala., they 
have become profitable first cous- 
ins, thanks to intelligent promo- 
tion and wise departmentalizing 
of this modern small town hard- 
ware store which is located in a 
town of only 4,137 population. 

A complete gift department, en- 
tirely separate from the rest of the 
store and attractively decorated to 
suit women’s tastes, is a feature ‘of 
the store. 

“Women are greatly influenced 


Here's the front 
of the Braswell 
store, Demopolis, 
Ala. The gift and 
paint sections are 
at the front 
where customers 
can't miss them. 
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by thei: surroundings,” explains 
Fred Braswell, “and do not like 
to shop in surroundings that are 
cluttered and grimy, so the first 
thing we did was to clean up this 
part of the store and paint it in 
soft colors. We assembled a large 
stock of quality gifts and arranged 
them attractively. Most impor- 
tantly, we hired our sister to act 
as saleslady, because we know 
women like to be served by 
women.” 


Gifts Featured at Front 


The gift department occupies a 
considerable portion of the front 
floor space and the Braswells 


wanted to be Sure that a depart- 
ment occupying this much area 
really pays for itself. Consequent- 
ly they determined to tie-in the gift 
department with their paints—a 
sort of reciprocal relationship and 
a profitable one. 

All household paints, enamels, 
varnishes and stains were placed 
right next to the giftwares, where 
they are bound to be seen by cus- 
tomers shopping for glassware, 
chinaware, crystalware and simi- 
lar merchandise. 

“Now,” says Fred Braswell, 
“when a woman drops in to look 
at some giftwares she often ends 


up in the paint department buy- 
(Continued on page 147) 
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DOUBT if the Amer- 
ican people are so nearly unani- 
mous on anything else as they are 
on the proposition that taxes 
should be reduced. 

Certainly, all my friends agree 
that taxes should be reduced and 
—after 13 terms in Congress— 
my friends include many govern- 
ment officials as well as business 
men, farmers, lawyers, doctors 
and others, both in the capital and 
in my own state. 


Reductions Expected 


Lower federal expenditures were 
among the expectations when the 
Republicans took over the Con- 
gress after the 1946 elections. So, 
when the House Appropriations 
Committee, of which I am chair- 
man, came together, it was with 
the understanding that we had a 
clear mandate from the people to 
reduce the federal budget. 


We did not undertake to do this 


*Reprinted with special permission from 
Nation's Business, Oct., 1947. 
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by whim. Although I have served 
on the Appropriations Committee 
ever since I came to Congress, and 
other committeemen have had long 
experience in Washington and 
know something about the work- 
ings of the government depart- 
ments, we did not rely on our 
own judgment. 

Instead, we called in some 
30 accountants, researchers and 
others. These men came from re- 
liable accounting firms and busi- 
nesses. They came, in some in- 
stances, from chambers of com- 
merce. They were all competent 
men. 

The purpose was to have at least 
two men on every project—such as 
the study of the Commerce Depart- 
ment—one, a man with a busi- 
ness background; the other with 
experience in governmental budg- 
eting. 

These men’s personal incomes 
ran up into five figures. We paid 
them $20 a day and the total cost 
was less than $25,000. They were 
recruited and approved by the 
Committee—including Democrats 
as well as Republicans—and by 








‘Some of My Best Friends 





Carl Herbert, an expert on gov- 
ernmental fiscal affairs. He is the 
head of the St. Paul municipal 
budget bureau; he has established 
budget set-ups for several other 
municipalities, and is the presi- 
dent of Governmental Researchers’ 
Association. 


The Lightning Struck 


Under the guidance of these 
advisers, our Committee began 
its efforts to reduce the federal 
budget. Shortly thereafter, the 
lightning struck. 

Obviously, government appro- 
priations cannot be reduced with- 
out screams of pain from the bu- 
reaucrats and a well established 
bureaucrat has propaganda out- 
lets, contacts with newspapermen 
and radio commentators, and with 
“liberal movements” and organi- 
zations throughout the country 
which are capable of generating 
considerable heat. 

Against this, a congressman 
learns to immunize himself. How- 
ever, he is less prepared for the 
discovery that the way to budget 


HARDWARE AGE 





A 


reductic 
most ur 
For i 
cut dow 
ments t 
the pro 
of prot 
mittee. 
with th 
chief I 
tion? 
the fert 
ests—bt 


The 


Busin 
most vc 
in the 


governn 
estimate 
—althor 





NOVEM 








rt on gov- 
He is the 
municipal 
established 
veral other 
the presi- 
‘esearchers’ 


Fruck 


. of these 
tee began 
he federal 
safter, the 


‘nt appro- 
uced with- 
m the bu- 
established 
anda out- 
spapermen 
, and with 
id organi- 
> country 
venerating 


igressman 
self. How- 
d for the 
to budget 


RE AGE 








Are Spenders * 


By HON. JOHN TABER 
Member of House 
of Representatives 
From New York 


Congressman John Taber, who heads the House Appropriations 
Committee, tells what happened when his committee sharpened 
its axes to trim this year's budget — and why it failed to 


reduction is booby-trapped in the 
most unexpected places. 

For instance, when we voted to 
cut down on soil conservation pay- 
ments this year and to eliminate 
the program next year, a torrent 
of protests swept over the Com- 
mittee. Did this torrent originate 
with the farmers, presumably the 
chief beneficiaries of conserva- 
tion? Not at all. It came from 
the fertilizer and limestone inter- 
ests—business men. 


The Most Vocal Group 


Business men are perhaps the 
most vocal group in the country 
in the demand for economy in 
government. Yet when we cut the 
estimates for the Customs Bureau 
—although we gave them more 


ae 
e 
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accomplish all it set out to do 


than they had had.the past fiscal 
year—we received 1,200 protest- 
ing letters from members of a 
midwestern chamber of commerce. 

The Middle West was not alone. 
In Buffalo and San Francisco 
newspapers reported that the bor- 
ders were to be thrown wide open 
to smugglers. This caused the 
New York News to say editorially 
that, although it certainly ap- 
proved of our efforts to reduce 
government expenditures, it didn’t 
think we should throw the borders 
open to smugglers. 

When he was president of the 
American Bankers’ Association, 
A. L. M. Wiggins was a champion 
of government economy. But as 
Under Secretary of the Treasury 
he went to bat against our reduc- 
tion in the funds sought for the 
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Acme Newspictures. 
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Internal Revenue Bureau. This 
reduction, according to the hue 
and cry that ensued, would ne- 
cessitate dismissal of 8,000 agents, 
costing $30,000,000 a year but 
who dug up an additional $200,- 
000,000 each year in tax collec- 
tions. The New York Times ob- 
served in effect that this seemed 
pigheaded to them. It was not 
pigheaded, because our investiga- 
tions of the Internal Revenue Bu- 
reau showed that, if the cuts are 
honestly and intelligently admin- 
istered, not a single dollar of rev- 
enue will be lost. 


Cut Elsewhere! 


At least a week before the House 
Appropriations Committee report- 
ed the bill on the Interior Depart- 
ment appropriations, which em- 
braces reclamation projects, two 
senators had got wind of the fact 
that the estimates were being cut. 
and send word to their governors 
to marshal their civic-minded citi- 
zens and have them descend on 
Washington quickly. They did. 
Cut elsewhere was their cry. 

On the day the bill was report- 
ed, Secretary of the Interior Krug 
held a press conference that we 
were making for another major 
depression. The headlines and the 
stories in the newspapers, gener- 
ally, told—not why we had done 
what we had—but featured his 
assertions. 

The complaints were not justi- 
fied, because our appropriations 
for the Interior Department were 
practically double the amount 
President Truman had allowed the 
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Department to spend in the fiscal 
year ending June 30. 

This brings me to the matter of 
“The Voice,” America’s Voice, 
that is. Relatively little money 
was involved, some $31,000,000 
for broadcasting an understand- 
ing of our country to foreign peo- 
ples. We are giving away billions 
to Europe, so ran the propaganda 
against the Committee, why not 
spend another $31,000,000 to have 
them understand us? 


Individuals Sell U. S. A. 


The appropriations subcommit- 
tee headed by Rep. Karl Stefan, 
of Nebraska, observed that Amer- 
icans are traveling all over the 
world. American business men are 
operating all over the world. 
American goods are sold all over 
the world. American movies are 
shown and American music is 
played all over the world. Ameri- 
cans support some 400 institu- 
tions of learning all over the 
world. In addition, we are now 
giving away or lending billions 
all over the world. Through all 
this, presumably, the world should 
have gained some idea of Amer- 
ican ideas, achievements and cul- 
ture. 

Yet as many words were writ- 
ten and spoken about our action 
on the Office of International In- 
formation and Cultural Affairs as 
there were on the United Nations 
in the same length of time. 

When our Committee’s investi- 
gators were looking over the 
Civil Aeronautics Administration, 
one of its officials warned us that 
we would be in a pretty fix if we 
cut their requests and a_ plane 
crash occurred. Our investigators 
told him that, if he could guaran- 
tee there would be no more 
crashes, they thought the Commit- 


tee would double their funds. 


Blamed for Forest Fire 


A costly forest fire raged in 
Alaska. Newspapers of the North- 
west carried banner headlines say- 
ing that our “penny pinching” 
was at fault. It so happened that 
we hadn’t cut the Forest Service 
Patrol one cent. But in anticipa- 
tion of economies we were ex- 
pected to put into effect, the agi- 
tation was on. 

Washington newspapers are nat- 
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urally sensitive to reductions of 
the government payroll which is 
the city’s lifeblood. As a result 
we were almost daily confronted 
with headlines telling of hardships 
caused by dismissal of employees. 
We caused girls to go wayward 
and, in one instance, it seems, we 
were so heartless as to throw a 
blind couple out into the streets. 


Applaud Today, Boo 
Tomorrow 

Even those who applaud today 
may boo tomorrow. Two state 
legislatures passed resolutions 
commending our efforts. In effect, 
these resolutions said the time had 
come to end the practice of states 
running to Washington for money. 
These two legislatures had learned, 
the resolutions said, that the dol- 
lar was taken from the states in 
the first instance and that, when it 
returned in the form of a federal 
grant, it had severely shrunk. 

This was heartening, and I was 
moved to communicate my appre- 
ciation. I am glad I didn’t, be- 
cause within a few days the two 
governors were pressuring their 
delegation in Congress to get more 
federal funds, in one instance, for 
flood control, and in the other, for 
airport construction. 

The Army and the Navy pre- 
sented an unusual problem. They 
have no cost accounting systems. 
Our investigators found that in 
the Army there were four majors 
for every second lieutenant in the 
ground forces and that a simi- 
lar disproportionate ratio existed 
throughout the organization. 

Our reduction did not cut into 
the fighting strength but was de- 
signed to bring about more efh- 
ciency in the two services. But 
the news accounts told only of the 
cuts and the protests and appre- 
hension by the services. 

During the war an agency was 
created within the Interior De- 
partment by which the bituminous 
coal industry could exchange in- 
formation within the industry. 
The coal operators reported the 
information to the government 
agency which in turn made it 
available to the industry as a 
whole. Apparently this was neces- 
sary to keep the industry from 
running afoul the antitrust laws. 

Now that the war is over, the 





industry wants this service con- 
tinued. The Committee concluded 
that it should pay for it, and the 
industry let out a howl. 

The war gave the country a Na- 
tional Inventors’ Council in the 
Department of Commerce. At 
war’s end this bureau was trans- 
formed to the Office of Technical 
Services and purportedly it as- 
sisted American manufacturers in 
their search for German patents. 

Now it was sought to continue it 
as an aid to inventors. We decided 
the taxpayers could do without 
this service. But the bureau was 
able to enlist the support of several 
protesting business men. 

We took an awful drubbing 
from the intellectuals—newspaper 
and radio commentators—on our 
cut of the funds proposed for the 
Bureau of Labor Statistics. This 
agency had an appropriation of 
$800,000 odd in 1938. In the 
fiscal year just ended, its appro- 
priation was nearly $6,000.000. It 
had moved into such areas as 
studies on the amount of new con- 
struction, labor productivity, labor 
hazards, and mental attitudes of 
labor. 


Many Opposed Slash 


The BLS was told to carry on 
its cost-of-living reports without 
impairment and to cut down on 
its extra curricular activities, But 
you'd be surprised at the number 
of business men who joined in the 
effort to try to restore the cuts. 

Notwithstanding the tremendous 
pressure against us, we succeeded 
in effecting savings of some 
$5,000,000,000, including the re- 
duction in budget estimates, in re- 
cision of funds previously author- 
ized and in_ revised estimates 
which the agencies made under 
our pressure. 

We do not claim, however, to 
have more than scratched the 
surface. 


Will Be At It Again 


We will be back and at it again 
next year. We will hear new 
screams from new directions but 
this year’s preview has given the 
Committee excellent training in 
knowing what to expect and how 
to meet the attacks upon us. If 
they did not scream, we would 
not know we were doing a job. 
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This storerocm was annexed {o the store and equipped as an appliance department. 


Remodeled Store, New Appliance 
Section Paid Off in Volume 


G. H. Ebbers & Sons, Inc., has experienced 


a 60 per cent increase since its front-to- 


A 60 per cent increase 


in salese—from $125,000 to $200.- 
000 annually—has been experi- 
enced by G. H. Ebbers & Sons, 
Inc. Sheboygan Falls, Wis.. 
largely as a result of a front-to- 
rear remodeling program, which 
included the opening of a new 25 
by 65-ft appliance department. 
The appliance department, cre- 
ated from an adjacent store, can be 
entered from the front or rear of 
the L-shaped hardware store which 
faces on the main street of this 
town of 3395. The farm depart- 
ment fronts on a side street which 
provides easy parking for farmers. 
The two entrances facilitate the 
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rear modernization program went into effect 


flow of store traflic and, with this 
arrangement, the sales personnel 
can devote most of its time to the 
hardware area of the store. It is 
not necessary to have idle sales- 
men waiting in the appliance de- 
partment when there are no cus- 
tomers there. 


insures Privacy 


The new appliance section af- 
fords a degree of privacy for cus 
tomers when discussing terms of 
purchase, which is an important 


factor in appliance sales, accord 
ing to Chester Ebbers, treasurer. 

The walls of the department 
were finished in a light blue up to 
the half-way mark above which 
wallpaper with a large, pleasing 
design is used. 

The gift and housewares section 
in the hardware store were im- 
proved during the remodeling pro- 
gram as a result of which sales 
have increased in these categories. 

The sporting goods section in 
the rear of the store was finished 

(Continued on page 142) 
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Customers Like 


Self-Service- 
So Does the 


Cash Register 


Bolts, nuts, rivets and allied items are handled 
by this system at Patterson Brothers and sales 
in this section are two-and-one-half times more 


than they were before the plan was inaugurated 


W. B. Campbell, assistant merchandise manager, illustrates how a patron selects 
the quantity and type of staple items he wants in a self-service section. 


-™ any other pro- 
gressive hardware firm, Patterson 
Brothers, at 15 Park Row, New 
York City, is constantly seeking 
to increase volume and _ lower 
overhead. And that’s good busi- 
ness procedure. 


Helps Make Sales 


Located in the City Hall area of 
New York and within walking dis- 
tance of the Wall Street section, 
the store is some distance from 
residential areas and _ attracts 
hordes of browsers and patrons 
seeking specific merchandise dur- 
ing the midday hours. Many of 
these shoppers, having limited 
time, are particularly interested 
in self-service and it is the man- 
agement’s desire to provide as 
much “serve yourself” help as 
possible. Installation of self-ser- 
vice in its staple merchandise de- 
partment—screws, rivets, uphol- 
sterers’ tacks, smaller bolts and 
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nuts, ball bearings, cotter pins. 
taper pins, dowel pins, etc., has 
helped make sales of these lines 
two-and one-half times greater 
than under the old plan. Ernest 
Bond, manager of the staple mer- 
chandise department, is able to 
handle that huge increase with 
four assistants—the number em- 
ployed by that unit, prior to self- 
service. 


“Sequence Card" 


The cash register for the “serve 
yourself” section of the store has 
next to it a “sequence card” hold- 
er similar to those used in self- 
service grocery stores, for those 
needing assistance on items not 
shown in the transparent contain- 
ers. Prominently displayed over 
one of the display sections is a red 
and black sign reading, “For your 
convenience count ’em out your- 
self and take to clerk at register. 
For other items and sizes not 
shown here, take sequence card 
for clerk service. Save time.” 

Transparent cylindrical plastic 
containers are used to display the 
self-service items, each having a 
label indicating the name of the 
item, the size and type and the 
prices per dozen and by the gross. 
Paper bags are located at con- 
venient intervals throughout the 
department. Some of the jars are 
on shelves attached to swinging 
panels which conceal drawers with 
larger stocks of the items in each 
section. Others are on tilted panel 
displays. The staple merchandise 
department occupies about one 
sixth of the store’s main floor dis- 
play space. 

Enthusiastic about the  self- 
service section, Walter M. How- 
lett, vice-president and general 
manager of Patterson Brothers, 
says, “Customers like it because 
they can see what is available. 
Often they do not know the right 
nomenclature for these lines, but 
with this setup they can indicate 
whatever they can use for their 
purposes by selecting something 
they can see and handle. Reduc- 
tion of selling costs, in this depart- 
ment, more than offset any loss 
we may suffer through mistakes 
customers make by miscounting. 

“Customers like this plan be- 
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Ernest Bond, manager of the staple merchandise department, at the cash 
register, accepts payment from Mr. Campbell, first ringing up the sale, 
then placing the slip in the package and finally accepting payment. 


¢ause they can browse through 
our staple stock, which was dif- 
ficult under the previous system. 
This department is in the rear of 
the store because staples are the 
reason people come to the store. 


By drawing traffic past displays of 
impulse merchandise and larger 
units of sale you are able to in- 
terest them in merchandise which 
they had not considered when 
they came into the store. People 





Section of the staple merchandise department showing stock containers 
where customers may see and handle them. At far left one of the panels 
on which the containers are displayed is swung aside to show drawers 
containing gross packages. Lists on the panels give the price data. 
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buying items in the self-service 
section will often walk further 
and weigh out nails, larger wash- 
ers, etc., displayed beyond this 
section or under the tables on 
which the transparent containers 
are shown.” 

When a customer has made his 
selection he places it in a paper 
bag and goes to the cash register 
indicating the quantity taken and 
the price. This is strictly on an 
honor basis. Evolution of the self- 
service plan is in itself an interest- 
ing story. It started many months 
back with the purchase of a 
line of transparent plastic cylin- 
drical containers with metal tops 
for sale to hobby fans and me- 
chanics, who wanted to keep small 
parts, screws and other items in 
dust-proof and transparent stor- 
age units. The containers sold 
well and the thought then was 
advanced that the sale of assorted 
screws, rivets, cotter pins and al- 
lied items in them would prove 
popular. It did. The self-service 
idea was conceived from the vis- 
ible packaged assortments. 

More than 1000 types and sizes 
of staple merchandise items are 
shown in the plastic containers, 
only the most popular items being 
shown in that manner. In many. 
though not all, instances forward 
stock is immediately behind the 
panels on which the containers 
are displayed. If the forward 
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stock in which the gross lots are 
kept is depleted the container is 
put with it until filled from the 


0 





0 


General view of the 
staple merchandise 
department. Note 
the table of other 
and bulkier items in 
the foreground with 
goods displayed in 
wire baskets. Cus- 
tomers who serve 
themselves from the 
wall displays often 
buy items shown in 
the baskets, taking 
their purchases to 
the cash register 
after counting the 
merchandise from 
the wall displays. 


gs 


reserve stocks. When forward 
stock is refilled the container is 
filled and returned to display. 


Store Demonstrations Tripled 
Sales on This Line at Patterson's 





(Courtesy X-Acto Crescent Products Co., Ino.) 


Late last year Patterson Brothers, 15 Park Row, New York City, had a demon- 
strator, Sol Cooperman, show how to whittle and do other model-making 
tricks with a line of knives and tools of interest to hobby fans. During the 
period of the demonstration, which continued for several weeks, sales of 
these lines were more than doubled. A window display invited window 
shoppers to come in and see the demonstrations. 

"Demonstrations are very important in the sale of tools to hobby fans,” 
says Walter M. Howlett, vice-president and general manager of Patterson's. 
“Nothing brightens the spark like demonstrations to homecrafters and hobby 
fans. We try to have demonstrations in this store fairly regularly. It is 
difficult to find lines which lend themselves to such purposes. Mechanically 
minded people like to see demonstrations and like to see what is going on. 
We get a terrific browsing crowd every day and many of them stay to buy.” 
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REMINGTON AMMUNITION 
ALWAYS A WELCOME GIFT 
FOR ANY SHOOTER 


Boxes of ammunition on the shelf don’t 
look very much like Christmas presents, 
but, with a little imagination, you can 
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| 


make attractive Christmas-wrapped pack- | 


ages. Customers on the lookout for sug- 


gestions can’t fail to appreciate the idea | 


and also appreciate the fact that you’ve 


already wrapped the package. 


Any smallbore shooter will be over- | 


joyed with a carton of 500 rounds of Rem- 





ington 22 ammo. There’s nothing finer 
than Remington ‘Police Targetmaster’”’ 
and ‘“‘Palma Kleanbore.’’ For power, 
Remington Hi-Speed 22’s with Klean- 
bore priming are the answer. 

a e e 


Remington Express or Shur-Shot are 





_<— 
bound to win hearty thanks when the 
presents are opened. And if the customer 
is buying a shotgun for someone, suggest 
the companion present of these boxes of 
Remington shot shells. 

= a es 
Ifthere’s a big game hunter on anybody’s 
shopping list, suggest a package of 100 
Remington center fire cartridges. A pair 





of eyes will light up with pleasure when 
this package is unwrapped at Christmas 
time. For their gifts to be well thought of, 
People can’t go wrong by giving a sports- 
man some Remington ammunition. It’s 

own for power .. . for speed . . . and 
for accuracy. 
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For the customer who says his shooting | 
friend “thas everything,”’ you’re right‘in | 
line to suggest Remington shot shells. | 











JUST WHAT 
| WANTED!” 


Too bad most gifts don’t inspire 
this sincere comment on Christ- 
mas Day rather than the oft- 
heard, ‘‘It’s nice, but what is it?’’ 
This difference between a wel- 
come gift and an unwelcome 
what-cha-ma-call-it often lies in 
your hands. 

Yes, you really play an impor- 
tant part in the custom of yule- 
tide giving. And how well you 
serve, the good will you reflect, is 
sure to be evident in the profit col- 
umn of 1947— not to mention 1948. 

If the gift is going to a sportsman 
—father, brother, husband, son or 








girl sharpshooter—it’s sure to make 
a big hit if you suggest a gun, am- 
munition or gun accessories. Such 
a selection is ideal. You’ ve not only 
made the gift more valuable to the 
recipient, you’ve also made the 
giver much happier. And, impor- 
tantly, you’ve fulfilled your duty 
as a merchant by being of greatest 
service to your customers. 








DID YOU NOTICE THIS ADVERTISEMENT ? 





This attractive two-page advertisement 
recently appeared in full color in nation- 
ally popular sportsmen’s magazines... 
telling the shooters about the whole 


line of Remington guns... building up 
consumer acceptance. 

The advertisement is timed to send 
prospects into your store in a right 
frame of mind for buying, for them- 
selves or others. 

It’s no wonder a gun, especially a 
Remington gun, is such a welcome 
Christmas gift! Whatever the shooting 
sport, a gun holds much promise of 
thrills and excitement. Hunting in cool 
autumn days... breaking trap or skeet 
targets ... or punching holes in small- 


| bore targets, sportsmen gain the fullest 





measure of enjoyment from their sport. 


If you stock the complete line of fine 
Remington guns, you have countless 
possibilities fer seasonal sales. Dress up 
the display with appropriate trimmings, 
gift wrap the guns for customers. Make 
this Christmas season happy for every 
new owner of a Remington gun. 

Although our production of sporting 
firearms is at peak capacity, it is still 
impossible for us to completely fill the 
pent-up demand for Remington guns. 
We are doing everything we can to 
catch up. Meanwhile, dealers are selling 
more Remington guns than ever before. 





And Accessories 


For gifts everybody can afford—that still 
will be wel. thought of —package a can 
of Remington Oil, a can of Remington 
Gun Solvent, and tubes of Remington 
Gun Grease and Rust Remover. These 
four items can easily be put in a small 
box and cleverly wrapped. Given counter 
display, they’re sure to sell, and you’re 
sure to profit. 











Police Targetmaster, Palma Kleanbore, Hi-Speed, 
Express, Shur Shot are Reg. U.S. Pat. Off. by Rem- 
ington Arms Company, Inc., Bridgeport 2, Conn 
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Well-rounded lines of kitchen 


utensils are displayed on glass shelving. 





Hit the $100,000 Mark 


Nearby chain and syndicate stores don't bother 
Northland Hardware, a new business which got 
off fo a flying start in its first year by making 
use of aggressive merchandising and advertising 


W ac Lewis Siegel 


and Elmer Atkinson invested $28,- 
000 in remodeling an old building 
and also bought fixtures for a 
modern hardware store at Clare, 


Mich. (pop. 2500) about a year 


ago, there were many people who 
questioned whether the venture 
would pay off. 

But Messrs. Siegel and Atkinson 
knew what they were doing. They 
bought a varied stock and dis- 
played it well in a 41 by 100-ft. 


store, engaged in a friend and 
customer-making program, did 
some intensive selling and adver- 
tising. 

At the end of the first year, the 
sales volume runs well over $100.- 
000 and shows signs of growing 
much larger in the second year. 


Getting the Business 


These two young, aggressive 
hardware men have plenty of in- 
dependent and chain competition 
in Clare, but their new, modern 
store is pulling many more cus- 
tomers daily than are a couple of 
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After a Year in New Store 


chain and syndicate stores across 
the street and right next door for 
that matter. 


Plenty of Space 


“We knew we needed a large, 
light store where we could display 
plenty of merchandise,” says Mr. 
Siegal, “and it is paying off. While 
our store is only 100 ft. long, the 


A visual front with two doors 
was designed by the owners. The 
structural glass facade floods 
then entire store with daylight. 
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Mounted trophies lend an outdoor touch to th 






e sporting goods section. 
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entire building is 132 ft. long. We 
also have a full basement for stor- 
age. In the future this may be 
used in part for an appliance 
showroom.” 


Visual Type Front 


The store has a visual type front 
with two separate doors as en- 
trances. The partners designed the 
front themselves and say it has 
worked out well, permitting traffic 
to flow in and out easily. 

The large sign in front of the 
store appropriately carries the de- 
sign of a couple of green spruce 
trees which are so typical of this 
section of Michigan. Clare is the 
last sizable town in this part of 
Michigan for the northward flow 
of tourists, hunters and fishermen 







































before they hit sparsely settled 
country. 

Northland Hardware, with its 
imposing front, excellent lighting, 
large stocks and good display, is 
in a good position to capture 
much of this profitable tourist 
trade, as is attested by the first 
year’s sales figures. 


Attract Rural Trade 


“While the tourist trade is 
profitable, we do not overlook the 
farm business,” says Mr. Siegel. 
“We attract rural trade from 30 
to 40 miles. They like our large 
roomy store and the variety of 
items we have on display. Fur- 
thermore our stove and appliance 
lines, as well as farm hardware 
have a big appeal to farmers. 





You and your family can enjoy 
the benefits of health-giving 
summer foods in the winter by 
storing fruits and vegetables 
now while they are plentiful. 


You can now buy a large, sani- 
tary frozen food locker and save 
food and money. Available for /j 
immediate delivery. . 


Containers in pint and 
quart sizes also available. 

















NORTHLAND HARDWARE 


Clare’s Big New Hardware Stor e 


“Where The North Begins” 



























One policy which these partners 

followed during their first year in 
business was to advertise quite 
extensively in the local newspaper. 
Mr. Siegel says that he and his 
partner figured that a friend and 
customer-making program was in 
order to put the store across in 
that first crucial year. The large 
size newspaper space, advertising 
the store name and the many lines 
handled did much, both partners 
say, to make many people ac- 
quainted with the new store and 
induce them to come in and look 
over the stock of merchandise. 

“We did not take any orders 
for scarce goods during our first 
year in business,” says Mr. Siegel, 
“and we didn’t put any goods 
under the counter for special or 
favored customers. All goods went 
out on the counters in full display. 
First come, first served. This policy 
won many customers and friends 
for us, and we are going to con- 
tinue it.” 

The store has a full time service 
man who repairs electrical appli- 
ances, including the heavier items, 
and who also delivers and handles 
the bottled gas business. This ser- 
vice department will be expanded 
in the future, Mr. Siegel says. 


Wrapping Counter Up Front 


“We have placed our wrapping 
counter up near the front of the 
store,” says Mr. Siegel, “and we’ve 
found that it is a splendid arrange- 
ment. From this point our clerks 
can watch operations in the front 
of the store and take care of cus- 
tomers more promptly. With the 
counter farther back in the store, 
such as we had in the first six 
months, there was too much walk- 
ing and waste of time. With our 
wide aisles and ample lighting, we 
find that customers do not hesitate 
to browse around to the rear of 
the store, even with the wrapping 
counter up front. And our sports 
department pilferage has been re- 
duced considerably by this 
change.” 


i) o o 


This ad (reduced one-third) is 
typical of the ones which help- 
ed to sell Northland Hardware 
in its first year of existence. 
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Eli Round 









A century Leroy Dick 







































of chain-making experience 








SLING CHAIN *Typical of Cleveland Chain craftsmen are Eli Round and 
(length as required) Leroy Dick. Their combined chain-making experience exceeds 
100 years. 























Mr. Round, Fire Weld superintendent and member of the 
family which founded our organization in 1869, recently cele- 
brated his 60th year in the chain industry. Mr. Dick is general 
superintendent of the Electric Weld Department. He has a 
chain background of over 40 years. 

Experience, knowledge . . . skill of workmen like Mr. Round 
and Mr. Dick is ‘reflected in every length of Cleveland Chain. 
To these men the production of fine chain is more than a 
business. It is a tradition to be upheld . . . a reputation to be 
carefully guarded . . . a recognized responsibility which guar- 

.antees that your customers will find security and satisfaction 
in every link of Cleveland Chain. 


*Members of the Cleveland plant supervisory group 
(foremen and superintendents) average 26 years of 
service. Six have exceeded 40 years. 


Pa p-so2zs 





Lhe Cleveland Chain & Mfg (0. Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleve- 
land 5, Ohio * The Bridgeport Chain & » ear, 
Bri rt 1, Conn. ** Seattle Chain & Mfg. Co., 
Seattle 8, Wash. » Round California Chain Co.. 
So. San Francisco and Los eles 54, California 
Woodhouse Chain Works, Trenton 7, N. J. 
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The Ad-Viser 


Small Ads May Also Be Profitable 


Small space is used consistently with good results by 
Swank's, in Johnstown, Pa. Saturday night "Spotlight 
Special’ ads feature good values or new items 


W:v like to take 


time out from our regular adver- 
tising lessons to offer this inter- 
esting case history of a highly 
successful hardware business. 
Following the rule of consistent 
and carefully planned newspaper 
advertising, the Swank Hardware 
Co., of Johnstown, Pa., discovered 
many years ago that a business 
can be built upon successful pro- 
Robert J. Glock, presi- 


motion. 


We Spotlite 
Tea Towels 


Fresh Whi 


with hemmed edges 


ite Tea Towels 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York 


if & 
dent of the company, has always 
insisted upon strict adherence to 
the cardinal principles of adver- 


tising. The result has been a solid 
and ever increasing hardware 


Part 8 


business, built upon a foundation 
of satisfied customers. 

Today, the advertising is di- 
rected by the able advertising vet- 
eran, William J. Rausch. “Bill” 
has been with the firm ever since 
it began promoting and he will be 
72 on his next birthday. His dis- 
tinctive ads are based on long 
experience in selling and buying 
and an understanding of customer 
“angles.” 


The Swank Hardware Co. has 





18x33—Each 29° 


36x36—Each 45° 


Buy a ha 
aie they ar 


material and will give good 


{ this 
lf dozen or more ® , 
e excellent quality absorbent 
service. 


low price 24” fo 48” wide 


HOUSEWARES . . . MAIN FLOOR. 


MAIN 


“Spotlite Specials", like this and 
the larger one on page 136, are 
run in the Saturday night paper. 


AT BEDFORD STREET 


iteeeeeeeteseesneniie 


Just Arrived! 
In Stock Now! 


Electro Galvanized and Bronze 
Wire Screen Cloth 


Fine mesh wire that keeps 


as well as flies—18x14 mesh. 


BRONZE SCREEN CLOTH 


MAIN AT BEDFORD STREET 








out mosquitoes 








Small ads, such as this two-column 
one, are used consistently and the 
items featured are always timely 
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EDITOR'S NOTE: The author 


WE SPOTLI — ae. —— 
LITE— ae io os ri problems which will be 
SWAN KS treated in an "Ad-Clinic™ 
» i a a J . 
A Kraut Cutter and running concurrently with this 

an Apple Picker. 





series. 


Send your problems and your 
ads to the author in care of 


Its Time to Make Hardware Age. Good ex- 


amples of hardware store 


Sauerkr aut advertising will be welcomed. 


ROTARY KRAUT ss ooo 
CUTTER... 
ads, but the items must be timely 


4:95 
and have good value,” says Mr. 


Cuts the cabbage quickly Glock. Swank runs its Saturday 
and evenly. Saves time : night ads under the heading of 
and labor . . . adjustable. “Spotlight Specials” and with 
Use it also 10 slice toma- this regular series, has been able 
toes, beans and other vege- to attract a flood of economy- 
tables minded customers into the store. 

, Promotional copy offering good 
value has made it unnecessary to 
cut regular prices. The customers 
respond readily to just good sales- 
manship. 


+ Both Mr. Rausch and Mr. Glock 
Pick your Fruit feel that advertising is greatly re- 


sponsible for the excellent condi- 


J 4 
Quicker and Easier tion of the business. The exacting 


principles employed in their ads, 


with G DARBY they insist, have added consider- 


ably to having a positive effect. 


Fruit Picker, These are a few of the cardinal 


rules which have been used suc- 








always been a firm believer in the 
regularity of advertising. “Our 
advertising has proven that good 
publicity can be done with small 
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1. The name plate or logotype all yc 


Get more fruit from your trees. ONS Ei (Swank) is always used twice in — 


Avoid bruising and you don't each ad. It is used in the upper heat : 
left-hand corner and in the lower Ra 


need to climb around on rick- _ 
right or center. This assures dou- — 


oy Ties. con tlm Se ble identification for the reader. ample 

picker to a long pole. There is no possibility of mistak- air flo 

ing the merchant’s name. —— 

FRUIT PICKERS—MAIN FLOOR. 2. Prices are always specific and ysl 
Bedford St. Side apply to the illustration displayed. 

Instead of saying that “hammers You's 

will sell from 75 cents to $3,” a styled 


— . smoot 
description of a particular ham- pape 


9 : : 
mer is mentioned at a designated scherr 
(Continued on page 142) Thi 
that ¢ 


aia 


Illustrations are better “attention 
MAIN AT BEDFORD STREET getters" than plain copy. This WwW 


two-column ad was 10 in. high. 
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Another Winkler engineering triumph! A home heater which can 
be quickly demonstrated to be utterly superior . . . alive with 
features which mean quick sales and volume profits! 

The Winkler ‘‘Down-Glow” Radiant-Air Heater will change 
all your ideas of heater operation. Its unique combination of 
Radiant and Convection heating results in a sensational improve- 
ment in home comfort. Its revolutionary design puts heat where 
heat is needed most—on the floor! 

Radiant heat is all-important to real comfort. It is the same 
kind of heat as given off by the sun—soothing, penetrating and 
comforting. The Winkler Radiant-Air Heater produces it in 
ample quantity and directs it to the floor! At the same time, warm 
air flows draftlessly into the house through the top of the Heater 
—providing the air movement which prevents stagnant stuffi- 
ness. Thus dual heating is produced which warms both air and 
floors! 

Modern Design — Superb Finish 
‘"You’ve never seen so compact a heater—nor one so smartly 
styled. The curved grilles flow gracefully into the flawlessly 
smooth casing—all beautifully finished in lustrous two-tone tan, 
a restful eye-pleasing color which harmonizes with any decorative 
scheme. 

This is really equipment so tastefully designed and finished 
that any home owner can be proud of it. 
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HOT WALL OF HEATER UNIT 


eerste 


NOTHING LIKE IT ON 
THE MARKET! 


Wate for Fuither Liofomalion 
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Econo-mizer 


Heat saving . 


Burner Baffle 
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DEFLECTED 
RADIATION DOWN « 
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BANDS ‘OF DIRBCT RADIATION OUT 


ONLY DIFFUSED 
LOW TEMPERATURE 
v RADIATION UP 


x 
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Finger tip 
Heat Control 


Scientifically de- 
signed Deflector 
Grille the secret of 
"Down-Glow" heat- 
ing comfort 

This diagram shows 
how the Winkler 
Radiant-Air achieves 
its marvelous floor 
warming results. The 
greater part of radiant 
heat rays pouring from 
the front of the Heat- 
img Unit are directed 
floor-ward by the 
scientifically curved 
surfaces of the Defiec- 
tors. These heat rays 
are absorbed by the 


floor, which then becomes a warm, radiant surface itself and 
re-radiates its own heat rays. 
This design thus produces a quality and distribution of 
heat which assures new comfort in the home. It successfully 
accomplishes the primary objective of ideal heating—to keep 
the floors warm! No fan is needed to obtain these ex- 
traordinary benefits. 


WIN KLE R Zedcant-4c HEATER 


U. S. MACHINE CORPORATION « DEPT. AH-38 « LEBANON, IND. 
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The center aisle of the store seen from the new appliance section. 


Increased Display Space 
Steps Up Store Traffic 


A RECENTLY com- 


pleted, extensive remodeling pro- 
gram, including a 25 by 50 ft. ap- 
pliance store addition, and a 40 
by 50 ft. sheet metal shop addition 
and front, has given the Braun- 
Herr Hardware Co., Sheboygan, 
Wis., (population 41,000) a siz- 
able increase in volume during the 
few months that the new facilities 
have been available. 

Faced with the problem of a 
narrow store, Raymond C. Braun, 
president, and his sister, Thecla 
Braun, vice-president, decided to 
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The Braun-Herr Hardware Co. remodeled, added 
an appliance section and increased the size of its 
sheet metal shop—and the customers flocked in 


widen their display footage on the 
street by building a concrete and 
masonry addition 25 ft. wide and 
equipped with visual type windows. 


Attractive Department 


The new area, with excellent 
fluorescent lighting, soft tone wall 
treatment, and a-hard surface 
floor, gives this hardware firm an 


excellent appliance division with 
sufficient room to display large 
and small appliances and radios, 
as well as water heaters, shower 
stalls, oil burners and farm freez- 
ers. The additional display space 
immediately sent sales higher as 
people dropped in to have a look 
at the new addition and the mer- 
chandise on display. 

The wall between the new divi- 
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IMMEDIATELY AVAILABLE 
FOR YOUR @\hristmas TRADE! 




































: HURD 
BUILT-IN REEL WITH INTERCHANGEABLE RODS 
Pat. Di45625. Other Patents Pending. Right to make specification changes is reserved without obligation. 

There’s still time to boost your Christmas profits with 
this sales-making specialty if you ACT NOW! It’s clearly 
a must in every modern fishing tackle stock, because 

Jed there’s nothing else like it. This streamlined, functional 

‘its rod-and-reel combination is just the kind of deluxe 

| in item that will open the purses of Christmas shoppers. 
Immediately after its introduction last year, the Hurd 
Super-Caster began rolling up sensational sales rec- 

i ; ords. Now, with another year of improvement and 

ision with ; . -~ 

lay large promotion behind it, it repre- 

nd radios, sents a top-quality, high-profit 

's, shower item you can't afford to 

a = miss. But waste no time 

er ad — get in touch with 

ve a look your local jobber... 

the mer- 

new divi- HURD LOCK AND MANUFACTURING COMPANY, SPORTING GOODS DIVISION, NEW CENTER BUILDING, DETROIT 2, MICHIGAN 
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A closeup of the pressure cooker and table appliance section. 


sion and the old store was torn 
down and there are several sup- 
porting pillars there. The hard- 
ware division was also remodeled 
and customers now have a view of 
the entire modern store. This fa- 
cilitates display and induces traf- 
fic to flow to numerous areas in 
the store. The result is more sales. 


The Office Area 


The offices of the firm are lo- 
cated at the rear of the new ap- 
pliance division, and that area has 
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View along the right wall of the new appliance department. 


a thoroughly modern glass counter 
enclosure. 

This arrangement enables Miss 
Braun and her assistants to view 
the entire establishment at one 
time and to give quick service to 
all entering the store. 


Attention Getters 


As many people naturally ap- 
proach the office area to make in- 
quiries and to make payments, the 
store management has put a couple 
of kitchen sinks and cabinets there 















































































as a bid for additional attention 
to this line. 

The Braun-Herr Hardware Co., 
one of Sheboygan’s oldest hard- 
ware stores, has long done an ex- 
cellent plumbing and sheet metal 
business. Thus, in the remodeling 
program the sheet metal shop re- 
ceived considerable attention from 
the owners. 


The Sheet Metal Shop 


In the first place an entire new 
front and new windows were given 
to the old building at the left of 
the hardware store. Glass blocks, 
permitting more light in the shop, 
were put in on the street side, and 
large overhead doors to permit 
loaded trucks to enter were also 
placed on that side. A workman’s 
and customer’s entrance to the 
shop was located between the glass 
block windows and the overhead 
doors. 

Side walls were also widened 
and the entire shop remodeled so 
as to provide more efficient op- 
eration. 

The Braun-Herr Hardware Co. 
has 25 employees, more than 20 of 
whom are in the sheet metal divi- 
sion. The firm does work in the 
entire Sheboygan area, and has 
sold and installed many furnaces 
and other heating and plumbing 
units. 

Raymond Braun supervises most 
of the outside work on these vari- 
ous jobs, while his sister handles 
the office and store, with the help 
of an efficient sales staff. Due to 
the strong demand for more and 
better housing, the Braun-Herr 
Hardware Co. has much sheet 
metal and plumbing work sched- 
uled for some months ahead. 


Sales Increasing 


In their enlarged, modern quart- 
ers, the Brauns find that sales are 
growing and service operations 
can be handled more efficiently 
and profitably. The extensive re- 
modeling program cost in the 
neighborhood of $15,000, but will 
be paid for in a reasonable time 
due to a much better business 
volume. 

With their present, excellent 
sales and service setup, they be- 
lieve it all adds up to a very profit- 
able present and future. 
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plete customer satisfaction. 


Check These BIG 
Selling 
Features 













« Light Weight— Car- 
riage designed for light- 
ness in weight combined 
with structural sturdiness. 
Bed is all cast aluminum. 


*« Even Cutting — Four fully 

ball bearing wheels with 1.75 in. 

x 10 in. zero pressure tires. All 
wheels same diameter; insures cut- 
ting blade operating on an even 
plane, at all times. 






* Maneuverability — Handle designed for 
full floating operation; + ins at constant 
level in the grasp allowing machine to float 
or conform to contour of lawn. Slight pressure 


on the handle hinge pins quides machine. 
















W Biase Driving Unit is completely ball 
bearing friction type with ample tension to 
absorb all power of the engine. When strik- 
ing immovable objects, it slips, protecting 
blade, engine crankshaft and driving mechan- 
ism. 
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LIGHT WEIGHT... POWERFUL... 
MANEUVERABLE .. . PROFITABLE .. 


Here's the power lawnmoker that is sweeping the country like a 
gale ...in popularity among users ... and profits for dealers. The 
HURRICANE has been tested and proved in practically every 
section of the country. And the 1948 model is now ready 
with new, improved trigger-fast governor control—new 

2'/2 H.P. engine—new hardened tip blades that 

will make it an even faster selling unit. 
Once sold, the HURRICANE stays sold. 


Its trouble-free operation assures com- 
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* 4-Cycle Trouble-proof Engine easily 
started by short pull on starting pulley. Has 
the new inbuilt trigger-fast automatic gover- 
nor. Will operate without throttle or any hand 
control. Keeps speed of engine and cutting 
blade constant whether cutting heavy or light 
grass or weeds. 


* Grass Distributed evenly over the lawn 
due to arrangement of special housing of the 
cutting blade; prevents windrowing. 


JOBBERS—Write direct for complete informa- 
tion about The HURRICANE and how it can 
fit into your profit picture. 


NATIONAL METAL PRODUCTS CO. i2iisaS"Ehy. wa: 


















Get in Touch 
with Your 







Nearest Jobber 






The jobbers listed below 
can supply you with The 
Hurricane Power Lawn- 
mower. If no jobber near 
you, write us direct. 


Benson Implement & Appliance 
Omaha, Nebraska 


Bering-Cortes Hardware Co. 
Houston, Texas 


Browne Equipment Co. 
Columbus, Ohio 

Bruce Boats & Motors 
Jacksonville, Florida 
Nelson Radio & Supply Co. 
Mobile, Alabama 

North Jersey Equipment 
Newark, New Jersey 

Old Dominion Motor Co. 
Norfolk, Virginia 

Pacific Supply Cooperative 
Walla Walla, Washington 
Raymond Lake Motors 
Cleveland, Ohio 

St. Louis Distributing Co. 
St. Louis 10, Mo. 

Buyrn, Old & Eaton, Ine. 
Norfolk, Virginia 

Haw Hardware Co. 
Ottumwa, lowa 

Knapp & Spencer 

Sioux City, lowa 

W. J. Krebs Sales Co. 
Corpus Christi, Texas 
Magnolia Seed Co. 

Dallas, Texas 

Neff Marine Co. — 
Milwaukee, Wisconsin 
Stratton Baldwin Co. 

New Orleans, Louisiana 
Stratton-Warren Hardware Co. 
Memphis, Tennessee 
Stuckman Tire Service 
Bluefield, West Virginia 
Teague Hardware Co. 
Montgomery, Alabama 
Carmen Lude, Inc. 
Charlotte, North Carolina 
Cox Motor Co. 
Washington, North Carolina 
General Supply Co. 

Kansas City, Missourl 
Keith-Simmons Co., Ine. 
Nashville, Tennessee 

Speer Hardware Ce. 

Fort Smith, Arkansas 
Excelsior Stove & Mfg. Ca. 
Oklahoma City, Oklahoma 
Wiley Stewart Machinery Co. 
Oklahoma City, Okla. 
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Choose the plier that meets 
your needs from our com- 
plete line. 


Only these pliers incorporate 
the exclusive Channellock 
tongue and groove joint. 
This patented joint is far 
superior to the conventional 
type of adjustable pliers for 
these reasons: 





Greater Strength. 

Longer Wearing. 

Closely Spaced Adjustments. 
Self Cleaning. 

Visible Adjustments. 

No wear on Joint bolt. 


Send for free catalog 
illustrating our 
complete line 

of Champion 
DeArment 


Channellock AY \ 
tools. \\ 





Channellock Pliers are specifically 
designed for: 


Battery Work Ignition Work 
Pump Repair Electrical Repair 
lumbing Work 
General Automotive, Electrical, 
Plumbing and - Service 
wor 


CHAMPION DEARMENT TOOL CO. 
MEADVILLE ° PA. 


Only 


Champion DeArment makes 


eee Nel LCoes 





The Ad-Viser 


(Continued from page 136) 


2 


t 
their limited facilities. Secondly, 
it is felt that an illustration is an 
attention getter. A reader will 
stop to look at a hardware article 
and then read into the copy. Pic- 
tures have always been “worth a 
thousand words.” 

4. Seasonable headlines of “buy” 
words are included in every ad 
to stimulate interest. 

The Swank Hardware Co., in 
business since 1862, is convincing 
proof that honest and effective 
promotion will pay off. “Bill” 
Rausch always says, “Spending 
money on advertising is not really 
‘spending.’ It’s more like making 
a good investment because it pays 
dividends every time.” 


price, or several hammers are 
priced at $.98, $1.50, $2.25, etc., 
to indicate the price range. Says 
Mr. Rausch, in relation to this 
policy, “Our reason for this is 
that in a store of our character, a 
customer assumes that we have a 
variety to select from and we pre- 
fer to promote a particular price 
with the hope that it will arouse 
the customer’s interest to come in 
and buy.” 

3. Copy is sacrificed for illus- 
tration wherever possible. This is 
done for two reasons. First, good 
typographers are not available in 
town. Unusual type faces are few 
and far between. Advertisers must 
rely upon the newspapers with 





Remodeled Store, New Appliance 
Section Paid Off in Volume 


(Continued from page 125) 


The customer who wanders into 
this paint department just natu- 
rally moves around a 10-ft. long 
center display unit, the top of 


in knotty pine. A couple of in- 
directly lighted wall fixtures at- 
tract attention while mounted fish 
help to give an outdoor touch to 
the section. Fishing and hunting which is kept filled with all kinds 
laws are posted for the benefit of | of painting sundries and cleaning 
customers. aids. 

As one walks from the rear of The Ebbers firm also has hard- 
the hardware division into the ware stores in Oostburg and Cedar 
farm store he has to pass an alcove Grove, Wis. Officers of the com- 
which has been converted, despite pany are: Harvey Ebbers, presi- 
the lack of windows, into a bright dent; Paul Ebbers, vice president, 
and extremely colorful paint de- Chester Ebbers, treasurer and 
partment. George Ebbers, secretary. 


Paint and adequate lighting brightened up this alcove and 
helped make it an attractive and profitable paint section. 
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ideas That Built Sales 


s *+ * 


Date File 


EMORIES are often uncertain, 

so a Missouri dealer estab- 
lished a tickler file in his office. Into 
this goes a carbon copy of all fairly 
large purchase orders received from 
customers, notes on when a prospect 
should be followed up on an item in 
which he has evinced interest, dates 
to answer correspondence, attend 
farm and community meetings, etc. 
Since building the file the dealer has 
never missed a good bet in making a 
sale. He dates carbon copies of pur- 
chases 30 days in advance, reasoning 
that this lapse of time should again 
put the customer in the market for 
more merchandise. 


* %*&+ * 


This Sold Remedies 


Being active in his local commun- 
ity Red Cross drive gave an Arkansas 
dealer an idea for an effective dis- 
play. First, he gathered a represen- 
tative group of all the poultry and 
farm remedies he handled and made 
up an attractive display of them in 
his window. Then he called in a sign 
painter and had him put a large Red 
Cross on a white background on the 
upper part of the window with the 


following lettering: “First Aid Head-. 


quarters for Poultry and Farm Ani- 
mals.” Did the idea click? We'll 


leave the answer up to you. 


* * * 


No Credit Sign 


In Minnesota, a dealer decided to 
go on a strictly cash basis and found 
a way to kumor his customers intc 
accepting the new policy. Above the 
cash register he placed a large pla- 
card reading: “Our Credit Depait- 
ment Is on the Roof and We Lost the 
Ladder.” The customers read _ it, 
grinned and gladly shelled out 
shekels, in most cases, instead of 
saying “charge it.” 


S 2 @ 


Item-A-Day Push 


A Michigan dealer made up a list 
of items on which he was long in his 
stocks and decided to put selling 
pressure on one each day. All of the 
employees were informed of the plan 
and were requested to co-operate with 
the promise of a bonus on all sales 
above a set amount. The items were 
rotated until the list was finished 
and a new one was then made up. 








HEAVY CAST BRASS PADLOCK 
No. 432 


5 Dise Cylinder 
STRONG — SUBSTANTIAL — STRONG 
No seam where cylinder or shackle enters case. 
Case size 1% inches polished cast brass with seam- 
less top and bottom 
Shackle 5/16 inch special alloy steel nickel plated 
Construction—5 dise tumbler 
2 keys coined and milled, brass 
Finish—Clear Baked Plastic 


Packed one-half dozen in a box. 


E. 7. FRAIM LOCK COMPANY, INC. 


LANCASTER, PENNSYLVANIA 











Things to Watch for 


In Cashing Checks 


Cashing a check is dangerous unless you are sure 
that both the check itself and the person cashing 
it are above suspicion. Read this article and you 
will be sure to watch your step before cashing them 


ERCHANTS have always had 

some trouble in connection 

with cashing checks and take 
it for granted that they will have 
some losses. This loss can be sig- 
nificantly decreased by following a 
few simple principles. 


Follow These Principles 


1. Don’t let just anybody in the 
store cash checks. Stores that allow 
every clerk on the floor to cash 
checks have a high ratio of losses. 
An untrained and unqualified au- 
thorizer will lose his firm many 
times his salary by accepting worth- 
less checks. 

2. Don’t cash checks for people 
to whom you would not grant charge 
accounts. 

3. Examine every check carefully. 
Is it dated correctly? Is there any 
discrepancy between the figures and 
the written amount? If it is drawn 
on a customer’s form, is the name 
of the bank indicated? Is there such 
a bank? Is the check signed? Is 
the signature legible? If not, as- 
certain the correct spelling and note 
it on the check. Have addresses 
been given for all parties to the 
check? Are there any such ad- 
dresses as those given? 

4. Require proper identification. 
Bear in mind that any type of identi- 
fication card can be counterfeited. 

A driver’s license is ordinarily a 
safe means of identification. It is 
rarely counterfeited and, in most in- 
stances, bears the signature of the 
person, which may be compared with 
the signature on the check. Physi- 


(Condensed from “Frauds and How To 
Stop Them,” by Harold J. Hooper, 
Credit World, St. Louis, Mo.) 
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cal description may also be com- 
pared with that listed on the license. 
In a great many instances, endorse- 
ment stamps obliterate any notations 
made on the back of a check. There- 
fore, it is suggested that you note 
the license number, date, and name 
of the issuing state on the face of 
the check. 

Work badges are ordinarily dif- 
ficult to counterfeit or to obtain by 
fraud, particularly if they carry a 
picture of the owner. They are, 
therefore, fairly safe means of identi- 
fication. 

Service discharges are reasonably 
safe in establishing identity, but 
have no bearing whatever on the 
financial responsibility of the holder. 

A social security card is the most 
worthless form of identification. 
These cards are not intended for that 
purpose. They are issued on applica- 
tion and no investigation is made, 
either before or after issue. Any 
person who desires to do so can ob- 
tain as many cards as he can think 
of names under which to have them 
issued. 


Bank Passbooks 


Bank passbooks are usually a 
poor means of identification, espe- 
cially when the book indicates that 
the person is a new depositor. 

5. Watch the kind of check pre- 
sented. Government checks are not 
likely to cause you any trouble, pro- 
vided you are careful of the identity 
of the endorser. You should require 
the person presenting it to endorse it 
in your presence, even though it may 
already have been endorsed once, 
and the endorsement must be in ink 
or indelible pencil. It is very rarely 


that a government check is ever 
counterfeited. 

Contrary to common belief, cash- 
ier’s checks and bank money orders 
are frequently counterfeited, and 
care must be exercised to ascertain 
their genuineness. Bogus certified 
checks are appearing in increasing 
numbers. You should proceed with 
caution if asked to cash a check of 
this type. Ordinarily banks do not 
certify checks except those for use 
in large commercial transactions. 


Travelers’ Checks 


Travelers’ checks may cause 
trouble. Genuine blanks are fre- 
quently taken in burglaries, in which 
event both signatures will be alike. 
Genuine checks that have been is- 
sued to a purchaser are frequently 
lost, and the counter signature 
forged. Ordinarily, the issuing com- 
pany will honor these checks bear- 
ing a forged counter signature, if 
the store exercised reasonable dili- 
gence in comparing the two signa- 
tures and they look alike to a lay- 
man. 

Printed company checks are 
troublesome in many ways. First, 
genuine blanks are stolen in bur- 
glaries, and often the thieves use the 
firm’s protectograph in the prepara- 
tion of the forgeries. Genuine pay- 
roll checks are lost or stolen and the 
endorsements forged. Perhaps the 
most common cause of trouble with 
this type of check is brought about 
by the professional who has connec- 
tions with unscrupulous printers and 
manufactures his own checks. In 
this connection you should remem- 
ber that a forger can buy, rent, or 
steal typewriters, protectographs, 
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ORE and more dairy farmers want the combined 

economy and performance that only a Rite-Way 
Milker can give them! That’s why more than 100,000 
successful dairymen have chosen Rite-Way equipment 
and rely on Rite-Way for fast milking, more milk, and 
bigger profits. 
Compare the Rite-Way Milker yourself, with any other 
milker. Look atthe features. Check itsmilking action. Yes, 
here’s a milker you can sell! You can stack it up against 
anything in the field for natural, gentle, money-making 
milking . .. and when it comes to price—you'’ve got an 
advantage over all others in the same league! 


If you want to sell both the big and small operators, if 
you want an unlimited milker market, find out today 
about your dealer opportunities with Rite-Way. Now’s 
the time to set up a sound, successful full-line Rite-Way 
dealership for yourself! 





RITE-WAY Silver Anniversary MILKER 
%& DUSTPROOF PULSATOR 
%& SELF-CENTERING CLAW 
% ROTO-MATIC VACUUM PUMP 
% TAPERED INFLATIONS 
te TRANSPARENT MILK TUBE 
% SAN-MATIC,STALL COCKS 









































EXTRA PROFITS FOR YOU! 


RITE-WAY Silver Anniversary 
Electric Cream Separator 


Entirely new! Nothing like 
it! First really new cream 
separator in years. No gears. 
No oiling. Floating power. 
All moving parts in one eas- 
ily-removed assembly. Stain- 
less steel shelf. Famous Even- 
Flo Bowl gives fast, close, 
efficient skimming. 


Also Rite-Way Standard and Table J ey 
models, manual or electrical. ’ 
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RITE-WAY PRODUCTS COMPANY 
1241 BELMONT AVENUE Dept. HA CHICAGO 13, ILLINOIS 


Eastern Branch: 248 W. Jefferson, Syracuse 1, N. Y. 

Southwest Branch. 11 W. Reno, Oklahoma City, Okla. 

Southeast Branch: 587 W. Whitehall St., Atlanta, Ga. 
Pacific Coast Branch: 2234-38 San Pablo, Oakland 12, Calif. 
In Canada: Massey-Harris Company Ltd. 





“MORE MILKER 
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opening; 
galvanized lining. Portable. 
Pressure Type—Stainless Steel —3, 
5, and 7-gallon sizes; 
fast-heating and speedy re- 
covery; economical; installed 





RITE-WAY ELECTRIC WATER 
HEATERS — TWO TYPES 


| om Non-Pressure Type—10-gal. capac- 
i & ity; adjustable thermostat; 14” top 
insulated, 


white enamel; 


in water line. 


WASHING TANKS 


Single and double 


available. Zinc lined. Non- 


splash design. 


insulated, 










tanks 

















FOR LESS MONEY’”’ 
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MORE PROOF...AHAT SUNSET 
MAKES FINER FISHING LINES! 


~ FOR SALT WATER LAKE OR STREAM 


Time After Time Fishermen Prove 
There Are No Equals to Sunset Lines 


Here’s the biggest black Marlin caught during 
the past season at Acapulco, Mexico. It was taken 
by Marvin E. Thorpe, owner of the Magnolia Park 
Hardware Company at Burbank, California, in one 
hour and forty minutes. His prize catch weighed 478 
pounds and measured 12 feet, 9 inches in length. 
Yes, Thorpe used a 36-thread SUNSET MARIN 
CUTTYHUNK LINE... he’s a_ sporting goods 
dealer. Knows his fishing lines and says: ‘““When 
use a Sunset Marina Line I can take my own time in 
playing those big ones because the Sunset Line can 
really take it.” It can really take it because Marina 
Cuttyhunk Lines are made of the finest Courtrai 
linen spun in Ireland and made on the finest pre- 
cision machines that assure the exact number 
of turns to every inch of line. 
That's why smart fishermen everywhere 

choose SUNSET LINES for every kind of 
fishing. They’re every inch dependable. 
SEE YOUR JOBBER 
Representatives: Ed. W. Simon Co., 
320 Broadway, New York 7; John 
W. Bentley, 222 W. Adams St., 
Chicago 6, Ill.; M. D. Chalkley, 
706 Gettings St., Suffolk, Va. 

SUNSET LINE & TWINE CO. 

564 Sixth Street 

San Francisco 3 


ez SUNSET 
\ =e "Amerutas Finest” 
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and other paraphernalia necessary 
for producing a genuine-looking 
check. It is odd that many mer. 
chants do cash, for rank strangers, 
purported company checks on firms 
they never heard of. 

Rubber stamp checks should be 
scrutinized more carefully than any 
other type check. There are two 
common varieties. One is prepared 
with a manufactured rubber stamp 
that can be purchased for 75 cents 
by any amateur forger. It usually 
consists of the bare name of a real 
or fictitious firm and is used to stamp 
the name of the firm on a genuine 
blank check, which a forger may ob- 
tain almost anywhere. The other, 
and the more crude of the two, is 
the rubber type-set that can be 
bought at any five-and-dime store, 
You will readily recognize a check 
prepared with this set by the poor 
alignment of the type. Of course, 
some good firms still use a rubber 
stamp in preparing their checks, 
Nevertheless, the ratio of losses from 
this type check is exceedingly high 
and the prudent credit executive will 
use extreme caution in cashing any 
of them. 


Two-Party Checks 


Another type forgery is what we 
ordinarily refer to as the two-party 
check. It is usually written with pen- 
cil or pen and purports to be issued 
by one person, payable to another. 
In a great many instances, the al- 
leged maker is a fictitious person. 
This type check almost invariably 
has written on it such notations as 





“For Labor,” “Parts and Labor,” 
“For Plastering,” “Payment for 
Cow.” When a check of this type 
is presented, you should ascertain 
from the endorser his address and 
that of the alleged maker. A casual 
investigation will reveal whether 
these persons are real or fictitious. 
Worthless personal checks gen- 
erally fall into one of four groups: 
forgeries, no account, account closed, 
and insufficient funds. Of these four 
types, perhaps the last is the most 
troublesome. There seems to be & 
common misconception of the rights 
and liabilities of the parties to this 










kind of check. The maker and the 
acceptor of insufficient-fund checks 
frequently think that there has been 
no criminal violation in writing one 
of these checks. As a matter of 
fact, action can be taken in some 
states against the maker of an in- 
sufficient-funds check the same as 
any other, provided the check has 














(Continued on page 155) 
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Gifts Help Sell Paint— 
Paint Helps Sell Gifts 


(Continued from page 121) 


ing a can of enamel or varnish 
remover.” 

Women interested in paints for 
their homes are steered into gift- 
wares and customers of the gift 
shop make a habit of looking over 
the paint stock. 

Some of the items sold in the 
gift shop suggest paint and enamel 
purchases. A woman who buys 
a set of china for example may be 
reminded that her breakfast room 
furniture is growing dingy and 
needs a new coat of paint. Pur- 
chase of a fine set of china may 
move the purchaser to repaint her 
worn china cupboard so that it 
will be a proper receptacle for her 
new china set. 


Booklets Aid Sales 


Mr. Braswell finds the many 
color booklets and home decora- 
tion guides distributed by manu- 
facturers of value. “They are ex- 
cellent leaders,” he says, “and I 
use every one I can get my hands 
on. The literature is one of the 
best forms of paint promotion I 
have.” 


ture and also keeps an ample sup- 
ply on hand in the store. 

“We are glad to give all the help 
we can and give estimates as to 
the cost of various paint jobs and 
the amount of paint required. If 
the customer cannot find a painter 
and is unable to handle the job 
herself, we recommend a good 
man and assist her in getting in 
touch with him. This small ser- 
vice is appreciated and has gone a 
long way towards boosting our 
volume.” 

Braswell Brothers was founded 
in January, 1946, by Fred 0O., 
Erskine M., Douglas M and Wil- 
liam Braswell, brothers and all 
veterans of the hardware business 
in Demopolis. They had formerly 
owned an interest in another local 
hardware store but during the war 
they sold their interest. With the 
return towards normalcy they de- 
cided to start their own business. 
Fred and Erskine operate the store 
while their brothers attend to 
other interests. 
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Mr. Braswell mails this iia. 
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Lightweight mower of highest quality. 

aee omaantion features. 16’ and An old favorite brought up to date. 

18” cutting width. Quality at low cost. 16” and 18” cutting 
, width. 
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you’ve been waiting for en 
THE COLDWELL LINE for "AS 
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COLDWELL 
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IMPERIAL SPECIAL 
















The best mower money can buy. De- 
signed especially for professional use. 
18” cutting width. 


Medium-priced ultra modern mower. 
Aluminum wheels, pressed steel side 
frames. 16” cutting width. 





























SUPER BEAR 








Especially rugged, with extra power. 
Equipped with Briggs & Stratton Model 
N. engine. 21” cutting width. 





Top favorite among power mowers. 
Briggs & Stratton Model W.I. engine. 
21” cutting width. 


















E. C. Werre in the 
radio room. This 
room is 10 by 24 
ft. in size and is 
at the left rear of 
the main sales 
floor. The elec- 
trical appliance 
room is on the 
opposite side. 


4 \ ACTOR makes the | 


Witeiore 


This Minnesota Store's Sales 
Are 60 Per Cent Self-Service 


Wan self - service 


sales attain 60 per cent of a store’s 
total volume it is something of a 
record for two years’ experience 
with self-service for a small town 
store, according to E. C. Werre, 
owner of Red River Hardware, 
Moorhead, Minn. 

A six-month’s check record of 
this store showed that 60 per cent 
of all sales made are brought to 
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Red River Hardware has had two years’ experience 
with the plan and finds it has cut selling costs 
from 22 to 14 per cent. Pilferage losses slight 


the wrapping counter by the cus- 
tomers. Stock arrangement and 
display follows the self-service 
drug plan. Every item shown is 
priced. Window displays show 
priced merchandise. Large card- 
board signs hang over each de- 
partment. These signs read: “We 
Invite You to Serve Yourself.” 


Each sign has an arrow pointing 
to one of the two wrapping count- 
ers. 

A large arrowed sign at the 
side of the store points to the 
radio room at the rear on one side 
and to the electrical appliance 
room at the rear on the other side. 

Display arrangement in each of 
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THAT PAYS OFF! 


The hardware retailer is the “front man” of 
the bolt and nut business. It is he who must meet 
and sell the public, and it is he who must bear the 
brunt of complaints when a product fails to live up 
to expectations. 


We at Lamson & Sessions are acutely aware of this, 
and are determined to help the retailer in every 
Way we Can. 


All Lamson fasteners are manufactured to the most 
exact specifications and quality is carefully con- 
trolled all down the line. Lamson packages are de- 
Signed for Hi-Legibility attractiveness, convenient 
handling, and are extra strong as a guard against 
troublesome breaking. 


AND NUTS - LAG SCREWS - SEMS - 


LOCK NUTS - CAP SCREWS - COTTERS - 


Jobbers who handle the Lamson line know that we 
assist their dealer customers in every way possible. 
The Lamson “Speed Merchant”, the “Ready-Refer- 
ence” list and Bolt Bin Labels are designed to make 
the retailer’s job of selling easier and faster. 


Yes, it takes teamwork between the manufacturer, 
the jobber and the retailer to do a good selling job. 
We at Lamson & Sessions like to feel that we’re on 
the retailer’s “team” and that our efforts to help 
have made the selling of bolts and nuts easier, faster 
and more profitable for you. 


SESSIONS COMPAN 


THE LAMSON & 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham * Chicago 


SET SCREWS - DARDELET RIVET BOLTS - KEY BOLTS 


LAMSON & SESSIONS 


Ask your Jobber for the Lamson Line 


‘OVE BOLTS. SHEET METAL SCREWS- WIRE ROPE CLIPS. PIPE PLUGS- WEATHER-TIGHT BOLTS - MACHINE SCREWS AND NUTS - SPECIALS 








Self-service is put into practice in the sporting goods department. 
Customers serve themselves taking purchases to the wrapping counter. 


these rooms can be seen from any 
point in the store. At night both 
rooms are lighted and the signs 
spotlighted and the open doo:s 
can be seen through the display 
windows from the sidewalk. 

The first year, under non-self- 
service, selling cost ran 22 per 
cent. The first year under self- 
service selling cost came down to 
16 per cent. For 1947, selling cost 
is estimated (according to the first 
six months check) at 14 per cent. 


No Floor Salesmen—Just 
Selection Helpers 


After two year’s experience with 
self-service, Mr. Werre is con- 
vinced that the average buyer likes 
self-service much better than the 
old conventional plan. More, the 
buyer wants to look around and 
make his own selections from 100 
per cent priced merchandise. 

At Red River Hardware, no 
salesman tries to suggest a sale 
directly, or help a customer make 
a selection from a_ self-service 
counter or display rack. This is 
a fast rule. 

“This does not mean,” Mr. 
Werre says, “that we are not in 
there on the floor selling. Not at 
all. Only that we do not ever try 
to help with the selection. It is 
a very easy matter to lead a buyer 
to another department or to sug- 
gest sales without directly doing 
it.” 

In the electrical appliance and 
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radio departments, one salesman 
spends full time on sales. No at- 
tempt is made here for self-service. 
Also the store keeps a full time 
service man. 

For 1946, electrical appliance 
sales accounted for between 10 
and 15 per cent of the total sales 
volume and radio sales 5 per cent. 
The first six months of 1947, ap- 
pliance and radio sales ran be- 
tween 20 and 25 per cent of total 
sales volume. 

The radio room and the appli- 
ance room are the same size, 10 
ft. wide and 24 ft. long. Each has 
a door which can be closed, giving 
privacy for sales talks and con- 
tract signing. The appliance room 
has a door Jeading to the appliance 


service shop, with a glass window 
counter, a shelf extending out from 
each wall. This is of particular con- 
venience as it has been found that 
over half of the appliance sales 
require some contact with the ser- 
vice man. 

The radio room and the appli- 
ance room each has a desk, three 
chairs, and a telephone. It has 
been found that these conveniences 
bring buyers to the rooms. 


Pilferage Loss Low 
When Red River changed to 


self-service, Mr. Werre was con- 
siderably worried about pilferage. 
With every piece of merchandise 
on the 25 by 80-ft. sales floor out 
and on display where the buyer 
could handle it — “well,” Mr. 
Werre says “We just thought we 
would miss a lot of things.” 

The first 12 months under self- 
service a number of smaller items 
were taken. Also one electric iron, 
two small hot plates and one power 
drill. But the total pilferage was 
estimated at less than one quarter 
of one per cent of the total sales 
volume. 

Two methods have been tried in 
an effort to cut down pilferage: 
First, one wrapping counter and 
cashier’s stand has been moved 
from the center of the store to near 
the front entrance. Second, items 
such as drills and smaller appli- 
ances have been moved to posi- 
tions near one of the two wrapping 
counters. Two glass-covered cases 
also have been put in for knives 
and similar items. These can be 

(Continued on page 162) 


One man spends his full time on displays and keeping up stock. Here 


we see A. J. 


Helland checking up on the self-service stock of tools. 
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BUY! 


N 

Unbré 
Screw B 
blades. FR 
each. 


SOLE R’S 


UNBREAKABLE 
AMBER HANDLES 


FULLERS 


ABLE AMBER BANDLE CHISELS 


No. X839. Assortment of 

Wood Chisels. Unbreakable 

Amber Handle. Full bevel 
Pr edges. Retail 50c each 


“cash register companions” 


DO A SUGGESTIVE SELLING JOB... 
RING UP EXTRA SALES FOR YOU! 


Arthur H. Van Voris 
VAN VORIS HAROWARE 
Cobleskill, N. Y 


It's a smart merchandising idea to display 
Fuller Tools right by your cash register. 
They're attractively carded to get 

attention . . . popularly priced for on-the-spot 
buying! Get those extra sales 

without any extra effort—while 

you're making change on other purchases. 
Let Fuller's “Cash Register Companions” 


do a suggestive selling job for you. 




















S. far our attention 


has been devoted mainly to pocket 
knives. 

Leaving out all plated goods, 
cutlery as the hardware trade 
knows it, is divided into three 
lines—pocket cutlery, table cutlery 
and carvers, and shears and 
scissors. 

In this article we will comment 
on table cutlery. The wholesalers’ 
salesmen of 50 years ago carried 
complete lines of samples of all of 
these three divisions—not only 
American goods but also well 
known foreign brands. 

The leading wholesalers of the 
country carried complete lines of 
all three divisions under their own 
“special brands.” Their salesmen 
were trained to push these special 
brands first, last and all the time. 
But if the retailer also wanted for- 
eign brands he could get them. 


The Staple Knife and Fork 


The staple knife and fork used 
by the mass of the people was first 
forged out of one bar of steel, 
blade and handle all being of one 
piece. These knives and forks were 
very cheap. The higher grades at 
first had forged steel blades with 
handles of rare woods, and even 
ivory and stag. 

Carvers were made in the same 
manner as hand forged blades with 
fine handles of stag horn—often 
mounted and trimmed in silver. 
Cheaper carvers were made with 
wooden, bone, or “composition” 


handles. 


But it was a curious fact that 
the medium-priced knives and 
forks were made with very fancy 
inlaid metal in fine woods. This 
grade of table knife and fork was 
made in a great variety with very 
fancy handles. They were packed 
one and two sets—six of each—in 
a pasteboard box. In the middle 
consumer class they were con- 
sidered very elegant. However, 
being soused in boiling hot water 
was not so good for all the fancy 
metal inlay work and knives and 
forks of this type did not wear 
well. 

Then came a shocking innova- 

Pr 
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By SAUNDERS NORVELL 


SAUNDERS NORVELL 


tion. Some ‘canny New Englander 
first stamped the knife and fork 
out of one piece of bar steel and 
then silver or nickel-plated them. 
This type resisted hot water, was 
cleaned easily and also was the 
last word in “elegance.” 

The “silver-plated” knife and 
fork made great inroads into the 
sales of the wooden-handled knife 
and fork. 


An Easier Process 


But just before this, or about 
the same time, the manufacturers 
of knives and forks discovered that 
they could take a sheet of steel and 
with powerful presses stamp out 
dozens or hundreds of knives and 
forks with one blow. This was far 





easier and less costly than ham- 
mering out pieces of bar steel by 
hand. 

When the English cutlers of 
Sheffield and the Germans of 
Soliningen learned of this new 
method they were skeptical of its 
efficiency, but first the Germans 
and then the ultra-conservative 
English finally were forced to 
adopt the new system for the com- 
petitive grade of goods although 
they still clung to the “hot forged” 
method for their higher quality 
goods. So, with the constantly in- 
creasing tariff, first the English 
and then the Germans lost the 
American market. 

Our knives and forks and carv- 
ers drove out the foreign makers. 
Where today can one buy these 
goods with genuine stag horn 
handles or real ivory and pearl 
handles? 


Prized Possessions 


In the old days every first class 
hardware store carried these goods 
and every high class American 
family was proud of its table ware. 
When father rose to carve the 
national bird he did not fail to 
flourish the handsome carving set 
—an heirloom in the family. Gone 
are the days. Today, the carving 
is usually done in the kitchen and 
no doubt with a hollow ground 
trimmer! 

So our wholesale salesmen’s line 
of samples of table knives and 
carvers has shrunk from its old 
time glory. Some carry only a 
pamphlet with a few illustrations 
and a price list. 

We know the American cutlery 
manufacturer has had his troubles. 
It is slow work to train skilled cut- 
lery workmen. Workers’ wages 
have advanced. Other easier trades . 
have lured them away from cut- 
lery. 

But if we are to have that “shot 
in the arm” in the cutlery business 
it must start with the skilled me- 
chanic at the grinding wheel who 
has a real love and pride in the 
goods he makes. This spirit then 
must work its way through the 
manufacturer to the wholesaler, to 
his salesmen, to the retailer and his 
salesmen and so again to the con- 
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On the Way 


more quality products from MURRAY OHIO 


@ Smartly styled bicycles and wheel goods are steadily rolling 
forth from our up-to-the-minute production lines. In its field, 
Murray Ohio’s plant facilities are unexcelled, and we employ 
materials, methods and machinery that are ultra modern. These 
physical resources are backed by Murray Ohio’s extensive 
experience gained during a quarter of a century devoted to 
making fine wheel goods and ‘bicycles. 


As a result, the superior quality and sales appeal of Steelcraft 
Wheel Goods and Mercury Bicycles are recognized everywhere. 


@ FOR COMPLETE INFORMATION ON 
OUR PRESENT LINE, WRITE FOR 
OUR NEW CATALOG. 
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speedy action... 


blades... 


blades. 


Li LEMS ON 


CLEMSON BROS, Inc, Middletown, WY 


Sold only through recognized distributors 








Hanouine a complete line of 
blades such as the STAR line 
means more cash for you. For 
profits are bound to follow when 
you can say, “I sell the STAR 
line and can offer you the right 
blade for every job a hack saw 
or a band saw can do.” After the 
customer has tried out his STAR 
blade, he’ll thank you, too. For, 
whether he’s cutting metal or 
non-metallics, he’ll see the differ- 
ence in STAR’s smooth, clean, 
in STAR blades’ 
longer cutting life. You’ve won 
a life-long friend for STAR 
a customer whose 
blade money will come to you 
over and over 
again. Yes sir, 
it’s easier to 
compete when 
your line’s 
complete— 
when you sell 
a complete line 
of cash-pro- 
ducing STAR 








sumer who takes a personal pride 
in owning things of skilled work- 
manship. 

In St. Louis all. that is left of 
the 1904 World’s Fair is the Fine 
Arts Building in Forest Park. That 


building alone was permanent. 


Over the stone columns at the en- 
trance are engraved these words 


(from memory), “The beauty of 
art should be a part of our every 
day lives.” Fine cutlery is a thing 
of beauty and “beauty is a joy 
forever.” 





Letters Regarding Cutlery 
Received By Our Contributing Editor—Saunders Norvell 


“Dear Mr. Norvell: 

“The small quantities [of pocket 
knives] that have been available; the 
limited number of patterns available, 
the statement of manufacturers that 
cutlery makers practically refuse to 
make small knives, all mean that we 
and others are unable to offer to our 
dealers a complete line of sufficient 
variety and quantity to permit them 
to make an adequate display and 
sell with pride and confidence, so I 
think any conclusions reached, based 
on the present situation, would be 
erroneous or misleading. 

“T think retail dealers and espe- 
cially hardware dealers can sell many 
pocket knives and higher priced 
knives if they will do a good mer- 
chandising job, but there is no use 
talking about that now because the 
goods are not available to back up 
such a program. 

“I hope the whole cutlery indus- 
try will get its sights set to really 
see the possible market for good 
goods and try to make boys and men 
realize they can pay $2.50 to $5 for 
a good pocket knife instead of seeing 
how much junk can be made and sold 
for a dime or ‘two-bits’ or even a 
dollar. y 

“Tt was harder for you and me 
to get hold of a dime or a quarter 
than it is for the boys of today to get 
several dollars, and if tie clasps sell 
for $2.50 and neckties for $2.50 
there is no reason why a person 
should not pay $2.50 to $5 for a 
good pocket knife. 

(signed) LutHerR R. STEIN 
Vice-Pres. and Gen. Sales Mer. 
Belknap Hardware & Mfg. Co. 
Louisville, Ky.” 





A Dealer's Experience 
“Dear Mr. Norvell: 


“With reference to our conversa- 
tion regarding the sale of pocket 
knives, I am thinking you will be 
interested in the experiences of a 
retailer. 

“For more than 30 years in times 





of peace and war, prosperity and de- 
pression, we have stressed high qual- 
ity in eur cutlery department. This 
policy has at times resulted in a 
narrow margin of profit, but cus- 
tomer confidence has been our re. 
ward. 

“Our returns of defective pocket 
knives to suppliers have been negii- 
gible, and could further be reduced 
if manufacturers would initiate a 
campaign to instruct jobber and re- 
tail personnel in the proper selection. 
use and care of a pocket knife. This 
should be followed with a series of 
advertisements, directing the con- 
sumer in need of a pocket knife to 
his hardware dealer as the man 
qualified to render satisfactory ser- 
vice. Such a program could result 
in: 

“Increased confidence in hard- 
ware dealers; 

“Additional sales of pocket 
knives and sharpening stones; 

“Better informed sales people, 
and a revival of the spirit of help- 
fulness on the part of the manu- 
facturer. 

“From time to time jobber’s sales- 
men make a special effort to sell 
pocket knives. In our experience the 
outstanding performance occurred in 
the 30’s, when one line of cutlery 
was promoted by one of our jobbers. 
ably assisted by a factory expert. 

“Twenty years ago almost evely 
man and boy carried a pocket knife 
or two. A spot check in one of our 
stores last week revealed the fact 
that only three out of 10 were carry- 
ing pocket knives. This condition 
presents an opportunity for increased 
sales now that supplies are more 
easily obtained, and we would like 
to suggest that manufacturers renew 
their pre-war efforts to increase the 
sale of quality cutlery in hardware 
stores at reasonable prices. 


(signed) Eric Fromm 


Eric Fromm, Inc. 
13975 Woodward Ave. 
Detroit, Mich.” 
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Things to Watch for 
In Cashing Checks 
(Continued from page 146) 


not been taken up within five days. 

6. Be especially cautious at these 
times: 

(1) When a check is presented by 
a minor. 

(2) When a sizable amount of 
cash is requested. 

(3) When the check is presented 
by an intoxicated person. 

(4) When the check is drawn on 
a distant bank. 

(5) When the customer tries to 
give you the “rush act.” 

(6) When the check is presented 
on bank holidays. 

7. Do not let the customer domi- 
nate the interview. A check artist 
is a coward at heart, and his nerve 
will fail him when he knows an in- 
vestigation is being made. The best 
way to cause a check artist to take 
to flight is to excuse yourself and go 
into an adjoining office where he 
cannot see what you are doing, and 
just let him wait for a few minutes. 
In most instances, if the check is 
bad your customer will be gone 
when you return. 





Christmas Clubs 
To Swell Gift Buying 
By 284 Million 


TOTAL of $747,000,000 will be 

distributed this year to hold- 
ers of Christmas Clubs accounts by 
about 5500 banking and saving insti- 
tutions and other organizations, ac- 
cording to an estimate released re- 
cently by Douglas T. Johnston, presi- 
dent of Christmas Club, a corpora- 
tion. Mr. Johnston said this distri- 
bution surpasses that of last year 
by 17.6 per cent and is the largest 
in the 37 years of Christmas Club 
operation. 

About 9,500,000 individuals will 
be recipients of Christmas Club dis- 
tributions this year, which repre- 
sents an increase of 1,140,000 over 
1946. The average payment to each 
individual will total about $78.50 for 
the entire country and about $84.50 
in large metropolitan areas. 

A recent survey shows that $244,- 
000,000 or 30 per cent of funds in 
Christmas Clubs will be added to 
permanent savings, while $284,000,- 
000 or 38 per cent will be used for 
Christmas purchases. The remain- 
ing 32 per cent will be used to pay 
insurance premiums, retirement of 
debt, year-end bill payments and for 
taxes. 
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NEW IDEA— 


OPENS BIG MARKET 
FOR FIRE PROTECTION 


Instant “Buy Attraction” to 
millions of home owners 






Beautifully decorated with 
colorful flower design 











can 
Now, you can sell fire extinguishers 
in real volume. Fire-Wand has the 
attraction it takes. Sales tests by 
leading retailers prove amazing de- 
mand. Here is big profit opportunity 
for you. Don’t fail to order a sup- { 
ply, today, for quick sell-out on 


» Hanger cover 
display. lifts up for" 


quick removal 
NATIONALLY atin ey 


\ ADVERTISED 
in the Saturday 
Evening Post 


| 
| 
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paceman 
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TWIN UNIT — Two separate extin- 
guisher units provide extra security. 
Complete with decorative hanger. 


ONLY $1495 


SINGLE UNIT — One extinguisher unit. 
Complete with decorative hanger. 


The long Fire-Wand 
ONLY %§75 


cylinder can be held in 
one hand at arm’s 
length to reach the fire 
at a safe distance. 





WIRE or write today 
for sample, prices and 
complete sales helps. 





AKRON 8, OHIO 
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Back, Oh Sea! 


By T. W. LIPPERT 
Directing Editor, 
The Iron Age 


A Chilton @ Publication 
Affiliated With Hardware Age 


ITH monumental disregard for 

public opinion, Mr, James 
Caesar Petrillo has mounted still an- 
other rearguard action against the 
steady advance of technology and 
mechanization. As spokesman for his 
Federation of Musicians, Mr. Pe- 
trillo says there are to be no more 
recordings. What’s more, this time 
he talks as if he means it. 

Like King Canute, who mounted 
his throne on the beach and bade the 
tide to fall back, Mr. Petrillo is dog- 
ged in his determination to maintain 
employment against all inroads of 
technological development. The sea 
was disobedient, and Canute the 
Great had to retreat to higher 
ground. Electronics, and the science 
of musical reproduction, are just as 
much a part of the industrial revolu- 
tion as is the automobile. No doubt 
Mr. Petrillo realizes this and knows 
that the public cannot forever be 
thwarted in its search for convenient 
and inexpensive entertainment. His 
apparent strategy is to retreat slowly 
before the twin threats of the Lea 
and Taft-Hartley laws, skillfully pro- 
tecting as best he can the featherbed- 
ding practices of his musicians. 

Mr. Petrillo’s struggle against the 
machine is not unique. It is just 
more conspicuous. Other unions em- 
ploy the same practices, more inform- 
ally perhaps, but just as effectively. 
On the railroads, the trainmen want 
crews of extra workers to go along 
for the ride at full pay. Painters 
forbid the use of spray guns and 
limit the width of paint brushes. The 
hod carrier and the mason limit the 
number of bricks handled, and most 
unions (primarily AFL unions) es- 
tablish low quotas as the agreed 
definition of a day’s work. Through- 
out many industries the whispered 
word to “slow down, Bud,” is one 

expression that changes little from 
year to year. Such is the individual’s 
all-too-humaa attempt to protect his 
own job. Such is his protest against 
the mass lay-offs and speed-up pres- 
sures so well remembered by older 
workers. 
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Fortunately for the country, heavy 
industry is not cursed by monstrous 
featherbedding practices. The search 
for maximum efficiency may be ob- 
structed by some slow-down here and 
some limitation of effort there, but 
for many years both enlightened 
management and labor have speeded 
technical innovations obviously prac- 
ticable and economic. As a conse- 
quence industrial manhour produc- 
tivity has in forty years spurted 
ahead for a three-fold increase, which 
has been the very fountainhead of 
the “good life” as measured in 
worldly goods. 





But even in heavy industry it has 
been estimated that manhour pro- 
ductivity would jump overnight some 
15 per cent if labor were to work to 
standards demonstrated as both prac- 
tical and humane. Estimates of in- 
creases as high as 50 per cent apply 
to those other industries overwhelmed 
by severe restrictive and featherbed- 
ding practices. 


There seems to be little early pros- 
pect for winnowing the more subtle 
slowdowns and restrictions. That is 
a long-term task for management 
patiently creating an atmosphere of 
trust and personal interest in work- 
ers. But, the elimination of indefen- 
sible feet-dragging practices seems 
nearer at hand. Already the Su- 
preme Court has upheld the Lea Act, 
which prevents Mr. Petrillo from 
forcing vendors of canned music to 
hire standby orchestras who never 
play a note. As the force of this and 
other rulings spreads in ever-widen- 
ing circles throughout all industry, 
so will some of the wealth-creating 
capacities of the machine no longer 
be stultified by human foolishness. 





Don't Bite the Lines That Fed You 
A Letter to the Editor 


HE following communication was 
inspired by a previous letter to 

the editor, written by a wholesaler 
who took issue with some hardware 
dealers who took what he considered 
a high-handed attitude once mer- 
chandise began to get more plentiful 
after the war. This manufacturer’s 
representative’s letter deals with an- 
other phase of this question. Do you 
think his position is well taken or do 
you have other views on the matter? 


Gentlemen: 


In your issue of June 5 under the 
heading, “What Have Hardware 
Dealers to Say to This Letter?” you 
reproduced a letter from a whole- 
sale hardware firm which spoke 
critically about the current habits of 
their customers. 

This letter was read with interest 
and appreciation, in fact with a feel- 
ing that the letter stated some sub- 
stantially correct conclusions and 
feelings. 

We are manufacturers’ agents rep- 
resenting a number of nationally 
known lines of lamps and shades, 
mirrors, giftwares, and so forth. This 
agency is a reasonably old firm 
[1926] as you will note from our let- 
terhead. The author of this letter 
began his sales work with a Pacific 





Coast jobber which covered a num- 
ber of classes of trade including 
hardware accounts. In those begin- 
ning days, we were taught by the 
sales manager that the toughest cus- 
tomer to sell was the hardware deal- 
er; that he was the most conserva- 
tive, if not the most backward of 
accounts; that he was in general a 
“nut and bolt” man, not given to 
merchandising, set in his way, and 
extremely difficult to handle. Yes, we 
found many men that fitted that 
classification, but since we have been 
in the manufacturer’s agency field, 
we have found many other hardware 
men that are not only progessive, but 
are able to do as good a job of mer- 
chandising as any other class of 
retailers. 

Prior to the war we did encounter 
many hardware men who could not 
see the advantages of catering to 
women, nor of implementing their 
stock with goods that were par- 
ticularly attractive to the female 
shopper. Many of these buyers could 
not understand this secondary field 
of endeavor, and often times looked 
with scorn upon their brother hard- 
ware men that did go after this class 
of business. 

During the war we found that 
many of these men were compelled to 
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READY 
MIXED 


ERMITE 


ALUMINUM PAINTS 
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.»swhen you sell 


PERMITE’S 
co LETE 


















The right aluminum paint 
for each type of application.. 


Early in PERMITE’s aluminum paint research, it was 
demonstrated that no one type of aluminum paint 
would give satisfactory results on all surfaces. 


That's why PERMITE Ready-Mixed Aluminum Paint 
is made in three specialized types: PERMITE OUT- 
DOOR, an extra-protection paint for exterior use, 
PERMITE CHROME FINISH, a satin-smooth finish for 
interiors; and PERMITE HOT-SEAL, for all hot surfaces. 


When you sell these “custom-made” Aluminum Paints 
you sell both the finest QUALITY and the RIGHT paint 
for each particular purpose. You build lasting cus- 
tomer satisfaction . . . steady repeat sales. 

Each PERMITE Paint 


is scientifically 


blended of 99+% PERMA-GOLD 













































pure alurrinum pig- — PERMITE’s ready-mixed 
ment and an ex- gold paint — is another fine 
clusive, specially seller and steady profit maker. 
processed vehicle Contains pure bronze pigment : 
that assures perfect with a special vehicle for ‘ 


multiple leafing, a easy flowing application and f[ 


brilliant finish, and 
exceptional wear. 


Stock PERMITE’s 
“Complete 3”... for 
more business, more 
profits. See your Dis- 
tributor, or write us 
for details. 


ALUMINUM INDUSTRIES, Inc. 
The Originator of READY-MIXED Aluminum Paints 
CINCINNATI 25, OHIO 


a lasting, lustrous finish. 
Quarter pints and larger. 
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Your threaded fasteners need 
to be tough to stand the 
beating they get on today’s 
high speed equipment and 
machinery. Make sure you 
get this ‘rugged toughness, 
by specifying TRIPLEX. The 
line is quite complete. If 
you don’t have the helpful 
TRIPLEX Catalog, write for 


your copy today. 


THE TRIPLEX SCREW COMPANY 


5317 GRANT AVENUE e CLEVELAND 5, OHIO 


THREADED 
FASTENERS 


‘ a 
CAP AND SET SCREWS + BOLTS, NUTS AND RIVETS 






















purchase secondary lines in order ty 
keep their doors ajar. True enough, 
as was stated in the letter, there wa 
a change of approach and a chang 
of attitude that made these “hari. 
boiled hardware men” seem almog 
human and many were the promis 
of future business if certain good 
could be obtained for them now. 

We feel that the writer of th 
letter you reproduced ought to have 
classified his accounts into those why 
were progressively merchandisiy 
goods before the war, continued thei 
practice during the war, and do it 
now, as opposed to those classes of 
people who perhaps love hardware 
more than they like profit. Suppo 
we call the second class of account 
the “emergency” class. We feel tha 
the difficulties mentioned are encoun 
tered almost entirely in the second 
class which developed during th 
war. 

It is about these people that we 
must express feelings which are sub. 
stantially the same as those put for. 
ward in the letter. It is the account 
that came in brand new and cajolled 
wholesalers and factories into giving 
them merchandise under what now 
amounts to false pretenses. They 
have subjected the hardware trade 
as a whole to the amount of com 
plaints that are now being heard. 


Same Experiences 


This letter is being written be 
cause we are now encountering some 
of the same experiences mentioned in 
the published complaint. Thes 
“emergency” accounts are now rull 
lessly rejecting shipments and just 
as ruthlessly discarding profitable 
departments because they do not 
meet with their personal approbation. 

Some experiences of the past few 
weeks have quickened our interest 
in this subject. For instance, take 
the successful hardware dealer in a 
unnamed Northwestern town that did 
establish a very successful gif, 
china, and lamp department which 
profitably took the place of his ap 
pliances, stoves, and other missing 
hardware. Now the war is over, the 
buyer is discharged, and the good: 
are slaughtered to make way for 4 
new line of appliances. However, he 
finds that the line contracted for is 
not now delivering in the quantities 
he needs nor in the items he wants 
What has happened? We are oneé 
more approached on the basis of the 
war record with a request for mer 
chandise in a hurry to be delivered 
“yesterday” on some lines which alt 
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having difficulty in meeting their cur- 
rent sales demands. 

Take the hardware dealer in an- 
other town nearby, who did not cater 
to the wives of his male accounts, 
but who found during the war that 
there was a very substantial amount 
of dollars in their purses to purchase 
the knick-knacks and gee-gaws which 
he despised. A stock was rounded up, 
a new department was opened with 
the assistance of eager salesmen who 
wished to retain a potentially power- 
ful account after the war. In the par- 
ticular town they found they lacked 
outlets for certain national lines. 
These lines were contracted for on 
the basis of exclusive representation, 
yet they were just as calmly thrown 
out last fall, and this department dis- 
mantled to make way for “nuts and 
bolts.” During the period that the 
franchises were held other accounts 
in this town became interested, but 
were necessarily turned down. The 
department is out of existence, but 
the dealer has found to his utter con- 
sternation that he has also lost the 
following he so carefully developed 
during the war and he is now back 
on the doorstep demanding service 
and stock. 

Examples of this type of transac- 
tion can be quoted without end and 
no doubt duplicated in all parts of 
the country. There can be no reason- 
able complaint against the merchant, 
finding himself overstocked, who 
whittles down his orders or ceases 
buying for a period. No intelligent 
salesman can reasonably object to a 
line’s being discontinued when the 
sales disappear, but when a depart- 
ment is tossed out for no other reason 
than to make room for a pre-war line 
or because of the buyer’s prejudice, 
there then arises a question of trade 
ethics. 


The Current Problem 


The problem which now faces both 
these emergency operators and the 
salesman for the hardware wholesal- 
es or the factory revolves around the 
question as to what should be done 
about these accounts who are now 
wanting some attention, in the face 
of actions which have spoken for 
themselves. Shall we again attempt 
to accommodate them or shall we 
Say no, we don’t want your business. 

In the meantime new stores are 
opening throughout the country, and 
other lines of business are expand- 
ing. There are many new outlets for 
heavy appliances. There are many 

(Continued on page 238) 
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ADVERTISED 


NATIONALLY 


H.-<’s your chance to add a 
highly profitable new source of 
sales—and, at the same time, 
increase your sale of paint. 
Because painting is so much easier 
with the Lowell ‘“Thoro-Spray,”’ * 
the man of the house will want to 
do much more work around 
home. This means more painting 
will be done, more paint used. 
Stock up on the Lowell Electric 
Painter now and corner the 

sales that are on the way! 


*T.M. REG. U.S. PAT. OFF. 


© 1947 e1. A. Co. 





IN 3 LEADING 
NATIONAL MAGAZINES 


THE SATURDAY EVENING POST 


WITH 15,800,000 READERS 


Better Homes and Gardens 
WITH 7,000,000 READERS 


POPULAR MECHANICS 
WITH 4,000,000 READERS 


26,800,000 Pre-Sold Prospects! 


STOCK 
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P NOW FOR YOUR SHARE OF THESE BIG SALES! 


WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY 
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WRITE DEPT. 51, 589 E. ILLINOIS, CHICAGO 11, ILLINOIS 
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For Late December Windows— 
Christmas Gifts and Toys 


CHRISTMAS 
GIFT 
WINDOW 


CHRISTMAS en sede 


sets, waffle irons, 


@ik zi 8 , electric roasters, 
a Z —= = 
' ee 2 cake tins, candles, 
SURE TO PLEASE Christmas tree lights, 
kitchen utensils, 
stainless steel equip- 
ment, kitchen clocks, 
can openers, knife 
sharpeners, steak 
sets, carving sets, 
electric razors, 
pocket knife, electric 
clocks, watches, col- 
ored bowl set, cas- 
seroles, baking 
dishes, travel iron, 
steam iron, electric 
mixers, pressure 
cookers, etc. 


BACKGROUND: 
[real aa bh a Center panel of red 
corrugated board 


or painted wall- 

ai4 \ “a DS FES board. Side panels of 

ee yr white material with 

f=) & red bells in centers. 
Red and white icicle 

along top of back- 
ground. White cut- 


out letter on center 
panels treated with 
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CHRISTMAS 
TOY 
WINDOW 





MERCHANDISE: 
Air rifle, stuffed ani- . T Ow —~— * 
mals, skis and poles, ~~ a i 
steam shovels, ae" TRATERING Jor 


trucks, trains of all 
kinds, sled, tricycle, : IND GLADNES$ TO 


chemistry, electric ee : YOUNG HEARTS 
and wood - burning j yyy 

sets, blocks of all 
kinds, dolls, doll 
clothes and sewing 
sets, cribs, doll car- 
riages, wagons, 
builders’ sets, arch- 
ery sets, pull toys, 


etc, 
BACKGROUND: 
Center panel of 
green corrugated 
board or painted 
wallboard. Side pan- 
els of white material 
— ~~ Claus 7 Z 
pictures in centers. ; 
Holly across top of S Fils + 
background. White roe tam oar te o@ Beller Gi 
cut-out letters on : ° ton or oe 


center panel treated ; “ons 
with powdered glass. tall 
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WHAT AMERICA'S BEST DRESSED HOMES ARE WESAVO” 


It’s easy to change the “dress” of a home with paint and varnish. Except in such 
basic matters as door hardware. Here the original style chosen must last a life- 
time without alteration. That’s why it is so important for architects, builders, and 
home owners to specify hardware that is styled right. And that’s why so many of 
America’s “best dressed” homes—in every income bracket—are Sager-equipped. 
For the wise and budget-wise, Sager stylings fill each aesthetic need. And every 


Sager piece strongly meets the practical considerations: easy operation, fast 


installation, and long life. 
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~The BIGGEST NAME in 
Portable Electric Heaters 





Model 103 
$9.86 List 








@ “It’s an ARVIN!” That’s the finest thing 
you can tell a customer about an electric 
heater. He knows it means top value, com- 
plete satisfaction and dependability. And 
that means faster turnover, greater profit, 
and more repeat business for you! 

It takes years to build a name like that 
... years of expert designing, quality manu- 
facture, cost-lowering production, national 
advertising, and honest, aggressive selling! 
That’s why ARVIN is the biggest name in 
portable electric room heaters today... and 
has been for years! That’s what’s behind 
the Arvins you have .. . the “priceless in- 
gredient” that makes them sell! 





$11.95 List 


... thename on many profit-building products from 


NOBLITT- SPARKS INDUSTRIES, INC., Columbus, Ind. 


Manufacturers of Arvin Radios, Arvin Lectric Cook, 
Arvin Electric Room Heaters, Arvin Car Heaters 











Model 203A 
$13.30 List 











This Minnesota Store's 

Sales Are 60 Per Cent 
Self-Service 

(Continued from page 150) 


opened by the customer, who still 
makes his own selection, but hav- 
ing the merchandise under glass 
has cut down pilferage in thc 
items. 


One Man on Replacements 
And Display Only 


Display is doubly important for 
self - service, according to Mr. 
Werre. Also it is very much a 
“must” to have all merchandise 
priced and bins full. 

One man at Red River Hardware 
devotes full time to replacements 
and display. 

“It may be old stuff to many 
hardware dealers,” Mr. Werre 
says, “but repeatedly we have ex- 
perienced slow movement of a line, 
we rearranged displays and chang- 
ed location and found that we had 
to re-order immediately. 

“In a word—for a self-service 
setup, display makes all the dif- 
ference in the world. This has 
been particularly true for the 
sporting goods department. We 
over loaded on several lines and 
because sales were slow, this mer- 
chandise was pushed back and for 
the time forgotten. 

“As an experiment we gave 
priority to these slower moving 
items in a special fisherman’s win- 
dow set. Then at the sporting 
goods department we made the 
same merchandise a leader by giv- 
ing it a center spot and using ad- 
vertising cards for a background. 

“It’s hard to believe, but some 
of these laggards are now our 
fastest sellers in the fishing tackle 
line. 

“We have also found that it 
pays to duplicate many items. For 
example, we display flashlights at 
the small electrical appliance de- 
partment, at the sporting goods 
department, and have a third flash- 
light display at the auto accessory 
department. 

“In this one case we have 
doubled flashlight sales over the 
old plan of having them shown 
only at our lamp and small ap- 
pliance bar.” 

Since changing to self-service, 





Red River Hardware has increased 
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its advertising budget from 2 to 3 
per cent. Seventy-five per cent of 
the budget is spent for newspaper 
display. 

Display advertising arrangement 
follows the chain drug spreads. 
Cuts are used liberally. Leaders 
are priced as specials, and the ad 
is divided as to departments, with 
at least one leader for each divi- 
sion. 

Very little advertising is used 
for the electrical appliance line. 
Here personal contact selling has 
proved the best, plus the use of 
a customer’s list for direct-by- 
mail circularization. 


“A self-service hardware store,” 
Mr. Werre says, “ needs more ad- 
vertising. You not only have to 
sell the merchandise, you must sell 
the self-service idea. It’s some- 
thing new for the hardware store. 
The buyers like the idea but you 
must drive home self-service in 
every way.” 

Mr. Werre has had 26 years ex- 
perience merchandising hardware 
lines. He reports his last few 
years’ experience with self-service 
by far the most pleasant and most 
profitable. 


Hired Man Has His Day’ 


NE of the least appreciated 

persons among merchants is 
the hard-working ‘hired man on the 
farm. But not in the eyes of a Min- 
nesota dealer. Every year he sets 
aside one day ’for a “hired man’s 
picnic” and furnishes free refresh- 
ments and entertainment for them. 
Their bosses are also invited, and it 
is ‘strictly a stag affair. A week 
previous to the picnic the dealer ad- 
vertises “Hired Men’s Specials” on 
hardware items and really makes the 
prices attractive. Naturally, the pic- 
nic gets the hired men to speak well 
of the deaier. 

* * # 


Dressed Turkey 


Just prior to the Thanksgiving sea- 
son a North Dakota dealer purchases 
a big Tom turkey, decorates it with 
ribbons around its neck and feet, and 
places a miniature hat jauntily on its 
head. The bird is kept in the display 
window and is constantly the center 
of attention of passers-by. Several 
days after Thanksgiving the dealer 
serves this bird and others at a free 
turkey lunch held at the store. On 
that day sales zoom. 
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A lpenrnniiien IT GOES! 


@ Dealers tell us they’ve never seen anything 
like it! Wherever Arvin’s Lectric Cook appears, 
women rush to buy! Here, at last, is the practi- 
cal, family-size electric “cook” that does every- 
thing — grills, fries, toasts, and bakes 4 big waffles 
at a time, automatically! 

It’s all-year-round cooking equipment for the home, and moves out 
to the porch or backyard for summer-time meals. Save steps, saves 
fuss, saves work anywhere. A natural for cooking in small kitchens, 
trailers, and light housekeeping rooms! 

Yes, the Arvin Lectric Cook gives your customers what they’ve al- 
ways wanted ... and national advertising in Ladies’ Home Journal, 
Better Homes and Gardens, and The Saturday Evening Post... . plus 
the reliable Arvin name .. . make it one of the year’s leading sellers! 
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The profit is wide, and the turnover terrific at $2 7 


Tw ... the name on many profit-building products from 
NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 


Manufacturers of Arvin Radios, Arvir, Lectric Cook, 
Arvin Electric Room Heaters, Arvin Car Heaters 


GRILLS 














1000 YEARS (&@ [y} | ™ 
OF HARDWARE = *%; | “% 
EXPERIENCE! (> (ZV : 


Of our 227 employees, you see pictures of 55 who have been with SE 
Warner Hardware Company 5 to 53 years... . their combined service . 

adding up to 919 years. The other 172 have been with Warner's less 
than 5 years .. . making the total for all well over "| 000 years of hard- 
ware experience.” 








This length of service indicates @ well satisfied family of employees . . . 
men and women who take a sincere interest in their work... who take 
pride in the part they are playing in building « greater Warner Hard- 
ware Company. This is important to you—it is assurance of experience 
and. "know-how" whether you buy sporting goods, tools, hardware or 
paints at’ our Downtown, Northside or Uptown Stores . . . or industrial 
supplies at our Wholesale Division. And it is important to us—it is 
proof that we are maintaining the good service started by Richard L. 
Werner back in 1875. 











No anniversary is possible without customers who provide opportunities 
to be of service again and again . . . so we are now celebrating rie Coron Wesley Be WORL 
Warner's 72nd Anniversary by offering you many special velues . . . — A precis 
and we pledge « continuation of the policy that has made so many j 
friends for Warner's in the past seven decades and two. 





wall type 





Do come in to shop or just look 
around. You are always welcome. 


RNERS 


73 So.6+ St. AT. AWW 
2935 Hennepin: 814 W.Broadway, 
























































MAKING CAPITAL OF THE FACT that 55 of its 227 employees have been connected with the firm for five 

or more years, the Warner Hardware Co., Minneapolis, recently ran two full-page advertisements in connec- 

tion with its 72nd anniversary. This one pictured all of the employees who have had from five to 53 years of 

service, which in the aggregate amounts to 919 years. By adding in the total years of the other 172 

workers who have been with the company for less than five years the total is more than 1,000 years. ae 
Twenty-two of the men shown in the ad were in World War Il. 
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A precision-made, 4 
wall type can opener. 4) 
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WORLBEATER 


America’s finest 2- 


> 








Here is a line chocked full of selling oppor- 
tunities. You can increase your units of sale 
easily by building matching color ensembles 
to fit any purse. From a single item up to a 
complete ensemble of seven pieces, various 
combinations can be built to fit every cus- 
tomer’s need. Plan a Na-Mac promotion 
today for that large holiday market. It’s big 


volume. ss highly profitable ... it’s a 
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The rental of nine apartments on the second floor carries the cost of the store and returns a profit. 


Expansion Program Boosts 


Sales to $300,000 


Chemical City Hardware, started only seven years 


ago, now has two stores. 


The firm buys stoves in 


carload lots and handles its own financing 


Back in 1940 when 
Michael D. Knopic, owner of 
Chemical City Hardware, Mid- 
land, Mich. (pop. 11,000) first 
opened for business, his annual 
volume ran to $60,000. As a re- 
sult of an expansion program, 
begun in 1944 and recently com- 
pleted, Mr. Knopic now has two 
hardware stores, with a gross of 
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over $300,000—and the organiza- 
tion is still growing. 

Mr. Knopic’s original store, 
which he still operates, is located 
in downtown Midland. His other 
newer establishment is located in 
an outlying section of Midland, 
known as “The Circle,” an area 
which is rapidly expanding into 
a fine residential and business 
area. 

His newer store, representing 


MICHAEL D. KNOPIC 
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2 Wood: 


‘OVEMBER 








a profit. 
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MOTO-MOWER" is a "still hard to get" item 
ond we believe that it will be in spite of anything 
that we can do... While we anticipated the 
yeat demand, with an expansion program that 
iludes the building and equipping of a com- 
bletely new and modern plant, employing all of 
the ingenuity and efficiencies known to automo- 
ive progressive conveyor production, which in- 
ures “MOTO-MOWER" of maintaining its posi- 
fon as a top value product .. . we still must em- 
thasize the importance of your placing your 
er with your jobber right now for your 1948 
quirements of this best known product for 


power-lawn-mowing .. . 


if your jobber cannot 


supply you, write us 
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| moto-mower 
the best known name in POWER-LAWN-MOWERS 








The “SCOUT” | 





| The “MOTO-BOY” 


The 
MOTO-MOWER 


(02 Woodward Ave. DETROIT |, MICHIGAN 
. ° Since 1919 ° ° 


C. oman Y 
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an investment of more than $100,- 
000, contains two first floor stores, 
25 by 100 ft., with a connecting 
archway. 

On the second floor are nine 
modern apartments, the rental for 
which carries the cost of the 
building and also returns a profit 
to Mr. Knopic. 

One of the 25 by 100 ft. stores 
is devoted entirely to appliances, 
while the other is given to a 
showing of general hardware 
items. A large connecting arch- 
way makes it easy for traffic to 
flow from one store to the other. 

In the immediate future, Mr. 
Knopic plans to devote part of his 
appliance section to demonstra- 
tions and lectures to housewives 
on appliances. Refreshment and 
entertainment features will also 
be offered to those who attend 
these demonstrations. 

Mr. Knopic buys stoves and 
heaters by the carload. This Fall 
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Here is the first page of a four-page newspaper ad announcing the 
opening of the store. Pictures of the store's personnel were shown. 


the store sold a carload of heat- 
ers through good display, inten- 
sive advertising and salesmanship. 

“We are located at the edge of 
a rapidly growing area of Mid- 
land,” says Mt. Knopic, “and we 
expect to get out into the rural 
area beyond here with traveling 
appliance units, in cars and trail- 
ers, to do a more intensive selling 


job when the time is ripe. Many 
farm and small town residents 
come to Midland on this highway 
past our store and outside dis- 
plays are keyed to attract as many 
of these people as possible.” 

Mr. Knopic also handles the 
financing of appliances which he 
sells. He finds this procedure not 
only profitable for his firm, but 
his customers like it. If they buy 
on the installment basis, he says, 
they like to have all arrangements 
handled by the seller. 

Through records kept of mer- 
chandising programs, Mr. Knopic 
knows that such efforts pay off in 
increased sales. That is one rea- 
son why he insists on good dis- 
play, plenty of newspaper adver- 
tising and merchandising know- 
how. 

“We have a large list of pros- 
pects on appliances,’ says Mr. 
Knopic, “and most of them come 
in through newspaper advertise- 
ments, good display and satisfied 
customers. It is our belief that 
we are only scratching the appli- 
ance market potential in this area 
but during 1948 we plan to in- 
augurate more sales programs to 
sell more merchandise, because we 
really believe that it can be done.” 

Mr. Knopic says that he is 
steadily building a fine service de- 
partment, for he believes this is 
essential in conducting large scale 
appliance operations. 

The opening of the new Circle 
store was announced with a four- 
page newspaper section, the first 
page of which carried pictures of 
the store’s personnel. A number 
of wholesalers and manufacturers 
with which the firm does business 
had large congratulatory ads in 
the section. 


Reaffirms No Change in Wrench Standards 


IMPLIFIED Practice Recom- 

mendation R220-46, Open-End 
and Box Wrenches, has been re- 
affirmed without change, according 
to an announcement of the Com- 
modity Standards Div. of the Na- 
tional Bureau of Standards. This 
action was taken by vote of the 
standing committee in charge of the 
recommendation. 

The recommendation covers all 
double-head, open-end and _ box 
wrenches of alloy carbon steel, ex- 
cept those having openings that are 


not based on standard bolt sizes, 
such as small ignition or electrical] 
wrenches, midget-type box wrenches 
tappet wrenches, brake wrenches, etc. 
It has been demonstrated that the 
types and sizes listed in the recom- 
mendation are adequate for all regu 
lar needs. 7 

Printed copies of R220-46 art 
available from the Superintendent 
of Documents, Government Printing 
Office, Washington 25, at 5 cents 
each. 


HARDWARE AGE 














WARE, 
shoppin 
City, Ia 
rangem 
stock, f 
depart 
creases 
seem th 
The 
ao &..' 
the dis; 
than av 
lighted 
so the 
play wh 
highway 


Arr 
One 


ments ir 
at the re 
ware de 
same siz 
reserve 
are arra 
exactly ° 
are disp 
This ¢ 
the own 
good or 
sales vol 
This 


the ware 


NOVEM 








ripe. Many 
mm residents 
this highway 
outside dis- 
ract as Many 
ssible.” 

handles _ the 
es which he 
rocedure not 
is firm, but 
If they buy 
sis, he says, 
rrangements 


ept of mer- 
Mr. Knopic 
is pay off in 
is one rea- 
n good dis- 
yaper adver- 
ising know- 


list of pros- 
> says Mr. 
them come 
r advertise- 
ind satisfied 
belief that 
g the appli- 
in this area 
plan to in- 
rograms to 
_ because we 
in be done.” 
that he is 
2 service de- 
eves this is 
- large scale 


new Circle 
with a four- 
yn, the first 
pictures of 
A number 
anufacturers 
oes business 
‘ory ads in 


ards 


| bolt sizes, 
or electrical 
ox wrenches. 
yrenches, etc. 
ted that the 
1 the recom- 
for all regu- 


R220-46 are 
perintendent 
ent Printing 
at 5 cents 


TARE AGE 


















It Pays to Be Different 


Plugged-in electric toasters with sliced bread 


handy for customers’ use resulted in three sales 
in an hour for Riverside Hardware. And numerous 


other ideas helped ring the firm's cash register 


Eimer Gralapp, owner of 
the Elverside Hardware, is 
seen in the paint section 
which is made by two walls 
which extend from the rear 
of the store and form a 
separate alcove. 


= HARD. 
WARE, located in the Riverside 
shopping center, north of Sioux 
City, Ia., has some novel store ar- 
rangements for handling its over- 
stock, for highlighting leaders and 
departments. Judging by the in- 
creases in sales volume it would 
seem that it pays to be different. 
The main sales room. is only 
26 ft. wide and 60 ft. deep and 
the display windows are smaller 
than average but these are spot- 
lighted at night, and are backless, 
so the whole store becomes a dis- 
play which can be seen from the 
highway. 


Arrangement Identical 


One of the unusual arrange- 
ments in this store is a warehouse 
at the rear of the china and glass- 
ware department which is just the 
same size as the department. The 
reserve stocks of china and glass 
are arranged in this stockroom in 
exactly the same places that they 
are displayed in the store. 

This arrangement is claimed by 
the owner, Elmer Gralapp, to be a 
good one for handling a large 
sales volume in a small store. 

This duplicate arrangement in 
the warehouse is claimed to speed 
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stock filling and quickly indicates 
when the stock on items is getting 
low, so that they may be reordered 
in time. 

“I’ve been told,” Mr. Gralapp 
explains, “that this was a space 
wasteful manner of warehouse 
storage. Maybe so, but one thing 
sure is that it allows us to replace 
stock in jig time and we do not 
have nearly as much trouble keep- 
ing our warehouse stock up and 
in shape as we did when the re- 
serve merchandise was carried in 
the main warehouse on long 
shelves.” 

The china and gift department 
has been made a_ year-round 
leader and for the first six months 
of this year it accounted for 22 
per cent of the store’s total sales 
volume. 

The china and gift department 
is a room at the right rear, open- 
ing off the main sales floor. 

An unusual line handled by this 
store is buttons and thread. This 








section is at the front of the store 
and is arranged in the shape of a 
bar, with spools displayed in car- 
tons on a table and buttons on 
cards mounted on a back board. 

Because of the prominence of 
this display buttons and thread 
now account for 5 per cent of the 
store’s total sales volume: Before 
the department was so arranged, 
button and thread sales amounted 
to only $25. but today the de- 
partment’s sales are running bet- 
ter than $250 per month. 


The Paint Department 


The arrangement of the store’s 
paint department is also different 
from the average store in that it 
consists of two walls which extend 
from the rear of the room to make 
a dummy room opening into the 
main sales floor. A glass cutting 
table occupies the center space of 
this paint room. 

A large neon arrow hanging at 
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the front of the store points to the 
walled department, and under the 
arrow are the words “Paint- 
Glass,” also in neon. The words 
blink on and off and the tube is 
red with the arrow in green, and 
since it is almost impossible to 
miss the sign on entering the store 
it is natural for the customer’s 
eyes to turn towards the paint de- 
partment. 

“Since we worked out the pres- 
ent arrangement for the paint and 
glass department and put up the 
sign sales have more than 
doubled,” says Mr. Gralapp. 

One reason for this increase is 
the display of unfinished furniture 
in the paint department. The two 
lines make a happy combination. 
Paint buyers see the furniture and 
think of painting possibilities and 
buy. Conversely, furniture buyers 
select a piece of furniture and then 
turn to the paint stock to buy the 
paint to finish the piece. 

Other departments which have 
received unusual display treatment 
are small appliances, major ap- 
pliances and auto accessories. 

Table appliances are shown on 
an open top table with overhead 
cords coming down from a decora- 
tive panel board, Every appliance 
on the table is connected and can 
be turned on by the customer. A 
recent stunt of placing sliced bread 
next to four toasters resulted in 
three toaster sales in less than an 
hour. 

“Customers came in, couldn’t 
resist trying to make a slice of 
toast and we made the sale,” said 
Mr. Gralapp. “I do not mean to 
imply that all sales are made that 
easily, or that the toasters would 
not have sold without the bread 
on an attractive plate, set near by. 
It’s just that a different idea 
clicked, that’s all.” 


Ready for Demonstration 


Major appliances are shown at 
a working set, where every appli- 
ance is plumbed and connected. 
No pieces are shown on the main 
floor. 
The auto accessories department 
has one dummy wall to separate 
it from the main floor. In the cen- 
ter of this department is a card- 
board reproduction of a_ con- 
vertible coupe, which is equipped 
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with every possible accessory, 
from a fog light which is kept 
burning, to a radio aerial which 
goes up and down by pushing a 
button on the dashboard. 

General accessories are dis- 
played on wall racks on the three 
walls of the department and from 
14-inch shelves with glass bin par- 
titions which extend around the 
three sides of the room. 

“I do not know whether the 
aulo accessory room with the 
dummy car sells more accessories 
than would be sold from a con- 





















ventional department,” says Mr. 
Gralapp, “but I do know that our 
customers have a lot of fun going 
in there and playing around. 


A Separate Class 


“I think auto accessory buyers 
are a class all by themselves. It’s 
like a disease—you own a car and 
you have to buy lots of accessories 
—or else you can leave them 
alone. We’ve tried to build this 
department for the man who has 
the disease.” 





Handbill Advertising—Its Place 
In the Small Dealer's Program 


N the advertising plans of many 

small retailers, the handbill has 
an important place. It is easy to as- 
semble, print, and distribute; it is 
capable of wide variation in physi- 
cal make-up; and it can effect a 
definite neighborhood-flavored sales 
impression upon the local buyer. 
Properly written, properly laid out, 
and properly distributed, the hand- 
bill can be made a powerful selling 
force for the small retail advertiser. 
It is one of the most inexpensive and 
effective methods of announcing the 
opening of a new store or a special 
sale of merchandise, and of making 
sensational announcements. 


The Cost 


Depending upon the quality of 
paper, the number and the type of 
illustrations, and the extent of dis- 
tribution supervision, handbill ad- 
vertising delivered door to door in a 
separate - dwelling - unit residential 
neighborhood will cost the small re- 
tailer anywhere from $5 per thou- 
sand to $10 per 1000 door-delivered 
messages. The top figure is based on 
printing handbills at one-half cent 
each, distributing them two a minute 
at 50 cents per hour, and paying $1 
per hour for distribution supervision 
per 1000 door-delivered messages. 

The best advice that can be offered 
to the small retail advertiser is that 
he select a good printer and then 
work closely with him. A _ good 
printer is one who understands and 
can execute the art’and craft of his 
trade, and at the same time has a 
knowledge of the principles of ad- 
vertising and a sympathetic appre- 
ciation of the problems of the adver- 
tiser. 

The job of the printer is to turn 


out advertising material that will sell 
goods and services. He depends upon 
the advertiser for orders so that he 
can run his equipment and stay in 
business. The printer can do much 
to make the advertisement an effec- 
tive selling force. One of the first 
things the retail advertiser should do, 
therefore, is to discover a good 
printer and make him the retailer’s 
advertising consultant. 

Once the advertiser has devoted 
time, effort, and money to preparing 
a god handbill, he ought to be equ- 
ally careful to see that the message 
reaches the door of his prospect. But 
experience shows that this is the 
point where many otherwise good 
handbill campaigns fail. Because it 
is simple to tuck a sheet of paper 
under the mailbox or some other 
secure place at the door of the aver- 
age city or suburban residence, the 
job can be done by young boys at a 
cost of from 25 to 50 cents per hour. 
This is inexpensive distribution. 
There is, however, a danger that the 
job will not be properly performed 
if adequate supervision is not pro- 
vided. Many city. storm sewers are 
crammed with bundles of handbills 
that were deposited there in bulk by 
the members of an improperly super- 
vised distributing crew. 

It is wise to pay for adequate 
supervision. The retailer might take 
it in hand himself if he has time, he 
might leave it in the hands of a 
competent adult, or he might pur- 
chase the services of the well-or- 
ganized handbill distributors who 
operate in many cities. 





(Condensed from “Handbill Advertis- 
ing,” from Advertising for Profit—A 
guide for Small Business, by William L. 
Doremus, Pitman Publishing Corpora- 
tion, New York, N. Y.) 
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SELL THE NEW DUO-THERM 
AUTOMATIC FUEL OIL WATER HEATER 


INSIDE AND OutT—from top to bottom—these 
handsome, gleaming white Duo-Therm Water 
Heaters are new! These fine water heaters 
burn cheap fuel oil—available everywhere. 
No need for gas or electric connections. 

The average family of 4 gets all the hot 
water needed for less than a nickel a day. 
Three attractive models, reasonably priced. 
There’s a big market open for this easy-to- 
sell appliance. 


OUO-THERM IS A REGISTERED TRADE MARK OF MOTOR WHEEL CORP., COPYRIGHT, 1947 
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Duo-Therm’s new plant cost $3,000,000. 

It represents a $3,000,000 bet on our future 
and on your future as a Duo-Therm dealer 
Here’s why we’re confident this bet is going 

to pay off: 

1. Sales figures on Duo-Therm appliances 

indicate a demand that will keep our vast 

new plant in full production for a good long 
time. 


2. The new plant enables Duo-Therm to 
establish itself more firmly than ever as first 
in the field it has led so long. Production is 
higher than ever before in history. That means 
you are going to have more Duo-Therm Space 
Heaters to sell! 
3. The ultra-modern heavy presses, ovens, 
conveyors, and other new equipment in the 
new plant’s 600,000 feet of floor space make 
it possible for Duo-Therm to top its former 
high standards in precision manufacturing. 
That means even better Duo-Therm Space 
Heaters for you to sell. 
4. Hundreds of Duo-Therm dealers have al- 
ready visited the new plant in Lansing. They’! 
tell you that the improved service school facil- 
ities, meeting rooms, and display rooms hav« 
taught them a lot about how to sell Duo- 
Therm. This, too, means better business for 
both of us. , ’ 
Mark down one more important fact: Every 
Duo-Therm appliance is labelled Duo-Therm 
and sold through a Duo-Therm dealer. Duo- 
Therm sells no appliances under other brands 
or labels. ' 


When you add this all up, we think you'll 
agree with us that your future as a Duo- 
Therm dealer warrants our $3,000,000 bet. 
We think you'll also agree that when you sell 
Duo-Therm you sell the leader. 


DOO-THtkM 


DIVISION OF MOTOR WHEEL CORPORATION 


LANSING 3, MICHIGAN 


America's Largest Manufacturer of Fuel Oil Heating Appliances 
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J-10 Jackhammer 


Ingersoll-Rand Co., Phillipsburg, 
N. J., is introducing a rock drill called 
the J-10 Utility Jackhammer. The drill 





has been designed and built for general 
utility and plant maintenance work. 
Light weight and ease of handling 
makes it ideal for use on a ladder or 
scaffold. Unit has strong automatic rota- 
tion and uses standard Jackbits. By 
using adapters, star drills can be used 
to drill holes 14% in. and under. By 
removing the rotation pawls or using 
round shanked tools, it can be used as 
a light paving breaker or for chiseling 
and channeling. Built-in oil reservoir in 
the handle supplies lubrication. 





Plastic Clothespins 


In the September 11 issue an item 
describing the Mastro Plastics Corp., 
3040 Webster Ave., New York City 67, 
quoted the suggested retail selling price 
of the plastic clothespins at 10 for 29 
cents and 49 for $1.00. The clothespins 
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sell as follows: 12 for 19 cents, two doz. 
for 36 cents, and four doz. for 69 cents. 
Loose clothespins are suggested to re- 


tail at 15 cents a doz. 





Reversible Table Mats 


Tuco Work Shops, Inc., Lockport, 
N. Y., is making reversible table mats 
made of heat resisting fibre board. They 
are hand covered with golf and silver 
metallic finish designs. Mats are wash- 
able. The set consists of three mats, 
sizes 81% by 10 in., 6 by 8 in., and 5 by 
6 in., gift wrapped in cellophane. Set is 
suggested to retail for 49 cents. 


Tin Funnel 


New England Stamping Works, 97 
Haverhill St., Boston, Mass., offers a tin 
funnel with a brass strainer for filling 
range oil burner bottles. Also is said to 
automatically strain out impurities that 
may clog feed lines. Can be used for 
household straining needs, canning, 
bottling, etc. Funnel has a hand sol- 
dered spout and is made in a 6-in. 
size as well as larger. 








‘Easy’ Window Points 


Lakeshore Products, 17763 Beach 
Drive, N.E., Seattle 55, Wash., is offer- 
ing improved glazier points which are 


said to eliminate the possibility of 
breaking the glass. Maker says that they 
can be pushed in with a putty knife as 
they need no special tools. Suggested to 
retail for 10 cents per individual box, 
packaged 12 in a display carton. 





Plastic Corn Grater 


Francis A. Yost, 933 W. King St., 
York, Pa., is introducing a plastic corn 
grater made of Plaskon, available in 
red, ivory or white. Grater is designed 
to remove all the digestible part from 
an ear of corn. Instructions for use 
and recipes for several Pennsylvania 
Dutch corn dishes are supplied. Sug- 
gested to retail for $1, the grater is 
packaged 1 doz. to a corrugated box 
shipping weight of which is 5 lbs. 
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Catalog No. 121! A 122 Bedroom 
and Bath Set. Locking Rose inside, 
passed by emergency key outside. 
Solid brass trim. 


NATIONAL BRASS COMPANY 
Grand Rapids, Michigan 


NEW YORK BOSTON 
PORTLAND, Ore. ST. LOUIS 
SAN FRANCISCO 


COLUMBUS, Ohio 
CHICAGO 
KNOXVILLE 


MILWAUKEE 
BALTIMORE FORT WORTH 
LOS ANGELES OMAHA 


Sales Representatives in 
TAMPA DETROIT 
CLEVELAND PHILADELPHIA 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 
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WHAT'S NEW 








Clarke Electric 
Floor Polisher 


Clarke Sanding Machine Co., Mus- 
kegon, Mich., offers an electric floor 
polisher designed especially for house- 





hold or office use. High speed rotating 
brush action of the machine burnishes 
surface applied wax deep in the pores 
and crevices of the floor covering leav- 
ing no surface accumulations to cause 
falls, says maker. Unit is compactly de- 
signed for economy of storage space, 
and housed in die-cast aluminum. 
weighs 11% lb. with 110 volt AC or DC 
which drives the 4% in. diameter pol- 
ishing brush at 1750 revolutions per 
minute. Polisher features the Clarke 
V-Belt Drive and is guaranteed against 
mechanical defects for one year. Can be 
used on hardwood, linoleum and com- 
position floors. 


Tri-Core Solder 
Handy Cans 


Alpha Metals, Inc., 363 Hudson Ave., 
Brooklyn 1, N. Y., is offering Tri-Core, 
solder with three independently filled 





cores of pure rosin flux for radio and 
electrical work, on one lb. spools in 
individual tastefully designed cartons, 
packed 50 to the shipping container and 
on five lb. spools bound in attractive 
wrappers. Also available is the Alpha 
Tri-Core Handycan providing a gener- 
ous coil of the solder for the less than 
a lb. user. Can is lithographed in colors 
and packed in special metal reinforced 
display cartons. Acid core solder for 
joining and repairing of metals and gen- 
eral soldering uses where a flux stronger 
than pure rosin is required is available 
in Handycans. 


Select-O-Ray Sun Lamp 


Combining a 275-watt RS sun lamp 
and a 250-watt R-40 heat ray lamp in 
one fixture, the Select-o-Ray or table 
model sun and heat ray lamp is offered 
by Westinghouse Electric Corp., 306 
Fourth Ave., Pittsburgh 30, Pa. Lamp 
container, base mounted tubing and 
base are finished in an ivory baked-on 
enamel, with the box and adjustable- 
height tubing chromium plated. Two- 
way three position toggle action switch 


' 
| 





mounted on side of the lamp container 
enables user to operate either the ultra- 
violet or the infra-red lamp individually. 
Frame can be extended to 63 in. or 
lowered to 40 in. Unit weighs 12 Jb. 
Operating life of heat lamp is said to 
be over 5000 burning hours and the sun 
lamp is claimed to provide more than 
400 applications. 


Vacuum Type Bottle Stopper 


“Seal Horse” is a vacuum type stop- 
per said to be adjustable to fit any size 
beverage or spirits bottle. Nut at bottom 
of plunger regulates the size of neoprene 
washers and cam action feature provides 
additional expansion of washers when 
stopper is locked in position, thus assur- 
ing an air-tight leak-proof seal. Fin of 
sea horse also opens bottles. Unit is 
made of brass, nickel-plated to a bright 
finish. Attractively packaged in trans- 





parent acetate against a background of 
red with illustrations and instructions 
for use on the reverse side of the box. 
Packed in cartons of one doz. to one 
gross. Suggested to retail for $1.50. 
Tempro, Inc., New Haven, Conn. 


Meat-Food Chopper 


Stanat Mfg. Co., 47-29 37th St., Long 
Island City 1, N. Y., offers the oval 
bore meat and food chopper. Due to the 
oval bore, there is no accumulation of 
food in the chopper. Knife blades are 
made of stainless steel and are said to 
grind raw meat or potatoes efficiently. 
Chopper is of lightweight aluminum, 
corrosion and rust resistant. Can be 
fastened easily to any ledge due to the 
finger-tip sure-lock lever with a twist 
of the fingers. Blades are self sharpen- 
ing. Two quickly interchangeable blades 
are all that are needed for coarse or 
fine grinding results, says maker. Unit 
has red plastic handles, Packed indi- 
vidually, 12 to a master carton, shipping 
weight, 26 lbs. Suggested to retail for 
$5.98. 
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MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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> 2917 EAST 79TH STREET © CLEVELAND 4, OHIO 


Warehouses: Chicago and Philadelphia 





/ Ask your Jobber for Cleveland Fasteners 








Sills 


“IRON-ON” 


RUG BINDING 


is a FAST SELLER 
is sold NATION WIDE 


@ Adhesive backing of highest 
quality imported gums 

@ Quality proven by over 7 
years selling by the leading 
HARDWARE STORES 
FURNITURE STORES 
DEPT. AND VARIETY STORES 


@ Made in a range of 20 colors 


Also used extensively as a heavy 
dutv mending tape for articles of 
most every description 


No. 1000 $12° Gross Yards 


Regular 11/6” Width 
RETAILS AT 15c A YARD 
INSTRUCTION SHEETS 
COLOR CARDS DISPLAY CARDS 
NEWSPAPER MATS 


CHROMIUM DISPLAY CASE 
WITH ORIGINAL ORDER 








as f hatte anes teats Aer 
— 


AH HA Hed iid) 





Contains one 36 yard roll each of 
the following colors: 


BLACK + TAUPE + MEDIUM BROWN 
MEDIUM RED + DARK GREEN 
DARK BLUE « DARK BROWN «+ DARK RED 
TOTAL 2 TOTAL 


GROSS YARDS 235" cost 


Binding Shipped F.0.B., W.Y., Display Case F.0.B., Cincinnati, Ohie 


GILMAN B. SMITH CO., INC. 


915 Broadway—at 21st St., New York 10, N. Y. 
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WHAT'S NEW 








Vikimatic 

Viking Mig. Co., 1747 Chester Ave., 
Cleveland, Ohio, is introducing the Viki- 
matic oil fired consol-heaters in four 
models. Deluxe Model 2750-D has 48- 
52,000 BTU output, 10 in. vaporizing 
burner, finished in natural grain walnut 
with half lustre, heat resistant clear 
lacquer. Includes safety float type con- 
stant level valve, leg levelers and draft 
regulator with tee. Fuel tank is extra. 
Shipped assembled except optional ac- 
cessories. Dimensions: 4114 by 31 by 
19 in.; shipping weight 100 Ibs. Sug- 
gested to retail for $114.50. Model 
2770-D 66,000 BTU output, 13 in. vapor- 
izing burner, finished the same as 
above model, includes the same equip- 
ment as 2750-D. Dimensions the same 
except the depth which is 23 in. Ship- 
ping weight is about 120 lbs., and sug- 
gested retail price $137. Standard 
model 2750 is identical to model 2750-D 
except it is finished in Morocco brown 
baked enamel and is suggested to retail 





for $99.50 and model 2770 is the same 
as 2770-D except it is finished in Mo- 
rocco brown baked enamel, suggested 
to sell for $115.00. 


Spindriver 

Skamser Spindriver Co., Los Angeles, 
Cal., is offering the Spindriver, a five- 
in-one tool which has a non-slip handle 
of Lumarith, cellulose acetate. With the 
Spindriver the palm of the hand rests 
on the Spin bearing and the shank is 
revolved in much the same manner as 
the put ’n’ take top. This leaves the 
other hand free for holding, adjusting, 
etc. Impetus is given to the spin by the 
crossbar on the shank which acts as a 
flywheel. Crossbar is also a torque bar 
which can be gripped by hand for turn- 
ing power, eliminating use of a wrench 





or pliers, says the maker. Crossbar has 
two balanced hammer heads. Spinham- 
mer also serves as a prying fulcrum for 
the Spindriver. Hammer heads are flat 
so either end is a suitable anvil for 
small jobs. Suggested retail selling price 
is $2. 


Playsteel Doll House 


This toy is made of heavy metal with 
beaded or folded edges at all joints for 
the safety of small fingers. Has 17 die 
cut windows and is packed flat in sec 
tions. House is 22 in. long, 19% in 
high and 12 in. deep, and has five 
rooms. Outside is lithographed in 
seven colors while the interior decors 
tion, walls, floors and draperies are 
printed in nine colors. All surfaces are 
washable. Each house is packed ip 
an individual container designed as 
landscaped plot. Printed instruction 
sheet included in each box. Standard 
package of six houses weighs 65 lbs. 
House is shingle and fieldstone with @ 
colonial doorway and red shingle rool. 
Suggested to retail for $3.98. Toy Div 
sion, National Can Corp., 110 E. 42nd 
St., New York City. 
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“ Mighiander 
New best-selling number with 
» highland plaid center 
Choice of five colors on white 


8efresher -\') 
Popular design ‘* ;.:; 
of our kitchenware }.*/ 
set. Five smart colors...’ 


on white. 2,4 ‘ 


‘Stove and table mats with the Aristo-mat label 
SIAN visvare the only ones your customers see in 
¢.s their favorite magazines. And they’re the 
‘best quality that money can buy! No 


Cup 3 
*n’ Saucer - 
Fast-selling Colonial - 
design Red, black, 

blue or green on white 









-wonder Aristo-mats sell faster, more 
easily, give greater satisfaction! Your trade 


ADVERTISED IN 
* Good Housekeeping 


knows and appreciates these exclusive Aristo-mat 
features: 1. New, heat-tested ““Quad-coat” process 
baked enamel finish. 2. Extra heavy asbestos padding. 
3. Patented, rounded “‘Kant-Kut Korners.” 4. Underglazed design 


* Ladies’ Home Journal 


* Woman's Home Companion 





a a a “ guaranteed not to chip. Check your Aristo-mat stock today! 
* McCall’ : @eeeeeoeaoeaea eevee eeeeeeeeveeeeeeeeeeeeeeeeeee ee eevee ee eee 
Arist yare Kitch Set ~ , 
Te eens > Phoenix Table Mat Company 
“la «Cl; 
quality, smart colo. 1315 WEST CONGRESS STREET 
° CHICAGO 7, ILLINOIS 
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HANDY TOOLS- 
FOR EVERYONE 


ma K-D 99 HACKSAW FRAME 
ma K-D 20 RATCHET WRENCH SET 
mp K-D 10K PLIERS KIT 
m= K-D 5B TOOL KIT 


99 Saw Frame “cuts around corners” with 
short blades—in narrow openings any 
size. Features quick blade changes for 
3, 414, 6, 10, 12” blades. All steel, one 
piece frame. Ideal for Electricians, 
Plumbers, Mechanics, etc. 


20 Ratchet Wrench Set—tough alloy steel 
wrenches in 4 popular sizes. No heads 
to change, reversible ratchet. Close teeth 
permit short stroke. Box socket construc- 
tion holds screw or nut for starting in 
close places, Sizes 3” to 414” long. 


10K Pliers Kit—alloy steel pliers, right for 
small jobs in tight places. Accurately 
forged, tempered to correct hardness. 4 
types milled jaws as shown, handles 
knurled, Packed in pocket size roll. 
Handy for Craftsmen, Modelmakers, 
Electricians. 


5B Tool Kit—good 
universal _ seller. 
Two K-D Pliers 
plus 3-in-1screw- 
driver packed in 
pocket size kit. 
Alloy steel pliers, 
brass screw driv- 
er, all correctly 
tempered. Not a 
toy. Handy for 
everyone! 


for a description of the K-D Line 


K-D TOOLS 


K-D MFG.CO.LANCASTER, PA. 
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Venetian Blind Levolor 
Lorentzen Hardware Mfg. Corp., 391 
W. Broadway, New York City, has de- 
signed the Levolor, a cord leveling tiltor 
for use on venetian blinds. Tilt cords 





that regulate the movement of the slats 
tend to work out of line from unequal 
downward pressure in tilting, says 
maker. With the Levolor a sharp pull 
on the shorter cord is said to auto- 
matically wheel the cords back to bal- 
ance. When the slats are adjusted to 
horizontal position, the cords will be 
level. Two small cord limit beads 
fastened to the cords a short distance 
below the headrail identify the Levolor 
action and prevent higher cord from 
elevating to top of the blind. 


NuTone Chime Displays 
NuTone Inc., Merchandise Mart, Chi- 
cago 54, IIL, offers two displays the 
NU-38 and the NU-40 for the door 
chime and clock and the Symphonic 
Westminister Chime model. Three 
points are incorporated in the design 
of the displays—need for attention com- 
pelling displays to sell this type of mer- 


| Mee! io 


NUTONE DOOR CHIME 
Telechron CLOCK 


pte 


chandise, need for properly presenting 
the merchandise and the space saving 
features. Shown is the clock and door 
chime display. 


Ives Automatic 


Can Sealer 


Ives Products, Inc., 9 S. Clinton St, 
Chicago 6, IIl., offers the Ives-Way auto- 
matic can sealer which is said to her. 
metically seal food in unbreakable air. 
tight cans. Body of the sealer is made 
of zinc, Zamak number three with a 
baked enamel finish. Top is finished in 
red enamel. Maker states that this de 
vice makes it possible to use each can 
three times. Can sealer can be used 
for home canning and deep freeze pack- 
ing of fruits, vegetables, meat, game, 


etc. Sealer is adjustable to four sizes 
of cans. Ideal for preparing foods to 
send to friends and relatives overseas 
for Christmas. Sealer is suggested to 
retail for $14.95, freight prepaid on 8 
minimum order of one carton of six 
sealers, shipping weight about 70 |b. 


N-M Fabrication Handbook 


American Nickeloid Co., Peru, Ill, 
has issued a 16 page booklet entitled 
the N-M Fabrication Handbook whieb 
is available to members of the metal 
fabricating field upon request on com 
pany letterhead. Handbook shows the 
practical workability of Nickeloid 
Metals under modern mechanical pro 
duction methods. It includes many 
illustrations and descriptions. Propet 
ties, sizes, weights, gages, and convel 
sion factors are charted for easy ref 
erence. It includes discussion of typical 
uses of Nickeloid metals. 
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Here's another of the full-page color ads we're running every month 
in Popular Mechanics. Again and again we're telling our 3.7 MILLION 
readers—men who are steady buyers of tools and hardware—that 


BRANDED merchandise, bought at the HARDWARE store, is BEST 
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Picrape no better 
demonstration of Lowell 
product superiority can be 
shown than this: Lowell is 
the world’s largest 
manufacturers of sprayers 
and dusters exclusively. 
You can rely upon Lowell 
. for quality .. . for 
sales . . . for satisfied 
customers. 


“Lowell Sprayers and 

Dusters have eye-appeal 
for any customer eg 

| we find that Lowell per. 

| formance b atin nd repeat 
business. : 











SPRAYERS AND DUSTERS wxciotitay 


CAE Aba, Sala Ba Dee EES 


WRITE DEPARTMENT 51, 589 E. ILLINOIS ST., CHICAGO 11, ILLINOIS 
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WHAT’S NEW 





‘Bench-King' Vise 


Benj. Uydess & Sons, Inc., 962 E. 


167th St., Bronx 59, N. Y., is making 
the “Bench-King” vise in solid bronze 
with tool steel fingers. Vise eliminates 


the danger of a jeweler’s saw blade 
breaking while cutting out intricate 
templates, cutter plates and die sec- 
tions, as only one hand is required for 
the operation. Ground jaws can hold 
safely from .001 in. in thickness to 24% 
in, at any point within the jaws. Tool 
steel fingers are held in six receptacles 
within the lower and upper jaws. By 
shifting the fingers within the various 
receptacles, user can accommodate 
discs, gears, balls, half balls, medallion 
hobs, etc. Two holes on each side of 
the vise permit various combinations 
of the fingers. Tool is finished in high- 
polished bronze and baked grey crackle 
finish with operating screws of 1% in. 
diameter steel. Vise weighs 414 Ibs. 
complete with accessories. 





No-Noiz Silencers 


Rubber silencers for doors and win- 
dows are offered by Marin Mfg. Co., 224 
S. Tower Drive, Beverly Hills, Calif., 
device is said to stop the slam and elim- 
inate the rattles. Silencers are assembled 
six to a card with full directions printed 


\ AY 


on the card. Card is suggested to retail 
for 25 cents. Pneumatic cushions on the 
silencers take the force of the shutting 
or opening. 
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Chromtrim Floor 
Merchandiser 


R. D. Werner Co., Inc., 295 Fifth 
Ave., New York City 16, offers free to 
the dealers for the display of Chromtrim 














“Trim-it-Yourself” metal moldings a 
new floor merchandiser. Elliptically 
shaped, 24 by 16 in. it holds eight mold- 
ing shapes. Display is lithographed in 
red and room interiors shown on it are 
executed in four colors. Included is a 
60 ft. stock of each of the eight featured 
moldings. 


‘Sno-Skoot' 


Alliance Engineering, Inc., Alli- 
ance, Ohio, is offering an improved 
“Sno-Skoot” with reinforced axle bear- 
ings, new cross braces and handle 
joints. Unit has semi-pneumatic, rubber 
tires, 10 by 1%4 in. and all the parts 
are zinc plated. Cleans a strip 21 in. 
wide. Axle bearings are made of alu- 
minum alloy, reinforced with steel. 
Weighs 17 lb. fully assembled. Axles 
are made of 7/16-in. carbon steel with 
heavy acorn cap nuts. Blade is of 18-gage 





steel, triple grooved with turned sides 
and beveled front edge for maximum 
rigidity. Packed one in a mailable car- 
ton, weight 25 lb. Suggested to retail 








for $11.95. 
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WISSOTA 


PRICED FOR THE CHRISTMAS BUDGET: Order these 


attractive, streamlined fast sellers today! 


Approx. Approx 

Retail Retail 
Model 06-G—6"" Whis. $10.50 Model 0—Polish Head $3.00 
Model 05 —5"" Whis. 6.60 WH6, Hand Grinder, 6"' 6.90 
Model 04 —4"' Whis. 5.50 WH5, Hand Grinder, 5°" 5.90 
WISSOTA'S 06-G, above—ideal Christmas gift for the man 
who demands the best in expertly engineered tool grinders. 
For greater profits, display it prominently. Its attractive two- 
color finish adds sales appeal—attracts the eye and makes 
‘em buy! 
Ask your jobber's salesman or mail order to factory, 

giving jobber's name. Prompt shipment assured. 


PRECISION-BUILT WISSOTA GRINDERS 


are masterfully produced, carefully assembled and packed. 
They include a complete line of belt and hand power tool 
and sickle grinders for shop, garage, farm, school or home. 
Customers "go for" the many top quality features so evident 
in WISSOTA equipment. 


SPEED-TESTED VITRIFIED WHEELS 


Regular equipment on all WISSOTA power grinders. These 
high-grade abrasive wheels are safe, fast, cool-cutting and 
specially bonded for tough all-around jobs on farm or in shop 
and garage. 
SOLD COAST-TO-COAST BY LEADING 
HARDWARE AND IMPLEMENT JOBBERS 


Write for Descriptive Catalog of Full Line 


Manufacturing Co. 





MINNEAPOLIS |, 
MINNESOTA 














































EVERSHARP MODEL No. 30 


the faster, easier action of EVERSHARP 
Mowers makes sales easier, too! 


@ 110° Helix...21% above average, 
means two instead of one blade at cut- 
ting surface...for greater action... 
also extra resistance and Protection is 
added to lower cutter bar to withstand 
shock of impact with foreign objects. 


Built to last. Full 16” cutting - width 
5-blades, self-sharpening. 
Self-aligning ball bearings, with 
take-up adjustment. 


Double-pawl clutch: positive, smooth 
action. 


Crucible steel cutting blades and 
lower cutting bar, precision ground 
for perfect alignment, also double 
set screws for micromatic cutting 
adjustment. 


@ Hi-Lo adjustment. %" to 1%" for light 
or heavy lawns. 


@ Ribbed rubber tires and moulded 
rubber gripped handle. 


@ Stained hardwood roller or ribbed 
rubber roller with hardwood core 
(optional ). 


Snap-on handle of rigid tubular steel. 


Baked enamel finish, attractive colors. 


Balanced weight: 34 Ibs. 2 models: 
Model No. 30, cast side frame. Model 
No. 20-E, all steel. Both with heavy 
gauge pressed steel shock - resisting 
wheels. 

@ Guaranteed one year. Compare Ever- 
sharp specifications. Available through 
your jobber. Write us for information. 


Designed and manufactured by 


MIDWEST MOWER CORPORATION 
3132 Locust Street, St. Louis 3, Mo. 


a uersharfe 


LAWN MOWER 


America’s fastest growing favorite! 





21 % greater 
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Modglin 'Whisk-Off' 





Rd., Los Angeles 41, Cal., is making an 
| all-plastic whisk-broom with artificial] 








straw bristles which can be washed in 
soap and warm water without losing its 
shape, says maker. Each “Whisk-Off” 
is individually packed in a colorful cel- 
lophane bag. Handles are available in: 
Opaque ivory, black, red, blue or green; 
transparent amber, red, blue or green. 
Bristles are made in crystal, however 
colored bristles are available in: Red 
bristles with red handles or blue bristles 
with blue handles. Made in three sizes 
—small model four, 3 by 6% in., sug- 
gested to retail for 49 cents, medium, 
model five, 4 by 8 in., 79 cents; and 
large, model six, 6 by 10% in., $1.39 


Home Work-Shop Jig Saw 
Foster Mfg. Co., 1 Kinsey Ave., Buf- 


falo, N. Y., is introducing a home work- 
shop jig saw with an 18 in. capacity. 





It is cast from aluminum with all] steel 


parts cadmium plated and rustproof. 
Crank shaft is mounted on bronze bear- 
ings which operate in a bath of oil. 
Table tilts to 45 deg. on heavy trunnions 
and is equipped with an accurate angle 


Modglin Co., Inc., 3235 San Fernando 


indicator, maker says. Machine offer; 
a variety of speeds in stepped down pul. 
leys ranging from 600 RPM to 170 
RPM. Unit is suggested to retail for 
$45. 


Bruce Doozit Redesigned 
E. L. Bruce Co., Memphis 1, Tenn, 


has redesigned the Doozit which was 
introduced several months ago. This 
appliance cleans and waxes linoleum, 
and hardwood floors in a single opera- 
tion with the Bruce floor cleaner, ac. 
cording to the maker. A replaceable 
superfine steel wool pad attached to the 
block is saturated with the floor cleaner 
New Doozit has 45 sq. in. of polishing 
area compared with the former 27. 





Larger size does away with the tendency 
to use it sidewise as well as back and 
forward, thus prolonging life of pads 
and appliance. Bruce plaid provides a 
smart decorative scheme. Instructions 
for use appear on inside of handle. 
Suggested to retail at $1.98 with one 
pad, extra pads 19 cents each. 


Hy-Score Air Pistol 

Hy-Score Arms Corp., 25 Lafayette 
St., Brooklyn 1, N. Y., is making a new 
model 800 Hy-Score Air Pistol which is 
said to have an increased muzzle 
velocity of over 50 per cent. Model has 
also been improved in sight and grip. 
Close-tolerance, piston-type propulsion 
is employed. Pistol is suggested to re- 
tail for $19.85. 
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Wayne Disch, Evansville, Wis- 
consin, raised this Southdown 
lamb which took championship 
honors in the Junior Live Stock 
Feeding Contest held in conjunc- 
tion with the 1946 International 
Live Stock Exposition. His entry 
weighed 105 pounds — sold for 
$5.00 per pound. 


ERICAN 


(CHAMPIONS ¢ 


Champion Lamb 










ceoeeeee Champion Fence — WSS AMERICAN” ecoeecee 


Theres mote AMERICAN FENCE ch ute Than any Wher teand. 


WARE AGE NOVEMBER 20, 1947 



































Livestock, whether it be ordinary stock 
or championship stock, should be pro- 
tected by the best fence obtainable— 
U-S-S American Fence. Mr. Disch, 
breeder of champion livestock, writes, 
“We installed some American Fence 
about eight years ago and it still looks 
real good. We like it very much.” 

It is all around good service like this, 
year after year, that has made American 
Fence a “best seller” in every part of 
the country. But this is not all—farmers 
read the farm papers and listen to the 
radio where they get ,the story of 
American Fence and U-S-S Steel Prod- 
ucts every week. They are urged to 
visit the U-S-S Dealer when they want 
steel products. So, if you sell fence, 
barbed wire, or nails, sell American— 
back a champ. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 


LISTEN TO... The Theatre Guild on the Air, presented every Sunday evening by United States 
Steel. American Broadcasting Company, coast-to-coast network. Consult your newspaper for 
time and station. 
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COUNTLESS HOUSEHOLD 
USES FOR 


COSOW ONE 








@© HEATER 
@©DRIER ©AIR CIRCULATOR 


Oil 








t's o HEATER! 


Remove ? 
heater shell Wie 


$24°° INC. TAX 
* 


G-M LABORATORIES INC. 
4298 N. Knox Ave. © Chicago 41 





DANDEE FURNACE 


@ Converts Kerosene Into Gas 


@ FOR LAUNDRY AND CANNING 
FOR STERILIZING DAIRY UTENSILS 
FOR MELTING AND SOLDERING 





S 
s 
@ Wherever clean, controllable heat is 
required, the Cedarberg Dandee Fur- 
@ nace is in a class by itself. This safe, 
e portable unit eliminates fire hazards. 
It's not a wick type stove, but a real 
Be furnace operating under fuel tank press- 
ure. Economical, too, it will operate up 
@ to eight hours on a gallon of kerosene. 
Heat ranges from a strong blue flame 
@ down to a simmering fire. Welded tank 
is rust-resisting steel. 12” x 10%"; 122 
@ ibs. Retails at $17.95. Ask your jobber, 
& or write the factory. Also makers of 
Plumbers’ Furnace and Builders’ Chalk 
3 Line Reel. 


d MFG. CO. INC. 
@ 533 So. 4th St. 7 Minneapolis 15, Minn, 
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WHAT'S NEW 








Non-Electric Mixer 


“Mixerette” has a metal mixing bowl 
7% in. diameter, 5 in. deep made of 
spun aluminum with a high finish. Base 





and extending arm are made of cast 
metal and the double rotary four blade 
beater has a nickel finish. Wood handle 
is finished in red on natural enamel. 
Bowl rotates when beater is in opera- 
tion. Maker claims the beater detaches 
with ease. Unit is 12% in. high and 91%4 
in. wide. Individually packed, weighs 
3 lbs. each with 12 toa case. Suggested 
to retail for $5.99. Allied Industries, 
Inc., 1411 Union National Bank Bldg., 
Wichita, Kan. 


Artcraft Sample Blind 


Artcraft Venetian Blind Mfg. Co., 
3958-72 Olive St., St. Louis, Mo., offers 
a sample venetian blind for $3.30 to the 
dealer for display. Not necessary to 
send salesmen out to measure for blinds, 
says maker. Artcraft supplies concise 
directions that any customer can follow 
for measuring windows accurately and 
installing blinds easily. Artcraft sup- 
plies color charts, order blanks, news- 
paper mats and advertising material, 





Blinds are either all metal or facia with 
slats of galvanized bonderized steel, 
Flexalum aluminum or kiln-dried sea- 
soned wood. Choice of tape and slat 
colors. Blinds weigh about *4 of a lb. 
per sq. ft., or 10 lb. each for average 
size window. 


Solar Merchandiser 


Solar Electric Corp., Warren, Pa., 
offers dealers a complete lamp depart- 
ment in one package on its glare-free 
Eyease light bulbs. Merchandiser is 
built of heavy aluminum finish wire and 
carries a four color baked enamel sign. 
Designated as Eyease Deal EE-847, it 
contains a complete assortment of the 


» eee f 





Eyease light bulbs and according to the 
maker is properly balanced for uniform 
sales of all sizes to household commer- 
cial and industrial users. 


Mirro-Matic Twinset Pans 


Aluminum Goods Mfg. Co., Mani- 
towoc, Wis., offers the Mirro-Matic 
twinset pans which permit separate 
cooking of two vegetables simultane- 
ously in a four qt. pressure pan. Perfo- 
rations in the pans allow steam circula- 
tion and easy draining. Adjustable 
handle automatically locks in an up- 
right position, permitting easy removal 
of Twinset from the pressure pan. Set, 
consisting of two one qt. pans, is sug- 
gested to retail at the fair trade price 
of $1.25, east and $1.40 west. 
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Small Parts Assorter 


Diagraph-Bradley Industries, division 
of Diagraph-Bradley Stencil Machine 
Corp., 50 Diagraph-Bradley Bldg., St. 
Louis 8, Mo., has designed a Kari-All 





parts assorter which consists of a num- 
ber of compartmented trays set in a 
ferris wheel arrangement. Can be fast- 
ened in an upright position from a side 
wall or from the ceiling. Available in 
two sizes: the Jumbo, 18 in. long; and 
the Standard, 12 in. long. Both are 12 
in. high. Jumbo handles 65 different 
smal] parts, the Standard over 30. Bins 
can be adjusted to fit part sizes. Ferris 
wheel has a braking action which is 
said to prevent the tray with the heavi- 
est items from gravitating to the bottom. 
Unit is made of steel and finished in 
green enamel. 


SB-2 Sanding Block 


Parker Mfg. Co., Worcester 1, Mass., 
offers model SB-2 sanding block with 
flexible cushion between block and sand- 
ing belt to permit belt to follow contour 
of article sanded. Patented clamp said 
to hold sanding belt firmly in place 
while in use and permits easy replace- 
ment of a fresh sanding surface. 
Finished in plated cadmium; 6% in. 
long, 1% in. wide and 1% in. deep. 
Weighs 6% lbs. per doz. RF-1, refills, 
30 in. long, 156 in. wide, 114 lb. weight 
per doz. 





Jeweled Dog Collar 
M. Slifka & Sons, New York City, 


introduces a new line of dog collars 
which has plastic jewels designed to re- 
flect auto headlights. K-9 Sparkler illus- 
trated, is made from top grain cowhide 
leather with a western metal buckle, 
loop and tip. Mounted on an attractive 
display card, 12 to a card. 


























FROM MELL-HOFFMANN’S 


“HORN OF PLENTY” LINE 
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SEE YOUR JOBBER 


Get complete details now on other “Horn of Plenty" 
numbers in Range Sets, Spice Sets, etc.; also... an un- 

usual line of metal kitchen and corner shelves. Available 
for easy handling and to prevent slippage. 


MELL - HOF MFG. CO. 


1827-53 W. WEBSTER’ AVE., EGAGS 14, ILLINOIS” 


*“Horn of Plenty" (design pat. No. 144,464) 
with all pop kitchen color com- 





en 


** All jars feature the new sun-burst design 






















This NEW HOMECRAFT CEILING LIGHT 
is NEWS—and they’re making 
NEW PROFITS for DEALERS! 


... With 3 NEW 
SELLING FEATURES 


1. RECESSED PLEXIGLAS 
LAMP HOLDERS 
“HOMECRAFT PATENT” 
No exposed zinc parts. 
Brings bulb closer to 
reflecting surface. 

More compact. 


2. ACCESSIBLE STARTER 


3. TRIPLE PLATED 
CHROMIUM BASE 





HOMECRAPT cenine vient 





UNIT UL APPROVED 


Homecraft is out ahead again with these new features that mean 
quicker sales and more of them. There's plenty of demand for the 
low-cost shadow-free light diffused by the new Homecraft. Ideal 
for kitchen, bathroom, garage, workshop—anywhere an easily in- 
stalled, handsome fixture is needed. This pact, gl g unit 





sells on sight to home owners. 


Write for complete 
Homecraft Mer 
chandising plan, 


sevet"suevice? HOMECRAFT ELECTRONIC PRODUCTS 


per mats, 
counter leaflets. 


1210 SOUTH KEDZIE AVE. 


CHICAGO 23, ILLINOIS 











Now...g0 into the 
VENETIAN 





BLIND 





— *. 
“a 3s 





Just buy one Artcraft sample blind 
for only $3.30... Display it.. 
and you’re in business! 

No need to send salesmen out to 
measure for blinds...Artcraft sup- 
plies simple, concise directions for 
measuring accurately and install- 
ing, that any customer can follow! 







Artcraft gives you top quality, 
guaranteed, custom-built blinds. . . 
all-metal or facia type...with slats 
of galvanized bonderized steel, 
flexalum aluminum or kiln-dried 
seasoned wood. Choice of attrac- 
tive tape colors. Prompt, depend- 
able delivery. 


WRITE FOR DETAILED INFORMATION TO THE FACTORY NEAREST YOU 
ARTCRAFT VENETIAN BLIND MANUFACTURING COMPANY 


MAIN Office * St. 


Pittsburgh, Pa., 72 First Avenue * Chicago, III., 


186 


Louis, Missouri * 3958-72 Olive Street 


1528-38 Armitage 








WHAT’S NEW 


Two Traubee Cookers 





Two new model pressure cookers 
have been added to the line of Traubee 
Products, Inc., 924 Bergen Street, 
Brooklyn 16, N. Y. Model 65 is a 6% 





qt. cooker and model 401 deluxe a 4 qt. 
gift cooker. Model 65 is made of extra 
heavy drawn aluminum with a highly 
polished finish. Has a balloon-type gas. 
ket and what is said to be a simple, 
safe, locking device. Suggested fair- 
traded retail price is $13.95. Gift model 
has a bright mirror polished finish, 
black trim and is made of heavy cast 
aluminum. Suggested fair-traded retail 
price is $11.95. Each has an attractive 
52-page recipe and instruction booklet. 
Both models have the “Magicap” which 
is said not to blow at any given pressure. 


Simplex Drill Guide 


Henry E. Watkins Co., 84-51 Beverly 
Rd., Kew Gardens, N. Y., is introducing 
the simplex drill guide for drilling out 
screw of faucet spindles when the screw 
head breaks off in the process of replac- 
ing a worn out washer. Said to fit all 
sizes, it is made from hardened tool 
steel. Shown are the bathtub and shower 
size and the kitchen and washer basin 





size. Superintendents, janitors, landlords 
or home owners will all be interested i 
the tool. Simplex is claimed to guide the 
right size drill exactly through the cet- 
ter of the screw. 
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Now watch mo warm up cold custom 


“Ever notice how customers warm up to Manning-Bowman “The best way I know to sell quality heating pads is to dem- 
appliances? Now Manning-Bowman brings out another 


profit-making item for you—an M-B quality heating pad. 


onstrate specific quality features. Take this new Manning- 
Bowman Three-Heat Warming Pad, for instance...” 


XK 
oe 





~ 


Start with looks. Choice of soft, A, 
P colorful chenille covers, or luxuri- 

ous quilted satin, at various prices. 

Covers are removable for cleaning. 


Point out choice of three even 
heats at a thumb touch. Handy 
switch is easy to set, even in th 
dark! Pad stays at heat selected. 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut. In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont. 


Safety is important too. Pad is - 
waterproof —completely vulcanized 2) 

may be used with wet compresses 7° 
with cover removed. 
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Makers of M-B quality Toasters, Percolators, Broilers, irons, Automatic Grills, and Waffle Bakers. 


THE LINE THAT'S ALWAYS IN DEMAND 
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The spring in the handle 
gives a quick return after 
each push... keeps the bit 
firmly in the screw slot. § 
One-hand driving for fast- 
er assemblies and for use 





in narrow or out-of-the- 
way places. It’s the same 
willing tool as the Ratchet 
Spiral No. 30A except for 
the “quick-return” spring 
in the handle. 















Accessories available: 
Extra Bits, Drills, 
Sockets, Countersinks. 











YANKEE TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 




















NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 






































WHAT'S NEW 








WitW hip Beverage Blender 


Dr. JoWit Laboratories, 433 S. Oxford 
Ave., Hollywood, Calif., offers the 
witWhip beverage blender which en- 
ables a host to serve a variety of drinks 
without the use of a shaker. Can be put 
in a tall Zombie glass or a mixing bow] 
to whip cream or a batter of eggs. 
Handle is finished in 18-karat gold 
plate and all other exposed metal parts 
are stainless steel, highly ground and 
polished. Said to make mayonnaise in 
90 seconds. Can also be used for sauces 
and gravies. All witWhips are guaran- 
teed forever and _ individually gift 





packed in a clear container in which 
the housewife will keep knitting needles, 
sewing accessories, etc. Suggested to 
retail for $10. 





Handyhot Promotion 


Chicago Electric Mfg. Co., 6333 W. 
65th St., Chicago, Ill., is sponsoring a 
campaign to introduce the Handyhot 
line of appliances. Gingham is the 
motif of the entire program. Bright red 
and white gingham will be featured on 
all Handyhot packages, on all con- 
sumer and trade ads, point of sale dis- 
plays and direct mail advertising. 
Handyhot has a line including twin 
coffee makers, automatic irons, toasters, 
waffle bakers, sandwich grills, juice ex- 












tractors, ice cream freezers, and port- 
able space heaters. 


Cold Weather Motor Heater 


W. T. Driver, Minneapolis, Minn., is 
making an electric heater for placing 
beneath the hood of a car or truck to 
assure cold weather starting for those 
who park outside or in a cold garage. 
Consists of a coil type heating element 
enclosed in a perforated metal cylinder 
equipped with suspension hook and an 
eight ft. waterproof electric cord. Unit 
is said to prevent moisture condensation 








in the carburetor and keeps the engine 
warm. Available in 150 or 300 watt 
models, the heater operates from any 
standard 110 volt output. Unit weighs 14 
oz. and is 8% in. long and 2 in. in 
diameter. 





Anvil Type Pruning Shear 


The J. T. Henry Mfg. Co., Hamden, 
Conn., is making model 403 heavy duty 
anvil type pruning shear. Handles are 
available in red, green or yellow cellu- 
lose acetate, which is claimed to be 





non-breakable, have a perfect grip and 
stay tight. Equipped with cutlery steel 
blade, hardened and tempered with a 
gunmetal finish. Bites on brass anvil. 
Shearing action with offset leverage is 
designed to provide quick, clean cut. 
Packed 1 doz. to display box, 7 lb. 1 oz. 
per doz., packed six displays to carton, 
45 lb. 6 oz., packed 12 displays to a 
case, weight 100 lb. 





Key Cutting Machine Folder 


Independent Lock Co., Fitchburg, 
Mass., has published a folder on key 
cutting machines. Information is sup- 
plied on the minute key cutting ma- 
chine number 179IM and also the im- 
proved American 1751A, the improved 
Duplex 177ID and the Universai 178U, 
UA and UB, latter for cutting keys by 
code. 
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Waste King Pulverator 


Given Mfg. Co., 3855 Santa Fe Ave., 
Los Angeles 11, Calif., is introducing 
an automatic home pulverator which is 
connected to the kitchen sink. Food 
wastes are put down the drain opening, 





the drain-control top is turned to the 
“on” position and the water is turned 
on. Within a matter of seconds, bones, 
parings and fibrous foods are ground 
into minute particles and the water 
swirls them away in a scouring action, 
claims the maker. Unit is installed in 
any sink with a drain opening of 3% 
to 4 in. in diameter. Only one electrical 
outlet is required for electrical connec- 
tion. Unit is said not to require external 
switches or supporting brackets. Another 
feature is the triple cutting and shred- 


ding action allowing food waste to flow © 


down the drain in one operation. Waste 
King Pulverator has a capacity of three 
qts. at a time. Unit is self-clearing and 
cleans itself while operating. Costs a 
few cents a month to operate. 





Blix Horn 


Cowhig Industries, 899 Boyston St., 
Boston 10, Mass., is introducing the 
“Blix Horn” for tricycles, bicycles and 
motorcycles. Features finger tip control. 
A piercing warning signal is obtained 
by a light touch of the lever. Adjust- 
able brackets provide clearance for all 
types of mud guards. Horn is finished in 
red and blue enamel said to be non- 
chip. Packaged individually. Shipped 72 
weighing 45 lb., and 144 weighing 91 lb. 
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STOCKING ...LENK GIFT PACKAGES, " 


THE LENK WORKSHOP SOLDERING KIT 










just the thing for amateur elec- 
tricians and household mechanics. Here’s 
what you get—a Lenk Long-Life 
Soldering Iron with utility tip, a Lenk 
Self-Priming Blo-Torch, Lenk Acid 
Core and Rosin Core Solder, plus special 
formula Super-Aluminum Solder for 
home-craft metals. A special Instruction 
Book tells how to do it. 















THE LENK GUN-GRIP SOLDERING IRON 





- + @ real ‘‘eye-catcher” and ‘‘buy- 





catcher” ... this handsomely chromed, 





Gun-Grip electric soldering iron is the 





ideal gift for mechanically minded 





males. Special features include four in- 





terchangeable tips, built-in safety rest 








and plastic ‘‘Always-Kool”’ grip. 






BOTH PACKAGES ATTRACTIVELY 









ys XMAS WRAPPED 

Dept. B 
e PROMPT DELIVERY FOR ~*ee 
\s XMAS SALES 
y THE MFG. COMPANY 
& Write for prices and complete onee as a “ ase. 
4) information TODAY Manufacturers of Soldering Equtpment Since 1919 
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! Faster - Setter 
SURFACING 


OF IMPERFECTIONS 











Only ONE application Lp 
for the average fill |e igh 


“LR Tables a bi ee 

JB For fine finishing on wood, metal, plastic or an 

” commonly used material, Duratite Wood Dou 

g (for large cavities) Duratite Surfacing Putty (for 
smaller cavities). In seven wood colors everyone 
wants, in tubes and cans in a variety of sizes. Ask 
_ your jobber or write 


_ WEBB PRODUCTS COMPANY 


238 South G Street « San Bernardino, California 
Dept. H, Norcross, Georgia 


“ E RATITE 


WOOD DOUGH and SURFACING PUTTY 








Used by millions 
since 1923. Flexible... 
waterproof... heatproof 
ARROWHEAD 
CEMENT 
Write for catalog of 
fillers and adhesives. 


Sco 
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VLCHEK 


WHAT’S NEW 











ouble E nd § 
Wrenches 


Plastic Garden Hose 
Xmas Selling Aids 


American Extruded Products Co., 
Inc., Hollywood, Cal., is supplying deal- 
ers with Christmas cards carrying 
Christmas gift suggestion copy for the 


MAXIMUM STRENGTH 
— MINIMUM BULK 


HIGHEST 
GRADE ALLOY 
STEEL 





Gold Seal plastic garden hose. Reverse 
sides of the two color cards carry sales 
message, with room for the dealer’s im- 
print. Also window streamers and dealer 
mats for local newspaper advertising 
and handbills are supplied. Hose is 
packaged in an attractive gift box with 
seasons greetings across the front. Hose 
is made of a transparent, amber plastic 
and is warranted for five years. Maker 
states its solid brass coupling need never 
be replaced. 


Adding Machine 


“Add-O-Matic” adding machine has 
been developed for home as well as 
office, shop and farm use. Also fine for 





physicians, dentists and other profes- 
sional folk. Machine is portable and 
compact and adds up to 999,999, guar- 
anteed to be 100 per cent accurate. Sug- 
gested to retail for $19.75. Add-O-Matic 
Sales Co., 400 N. Michigan Ave., Chi- 


cago, Ill. 


Barnes Self Priming 


Jet Water System 

Barnes Mfg. Co., Mansfield, Ohio, is 
introducing a new line of deep and shal- 
low well self-priming centrifugal jet 
water systems. Line contains 46 models 
of electric driven units as well as 11 
models powered by gasoline engines. 
Seven features of the line of water sys- 
tems are: Pump and motor are hori- 
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zontal and offset—no moving parts be- 
low ground, access to well and piping 
without moving pump and motor; self- 
priming, means freedom from air locks 
and well gas locking; double acting im- 
peller seal—said to eliminate wear 
rings; heavy duty electric motor—said 
to cut power costs, motor has overload 
protection and life-time, sealed-in lubri- 
cation of bearings; self-lubricating— 
freedom from necessity of oiling and 
greasing either pump or motor; new air- 
volume control—said to assure correct 
volume of air in pressure storage tank 
at all times; water pumping is fully 
automatic, sentinel-type pressure switch 
starts and stops pump automatically to 
maintain constant water level. Example 
is model 50D4-90, suggested to retail 
for $129, weighing 90 lb. The %4-hp. 
unit designed for double pipe installa- 
tions up to a maximum of 4-in. casing 
and capable of pumping from a 90 ft. 
water level. Pump body is made of cast 
iron and the impeller and fittings are 
bronze. 


Hosing Lawn Folder 


In the Sept. 25 issue, the head to an 
item concerning a folder released by 
the American Extruded Products Co., 
Inc.. 1023 N. La Brea Ave., Hollywood 
38, Cal., read “Folder on Watering 
Can,” due to an error in the composing 
room. The folder really supplies the do’s 
and don’ts for watering the lawn with 
a hose, namely, the Amepco Gold Seal 
plastic garden hose. 





'Glub-Glub' Drink-Up Duck 


House of Plate, Inc., 12240 Gratiot 
Ave., Detroit, Mich., offers a new model 
“glub-glub” perpetual drink-up duck 
with luminous eyes, rayon redhead 
covering, double dipped plastic head, 
non-drip bill, and circus colors. Duck 
also has a red tail feather, and makes 
an 8% in. swing. Bobs up and down 
about 12 times a minute, says maker. 
Mr. “Glub-Glub” also has suede cover- 
ing shoes and a high finish. Suggested 
to retail for $1.98. 
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AMERICAN 


SCREWS and BOLTS 


QUALITY — 144 Grade A screws in every gross—triple checked for fitness. 
of head, thread and point —that’s what your customers get when you sell 
American! This accuracy of product doesn’t just happen—American super- 
testing by men and machines begins where conventional tests leave off. 
COMPLETE LINE — American is headquarters for screws of Stainless 
Steel, Aluminum, Monel and Everdur (silicon bronze) when requirements 
are large enough to warrant production runs ... as well as screws and 
bolts of the highest perfection-percentage in steel and brass in all 
sizes and heads. 


RESEARCH — And remember, the latch string of the American 
Research “Information Center” is always out—to help your customers 
find the most economical and efficient answer to any fastening prob- 
lem. When you “fasten on” to the American line, you get all these 
advantages in one “package”! You'll find it pays to go along 
with the increasing number of screw buyers who mark their 
orders: “American Brand... don’t substitute!” 


AMERICAN SCREW COMPANY 
PROVIDENCE 1, RHODE ISLAND 
Chicago 11: 589 E. Illinois St. Detroit 2: 502 Stephenson Bldg. 





—_— 





... and here’s the Trade-Tested 
Package for STOVE BOLTS!” 


Users and dealers alike have put a big OK on this unique 
partitioned package, originated by American. This box 
keeps bolts and nuts separate . . . helps dealers in stock- 
keeping . . . frees users from chore of turning nuts off bolts. 


Vv 
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No. 9696 | 


soft rubber tread for 
‘ self-lubricating 
full- 


| No. 7696 

With “Baco” 
floor protection - - 
wheel bearings - - 
floating boll bearing $ 


E two-level, 


wivel. 


Top quality casters perform perfectly 
... give you your most valuable 
| asset— SATISFIED CUSTOMERS... 
and at the same time, more profita- 
ble sales. 


Check your stock of Bassick 
‘“*Diamond-Arrow’”’ Casters... order 
from your jobber. 


THE BASSICK COMPANY, Bridge- 
port 2, Conn. Division of Stewart- 
Warner Corporation. Canadian Div., 
Stewart-Warner-Alemite Corpora- 
tion, Ltd., Belleville, Ont. 








Sell “Diamond-Arrow” Casters— 
No other quite so fine 

As these steady profit-makers 
Of the famous Bassick line. 














| MAKING MORE KINDS OF CASTERS 
-.. MAKING CASTERS DO MORE 
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| Electric Coffee Maker 


Bassick [22RRaTT 





Model V-808 “Vac-Master” electric 


| coffee maker is a six to eight cup type, 


110-116 volts, 500 watts and is equipped 
with plastic handles, covers and a 


| strainer. 





heavy duty aluminum. Unit is suggested 
to retail for about $10.95. Remington 


| Eleetric Co., Chicago 22, Ill. 





| Cartridge Counter Card 


Peters Cartridge Division, Remington 
Arms Co., Inc., Bridgeport, Conn., has 


| produced an attractive four color coun- 





“RUSTLESS” 


NOM -CORROSivVE 






Ss PACKS THE POWER ! 


| ter card featuring the new Peters high 
| velocity 22 cartridges in nickel plated 


cases and “Rustless” non-corrosive 
priming. 


Metal Xmas Dveemente 


Bell Industries, 1101 N. Paulina St., 
Chicago 22, Ill., is offering a line of 
colored ornamental, non-breakable all- 
metal bells and balls for all manner of 
holiday decorating. Musical bells are 
available in assorted bright, permanent 
colors of two, four and six in. sizes— 
decorative balls in colors protected by 
a permanent high lustre anodized finish. 
“Ice Glo” balls finished in a crystal ap- 


Coffee maker is finished in 





plication of irridescent green, red, gold 
blue, silver and variegated—also non. 


breakable snow balls. All bells are 
equipped with gongs and produce musi- 
cal tones when rung, says maker. All 
ornaments have built-in suspension eye 


Plastic Handle Saw 


E. C. Atkins & Co., 402 S. Mlinois &., 
Indianapolis 9, Ind., is making a plastic 
handle hand saw known as model 3000. 
Saw features what is said to be a non 
splitting brown plastic handle with s 
non-slip moulded grip. Handle embodies 
the advantages of the Perfection pat- 
tern to ease the strain on the wrist and 
forearm, enabling the user to exer 
downward force on the teeth of the saw 
without any downward force from the 
wrist. Straight back, polished taper 
ground blade is fastened to the handle 
by three nickeled saw screws. Made in 
ship pattern only, 3000 is 26 in. long 
and has seven, eight, 10 or 11 point cut 
off-teeth, 54% point rip teeth. Each is 
packed in an individual moisture proo! 
bag. 








Tru-Heat Iron Display 


General Mills, Inc., 400 Second Ave. 
S. Minneapolis 1, Minn., offers a display 
card which can be used in the window 
or on the counter, in the red polka-dol 
background matching the Tru-Heat iron 
carton. Inserted in a carton, with ap 
iron displayed on top, the card reads: 
“Here’s the new iron sponsored by Betty 
Crocker.” Reverse side shows the ap 
pliance’s mirror-like ironing surface 
with the legend, “It’s tapered at the 
back.” 
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JUST PUSH IT DOWN 

















pin SNAPS INTO PLACE 


NOVEMBER 20, 1947 



















THE STANLEY 
NON-RISING PIN 


~ 


e Stanley Hinges again have the non-rising pin 
A simple, positive method of keeping butt pins in 
place. 


The non-rising feature is secured by a split ring 
attached in a groove in the pin. As the pin 1s seated. 
the ring expands into a pocket in the knuckle of the 
butt. It will remain seated in use, yet it is easily 
withdrawn if necessary. : 


Remind your customers of this exclusive advantage 
available only in Stanley butt hinges..The Stanley 
Works, New Britain, Conn. 

























A™PICK-ME-UP” 


in appealing plastic! 


Novel, 





elties. 


MACK MOLDING COMPANY 


INCORPORATED 
142 MAIN ST., WAYNE, NEW JERSEY 
“THREE PLANTS TO SERVE YOU!” 


PLASTIC FORKETTES 


FOR RESTAURANTS, BARS, 
TEA ROOMS, HOTELS, ETC. 





colorful, 
rustproof Forkettes 
dress up every table 
... for serving 
pickles, lemons, 
olives, cocktails, etc. 
Handy 514 inch 
length, in assorted 
colors—24 cards of 
4 Forkettes each to 
Display Box. Write 
for samples and 
literature regarding 
MACK plastic nov- 





Sell ’em NOW for 
Work or Sport - 


SURE-~GRIP 


» CLEATS” 








Hach $100 Set tnctuden Pour Choos 


ORDER. FROM YOUR JOBBER 


or inquire from 


GENERAL PRODUCTS, Englewood, N. J. 


ents for 


National Sales Ag 


MORRONE MFG. CO., WESTERLY, R 
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WHAT’S NEW 


Dor-Tite Assortment 





Durkee-Atwood Co., Minneapolis 13, 
Minn., is offering the Dor-Tite assort- 
ment consisting of 24 boxes of Dor-Tite 








in assorted widths and thicknesses from 
3/16 by % to 9/16 by % in. The 24 
cartons and the Dor-Tite easel are 
packed into a sturdy cardboard carton. 
This displays actual samples of the var- 
ious thickness and widths thereby elim- 
inating opening packages for consumer 
inspection. Assortment requires 814 by 
12 in. of shelf space. Dor-tite is made 
of live sponge rubber, reinforced with 
tough fabric to prevent stretching. Said 
to be self-adjusting to various openings. 





Electric Welder 


John J. Casano Co., 171 Madison 
Ave., New York City 16, is offering an 
electric welder for farm, home and 
shop repairs. It welds, brazes, solders 
and cuts all metals and is equipped 
with power unit, flame and metallic arc 
attachments as well as carbons, fluxes, 
rods and mask. Plugs into any electric 
outlet; 110 volts, AC or DC. Individ- 
ually cartoned. Suggested to retail for 
from $14.95 to $19.95. 


Pre Vue Door Grill 


R. L. McGuire, 87 Meadowbrook 
Drive, San Fran¢isco 18, Calif., offers 
the Pre Vue door grill through which 
housewives can safely view a caller with- 
out being seen, eliminating the need for 
opening the door or grill. Grill is the 
same from both sides of the door but 
vision is one way only, due to the 
greater light normally on the outside of 





the door. Grill is 2% by 5% in. At- 
tractive counter display is available to 
dealers which effectively illustrates to 
customers the principle involved. 














THE PERFECT 
HOLIDAY SELLER 


Distinctive! Useful! Lasting! 
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FAST SELLERS { 
TO 


@ Homeowners 

© Hobbyists 

@ Mechanics 

@ Farmers 

@ Auto Body Men 
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Every tool buyer is a prospect 
for these new sanding disc 
holders. For power sanding. 
New type head clamps paper 
discs better, prevents marring 
the surface. Fair price with 

dandy discounts assure fast 
profits from fast sales. 


oof 


cox METAL PRODUCTS CO. 


3014 W. Hopkins St. © Milwaukee 10, Wis. 
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WELL WORTH the research it took to 


find the best design. 


WELL WORTH the care and expense it 


took to produce it. 


WELL WORTH the rigid testing period 


that proved its safety and efficiency. 


The immediate success of the TOP LINE MODEL 1300 is com- 
plete justification of all the effort, care, and expense that went 
into the production of this revolutionary electric heater. 
Modern as tomorrow, the 1300 is a sensational success wherever 
it is displayed. It's a HEATING success—AND IT'S A SALES 
SUCCESS! All you have to do is show it and plug it in. IT 
SELLS ITSELF! 


Write for catalog sheefs and price sheets today. 
Address: Dept. H. 


| rOPS)LINE 
TRAOCE-MARK REG. U.S. PAT. OFF 


HOME APPLIANCES 





TENNESSEE VALLEY 


MARKETERS, INC. 


117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 


Pioneers in Electrical Appliance Manufacture 
in the Tennessee Valley 
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KAN GARD 
REFUSE CAN 
HOLDER 





IT’S NEW 
IT’S SIMPLE 
IT’S EFFECTIVE 












The simplest and most practical refuse can 
holder on the market. Merely drive stake 
into the ground. Rigid supporting feet give 
stake maximum strength. Cans are held 
from four to six inches above ground level, 
where they are safe from bottom rust. 
Chain fastener for cover. Animals cannot 
get at contents and sanitation is improved. 
Made of heavy gauge welded steel and 
painted with rust-resisting green enamel. 
Single unit priced to retail at $2.65— 
tandem model $6.45. 


Manufactured by 


ACCURATE TOOL & GAGE CO. 


51 S. TWELFTH ST. ° MINNEAPOLIS 4, MINN. . 
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LIGHT IN WEIGHT! 


. «+ here's two NEW 
wide margin items. 


FOSTER ALUMINUM ALLOY 


Sure-Grip OIL GATE 
oe 













Mi aoe res 
es) 
%& LEAKPROOF! 
% TAMPERPROOF! Ve 
%& NON-SPARKING!S% 
%& NON-CORROSIVE! 


A CCURATELY machined of hard, vir- 
gin ALUMINUM ALLOY—the type of 
metal developed for the exacting re- 
quirements of the aircraft industry. This 
FOSTER Oil Gate GUARANTEES un- 
rivaled performance for liquids from 
gasoline to molasses. Each valve is indi- 
vidually lapped. Only FOSTER offers 


your customers all these features. 


You Save 662/3% of Freight Costs 


FOSTER ALUMINUM ALLOY 


Self-Closing FAUCET 





TAMPERPROOF with provision for pad- 


lock. No metal to metal wear. 
REMOVABLE bottom cleaning plug, re- 
placeable Neoprene Seat. 

TESTED UNDER WATER with air-pres- 


sure to insure non-leakage. 

YOU'LL meet the increasing demand 
if you STOCK UP on these WIDE MAR- 
GIN PROFIT ITEMS .. . NOW! 
IMMEDIATE DELIVERY 


Write for Prices and Catalogue Sheets. 
Foster Aluminum Alloy Products sold by 
leading wholesalers from Coast to Coast. 


FOSTER 


Aluminum Alloy Products Corp. 


114-118 S$. Salina St., Syracuse 2, N. Y. 


























Fluorescent Wall Lamp 


Sylvania Electric Products, Inc., 500 
Fifth Ave., New York City is offering a 
fluorescent wall lamp known as 








“Beverly.” It is a portable fixture which 
provides soft, shadowless light directly 
downwards and a generous amount of 
indirect light for general illumination 
of the surrounding area, says the maker. 
Designed primarily as a supplementary 
lighting unit, the wall lamp, which can 
be installed to an outlet box or plugged 
into an outlet with an extension cord, 
contains two 20 watt fluorescent tubes 















shielded by a diffusing panel of frosted, 
ribbed glass. Fixture has metal end 
caps. Designated the Beverly RW-220 


for the outlet box model and Beverly . 


RWC-220 for the cord model. 


Aluminum Cake Pan-Mold 


LeNard Industries, 179 W. Washing- 
ton St., Chicago 2, IIl., offers a 24 gauge 
aluminum form cake pan and mold with 
tube. Unusual pattern is designed to 
make six or 12 equal portions without 
guesswork. Available in three models, 
9 in. in diameter, 23% in. deep, 
wrapped 1 doz. to package, shipping 
weight per gross, 30 lbs. suggested to 
retail for 69 cents; ten 10 in. diameter, 
3% in. deep, also one doz. to package, 
shipping weight per gross, 50 lbs., to 
retail for 79 cents; and twelve, 10 in. 
diameter, 3% in. deep with 4% in. tube, 
wrapped 12 to package, shipping weight 
per gross, 60 lbs., to retail for $1. 








A Check List for 
Store-Wide Promotions 


OU may wish to consider the fol- 
lowing points in planning your 
store-wide promotion: 

1. Opening date; closing date. 

(Note.—The most successful store- 
wide promotions run 10 days. Two 
weeks should be the limit. Make 
your plan at least a month ahead. 
Be all set at least a week in ad- 
vance. ) 

2. Name. 

(This should include at least a 
hint of the reason why you are hold- 
ing this sale.) 

3. Merchandise to be featured. 

(See that a good percentage of 
this is new merchandise, items that 
you have never run before. Store- 
wide events based entirely on old 
merchandise are never as successful 
as they should be.) 

4. Total advertising expenditure 
for event: 

a. Newspapers. 

b. Direct-mail. 

c. Radio. 

d. Window and store displays. 

5. Advertising expenditure by 
days. 

(Start your sale off with a bang 
and end it with a grand finale. The 
middle will take care of itself.) 

6. “Presale” or old-customer cour- 
tesy days: 

a. The dates. 

b. Form of announcing them to 
customers (letter, folder, phone calls, 
etc.). 

c. Special terms, premiums or 
other inducements to old customers 
who purchase on these dates. 

(Note: Sale or no sale, most of 
your business comes from old cus- 





tomers. See that they get special 
attention in any store-wide event.) 

7. Window displays: 

a. Merchandise to be featured. 

b. Window streamers. 

c. Price and description signs. 

8. Interior and other displays: 

a. Aisle banners, post hangers, 
elevator signs, cashier and credit de- 
partment signs. 

b. General floor arrangement and 
special merchandise displays. 

c. Buttons or other special identi- 
fication insignia for salesmen. 

d. Truck banners. 

9. Price tags. 

(For any store-wide event, your 
merchandise should carry special 
price tags—not the ones you ordi- 
narily use.) 

10. Quotas: 

a. By departments. 

b. By salesmen. 

11. Meetings: 

a. Special meeting for all em- 


ployees. 

b. Meeting for sales employees 
only. 

c. Meeting for credit employees 
only. 


12. Special employee renumera- 
tion: 

a. Store-wide sales contest, selling 
and non-selling help. 

b. Contest for salesmen only. 

c. Special “spiffs” on particular 
pieces of merchandise which you 
wish to push. 

(Condensed from “Appendix 1.— 
Check List for Planning a Store-wide 
Promotion, “Selling Home Furnishings, 
by Roscoe R. Rau and Walter F. Shaw, 
Vocational Division Bulletin No. 216, 
Federal Security Agency, U. S. Office of 
Education, Washington, D. C.) 
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The New 
Extra-Safe 
Extra-handy | 
PIPE WRENCH | - 

















INSIDE HOUSING 











Popular Priced RIDGE- 
improved STILLSON 
offers you extra sales and profits 









@ This Stillson pleases your customers because it’s 
safer —cone-coil safety springs inside the housing 
replace old-style exposed flat springs that could 
break and cut the hand. No rivet hole to weaken 
handle. Handy pine scale on hookjaw. High grade 
malleable frame, handle and hookjaw of strong 
heat-treated steel. Steel handle, 6” to 48”. For 
easy sales that repeat, order Improved Stillsons 
from your Supply House. 
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LOOSE INSTALMENT TERMS 
MAY UP PRICES SAYS BANKER 


FINANCE COMPANIES ANNOUNCE 


Statements of policy by two 
leading sales finance companies 
and a warning against relaxation 
of credit terms by Allan Sproul, 
president of the Federal Reserve 
Bank of New York, were issued 
recently in connection with the 
expiration of Regulation W— 
consumer credit control. The two 
companies which announced their 
policies were General Moiors Ac- 
ceptance Corp. and Commercial 
Credit Corp. of Baltimore, Md. 

Mr. Sproul said, “this is not 
the time for general relaxation 
of terms leading to an over-ex- 
pansion of consumer instalment 
credit. 

“Aggregate consumer demand 
still exceeds our aggregate ca- 
pacity to produce the goods with 
which to meet that demand,” he 
continued. “At such a time, when 
the economy is producing at ca- 
pacity, and over-all expansion of 
credit merely adds to the upward 
pressure on prices—it brings no 
more goods to the market. So 
long as this situation exists, it 
would be a disservice to business 
and to consumers to promote an 
unnecessary expansion of instal- 
ment credit. It would add mea- 
surably to the danger that the 
present business boom will ulti- 

ately end in a severe recession.” 

John J. Schumann, Jr., presi- 
dent of GMAC, in a special state- 
ment, declared that termination of 
the regulation “will present to all 
concerned an important opportu- 
nity to demonstrate that they 
value the nation’s economic wel- 
fare above extremes of selfish in- 
interest and thus preserve and en- 
courage free enterprise in this 
essential field. 

“There must be no return of 
certain practices which were 
prevalent before the war, such as 
publishing and advertising of spe- 
cific long terms and small down 
payments. Regardless of any com- 
petitive provocation sellers and 


from competition on the basis of 
‘easy credit’ terms. 

“As far as GMAC is concerned, 
the policy we established over 25 
years ago will remain in full ef- 
fect. We will neither advertise nor 
promote any specific terms, nor 
will we compete with other 
financing agencies on the basis of 
high-cost ‘easy’ terms. We are 
confident that, as in the past, 
those dealers with whom we do 
business will adhere to this policy 
as well.” 


POLICIES 


Speaking on behalf of the Com- 
mercial Credit Corp., Howard L. 
Wynegar, president, said the com- 
pany would carry out its announc- 
ed policy of “encouraging the 
use of reasonable instalment 
terms in order to sell merchan- 
dise and in opposition to the 
practice of selling terms instead 
of merchandise.” The corpora- 





tion’s new terms, he explained, 
involve some modification of those 
set up by the Federal Reserve 
Board under Regulation W. 














HOWARD J. DAVIS 


HOWARD DAVIS NAMED 
MGR. C. F. & I. WIRE 
PRODUCT SALES 


Howard Davis has been ap- 
pointed manager of sales for wire 
products for the Western Division 
of The Colorado Fuel & Iron 
Corp., Denver, Colo., Mr. Davis 
suceeds John T. Brittain whose 
transfer to the Pacific coast was 
recently announced. Mr. Davis 
joined CF&I in 1940 to establish 
a welded wire fabric division. He 
was appointed assistant manager 
of wire product sales three years 
later. In 1947 he became manager 





the Mid-West in 1940. 





of product research and develop- 











financing agencies must refrain 
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ment for the western division. Be- | 


fore joining CF&I, Mr. Davis was 
sales engineer for the Carter- 
Waters Corp., Kansas City, Mo. 





RUBBERSET CO. NAMES 
EPPERSON BRANCH MGR. 


Hugh Epperson, formerly a 
sales representative in the Central 
division, has recently become 
branch manager of that division 
for the Rubberset Co., and will 
make his headquarters in St. 
Louis. Mr. Epperson has been 
with the company since 1939. 
Originally in the northern Cali- 
fornia area, he was transferred to 











WALTER J. CARR 


WALTER CARR 
PROMOTED BY 
SHERWIN-WILLIAMS 


Walter J. Carr has recently 
been advanced to the position of 
merchandising manager of gen- 
eral trade sales and branches of 
the Sherwin-Williams Co., Cleve- 
land, Ohio, having formerly 
served as branch advertising 
manager. He has been with Sher- 
win-Williams for three years and 
prior to that acquired much ex- 
perience in sales and merchan- 
dising in the paint field. Mr. 
Carr will be head of merchandis- 
ing and sales promotion for S-W 
branches as well as the com- 
pany’s full line paint dealers. 


FAIRBANKS-MORSE MAKES 
SALES CHANGES 


Fairbanks, Morse & Co., 600 S. 
Michigan Ave., Chicago 5, IIL, 
has recently announced several 
changes in its sales organization. 
J. C. Elmburg, manager of the 
company’s Boston branch house 
has been transferred to the At- 
lanta, Ga., branch house to as- 
sume the position of manager of 
that area. He replaces G. N. 
Van Epps who recently resigned. 

V. O. Harkness who has been 
manager of the Diesel division 
at Chicago headquarters is now 
manager of the Boston branch 
and T. M. Robie succeeds him 
as manager of the general diesel 





HUGH EPPERSON 


sales division. 
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BOYD BULLOCK NAMED 

BLACKSTONE DIST. MGR. 

Boyd W. Bullock has recently 
been appointed district sales man- 
ager with headquarters at the 





BOYD W. BULLOCK 


permanent display exhibit at the 
American Furniture Mart, Chi- 
cago, for the Blackstone Corp., 
Jamestown, N. Y. The territory 
he will cover includes: Northern 
Illinois, Northern Indiana, Wis- 
consin, Minnesota, and North Da- 
kota. He has had many years ex- 
perience in household appliance 
merchandising, having been in 
the field since 1923. 

Mr. Bullock was formerly with 
the General Electric Co., as as- 
sistant manager, publicity depart- 
ment, Schenectady, and manager 
of advertising and sales promo- 
tion division, appliance and mer- 
chandise department, Bridgeport, 


Conn. 


PYREX USES NEW 
DISTRIBUTION POLICY 
FOR REFRIGERATOR SET 


The new eight-piece Pyrex re- 
frigerator and oven set which has 
just been announced to the trade 
will be merchandised under a 
new distribution policy designed 
to offset the initial limited pro- 
duction, according to Robert T. 
Beattie, general sales manager of 
Corning Glass Works Consumer 
Products Division. Principal fea- 
ture of the new policy is the in- 


retailers in only one geographical 
sales district at a time. 

“To permit Pyrex Ware deal- 
ers to take full advantage of the 
promotional opportunities of this 
new refrigerator and oven set, 
our entire production at the start 
will be channeled into one de- 
fined section of the country. 
Shipments and sales promotional 
activities will begin in Corning’s 
eastern sales district and con- 
tinue until that market has been 
at least temporarily saturated,” 
said Mr. Beattie. “At that time 
distribution will be initiated in 
another district and the same 
procedure will be followed.” 





JONES & LAUGHLIN PLANS 
IMPROVEMENT PROJECT 


Jones & Laughlin Steel Corp., 
Pittsburgh, Pa., has announced 
details of a plant improvement 
program now under way entail- 
ing the investment of over $100,- 
000,000. The program includes 
all departments of the company 
and the projects are scheduled 
to be completed by the end of 
1949. 


BLISH, MIZE & SILLIMAN 
ACQUIRES MORE SPACE 


Blish, Mize & Silliman Hard- 
ware Co., wholesalers, Atchison, 
Kan., recently purchased a four- 
story building and a one-story 
warehouse from the Inland Di- 
vision of the Smith Engineering 
Co., located at 9th & Commercial 


Sts., in Atchison. The company 
plans to use the building as an 
original package house carrying 
in it such bulk items as crated 
goods—stoves and plumbing fix- 
tures. The building has trackage 
for five freight cars. 





WESTINGHOUSE LAMP 
PRODUCTION STARTS 
JAN. 1 AT NEW PLANT 


Installation of lampmaking 
machinery will start in Decem- 
ber with initial production 
scheduled for January in the 
new plant Westinghouse Electric 
Corp., is building in Little Rock, 
Ark., Frank A. Newcombe, man- 
ager, has announced. 

Mr. Newcombe said that the 
Westinghouse Lamp Division in- 
tends to buy as many service and 
materials as possible in Little 
Rock and Arkansas to operate 
its new plant. The plant will be 
a lamp assembly location where 
raw materials will be received 
from other lamp division plants 
and assembled into finished 
products. 


McCLURG TO SPONSOR 
HOUSEWARES-SPORTING 
GOODS SHOW, JAN. 8-9 
A. C. McClurg & Co., 333 E. 
Ontario St., Chicago 1, IIl., will 
sponsor a spring showing of 
housewares and sporting goods 
at its home office on Jan. 8-9. 
Dealers are invited to attend this 





merchandise display. 








November 9, 1949. 
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was discontinued. 


Preserve OPA Data Until Nov., 1949 


The Federal agencies liquidating the Office of Price Administra- 
tion has announced that the time required for the preservation 
by business of records relating to commodities and services decon- 
trolled by OPA has been extended for a period of two years to 


An order issued by the Department of Agriculture, The Depart- 
ment of Commerce and the Reconstruction Finance Corporation, 
and approved by the Department of Justice, requires the preserva- 
tion by all persons for an additional two-year period of “all rec- 
ords, documents, reports, books, accounts, invoices, sales lists, sales 
slips, orders, vouchers, contracts, 
spondence, momoranda, and other papers, and drafts and copies 


receipts, bills of lading, corre- 


It was explained that expiration of the one-year record-keeping 
requirement on November 9, 1947, would have prevented the agen- 
cies involved from effectively performing their liquidating functions. 

The Department of Justice stated that the public interest re- 
quired that the records be preserved in order to enable it to 
proceed with the prosecution of suits transferred to it when OPA 





MACDONALD HEADS 
NAT’L ELECTRICAL MFR’S. 
REFRIGERATION DIV. 


N. C. MacDonald, general 
sales manager, Crosley Division, 
Avco Mfg. Corp., Cincinnati, 





N. C. MacDONALD 


Ohio, has recently been elected 
chairman of the Household Re- 
frigeration Division, National 
Electrical Manufacturers Asso- 
ciation at a meeting held in 
Atlantic City. 
ALLINGTON, APPOINTED 
GENERAL SALES MGR. 
WICKWIRE STEEL DIV. 


H. C. Allington has recently 
been appointed general manager 
of sales of the Wickwire Spen- 
cer Steel Division, 500 Fifth 
Ave., New York City 18, of the 
Colorado Fuel & Iron Corp. Mr. 
Allington has been engaged in 
sales work in the eastern area 
since the end of World War I. 
He traveled to New England 
and Upper New York territory 
for a gasoline pump manufac- 
turer and later was named New 
York and New England district 
manager for that company. He 
was with Sharpsville Boiler 
Works as eastern district man- 
ager, sales manager of the oil 
products division for American 
Machine & Metals, Inc., and in 
1943 became new products de- 
partment manager for Wickwire 
Steel. Shortly after he was ap- 
pointed assistant general sales 
manager. 
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DUREE NOW SERVICE 
SUPERVISOR, GENERAL 
MILLS HOME APPLIANCES 
Albert R. Duree has been ap- 
pointed service supervisor for 
General Mills Home Appliance 


f } 





ALBERT R. DUREE 


Department, Minneapolis 1, Minn. 
Mr. Duree was previously with 
Northwest Distributing Co., Min- 
neapolis, selling radios and ap- 
pliances in central Minnesota and 
northwestern Wisconsin. 





WAA PAINT “BARGAINS” 
STILL AVAILABLE 
(Washington Bureau 
of HARDWARE AGF) 

The Government still has about 
$6,000,000 worth of surplus 
paints, enamels and lacquers on 
its hands and plans to dispose of 
these stocks at “bargain prices.” 

War Assets Administration 
says its paint, enamel and lac- 
quer sales have averaged about 
$1,000,000 per month, with a 
recovery rate to the Government 
of about 40 percent of cost. 
WAA has acquired about $27,- 
800,000 worth of paint and paint 
products and has sold about 
$21,000,000 worth. 

Most of the paint now avail- 
able is best suited for industrial 
production finishes and general 
industrial maintenance, accord- 
ing to WAA experts. More than 
900 different specifications and 


types are included in present 
inventories. 

Types and grades of paint 
now available include water 


paints in dry powder and liquid 
form; calcimines; ready mixed 
and semi-paste paints; clear and 
pigmented lacquers, spray and 
brush type; air drying and bak- 
ing type enamels for dip, brush 
and spray application; clear 
varnishes; aircraft lacquers, 
dopes and bases; lacquer thin- 


ducers. Also included are oil 
stains, shellac and shellac var- 
nish, wood fillers and _ sealers, 
metal and wood primers and 
surfacers, colors in oil, dry col- 
ors and color pigments. 





FOREIGN TRADE WORKS 
TWO WAYS H. D. ROLPH 
TELLS THE BOOSTERS 


Speaking on “Selling Hardware 
Abroad,” Henry D. Rolph, di- 
rector of export sales, The Yale 
& Towne Mfg. Co., New York 
City, told more than 35 members 
and guests of the Hardware 
Boosters at the Midston House, 
Madison Ave. and 38th St., New 





HENRY D. ROLPH 


York City, Oct. 31, that: “For- 
eign trade is necessarily the inter- 
change of goods and services 





| sales manager of the Stamford 





among nations. Export business, 
therefore, is but one phase of for- 
eign trade. Foreign trade, as has 
been stated so many times, is a 
two-way street—that is, if we 
wish to sell we must be prepared 
to buy. 

“The economic advantages en- 
joyed by the United States have 
produced a general public atti- 
tude of complacent confidence in 
the international economic posi- 
tion of this country and, in par- 
ticular, its future export trade. 
This complacency,” said Mr. 
Rolph, “is a dangerous attitude. 
In the immediate future our Con- 
gress must make momentous de- 
cisions in matters of international 
economic policy. I urge you all 
to take a personal interest in 
world affairs as we are all bound 
to be affected by the future de- 
velopments and changes to come.” 

Other guests at the meeting 
were: Meade Johnson, general 


Division, The Yale & Towne Mfg. 
Co.; Walter Dodge, director of 
hardware sales, The Yale & 
Towne Mfg. Co., and E. M. Grin- 
nell, San Francisco, Cal., presi- 
dent and editor, Hardware World. 


CHROME-PLATED STOVE 
PIPE AGAIN OFFERED 
BY BALLONOFF METAL 


Chrome-plated stove pipe has 
been added to the list of pre- 
war products being offered by 
Ballonoff Metal Products Co., 
Cleveland. It is available in all 
sizes from 3 to 7 in., complete 
with collars, elbows and tees. 











ners and synthetic enamel re- 
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NEIL CARLBERG was honored by the salesmen and ex- 
ecutives of Masback, Inc., New York City, hardware whole- 
salers, at a testimonial dinner recently held at the Hotel 
Grammercy Park, New York City. Mr. Carlberg, who repre- 
sents Masback in the Long Island area, celebrated his 41st 
year with the company, having started as an order messenger. 


The theme of the affair was the “Deans Dinner” and speeches, 


programs and arrangements were patterned after a campus 
reunion. Dave Godschalk, Masback salesman, is shown above 
presenting luggage, a token of esteem from Mr. Carlberg’s 
fellow salesmen, to Mr. Carlberg, dean of the company’s sales 
force as H. E. Masback, president, looks on. 





GERITY-MICHIGAN NAMES 
BRANCH SALES MGRS. 


Robert W. Kennedy and Ken- 
neth N. Stabeck have recently 
been appointed St. Louis and 
Minneapolis branch sales mana- 





KENNETH N. STABECK 


gers respectively for the Gerity- 
Michigan Corp., Adrian, Mich. 

Mr. Kennedy served with the 
Marines in World War II and 
then resumed studies at St. Louis 
University before joining Gerity- 
Michigan. 

Mr. Stabeck was previously as- 
sociated with the International 
Harvester Co., for four years and 
served in the navy for four years 
during the war. 





TAMMS SILICA MAKES 
FRED KNISLEY, V.P. 
FLOORING DIVISION 


Fred Knisley has _ recently 
been appointed vice-president in 
charge of the flooring division 
for the Tamms Silica Co., 228 
N. LaSalle St., Chicago. Mr. 
Knisley, a veteran of 25 years 
with the company, was also 
made _ vice-president of the 
Tamms foundry division. He has 
played an important part in the 
development and merchandising 
of several well-known products 
for the flooring industry, most 
outstanding of which is Floor- 
stone underlayment. 





S. C. JOHNSON STARTS 
WAX RESEARCH TOWER 


S. C. Johnson & Son, Inc. 
Racine, Wis., has started con- 
struction of the 15 story Wax 
Research Tower, the principal 
feature of the new laboratory de- 
signed for the company. Sur- 
rounding the stack will be two- 
and three-story buildings housing 
and technical service department, 
pilot plant library, demonstration 
and lecture rooms, and advertis- 
ing and photographic depatt- 





ments. 
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SELL MORE 






ANDROCK 






EXTRA BR Al 
JMIUM FINISHED e RUST RESISTING 


GATE HOOKS 
—— SCREW HOOKS 


BLUE PACKAGE 


YELLOW PACKAGE = Gait moon ane on 
THE WASHBURN 

(ALL RUST-RESISTING CADMIUM FINISH) 
WITH THE NEW 


NO. 900 DISPLAY DEAL 


@ Includes 15 dozen assorted packages. 






"COMPANY 








(B ss0t gears Hook 
4 TAND LS i 





@ Size of display 15” high, 7” square. 





@ Cellophane packed for assured profits. 





@ Heat sealed—practically air tight. 





@ Red, blue, yellow—colors for eye appeal. 





@ Clean to handle. 





@ Customers can see ‘em, pick ‘em, feel ‘em, 





count ‘em and buy ‘em. 





SEE YOUR JOBBER 
for prices and delivery on this 
fast-moving merchandising display. 


wo 


Illustration of 
bag actual size. 


















































































Set your sales with 


Gottschalk’s 


METAL SPONGES 





Ir you crave big vol- 

ume and quick turnover, 
stock Gottschalk’s Metal 
Sponges and start breez- 
ing along. 

Gottschalk’s Metal 
Sponges, as everyone 
knows — particularly 
housewives — are the 
sure-fire remedy for grime 
and grease in the home. 
They rout the dirt which 
can’t be budged by any 
other means, and in 
double-quick time. Ideal 
for floors and woodwork, 
tiles, metal, porcelain 
and enamelware. Harm- 
less to hands and the 
most highly finished sur- 
faces. Will not rust, can- 
not scratch. Easily 
cleaned at the hot water 
faucet. 

These grand little 
cleaning aids are indis- 
pensable in every home. 
Special types for special 
purposes. Women de- 
mand genuine Gott- 
schalk’s . . . refuse sub- 
stitutes. Cash-in on these 
sell - on - sight money - 
makers! Write for full 
information. 


SPONGE—Retails for 25 cents 
(Not illustrated) 





(Also ideal for dairy use) 


Wo. 110—METAL SPONGE 


Retails for 10 cents 





Retails for 25 cents 






———————— 


CISINEE || 















We. 325—SPECIAL 3-IN-1 PACK Retails for 25 cents 
(3 regular 10 cent sponges) 


Metal Sponge Sales Corporation 


3650 North 10th St. © Philadelphia 40, Pa. 








Ne. 410—BRONZE BALL Retails for 10 cents 











CHARLES CARR ELECTED 
PRES. MACK-MILLER 
CANDLE COMPANY 


Norman B. Woolworth, New 
York City, has recently pur- 
chased the Mack-Miller Candle 
Co., Inc., Syracuse, N. Y. Charles 
F. Carr, formerly treasurer and 
secretary of Aircooled. Motors 
Corp., Syracuse, was elected 
president of the company. Mr. 
Carr is a CPA and a member of 
the Controllers Institute of 
America. W. L. Connor, associ- 
ated with Mack-Miller for 27 
years will continue as vice-presi- 
dent and general manager. 





J. L. NEINER HEADS 
BOYLE-MIDWAY 
CHAMBLEE GA. BRANCH 


Joseph L. Neiner recently as- 
sumed the position of chief op- 
eration executive of the Cham- 
blee, Georgia, branch of Boyle- 
Midway, Inc., household divi- 
sion of American Home Prod- 
ucts Corporation. 

Mr. Neiner was formerly as- 
sistant branch manager for 
Boyle-Midway in Cincinnati. 

William Holland will continue 
as office manager and Walter 
Neditz as plant manager under 
Mr. Neiner. 

E. A. Lesher is southern sales 
manager of Boyle-Midway with 
headquarters at the Chamblee 
factory. 


STERILITE, HOME AIR 
PURIFIER UNIT READY 
FOR DISTRIBUTION 


Domestic Devices, Cleveland, 
Ohio, has recently changed the 
name of its germicidal lamp 
unit, designed for use in the 
home to Sterilite from Sterila- 
tor. Scientifically designed and 
technically controlled, the Steri- 
lite incorporates of G-E germi- 
cidal lamp, which is an ad- 
vanced development in the use 
of the ultra-violet ray as a germ 
killing medium. 





MELVIN WINN JOINS 
U.S. TIME AS PACIFIC 
COAST SALESMAN 


Pierre Godart, director of sales 
of The United States Time 
Corp., has announced the ap- 
pointment of Melvin E. Winn as 
representative for the Pacific 
Coast division. The Geo. H. 
Eberhard Company will continue 
as selling agent. 

Prior to the war, Mr. Winn 
was sundry manager for L. A. 
Drug Co., Los Angeles, Cali- 
fornia, and during the last few 
years served as special eastern 
representative for a group of 





THOMAS F. McCARTHY 


EDWARDS & COMPANY 
APPOINTS TWO NEW 
DIVISION MGRS. 


Thomas F. McCarthy and John 
L. Taylor have recently been ap- 
pointed division managers of Ed- 
wards & Co., Inc., Norwalk, 
Conn. Mr. McCarthy has been 
with the company for the past 
20 years. His eastern division 
comprises, Connecticut, Dela- 
ware, District of Columbia, 
Maine, Maryland, Massachu- 
setts, New Hampshire, New Jer- 
sey, New York, Pennsylvania, 
Rhode Island, Vermont, Vir- 
ginia and West Virginia. 

Mr. Taylor has represented the 
company as district manager of 
the Chicago territory since 1936, 
and has been with the company 
23 years. As division manager 
for the Central states, he will be 





JOHN L, TAYLOR 


in charge of sales for Arkansas, 
Illinois, Indiana, Iowa, Kansas, 
Kentucky, Michigan, Minnesots, 
Missouri, Nebraska, North Da- 
kota, Ohio, South Dakota and 





Pacific Coast wholesalers. 





Wisconsin. 
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GENERAL MILLS NAMES 
TWO SALESMEN 


John Imhoff has recently been 
appointed sales representative 
for the General Mills Home Ap- 





JOHN IMHOFF 


pliance Department, Minneapo- 
lis, Minn., to cover the territory 
of northern Ohio, with headquar- 
ters in Cleveland. He was for- 
merly with the sales department 
for Crosley. 

E. H. Sorrell will direct the 
home appliance sales in the New 
England district. Mr. Sorrell was 
previously manager of traffic ap- 
pliance sales for the Radio Dis- 
tribution Corp., Detroit. The 
territory includes Connecticut, 
Massachusetts, Rhode Island, 
Vermont, Maine and New Hamp- 
shire. 


HARDWARE BOOSTERS 
XMAS PARTY, DEC. 18 


Hardware Boosters 34th annual 
Christmas party will be held in 
the Grand Ballroom of the Hotel 
Roosevelt on Dec. 18. Good Fel- 
lowship hour will start at 6 p. m. 
and dinner will be served at 7 
p. m. Entertainment and gifts 
will be provided. Tickets can be 
obtained for $8 each from Harry 
J. Schmitt, treasurer, 87-33 110th 
St., Richmond Hill 18, N. Y. 


INTERNAT. SPORTS SHOW 
AT CHICAGO’S NAVY PIER 
FEB. 27-MARCH 7 


The 10th annual International 
Sports, Travel & Boat Show, Feb. 
27 through March 7 will be held 
at Chicago’s Navy Pier Exhi- 
bition Hall. Show managers pre- 
dicted a half million attendance 
at the 10 day triple exposition of 
the recreational industries, since 
it combines the separate drawing 
power of boat, travel and sports 
shows by combining them under 
one roof. The success of indi- 


shows has been only an indica- 
tion of what can be done by ap- 
pealing to the boat owner who 
likes sports, the fisherman who 
travels and the tourist who bays 
sport equipment, they said. 
There will be more than three 
miles of exhibits in the walk- 
around display area. The show 
is sponsored by the Chicago Tri- 
bune Charities, Inc., and the Out- 
board Boating Club of America. 


CLAUSEN DIRECTS TRADE 
SALES FOR BREINIG BROS. 


Vincent Clausen has been ap- 





pointed director of trade sales, | 


merchandising and 
for Breinig Bros., Inc., paint and 
allied line manufacturer. Ho- 
boken, N. J. 

Mr. Clausen was associated 
with Devoe & Raynolds Co., as 
advertising manager, director of 
merchandising and advertising 
agent for about 20 years. 





ALL-WEATHER MANILA 
ROPE AVAILABLE 


American Mfg. Co., Brooklyn, 
N. Y., has announced the avail- 
ability of AMCO treated “All- 
Weather” manila rope, manufac- 
ture of which was discontinued 
during the war. It can be identi- 
fied by the red and green sur- 
face markers appearing in % in. 
diameter and larger sizes. 





R..C. SCHMITT TRAVELS 
FOR OX FIBRE BRUSH 


Robert C. Schmitt has recently 
been appointed sales representa- 
tive for the Ox Fibre Brush Co., 
Inc., Frederick, Md., and will 
cover upper Manhattan Westches- 
ter, Brooklyn and Long Island. 
He is well known to the trade 
in this section having covered the 
same area with other products 
for the past several years. Mr. 
Schmitt will work from the New 
York City sales office at 522 Fifth 
Ave. 
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HANDY-PACK 
DOILIES, PLACE MATS 


The gracious, old-world beauty of fine laces, re-created 
in select papers by Milapaco are a popular 

favorite with hostesses everywhere. Any paper 
counter becomes doubly important, twice as profitable, 
when these exquisite doilies and place mats are 
displayed in their HANDY-PACK containers, 


100 TO A BOX! 


Every Handy-Pack unit contains 
100 perfect reproductions 
of the design shown, in detail 


on its cover. 


<__— 
HANDY-PACK SHOWS 
THEM HOW! 


Every container shows uses and 


suggestions for Milapaco 
doilies and place mats on 


the reverse side. 





MILWAUKEE LACE PAPER CO. 


1306 E. MEINECKE AVE. © MILWAUKEE 12, WIS. 














Immediate Shipment! 


Greatly improved production facilities make 
it possible for us to give you immediate 
shipment on DAYTON Water Softeners, 
including new 35,000 and 45,000 grain sizes. 
This applies to new and old customers alike! 
Why not avail yourself of this opportunity 
to get these new, easy-to-sell, easy-to-regener- 


ate and efficient Water Softeners? Order Now. © 


Double tank, brine storage, 


single-valve control type. 





THE DAYTON PUMP & MFG. CO. * DAYTON, OHIO 
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Single tank, direct salting, 


multiple-valve type. 


‘J. H. KENNEDY ADVANCED 
BY DUO-THERM DIV. 
Joseph H. Kennedy, formerly 
field engineer, has been appointed 
assistant service manager of the 





JOSEPH H. KENNEDY 


Duo-Therm Division, Motor 
Wheel Corp., Lansing, Mich., suc- 
; ceeding Theo Valjean, now dis- 
trict manager of Duo-Therm’s 
eastern territory. 

Mr. Kennedy has been with the 
company for 11 years and prior 
to that was employed by the 
Motor Wheel Corp. for two years. 
He will have direct charge of 
Duo-Therm’s factory service train- 
ing school. 





NEWLAND HEADS INDUST. 
PRODUCTS SALES DIST. 
FOR B. F. GOODRICH 
Carmen F. Newland has been 
appointed manager of the Kan- 
sas City district of the industrial 
products sales division of the 
B. F. Goodrich Co., Akron, 

Ohio. 

Mr. Newland has been with 
the company 20 years, most of 
his service being in tire sales. 





|SWARTZBAUGH MFG. CO. 
MARKS 50TH YEAR 


The Swartzbaugh Mfg. Co., To- 
ledo 6, Ohio, recently celebrated 
its 50th anniversary at a party 
held in the Hillcrest Hotel with 
C. E. Swartzbaugh, president of 
the company, host to Toledo busi- 
ness leaders, suppliers and dis- 
tributors numbering several hun- 
dred. Guests of honor were two 
men who were associated with 
the original group of two execu- 
tives and six workmen who or- 
ganized the factory in Toledo. 
C. K. Swartzbaugh, vice-presi- 
dent, and Charles Platt, factory 
foreman, are still active, although 
they are semi-retired. 

A feature of the Golden Anni- 





versary was the cooperation of 








some 150 Toledo retailers who 
supplied window displays and 
promoted Everhot products by 
newspaper advertising and other 
methods. Most all the department 
stores, appliance shops, Toledo 
Edison Co., and the Commerce 
National Bank exhibited the To- 
ledo products. 

The company will soon open 
a 20,000 sq. ft. addition to the 
main plant to permit the con- 
solidation and increase the eff- 
ciency of activities now carried 


on in outside rented space. 





WIGHT TO REPRESENT 
BENJAMIN FOSTER CO. 


Benjamin Foster Co. has an- 
nounced the appointment of Al- 
len B. Wight as its sales repre- 
sentative for the states of Ohio 
and Michigan. Mr. Wight is well 
known in that area, having been 
associated with the paint indus- 
try for over 15 years. He will 
call on the dealer and distribu- 
tor trade and will service the 
Foster accounts there. 





MILES MFG. BUILDS 
ADDITION TO PLANT 


Miles Mfg. Co., 10409 Meech 
Ave., Cleveland 5, Ohio, is build- 
ing an addition to its present 
factory. The company manufac- 
tures a line of masons hand tools 
consisting of 64 items. 





CHICAGO ELEC. NAMES 
BEN DAVIS, SALESMAN 


Chicago Electric Mfg. Co., 
6333 W. 65th St., Chicago 38, 
Ill., has recently announced the 
appointment of Ben P. Davis as 
west coast representative han- 
dling the Handyhot and Sterling 
appliances and fans, with head- 
quarters in Los Angeles. 

Mr. Davis was previously with 
General Electric Credit Corp. for 
10 years, where for the past three 
years he was manager of the Los 
Angeles office. 





BEN P. DAVIS 


HARDWARE AGE 
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W. G..HAAS APPOINTED 
CROSLEY REGIONAL 
SALES MANAGER 


William G. Haas has recently 
been named Great Lakes regional 
sales manager, Crosley Division, 


‘pee 
—- 


WILLIAM G. HAAS 





Cincinnati, Ohio, Avco Mfg. Co. 
Mr. Haas was formerly associ- 
ated with the sales department of 
the Buckeye Broadcasting Co., 
division of Marshall Field Radio. 

He served three years in the 
AAF and prior to the war spent 
10 years in the sales department 
of the Crosley Radio Corp. He 
will cover Detroit, Toledo, Grand 
Rapids, Saginaw, Fort Wayne, 
South Bend, Cleveland, Buffalo 


and Youngstown. 





CHICAGO PAINT MEN 
HEAR COLOR TALK 


Merle B. Sweet, M. B. Sweet 
Co., was the guest speaker at the 
recent Chicago Paint Salesmen’s 
Club meeting held at the Golden 
Gate Restaurant, 1235 West Ran- 
dolph St. Dinner was served at 
7 p. m. Mr. Sweet discussed the 
subject, “What Paint Salesmen 
Should Know About Color,” and 
emphasized his points with inter- 
esting demonstrations. 





FORMICA SALES CONFAB 
REVIEWS DOMESTIC AND 
OVERSEAS DEVELOPMENTS 


The developments in sales of 
laminated plastics domestically 
and overseas were reviewed at the 
annual sales, advertising, mer- 
chandising and research confer- 
ence of The Formica Insulation 
Co., Cincinnati, Ohio, held re- 
cently. 

Visiting Formica sales repre- 
sentatives from all parts of the 
United States and Canada met 
executives of De-LaRue Insula- 
tion, Ltd., the British licensee 





for manufacture and sales of 
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Formica materials in Europe, 
South Africa, the Near East 
and Asia. D. J. O’Conor, presi- 
dent of the company, who re- 
turned recently from a business 
trip to England, was host to the 
British visitors. Three veteran 
sales representatives—James H. 
Curran, Nashville, Tenn.; H. K. 
Dodd, New York City, and A. E. 
Lilly, San Francisco, were pre- 
sented service pins. Mr. Lilly is 
in the 10 to 15 year group and 
Messrs. Curran and Dodd in the 
20 to 25 years group. 


AIRCRAFT-MARINE 
NAMES H. C. POMMERENK 
SALES AGENTS 


The Aircraft-Marine Products, 
Inc., 1523 N. 4th St., Harrisburg, 
Pa., has recently appointed H. C. 
Pommerenk Co., & Associates, 
Omaha 2, Neb., sales representa- 
tive for Montana, Idaho, Wy- 
oming, Utah, Colorado, New 
Mexico, Nebraska, Iowa, except 
the city of Davenport, Kansas, 
and Missouri. 


MOTO-MOWER COMPANY 
COMPLETES NEW PLANT 


Moto-Mower Co., 4600 Wood- 
ward Ave., Detroit 1, Mich., has 
recently completed a modern 
plant devoted to the manufacture 
of power lawn mowers. The 
plant is said to employ all of the 
ingenuity and efficiencies of an 
automobile progressive conveyor. 





G. V. GREENE, JR. MADE 
BUCKEYE SALESMAN 


George VanBuren Greene, Jr., 
has recently joined the Buckeye 
Aluminum Co., Wooster, Ohio, as 
sales representative in North Car- 
olina, South Carolina, Georgia, 
Florida, Alabama, and Missis- 
sippi with headquarters at De- 
catur, Ga. He will cover all 
classes of trade. 





GEO. VANBUREN GREENE, JR. 











Garden Tools CAN 
be Beautiful... 


AS WELL AS 
PRACTICAL ... 
and PROFITABLE 


‘ HAND 
teel City c= 
Y TOOLS 
are the finest ever produced to retail at 
popular prices . . . superior in design and 
in their sturdy one-piece 18 gauge all-steel 
construction . . . outstanding in their beauti- 
ful infrared baked-on Hammerloid finish 
(metallic aluminum). Handle red trimmed. 
Eye-appeal SELLS! 


JOBBERS: Write for prices and freight 
allowances. Immediate delivery. 


GARY-PIONEER STEEL CORPORATION 
GARY, INDIANA 


New York City © Denver © San Francisco © LosAngeles @ Seattle © Vancouver 
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WILFRED L. WRIGHT 


Wilfred L. Wright, 70, chair- 
man of the board of the Savage 
Arms Corp., 60 E. 42nd St., New 
York City, died Nov. 10 at his 
home on Cherry Valley Rd., West 
Hempstead, L. L., after a brief 
illness. Mr. Wright was president 
of the company for 21 years from 
1919 to 1940 when he became 
chairman of the board. At his 
death he was also chairman of 
the board of the Sipp Eastwood 
Corp., Paterson, N. J. He was a 
member of the University and 
Uptown Clubs of New York and 
the Wyandanch Club. Mr. Wright 
belonged to the Kappa Alpha 
fraternity. 





CARL A. CHANNON 


“Carl A. Channon, 67, president 
UF’ tHe Great Lakes Supply Corp., 
626° West 50th St., Chicago, in- 
dustrial supplies distributors, died 
recently following a three weeks’ 
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BRONSON HUGGARD 


BRONSON HUGGARD 


Dillon Bronson Huggard, sales 
director of the Cory Corp., and 
sales manager of the Fresh’nd 
Aire Co., Cory subsidiary, was 
killed recently in a plane crash 
in Bryce Canyon. 

He had been associated with 
Cory for six years and had held 
the post of sales director since 
1943. He was named sales man- 
ager of the Fresh’nd Aire Co. in 
1946. Mr. Huggard was a 32d De- 
gree Mason and a Shriner. Join- 
ing Cory in 1941 he was first a 
member of the company’s New 
England sales force. 
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SHREVE M. ARCHER 


Shreve M. Archer, 59, chair- 
man of the board of the Archer- 
Daniels-Midland Co., St. Paul, 
Minn., died Nov. 10 at Miller 
Hospital of complications arising 
after he had swallowed a chicken 
bone. Mr. Archer became a vice- 
president of Archer-Daniels-Mid- 





land Co., in 1923 and was elected 
president a year later. He was a 
director of St. Paul Fire & Ma- 
rine Insurance Co., Great North- 
ern Railroad, former president of 
Northwest Airlines, Inc., and 
trustee of the Minnesota & On- 
tario Paper Co. 





PATRICK W. FLOURNOY 


Patrick Wood Flournoy, 74, 
president of the Charleston Hard- 
ware Co., and vice-president and 
director of the Kanawha Banking 
& Trust Co., Charleston, W. Va., 
died recently after a long illness. 





FRANK C. DOW 


Frank C. Dow, 44, president 
and treasurer of the King & 
Dexter Hardware Co., Portland, 
Me., died in his sleep recently. 
He entered the employ of the 
frm shortly after his graduation 
from high school. He was ap- 
pointed sales manager in 1935 
and became president in 1937. 
Mr. Dow held membership in 
the Trinity Episcopal Church 
and most of the Portland Ma- 
sonic bodies. 


CHARLES M. SUMMERS 


Charles M. Summers, 68, one of 
the founders of the Bomar.Sum- 
mers Hardware Co., Louisville, 
Ky., died in Chicago recently. 
The hardware company was or- 
gattized about 1907. Mr. Summers 
Soll his interest a number of 
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37 years, died recently. He was a 
member of the Northern Lodge of 


Masons. 





JOHN F. McREYNOLDS 


John F. McReynolds, 83, who 
owned and operated a hardware 
store in Cynthiana, Ind., died re- 
cently after a long illness. * He 
was a member of the Presby- 
terian Church. For a number of 
years, Mr. McReynolds was presi- 
dent of the Cynthiana State 
Bank. 





CHARLES M. LAUCK 


Charles M. Lauck, 63, operator 
of the Lauck Hardware Co., In- 
dianapolis, Ind., for 45 years, died 
in St. Francis Hospital, In- 
dianapolis. He was a member of 
the Indiana Retail Hardware 
Dealers’ Association. 





G. L. LARIMORE 


George Lane Larimore, 85, re- 
tired hardware store dealer, died 
recently in his home in Okla- 
homa City. He founded the Lari- 
more Hardware Co. in 1901, 
which he operated until his re- 
tirement in 1915. 








AIR CONDITIONING 
EXPOSITION, FEB. 2-6 


The Eighth International 
Heating & Ventilating Exposition 
will be held at the Grand Cen- 
tral Palace, Lexington Ave., New 
York City, from Feb. 2-6, 1948. 
Its sponsor, the American Soci- 
ety of Heating & Ventilating 
Engineers, has invited other so- 
cieties and their members to at- 
tend its annual meeting which 
is held coincident with the ex- 
position. Every requirement in 
the heating, ventilating and air 
conditioning of institutions, in- 
dustrial plants and homes will be 
represented in the list of exhib- 
its now numbering 300. The ex- 
position is being conducted by 
the International Exposition Co.. 
manager ef which is Charles F. 
Roth. Dr. B. M. Woods, presi- 
dent of the ASHVE, is honorary 
chairman of the advisory com- 
mittee of the Exposition. 











L. V. BURTON EXECUTIVE } 
DIRECTOR OF PACKAGING 
INSTITUTE, INC, 


Dr. Laurance V. Burton has 
recently been appointed execu- 
tive director of the Packaging 
Institute, Inc., 342 Madison Ave., 
New York City, to succeed Albin 
Dearing, who has resigned. 

Dr. Burton has been editor of 
“Food Industries” for the past 








724 Broadway, Newark, N!Y:, for 
HOW Eni Be 3641047 


17 years. 








Worcester’s fifty years of ex- 
perience and engineering 
skill can be counted upon 
to produce the FINEST lawn 
mowers obtainable. 













The Worcester reputation is 
unequalled for value and 
dependability in the lawn 
mower field. 


There will be a tremendous 
demand for KNOWN PROV- 
EN brands of quality lawn 
mowers in 1948. 















We will be able to supply 
you! More Worcester Mowers 
than EVER before are now 
being produced. 


WORCESTER SHEAR 


MODEL 600 
(illustrated) 


WORCESTER 
POWER MASTER 
Model 750 
Leaders in the fast-selling, 
QUALITY-PROVEN 
Worcester line. 
Other models include: 
WORCESTER MASTER 
Model 500 
WORCESTER 
LAWN TENDER 
Model 400 











} WORCESTER LAWN MOWER COMPANY 
CHICOPEE FALLS, MASS., U.S.A. 
DIVISION SAVAGE ARMS CORPORATION 














H. J. LAWES APPOINTED 
SPECIAL ASSISTANT TO 
PROCTOR PRESIDENT 
Former Brigadier-General H. 


Joseph Lawes, recently retired 
from the U. S. Army, has been 





H, JOSEPH LAWES 


appointed to the newly created 
position of special assistant to 
the president of Proctor Electric 
Co., Philadelphia, Pa. He will 
exercise an active interest in all 
phases of public relations and 
personnel management. 

General Lawes served as a mem- 
ber of the War Department Gen- 
eral Staff, G-3 mobilization plans 
and organization of the army, 
from 1935 to 1938. More vecently 
lhe was in command of the Ord- 
mance Training Center at Aber- 
deen Proving Grounds and he 
wears the Legion of Merit for 
‘his work at Aberdeen. 

Primarily his army career has 
been associated with the devel- 
opment of the motorized and 
mechanized equipment of the 
army. During the war he aided 
in the development of the auto- 
motive fleet of vehicles at Hola- 
bird Ordnance Depot, Baltimore, 
‘where he was in command. He 
also headed the Letterkenny Ord- 
nance Depot at Chambersburg, 
Pa. 


LEWIS SUPPLY OF ARK. 
ORGANIZED IN HELENA 


Empire Industries, New York 
‘City, recently purchased the 
Lewis Supply Co., industrial sup- 
plies, Memphis, Tenn., also oper- 
ating a branch in Helena, Ark. 
The Helena business has been re- 
incorporated and will operate 
independently of the Lewis Sup- 
ply Co.. as a direct subsidiary of 
Empire Industries handling hard- 
ware and industrial supplies. The 
-company was formed in Helena 


of the new subsidiary, has an- 
nounced that the hardware de- 
partment has so expanded in the 
past eight years that it is now 
the prevalent part of the busi- 
ness. The Helena company is in- 
creasing its sales force and terri- 
tory as well as its lines. 


LEE HEADS PENNSALT’S 
SPECIAL PRODUCTS 
RESEARCH 


William M. Lee has joined the 
research and development depart- 
ment of the Pennsylvania Salt 
Manufacturing Co., Philadelphia, 
as supervisor of the special prod- 
ucts division. 

Mr. Lee joined the Sharples 
Chemical Company in 1927 and 
after four years there, he became 
chief chemist with the Thomas 
M. Royal Papers Co., Philadel- 
phia. 

Mr. Lee was appointed re- 
search director of the Arabol 
Manufacturing Co. of New York 
where he specialized in industrial 
adhesives, five years later. In 
1942 the War Department in- 
vited Mr. Lee to become Chief of 
the Chemicals and Plastics Sec- 
tion of the office of the Quarter- 
master General. 

In this position he planned, 
coordinated and expedited re- 
search and development work on 
insecticides, germicides, rodenti- 
cides, special fuels, detergents, 
paints and other protective coat- 
ings. 

In 1945 Mr. Lee received an 
individual civilian citation from 
General Somervell for “excep- 
tional performance of duties in 
connection with the Army bio- 
logical contro] program.” 





WIN HANSEN, VAN CLEEF 
SALES REPRESENTATIVE , 
Win Hansen, who has had 
much experience in the machin- 
ery and machine tool industries, 








in 1919 as an industrial supply 
house, but T. G. Miller, manager 
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has been appointed sales repre- 


sentative for Van Cleef Bros., 


Woodlawn Ave., 77th St., Chi- 
c. go 19, Ill. He will cover North 
nd South Dakota, Iowa, Minne- 
sota, Upper Michigan, Wisconsin 
and certain sections of Illinois. 





announced that the litigation in- 
stituted by The Sherwin-Williams 
Co. for determining the validity 
of U. S. Patent No. 2,390,941 to 
Jones, covering the weed killers 
known as 2,4-D, has been term- 
inated by a settlement agree- 
ment with American Chemical 
Paint Co., owner of the patent. 
The 
three other Jones patents cover- 
ing similar weed killers, Nos. 
2,394,916, 2,396,513, and 2,412,- 
510. American Chemical Paint 
has granted Sherwin-Williams a 
paid-up license under the four 
patents, and arrangements have 
been made to make the inven- 
Ptions available to all other man- 
ufacturers on a nominal basis. 


Government and the public are 
given a free license to make and 
use, but not to sell, compositions 
covered by the patent involved in 
the litigation. In addition, the 
same free license is given to the 


His headquarters will be in 
Minneapolis. 


J. H. KELLY MADE MGR. 
FARNSWORTH SALES DIV. 


J. H. Kelly, southeastern dis- 
trict manager for three years for 
the Farnsworth Television & Ra- 
dio Corp. has been appointed 
manager of the Farnsworth sales 
division. 

Prior to joining the Farnsworth 
company, Mr. Kelly was associ- 
ated for 12 years with the Gen- 
eral Electric Supply Corp., At- 
lanta, Ga. 

George E. Worden, who has 
been with the Farnsworth Sales 
Division in Fort Wayne since 
1945 and who was in charge of 
expediting in the company’s Bos- 
ton office during the war, has 
been named to succeed Mr. Kelly 
as Southeastern district manager. 
His headquarters will be in At- 
lanta. 

The Farnsworth Southeastern 
district includes Georgia, Ala- 
bama, Florida, North Carolina, 
South Carolina, the eastern half 
of Tennessee, and sections of 
Virginia and Kentucky. 


PATENT SUIT 
SETTLEMENT ALLOWS 
MANUFACTURE AND USE 
OF 2,4D 


The Sherwin-Williams Co. has 


settlement also includes 


Under this settlement, the 





J. T. BRITTAIN BECOMES 
SALES MGR., CALIFORNIA 
WIRE CLOTH CORP. 

John T. Brittain has recently 
been appointed manager of sales 


of The California Wire Cloth 





JOHN T. BRITTAIN 


Corp., a subsidiary of the Colo- 
rado Fuel & Iron Corp. Mr. Brit- 
tain has been with CF&I since 
1937, when he became a sales- 
man for the Oklahoma City of- 
fice. He served in the Wichita 
office and the Lincoln, Neb., of- 
fice as district sales manager 
from 1939 to 1947, when he be- 
came division sales manager in 
Denver. He then was advanced to 
manager of sales for wire prod- 
ucts in the general office. Mr. 
Brittain spent five years in private 
law practice before joining CF&l. 





DEEPFREEZE EXECUTIVES 
TO CONDUCT REGIONAL 
SALES MEETINGS 


Executives of the Deepfreeze 
Division, Motor Products Corp., 
N. Chicago, IIL, have left on a 
5,000-mile trip to conduct a series 
of regional sales meetings with 
their distributors to introduce 
new models, show the line of 
home freezers and present a new 
selective selling plan for retailers. 
Meetings are scheduled for the 
Sheraton Hotel, Chicago, Hotel 
Pennsylvania, New York City, 
Georgian Terrace Hotel, Atlanta, 
and the Palace Hotel, San Fran- 
cisco. 


W. B. GREEN APPOINTS 
JACK SUMMERS SALESMAN 


Jack L. Summers, son of the 
late J. A. Summers, founder and 
president of Summers Hardware 
Co., Johnson City, Tenn., has 
been appointed sales representa- 
tive for W. B. Greene Co., Inc. 
Kingsport, Tenn., traveling Mor- 
ristown, Elizabethton, Erwin, 
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WIN HANSEN ents. 


Johnson: City and Bristol. 






HARDWARE AGE 



























































Trust a far 


One good | 
matic stoc 
“selling” tc 
ELIMINA 
re-fueling. 
stock drink 
better profi 
proved by 
every clima 
now for im 
now! 
SALES-MAK 


Watch your fz 
advertisement 


FITS HUDS<¢ 
Fits all tanks 
Hudson Basic 
chandise to f 
fastest turnov 


“PATENT PENDING 





NOVEMBE! 


\IN BECOMES 
, CALIFORNIA 
ITH CORP. 

tain has recently 


manager of sales 


nia Wire Cloth 





BRITTAIN 


iry of the Colo- 
Corp. Mr. Brit- 
vith CF&I since 
became a sales- 
lahoma City of- 
in the Wichita 
incoln, Neb., of- 
sales manager 
17, when he be- 
les manager in 
was advanced to 
_ for wire prod- 
eral office. Mr. 
years in private 
re joining CF&l. 


EXECUTIVES 
—T REGIONAL 
EETINGS 


the Deepfreeze 
Products Corp., 
have left on a 
conduct a series 
meetings with 
; to introduce 
w the line of 
1 present a new 
lan for retailers. 
heduled for the 
Chicago, Hotel 
w York City, 
Hotel, Atlanta, 
otel, San Fran- 


APPOINTS 
S SALESMAN 


ars, son of the 
-s, founder and 
mers Hardware 
ty, Tenn., has 
les representa- 
eene Co., Inc. 
traveling Mor- 
thton, Erwin, 
Bristol. 


WARE AGE 




















(fick Tip 
rom SEE 
o BUY" 


Trust a farmer to know a good thing when he sees it. 
One good look at the Hudson Lektrik-Heet* auto- 
matic stock tank heater and it won’t take much 
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“selling”? to make a high-profit sale. Here’s why: It 
ELIMINATES WORK— it’s automatic—never needs 
te-fueling. It means MONEY IN HIS POCKET— 

stock drink more, produce more, fatten faster, make 

better profit. It’s DEPENDABLE. Tested and 
proved by farmers for two and a half years in 
every climate. Stock the Hudson Lektrik-Heet 
now for immediate sales. Farmers need them 
now! 

SALES-MAKING ADVERTISING 


Watch your farm papers. You’ll see Hudson Lektrik-Heet 
advertisements saying ‘‘See your Hudson dealer now.” 


FITS HUDSON BASIC INVENTORY PLAN 

Fits all tanks—steel, wood, concrete. Thus, it fits the i 
Hudson Basic Inventory Plan of offering dealers mer- | 
chandise to fill many needs with lowest investment, ~ 
fastest turnover, biggest profit. 








FREE DISPLAY UNIT 


Picture this sales- 
maker on your floor. 
One in every carton. 
Brings you big returts 
for little floor space. 
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H. D. HUDSON MANUFACTURING COMPANY « 589 E. Illinois Street, Chicago, Illinois, U. S. A. 


© 1947 & 0. H, MFG. Co. 


























Sprayers and Dusters Poultry Equipment 


Hay Tools and 


Barn Equipment Farm Ventilation 


Livestock Equipment Equipment 


TESTED AND PROVED EQUIPMENT 
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that will amaze you. 


Casco Backs You Up With A Steady 


From Boston to San Francisco...Wash- 
ington to Detroit... New York to Dallas... 

Casco Electr-O-Tool Promotions have been smash 

hits, fast, clean-out sales! And it’s no wonder! Here’s the 


finger grip to permit closer work. Shockproof, unbreakable Tenite case; 
on-off switch for one-hand operation; vibrationless high speed. Quiet, 
smooth-running, efficient! Get on the bandwagon NOW! Just follow the 


it Saws! re 
lead of top-notch hardware and electrical appliance stores everywhere It Sands! ] ; T 
\ 


A SELL-OUT 


wherever it’s properly promoted! 
CASCO 
ELECTR-O-TOOL KIT 


-»» The complete portable workshop 
wanted by every man and boy... 





complete portable workshop wanted by every hobbyist, craftsman, It Engraves! 
mechanic, technician at the unheard of low price of $14.95 COMPLETE! It Cleans! 
20 accessories instantly convert the Power Tool into a dozen different, it Polishes! 
efficient tools. The precision-made Power Tool has a powerful 20,000 It Cuts! 
RPM air cooled motor that plugs into any AC-DC socket, an exclusive it Grinds! 


It Carves! 


who are featuring the Casco Electr-O-Tool Kit on counters, in windows It Buffs! 
and in their advertising. It pays and pays and pays in increased sales It Etches! 


Wt Drilis! Cao; 4 a . _ S| 
it Brushes! Tt y oe >t 3 





thee 20% 
MO sy 


Wee, 
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INCLUDES ALL THESE 
ACCESSORIES FOR 
ALL THESE USES! 
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Barrage of National Advertising That & é€ (} ( 
Reaches Millions of Hobby- and Me- 4 As q 43 
chanical-Minded Buyers Every Month! J < J CASCO PRODUCTS CORPORATION ° Bridgeport 2, Connecticut 








Here’s the item to boost your 
HOUSEWARES sales—a multi- 
purpose Brush-Mop Handle 
that really works! Its patented 
viselike grip holds brushes, 
wax applicators, polishing 
cloths, wet and dry mops, etc., 
securely. No slipping, no trou- 
ble with toggles or tightening 
nuts and bolts. Push the collar 
down, pick up the brush, mop, 










More Sales 


with the WONDER-HANDLE 


Amazing new Brush-Mop Handle is a fast seller! 


etc., and it’s ready for use. This 
is the handle that needs no 
selling—it sells pn sight. Put 
them in and watch them go! 
They’re priced right to move 
fast... retailing at 75c each. 
Packed 1 dozen to a carton. 


Priced to you at.... 6 


per dozen 
EAST OF THE ROCKIES 
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The Brush-Mop 
Handle is a quality 
product... made of the 
finest materials available. 
Clear, lacquered handle is 
p smoothly turned from wood. 
All metal parts have a rust- 
proof plated finish. There’s 
nothing to wear out or re- 
place. No wonder they’re fast 
sellers! Write for illustrated 
circulars. 
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J. L. UTZ APPOINTED 
PHILCO CORP. DIV. 
SALES MANAGER 


John L. Utz has recently been 
appointed sales manager of the 
Atlantic Division of the Philco 
Corp., Philadelphia, Pa., with 
headquarters in Philadelphia. 

He spent three years as direc- 





tor of athletics for Muhlenberg 
College, Allentown, and joined 
Philco in 1936 in personnel. He 
was transferred to sales in the 
Philadelphia organization of Phil- 
@ distributors and in 1940 be- 
¢ame district representative for 
the accessory division, covering a 
large territory in the Mid-West 
with Chicago headquarters. He 
was made manager of the south- 
west division of the Philco stor- 
age battery division in St. Louis 
and in 1944 was appointed dis- 
trict representative for the Pitts- 
burgh area. 


R. B. OLIN REPRESENTS 
TOASTMASTER PRODUCTS 


Robert B. Olin has recently 
been named Chicago area domes- 
tie sales representative for Toast- 
master Products Division of Mc- 
Graw Electric Co., Elgin, Ill. He 
was associated with the W. H. 
Blintz Co., Salt Lake City, for 
nine years prior to joining Toast- 





ROBERT B. OLAN 


master. Mr. Olin has had several 
years retailing experience. He 
will make his headquarters at the 
Toastmaster Division’s Chicago 
office, Room 1455, Merchandise 
Mart. 


ROLLER DERKY SKATE CO. 
OFFERS DANCE SKATES 


The Roller Derby Skate Co., 
Cleveland, Ohio, has added pre- 
cision built dance skates to its 
roller skate line. The skate is 
cushioned to the __ individual 





weight of the skater, says the 
maker and is available in sizes 
three to 10 for the ladies, and 
five to 12 for the men in black 
or white. 


ALUMINUM GOODS STARTS 
RETIREMENT PLAN 


A retirement plan to provide 
a steady income for employees 
of the Aluminum Goods Mfg. 
Co., Manitowoc, Wis., after they 
reach the age of 65 was recently 
inaugurated. Officials of the com- 
pany emphasized that the entire 
cost of benefits for past service 
and over two-thirds of the cost of 
benefits for future service will be 
paid by the company. 


Cc. M. KOLB HONORED 
BY GLIDDEN COMPANY 


Clifton M. Kolb, secretary and 
director of the Glidden Co., 
Cleveland, Ohio, was recently 
presented with a gold watch in 
honor of his 25 years of service 
with the company. 

Mr. Kolb joined the company 
in 1922 as head of the legal de- 
partment. He became assistant 
secretary in 1923, secretary in 
1929 and was elected a director 
in 1938. Today he directs the 
staff of legal experts who counsel 


the Glidden Co. 
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EUREKA WILLIAMS CORP. 
RE-ELECTS DIRECTORS 


At the annual meeting of its 
stockholders, the Eureka Wil- 
liams Corp., Detroit, Mich., re- 
elected its directors. They are: 
H. W. Burritt, M. A. Cudlip, 
K. B. Goddard, E. O. Jones, 
W. A. Matheson, A. L. Me- 
Carthy, F. R. Muenzen, W. C. 
Rands, Jr., and G. T. Stevens. 
This was the company’s first stock- 
holders’ meeting since the com- 
pletion of the plant’s removal to 
Bloomington, TIll., where the 
home office and factory are now 
located. 

Cc. H. BUESCHING MADE 
FARNSWORTH DIRECTOR 


Charles H. Buesching, presi- 
dent of the Lincoln National 
Bank & Trust Company, Fort 
Wayne, has been elected a di- 
rector of the Farnsworth Tele- 
vision & Radio Corp., Fort 
Wayne, Ind. 

The board accepted the resig- 
nation of Francis L. Elmendorf 
as a director. 

Mr. Buesching has served as 
president of the Lincoln Bank 
since 1928. He also is a director 
of the Lincoln National Life In- 
surance Company and the Wayne 
Pump Company. 


1s Pi nhs bade Dues tH 
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KLEINS.. 


who know weal tools 


for men 


e Klein Pliers are built for men who 
recognize the relationship of quality 
tools to good work. 






















Klein Pliers have the proper balance 
and spring in the handles to prevent 
tired hands. The sharp knives stay 
keen after years of service, and the 
fitted hinge keeps jaws perfectly 
aligned, assuring a positive grip. | 
You will want to stock the com- 
plete line of Klein Pliers for your dis- 
criminating customers. If your jobber 
cannot supply you immediately, keep 
Kleins on your want list—your order 
will be filled as soon as possible. 


Distributed Through Jobbers 


Foreign Distributor: 
International Standard Electric Corp., New York 





A copy y of the yrs “yo 
Tool Guide, the 
Klein line tgp Mad 







useful tool information, will 


be sent on request. 
Since 1857 


wD EINES & = 


3200 BELMONT ENUE CHICAG 18 ILLINOIS 








ARMSTRONG APPOINTED 
BENDIX HOME APPLIANCE 
MERCHANDISE MGR. 


Joseph L. Armstrong has re- 
cently been appointed national 
merchandising manager for Ben- 
dix Home Appliances, Inc., 
South Bend, Ind. His background 
consists of 19 years’ experience in 
responsible sales and sales pro- 
motion positions in Minneapolis. 

Before joining Bendix Home 
Appliances, Inc., Mr. Armstrong 
was general sales manager of 
Schaefer, Inc., manufacturer of 
low temperature equipment. 
Other positions he held were gen- 
eral sales and advertising man- 
ager for Maico Company, Inc., 
manufacturer of hearing aids and 
audiometers, and assistant sales 
promoter for Standard Oil Com- 
pany of Indiana. 





PARAFFINE COMPANIES 
RESEARCH CENTER 
OPENED IN CALIFORNIA 


More than 1,000 guests, mostly 
from the San Francisco Bay 
Area, attended the recent pre- 
view of the Industrial Research 
Laboratories at the Emeryville, 
Cal., plant of The Paraffine Co.’s, 
Inc., 475 Brannan St., San Fran- 
cisco. The four-story concrete 
Research Building houses several 
groups of operating laboratories, 
a scientific library with an out- 
standing collection of technical 
journals, manuals, reference 


“books and other scientific memo- 






































rabilia, executives offices and 
utility rooms. The audience con 
sisted of customers, Bay Area {- 
nancial leaders, civic and labor 
officials, university heads and 
representatives of the press. 


U. S. PLYWOOD BUYS 
CALIFORNIA TIMBER 


United States Plywood Corp, 
55 W. 44th St., New York City, 
announced the acquisiton, by it. 
self and Harbor Plywood Corp, 
of more than one billion feet of 
timber located in Shasta County, 
Calif. 

Arrangements have been made 
for the erection of a plywood 
mill and it is expected that. the 
anticipated production of | this 
mill will be taken jointly by Har. 
bor and United States Plywood. 





NOMA APPOINTS GORMAN 
TRAFFIC MANAGER 
LIGHT DIVISION 


Peter J. Gorman has recently 
been named traffic manager of 
the light division of the Noma 
Electric Corp., 55 West 13th St, 
New York City. Mr. Gorman was 
formerly associated with the 
WAA in Linden, N. J., and was 
trafic manager of the Radio 
Corp. of America Mfg. Co., Tube 
Division, Harrison, N. J. He was 
also associated with the Crocker 
Wheeler Mfg. Co., and the Gen- 
eral Electric Co., Incandescent 





Lamp Division, Harrison, N. J. 

















NEW OFFICERS, PACIFIC NORTHWEST ASSN: At the 








annual convention of the Pacific Northwest Hardware & Im- 
plement Assn., Oct. 27-28 at the Davenport Hotel, Spokane, 


Wash., officers elected are as above: first row, left to right: 


| W. W. Kabrick, Yakima, Wash., president and D. P. Lasher, 


Vancouver, Wash., vice- pencident. Second row, left to right 
are W. H. Price, Omak, Wash., retiring president, and James 
B. Channing, Spokane, Wash., secretary. 

Directors elected are: for Idaho, Everett Will, Moscow: 
Boyd Lindsay, Bonners Ferry; Harry Campbell, Cour D’Alene: 
for Washington, Ed Falls, Dishman; Ernest Barnett, Mt. 
Vernon; Burdette Faires, Colfax; Stanley Densow, Spokane: 
Charles Fanning, Oakesdale, and J. W. Bouska, Chewelah. 
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JP-1 Pruning Shear. 
cealed sprin 


SP-2 Pruning 
Shear. Big brother 
of JP-1. 9 oz. 
82" long. 





P-10 Pruning 
Shear. Volute 
spring, easy ac- 
tion, cutlery steel 
blades. 












G-2 Grass Shear. 
Plated blades— 
heavy spring pro- 
vides positive cut- 
ting action. 


- 
au er line 


La 


Gwe added selling power to your Spring garden 
tool business with these 4 star Parker products. Each 
includes its full share of new features in design, con- 
struction and eye-appeal. Give your customers a 
chance to examine the large and small pruning 
shears, JP-1 and JP-2, and to note their lightness, 
concealed innerspring, and patented thumb lock. 
Show them the value in the P-10 Pruning Shear. Let 
them test the easy, trouble-free action of the Grass 
Shear. Parker Small Garden Tools are sure-fire profit 
builders the minute you display them. 








ools 


Con- 
Anvil type— 
Cutlery steel blades. Extreme- 
ly light—4 oz. 612” long. 
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PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S&S. 
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“Gold Label" Nozzles 
“Dart"’ Nozzles 
“Brass King” Nozzles 
Brass Hose Clamps 
“Tulip” Sprinklers 
Full line of Whirling 
Sprinklers and Hose 


Accessories 
H. B. 
BATTLE 





SHERMAN MFG. CO. 


CREEK, 

















FO 
(CUE yy, 
\“ 


















PAT. PENDING 


















Yes, Sherman again has some- 











thing new, something better, 
something with greater sales 
appeal! The superiority of 
these improved ‘‘long-grip™ 


Couplings and Menders shows 









at a glance. Every one of 






those alternate long and short 






fingers takes a separate, inde- 






pendent grip on the hose, in- 
















suring a connection of lasting 


strength and permanence. 


These improved clincher cou- 
plings and menders are just a 
sample of what Sherman offers 
in today's Lawn Hose Fitting 
line. Find out about this line. 


Write today for new catalog. 


MICHIGAN 





























HARDWARE BRIEFS 








ALABAMA 


Fell Brunson is erecting a 
building on West Commerce 
Street, Greenville, Ala., to house 
his hardware business. It will 
be ready for occupancy by No- 
vember 1. 





ARKANSAS 

The building occupied by the 
St. Francis Valley Hardware 
Store, Marked Tree, Ark., was 
damaged by fire recently. 





CALIFORNIA 


The Bakersfield Hardware Co., 
of 2015 Chester Avenue, Bakers- 
field, Calif., has announced the 
opening of 4 new sheet metal 
shop at 731 Sixteenth Street, that 
city, under the management of 
Aaron E. Abbot. 





Valley Hardware Supply Co. 
is the name under which Fred R. 
Boutin and George W. Fellows 
thave published a certificate that 
they are conducting business at 
2720 South Willard Avenue, San 
Gabriel, Calif. 





La Brea Hardware Store is 
being operated by Wendell Fein- 
gold at 809 South La Brea Ave- 
nue, Los Angeles, Calif. 





Broadway Hardware Store has 
been organized by Sol Merker at 





120 East Broadway, Glendale, 
Calif. 
Bell Gardens Hardware & 


Paint Co. has been formed by 
Isadore Novick and Louis Novick 
at 6237 East Gage Avenue, Bell 
Gardens, Calif. 





Economy Plumbing and Hard- 
ware Co. is the firm Earl R. 
Imbrecht and Leon H. Korman 
have opened in Ventura, Calif. 





Fenco Hardware Co. has been 
incorporated in Los Angeles 
County with a capital of $100,- 
000. The directors are: Leo 
Ocon, Dora Ocon and Morris 
Zimmerman, all of Los Angeles. 
The new corporation is repre- 
sented by J. L. Feinfeld and 
Anna B. Feinfeld, 721 Chester 
Williams Building, Los Angeles. 





Ratican Hardware & Sales Co. 
is being operated by Peter J. 
Ratican at 8208 Santa Monica 
Boulevard, Los Angeles, Calif. 





sued for construction of a con- 
crete block hardware store build- 
ing at 3219 Pico Boulevard, Santa 
Monica, Calif., for D. M. Paton. 





GEORGIA 


Charles Johnston has _pur- 
chased the interest of Sam B. 
Yow in the Burt & Yow Hard- 
ware Co., Albany, Ga. The firm 
will operate as the Burt-Johnston 
Hardware Co., with Mr. Johnston 
as manager. 





The Glenn Hardware Store, 
Chickamauga, Ga., Main street, 
owned by Elder G. Glenn, was 
damaged recently by fire. 





KANSAS 


A. C. Broyles, who has been 
manager of the Belleville Lumber 
Co., Belleville, Kansas, for 27 
years, recently purchased prop- 
erty in Atchison, Kansas, where 
he plans to establish a hardware, 
paint and wallpaper store, and 
also a lumber yard. His son, 
Bradley J. Broyles, and a son-in- 
law, will move to Atchison with 
Mr. Broyles to help conduct the 
business. 


KENTUCKY 


Ogden’s, Inc., Ashland, Ky., 
has received a charter to deal in 


Lawrence and Esther Ogden and 
L. W. Pistl. 


LOUISIANA 


The Centenary Hardware Com- 
pany, Inc., 115 Kings Highway, 
Shreveport, La., has filed articles 
of incorporation. 

The incorporators and first di- 
rectors of the corporation are 
Lewis H. Pirkle and Leila M. 
Pirkle, 865 Margaret Place, and 
Warren C. Turner, 654 Stephen- 
son Place. 


NEW HAMPSHIRE 


Sale of the E. C. Foss Co. 
hardware store, 87 North Main 
St., Rochester, N. H., was an- 
nounced recently by Howard 
Halliday, who has conducted the 
business for the past 13 years, 
since he purchased it from Mr. 
Foss. The new owner is Gerald 
C. Huot. The business, which 
was founded in 1905, will be 
carried on under the same name. 
Arthur Beaulieu who has been 
with the company for 26 years, 
will continue as salesman. 





NEW YORK 


G. E. Fowler, formerly in 
business at 1008 Elmwood Ave., 
Buffalo, has sold his business to 
Frank X. Bennett. 





North Utica Hardware Co. has 
been opened at 412 Coventry 
Ave., Utica, N. Y. Harold Ban- 
nister and William Slater are op- 





hardware. The incorporators are 


erators of the store. 








Charles S. Wieder is president 
and Lawrence Smith secretary of 
the newly organized Wieder 
Hardware & Electric Co., Inc., 47 
E. 29th St., New York City 16. 
Mr. Wieder was formerly partner 
in the Empire Hardware Co., 
New York City, for 17 years. 





NORTH CAROLINA 
Nye’s Hardware has opened for 
business at 3131 Tuckaseege 
Road, Charlotte, N. C., with R. 
J. Nye as proprietor. 





TEXAS 


Henry A. Miller, owner of 
Henry A. Miller Co., has recently 
purchased the Smith-Turner Co., 
hardware store. Mr. Miller, for- 
merly with H. R. Turner Co., 
Navasota, anticipates no change 
in policy or personnel. As the 
sale did not include the building, 
the merchandise will be moved to 
the Miller company location. 





The Love Field Hardware & 
Appliance Co., Dallas, has been 
incorporated by Craig T. Baxley, 
Rojean Baxley and Herbert Mar- 
shall. 








ALLIED SALES G-E 
LAMP DISTRIBUTOR 


Allied Sales Co., 32-34 Jones 
St., Newark 3, N. J., has been 


appointed lamp distributor for / 


General Electric Co. The com- 
pany is interested in receiving 
manufacturers’ catalogs. 
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Retail Farm Equipment Assn. 





A building permit has been is- 
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cal 


8m 


Helena, executive secretary-treasurer; 





MONTANA HARDWARE AND IMPLEMENT ASSN. in convention, at Butte, Mont., 
Oct. 23-25, elected the officers shown above; front row, left to right: C. M. Wall, Helena, 
director; Norman O. Blevins, Box 216, 
Dorwood, Duval Wallace Hdwe. Co., Deer Lodge, president; Otis Brende, Farm Equip- 
ment Co., Havre, vice-president; P. H. Hoekstra, Denton, national councillor, National 


David 


Directors standing left to right, are: J. W. Baldwin, Laurel Trading Post, Laurel; L. E. 
Cooper, International Harvester Co., Billings; Robert Sterling, Sterling Hdwe. Co., Ronan; 
Clarence Backlin, Boseman Implement Co., Boseman; Lochiel Edwards, Malta Hdwe. Co., 
Malta. Directors not in photograph are Walter Kramis, Cosner Hdwe. Co., Missoula, and 
Glen Kellogg, Kellogg Implement Co., Conrad. 

The association in resolutions resolved to avoid radical departure from the principle of 
Regulation W; that farm equipment dealers adopt such measures as may 
to eliminate black market conditions; to support legislation maintaining the exempt status 
of retailing under the Fair Labor Standard Act of 1938 as amended. 


be necessary 
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Here’s a much needed little gadget that 
your customers will want the minute they 
see it. HUMPTY DUMPTY sells for a quar- 
ter and sells on sight— easily and profit- 
ably. Attractive red and black display 
card tells what it is, what it does, how 
easy it is to use. Consumer advertising 
will soon be under way fo tell thousands 
about this useful kitchen appliance. 

HUMPTY DUMPTY egg holders are packed 
three dozen to a carton—all ready for 
self-service sales. Order a trial carton 
from your jobber today or write us direct. 
Prove for yourself the money-making 
possibilities in this new, low-cost mass 


market product. 
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BUILDER SATISFACTION—° Hollymade 


trademark means modern, streamlined design, utmost 


engineering skill 


latch and lock sets, cylinder sets, drawer knobs and 


plastic and metal pulls 


Tubular 
Night 
Latches 


These fully reversible 
5-pin tumblet Tubular 
deadlocks and Night 
Latches of advanced 
design and construction 
eliminate the necessity 
of stocking both right 
and left hand latches. 


NOVEMBER 20, 1947 


in builders’ hardware 





No. 3 Auxiliary Night Latch 


EXPOSITION BOULEVARD °* 


including 


Ae 





Los Angeles 


No. 9% the “Los angeles” is 
an all plastic knob in ivory color 
that will not tarnish. Plastic 
material moulded around knurled 
metal inserts. 


HOLLYMADE 





Akron 


No. 90/7 in brass 
or bronze metal is 
available in all fin- 
ishes — French 
shank — wrought 
glass top. 









HARDWARE 


Successors to 









{ Santa Fe 


No. 95% in brass or 
bronze metal is available 
in all finishes — French 
shank—wrought glass top. 





MFG. CO. 


PACIFIC PLASTIC & MANUFACTURING CO INC 


LOS 





ANGELES 16, 


CALIFORNIA 
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ADVANCES 


One line of files. Padlocks. One line coil door springs. Industrial oxygen. 


DECLINES 
One line eye bolts. Certain garden tools. One line plastic trays. 


ADVANCES EXPECTED 
Tin plate, 








Files—As of Nov. 15 a leading 
manufacturer of files advanced prices 
on its entire line about 10 per cent. 

* * ~ 


Padlocks—One maker of pad- 
locks advanced extruded brass padlock 
prices, as of Oct. 15, from 10 to 15 per 
cent. 

7 * * 

Eye bolts—A leading manufac- 
turer reduced eye bolt prices 10 per 
cent last month. 

* * * 

Coil door springs—As of Oct. 

15, one manufacturer advanced its coil 


door spring prices 10 per cent. 
** * 


Plastic trays — American In- 
jection Molders, Inc., Long Island City, 
N. Y., has announced a reduction in 
its Snack Master trays. The suggested 
retail selling price of the tray is now 
50 cents each or $2 for set of four in 
display box. 

* * * 

Industrial oxygen — At the 
month-end, some leading producers of 
industrial oxygen announced higher 
prices. The increase for oxygen ship- 
ped in cylinders amounted to about 10 
per cent. 

a ok a 

1948 tin plate prices — Too 
many “variables” still remain in the 
way of determining the extent of the in- 
creases in tin plate prices for 1948, ac- 
cording to industry commentators. The 
cost of pig tin first must be estimated 
and averaged for all of next year, and 
the possibility of a further advance in 


216 


freight rates, the cost of steelmaking 
scrap and the chance of stricter allo- 
cations of export tonnage under the 
Marshall Plan all will have a direct 
bearing upon the year’s tin plate price. 


natin 






oe a ECE Es 


— 
Sh 


Tin plate was not moved up in the 
general finished steel price advances, 
last summer, and it has had to absorb 
what is estimated by one source as an 
average $10 per net ton increase in 
steelmaking costs since the beginning of 
the year. It seems, therefore, that 
substantial increases in tin plate prices 
must be expected. 
. * o 

Garden tools—Markle Feather- 
lite Products Corp., Rochester, Mich., 
has announced a 40 per cent reduction 
in its standard line of aluminum hand 
garden tools and a 25 per cent reduc- 
tion in its Deluxe line, both subject to 
Fair Trade contracts. The No. 104 De- 








Wholesale Hardware Sales° 


By Geographic Divisions, for September, 1947 








Percent Change 
GEOGRAPHIC September 1947 
DIVISION vs. 
ee 
of 

Firms Sept. | August 

, 6 1946 1947 
U.S. TOTAL.... 264 +20 +9 
New England........ 17 +14 +10 
Middle Atlantic... ... 68 +26 +19 
East North Central. . 41 +21 +10 
West North Central. 33 +21 +14 
South Atlantic... .. 3 28 +28 + 6 
East South Central. . . 13 +13 +2 
West South Central. . 24 +19 + 3 
Mountain......... 12 +13 +4 
Pacific. . . . 28 +10 +2 














SALES REPORTED 


Sept. Sept. " 
1947 1946 1947 1946 


$63,095 | $52,785 | $57,750 | +27 


SALES YEAR-TO-DATE b 
Amount (Add 000) 
_| Change Nine Nine 
from | Months | Months 
1947 1946 
(Add 000)|(Add 000) 


August 





$577,681 | $456,316 


1,385 1,210 1,257; +21 13,868 11,458 
11,236 | 8,902} 9,433; +23 91,906 74,755 
10,424] 8,639; 9,487) +29 101,339 | 78,379 
13,267 | 10,920} 11,587) +30 109,413 | 84,202 

4,167 | 3,252 3,917} +32 45,352 | 34,301 

2,508; 2,786) +31 33,652 | 25,713 
6,602 7,672 | +28 70,890 | 55,376 
2,277 | 2,009 2,200; +31 19,217 14,696 
8,743| 9,431) +19 92,044 77,4368 




















Bureau of the Census 


Current Wholesale Trade 


a Includes 33 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the aundisttaned figures. 








States Rennie Regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 


Middle Atiantic—(N. J., N. Y., Pa.) 


East North Central—(Iil., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va, W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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oi Wewa @ ALUMINUM DIE CAST CASE, STRIKE and BOLT 
or @ CAST BRASS CYLINDER 


@5-PIN TUMBLER SECURITY 
= @ NEUTRAL GUN METAL FINISH 


P«F.Corbin Division 


=) THE AMERICAN HARDWARE CORP. 
New Britain, Connecticut 


GOOD BUILDING S DESERVE GOOD HARDWAR E- 
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STRIP-SEAL 
SELLS! 


\d! 
. 
This little Strip...Seals out cole: 
— —— ‘I | 
E Sen , 
just press <i’ /)/)\\ 
a0 PLACE // / {| 
wmooo0eks ano out 
to stop 9oP* 
or «croc ee 
Sorte, ott 
ond dirt oe 
suretehier ROMS 









Mastic weather- 


cord stays pliable, 
arden or 








wont h 

fall out. In 
! 

or cartons Cost low 





packets 








THE SATURDAY 
EVENING 


POST 


The Strip-Seal ad- 
vertisement above is 





now appearing in.. 


Sells in cellophane packets. . $.29 


Sells in cartons 
(pkg. of 5 packets)... . $1.35 
(Far West slightly higher) 





Here’s a real stopper! Die-cut 
hole accurately shows customers 
how much heat is lost when 
windows are not tightly fitted 
or sealed with Strip-Seal! One dis- 
play is packed in every shipping 
case you buy (13 cartons). 


Improve customer service — 
glaze with Mastic-Glaze 


TREMCO 


INMANUFACTURING CO 
CLEVELAND 4, OHIO 


























Wholesale Hardware Inventories* 
By Geographic Divisions, tor September, 1947 


























| END-OF-MONTH INVENTORIES (Cost) STOCK-SALES-RATIOS b 
| Percent Change 
GEOGRAPHIC } September 1947 Amount (Add 000) 
DIVISION vs. 
Number SS See ee 
of | 
Firms Sept. | August | Sept. Sept. | August | Sept. Sept. August 
1946 1947 1947 1946 1947 1947 1946 1947 
U. S. TOTAL.... 175 +44 —1 | $82,751 | $57,359 | $83,913 176 147 196 
New England........ 10 +40 +1 2,562 1,824 2,530 255 203 271 
Middle Atlantic. ..... 39 +48 -1 10,233 6,924 | 10,362 147 139 181 
East North Central. . . 33 +-35 -1 15,528 | 11,487] 15,630 159 143 178 
West North Central. . 24 +43 —2 20,230 | 14,165) 20,647 165 140 194 
South Atlantic “a 23 +72 | +2 5,128 2,990 5,016 141 107 148 
East South Central. . 7 +22 | —2 2,497 2,042 133 125 135 
West South Central... 15 +57 | 1 9,962 6,365 | 10,057 207 152 217 
Mountain Pease dewe 8 +59 -1 y 882 1,424 178 141 171 
__ Bae 16 ei -§ 15,205 | 10,680} 15,693 253 186 263 
} 




















Bureau of the Census 


Current Wholesale Trade 


a Includes 27 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 











luxe matched set of tools was previously 
fair traded at $4.95, now at $3.95. 
Trowel and cultivating fork formerly $2 
are now listed at $1.50. The transplant- 
ing and bulb trowel, formerly $1.50, 
now $1.25. Standard line the same as 
the Deluxe line, except that they have 
satin instead of hand buffed mirror 
finish, and are in boxes, have been re- 
duced from $1, suggested retail, to 60 
cents. The company is granting a 
merchandise credit allowance on all 
floor stocks purchased at the higher 
prices. 
* Oo” + 

Hides and leather—Of interest 

to all makers and users of leather prod- 


ucts in the hardware field is the state- 
ment, in a recent address, by L. B. 
Sheppard, president, the National Shoe 
Manufacturers Association, that shoe 
makers in recent months have been 
caught in a cost-price squeeze. Hide 
prices have followed an upward trend 
since last May, and while manufac- 
turers had sought to absorb these in- 
creased costs, in the hope that hides 
would recede, they have had to abandon 
this effort, and there have already been 
some mark-ups in shoe prices. Costs of 
both sole and upper leather, averaging 
about 20 cents per pound in May, have 
risen to around 34 cents. The difficulty 
has been an inadequate supply of hides 


4 a 





> 





Wholesale Hardware Collections 
on Accounts Receivable* 


By Geographic Divisions, for September, 1947 











ACCOUNTS RECEIVABLE . Collection Percentages b 
Percent Change 
GEOGRAPHIC September 1947 Amount (Add 000) 
DIVISION vs. 
— ee ers, en ee ee ie 
0 
Firms Sept. | August | Sept. Sept. | August | Sept. Sept. August 
1946 194 1947 1946 1947 1947 1946 1947 
U.S. TOTAL.... 237 +21 +4 | $54,995 | $45,271 | $53,013 96 102 94 
New England........ 15 +29 —6 1,384 1,070 1,476 83 93 79 
Middle Atlantic. ..... 58 +11 +6 9,354 8,440 8,866 91 93 89 
East North Central. . . 38 +22 +3 9,613 7,864 9,366 96 103 97 
West North Central... 32 +32 +5 11,398 8,615| 10,835; 105 118 101 
South Atlantic. . : 26 +36 +3 966 2,917} 3,836 97 108 91 
East South Central. . 13 +33 +2 2,975 2,245 2,904 91 102 92 
West South Central. . 21 +31 +7 5,238 4,000} 4,899) 103 111 100 
Mountain. ..... ; 9 +15 +4 990 859 956 | 102 93 95 
Padi nevkewes : 25 +9 +2 10,077 | 9,261 9,875 89 92 87 
































Bureau of the Census 


Current Wholesale Trade 


a Includes 31 reports received too late to be incorporated in Census Bureau published releases. 
b Collection percentages are obtained by dividing the collections by the accounts receivable for an identical 


group of firms. 
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1947 
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and skins for leather. Normally a net 
importer of hides and skins, this year 
the United States will be a net ex- 
porter, though a heavy domestic kill of 
cattle this year has compensated in 
some degree for the deficiency of im- 


ports. 
* + 4% 

Anti-freeze scarcity — Anti- 
freeze chemicals for use in automobile 
radiators are in unusually short supply 
this year, a recent mid-western survey 
indicates. Foresighted car owners, who 
provided for their needs earlier in the 
season, already have exhausted sources 
of the two most popular permanent 
anti-freeze products, and have left only 
a smal] quantity of the non-permanent 
types. “The plain fact is that the 
chemical industry just hasn’t the ca- 
pacity to manufacture all the anti-freeze 
needed this winter,” one manufacturer 
said. “More cars are on the road than 
ever before, and there is a shortage of 
drums and transportation facilities.” 
Ethylene glycol, the base of the two 
common permanent solutions for auto- 
mobiles, is being produced at about the 
same rate as last year. However, this 
product has many uses aside from the 
making of anti-freeze. It is employed 
extensively in the plastics and other in- 
dustries. Although ethylene glycol is 
commonly retailed at $2.65 per gallon, 
some dealers are reported asking any 
price they can get for it, sometimes 
even as high as from $4.50 to $6. Most 
dealers having any supply are carefully 
doling it out to regular patrons. The 
non-permanent products sold under 
trade names usually are made from a 
base of alcohol of one or two types— 
methanol, a synthetic product, or de- 
natured alcohol. Here, too, the supply 
is short, and there are reports that some 
popular brands of “non-permanent” 
advertised for $1 a gallon, are marked 
up, here and there to as much as $1.95. 

” + * 


Container shortage foreseen 
—Wood and steel containers will be 
short for at least another nine months, 
spokesmen for the National Barrel and 
Drum Association said recently. They 
held out some hope, however, that the 
shortage may be eased (1) by greater 
production of reconditioned containers, 
(2) through the introduction of new 
manufacturing methods and _ labor-sav- 
ing devices, and (3) the elimination of 
scrap materials before arrival in their 
shops. These observers estimated that 
output of reconditioned containers this 
year would run about 17,000,000 as 
against about 15,000,000 in 1946. Out- 
put of new containers last year was esti- 
mated at roughly 28,000,000 pieces. 


* * taal 


Some improvement in ma- 
terials supply — Reporting just re- 
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Iwo Revolution 
DAIRY 
_ SCALE 


Dependable 
Accurate 









Keep accurate 
record of each cow's 


daily yield 


yy sheet 
Constructed of heavy s 

steel throughout, Model 60 
scales are equipped with tem- 
pered steel springs and — 
ys i k. The dial is clear- 
se gpg with easy-to-read oom ey - ee 
Dos i a white enamel background. acho 
eile “ tmager le on the draw bar, thereby doubling the 
: ighi i f the sca ; an 
ted 60 is in for its easy adjustability. 
>| 60 is well-known fo le My. 
ay: er yoo can be adjusted by a conv enient set screw 
d he loose pointer by a thumb nut at the — — 

Ov rall dimensions are 8” x 2” x 17 ’ dial : care 

Ibs ‘se 1/10 Ib. All scales come equipped with hook. 


See Your Jobber 
HANSON SCALE COMPANY 


525 N. Ada Street, Chicago 22, i. 





le. 









219 





220 





Immediate de- 
livery in lim- 
ited quantities 





MINNOW BUCKET 


A well made. popylar priced min- 
now bucket that has lots of fisher- 
man eye appeal. 2 piece, non- 
floating type, 8 quart capacity. 


















>, 





NON-RUST 
Aluminum 


TACKLE BOX 


This compact tackle box rates high 
with fishermen the country over. Fresh 
and salt water rust-resisting. Handy 
compartment tray with removable 
partitions. Space for vacuum bottle. 

wk HANDY % CONVENIENT 








Sold through 
leading jobbers 


METAL FABRICATING CO. 


WILKES-BARRE, PA. 







from coast-to-coast. 





























Sales of Hardware Wholesalers 
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cently, for August, the U. S. Depart- 
ment of Commerce says that 14 of the 
20 construction materials included in 
its monthly composite index recorded 
production gains during that month. 
Six of the 14 reached monthly peaks for 
1947, lumber, hardwood flooring, brick, 
cement, concrete reinforcing bars and 
mechanical stokers. Nail production 
showed an increase over July, but was 
still far below the 1947 peak of almost 


81,000 tons, reached in January, and 
only slightly above the Aug., 1946, out- 
put. As compared with Aug., 1946, pro- 
duction lags were noted in_ brick, 
structural clay tile, fabricated structu- 
ral steel, rigid steel conduit and fit- 
tings, mechanical stokers, and several 


steel finished products. 
* * + 


“ 


Small manufacturers “ac- 
cuse”—In some areas, there is report 








Estimated Sales 


Of Wholesale Hardware Distributors* 
Monthly 1939, 1941, 1946 and 1947 


(Expressed in millions of dollars) 





Month 

January $138 
February 142 
March 164 
April 170 
May 160 
June 148 
July 146 
August 148 
September 162 
Total First Nine Months $1378 
October 

November 

December 


Grand Total for Year 





1947 


1946 1941 1939 
$100 $56 $39 
104 55 37 
116 64 48 
126 76 47 
129 80 52 
126 80 51 
130 82 45 
139 84 50 
139 89 60 
$1109 $666 $429 
170 . 92 60 
152 79 54 
143 80 49 
$1574 $917 


$592 


* Estimated by the Office of Business Economics, U. S. Department of Commerce. 
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Wlogy es 


HALL’S LAKE QUEEN 
Nylon Bait Casting Line 


HALL'S HIGHLAND LAKE 
Pure Silk Casting Line 


MALL'S TUXEDO 
Pure Silk Casting Line 


gird 










To A Real Fisherman! 


~~ 


@ HALLS CELEBRATED 
©@ HALLS CAPTAIN'S PRIDE 
Cuttyhunk Line 


HALL'S CAPTAIN'S EXTRA 
Cuttyhunk Line 


@ HALL’S AERO-DRY 


Bass, Tarpon and Tuna Line 


Neoprene Coated Line Drier 








We Are Advertising 
To Make This a 
Sporting Christmas 


HALL Lines of FAME are being 
extensively advertised this year in 
a wide list of publications read by 
sportsmen. The advertisement re- 
printed here is appearing in De- 
cember Holiday and other sports 
publications—to help arouse inter- 
est in fishing lines as Christmas 
gifts. 


You can make this a _ real 
Sporting Goods Christmas—with 
perhaps a far greater volume of 
profitable selling than you have 
heretofore experienced. Check 
your ‘line stock, now. Then get in 
touch with your jobber, who has 
quite a number of HALL of 
FAME lines ready for immediate 
delivery. 


See Your Jobber 
Send for Free Catalogue 


HALL Line CORPORATION 


1173 Perk Avenue, Highland Mills, N. Y. 
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BUY BONDS AND HOLD THEM! | 


Qhio, U. S. A. 





of All Sorts « « + 


The D & M “Lucky Dog” Brand has long 
been nationally known and nationally accepted as a mark of 
merit on quality athletic equipment, Painstaking research and 
product development for the goods marketed under .this 
famous brand have kept their quality high and have given 
the brand buyer preference wherever athletic equipment is 
sold. D & M “Lucky Dog” Sporting Goods—for baseball, 
softball, football, basketball, volley ball, soccer and other 
sports—are sold only through legitimate jobbers. For com- 
plete information and catalogs, write your jobber, The 
DRAPER-MAYNARD CO., 400 York Street, Cincinnati 14, 








Welcome 














that the steel supply situation is going 
from bad to worse. A Chicago group 
of small metal parts manufacturers as- 
serts steel is getting scarcer in supply 
centers every day, but that the gray 
market has carloads of the metal at two 


pre-war steel suppliers had sold their 
facilities to large manufacturers in the 
automobile industry. This company 
has had to pay as much as 8 cents a 
pound for steel, and reported “things 
are getting tougher.” The above are 


















































to PLYMOUTH p.3!” and three times the regular mil! price. typical of similar irregularities reported % 
Responsibility for the plight of the from a number of sources, practically NS 
small manufacturer was laid partly to all small producers. - 
the large steel producer. One fabri- * * * Ra} 
cator said he believed the large com- - 
; Vacuum cleaners break rec- 7) 
panies were not watchful enough of 4 S b 1 fi 4 
their allocations, and that steel is still = ae rt od 7 c su eg FS 
going to some war time companies who — ny ~_ ieeenage — = 
have suspended operstions, or have ray Association gy a more = 
turned to processing some other metal. than 3,000,000 unit ae for oe — - 
GREAT NECK STEPS This operator held that such companies © date, would be reached Des ser iw 
FORWARD AGAIN are taking this steel and selling it on Cleaners = pee - oe - & 
with ‘“P-3” —embody- the gray market. Another reported 328,630, the thir 18 = = oes 
ing an ALL-NEW DE- | steel procurement is the “worst in his- sonctied, and levggnt the nine a c 
SIGN, a brand new tory.” The company said it is dif- = ved a ” . « ee 
principle in wood cut- ficult to get a few dozen sheets from a all-year record % petra Page : 
ting compass saws! warehouse, but that “telephone brokers” course, 1947 will ee ee 
Handsome handles are offer carload lots and “hundreds of mark for the industry. ® 
of virtually break-proof tons,” at 11 and 12 cents a pound “oe 2 
plastic, with full-size against a mill price of 5 to 6 cents. Domestic washers, ironers— 
pistol grip. Handle con- Still another said it was compelled Household washer and ironer sales, con- 
struction strengthened to buy much of its sheet and strip steel tinuing at the highest rate in history, 
for durability, with 2 at 8 and 9 cents a pound, or 2 and 3 broke through to new all-time records 
nickel-plated screws. cents above the millprice. One concern in September, according to industry 
Blades are of service- reported “things are worse than two figures announced by the American 
wise high carbon elec- months ago and look like they will be Washer & Ironer Manufacturers’ Asso- 
tric hearth spring steel, the same way most of 1948.” The com- ciation. Sales of standard-size house- 
finished with mirror pany said it has been getting a “fair hold washers in September totalled 
polish. Saw teeth pre- share” from a pre-war supplier, but 354,094 units, an increase of 12.5 per 
cision-set by new ex- occasionally has had to pay 9% cents a cent over the previous high, 314,705 in 
clusive Great Neck pound. One manufacturer said his two June and 27 per cent above 279,229 in 
process. Master carpen- 
ters will say “Wel- 
come!” to “P-3,” and 
so will everyone else!) | INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 18 CITIES IN THE UNITED STATES 
the PLYMOUTH P-3 . 
notte ts dan, September, 1947, Comparisons 
per metal-edge box Percent Change 
, Sept.,’47 9Mos.,’47  Sept.,’47 
Cities compared with compared with compared with 
Sept., ’46 9 Mos., 46 Aug., 47 
xt Sure Seller! | California—Los Angeles . ... 1...) $12 +13 +27 
Retails at $1.00 each . . .. UPDRS 2 ee eos 2 Fo —2 —14 — 8 
’ INE oo koninckucadpasesen —1 + 8 + 5 
ee, ee en enna +11 +10 — 5 
| inoi DEE igncieesavsnceseeeones 1-1] +-16 
Refills Available - i a a SCE eee be 128 bs 4 
Pp ey gers | Kentucky—Louisville diditinteniskees, ae +19 +1 
( 4A ow ) fit stand- Massachusetts—Boston ........seee00: —4 + 7 + 3 
ara American compass Michigan—Detroit ............esses0s +28 +10 +] 
or keyhole blades. No. | Mi . Se Lout by 43 43 
P-12 Blades fit stand- | age PR ° UIS wcccccccsscceceses ‘ ‘ 
INOW FOC ——BNEIG sc cdc ccbcscccessens +10 0 + 8 
ard compass or keyhole aes all . 
omy Aeon. New York . Sra bia otras +19 +18 +13 
| Ohio—Cleveland . Re oan eae +10 +9 52 
Youngstown oat eben +7 +33 — 6 
See Your Jobber for Details. Oregon—Portland een see eeeeeeeees — ] +11 0 
Pennsylvania—Philadelphia .......... + 6 +7 — 5 
Pittsburgh ee ae SE eed +16 — 3 + 3 
Wisconsin—Milwaukee ..............- +39 +43 + 4 
Compiled by Bureau of the Census, U. S. Department of Commerce. 
Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are 
now limited to cities and other local areas, because appropriations available for 
the next fiscal year are not sufficient to develop and maintain valid data on a 
state-by-state basis. 
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This is a representative showing 
of Seymour Smith products . . . 
the net result of long experience 
in making fine tools for gar- 
deners, nurserymen, tree experts, 
utilities, mechanics, and others. 




























Nationally Famous “'Snap-Cut’” PRUNER 


eee 


These products are packed in at- 
enema = tractive, colored cartons, accom- 

panied by effective store displays, 
the whole backed up by advertis- 
ing in garden, farm and general 
magazines. 






Popular-Priced 
CLIPPER TYPE 
PRUNERS 







TREE TRIMMERS Six Types 







The Seymour Smith line is available 
through jobbers only. 
SEYMOUR SMITH & SON, INC. 
900A Main Street 
OAKVILLE, CONN. 


Sales Representatives 


ae rere? 


LONG HANDLED 
PRUNERS 


a 













High 







JOHN H. GRAHAM & CO., INC. Quality 
195 Duane St., New York 8, N. Y. HEDGE 
Standard 
SHEARS 
GRASS Stand-Up 
HEAR os 
S EZY-CUT = Four Types 
GRASS 





ee SHEARS 








WARWOOD WORKMANSHIP 
MAKES THE DIFFERENCE 





When it comes to 
Heavy Hand Tools, 
the uniformly high 
quality maintained 
throughout the com- 
plete line of War- 
wood Forged Tools 
explains the con- 
stantly increasing cus- 
tomer preference for Warwood. And what 
the customer wants... the Dealer stocks. 
The Double Faced Sledge is a good example 
of Warwood accuracy in forging, correct- 
ness of design and scientific heat treating 


.-.-and what YOUR CUSTOMERS want! 
MATTOCKS... SLEDGES... MAULS... HAMMERS 


WEDGES... PICKS... BARS... HOES a 
ALSO TRACK TOOLS.. ANVIL TOOLS eRWoo. 
am 2 

SINCE 1854 | 


MINING TOOLS, AUGERS AND 
| 

Yj 

ey 


CUTTER BITS. 


WARWOOD TOOL COMPANY °* Wheeling. West Virginia 
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CREATED BY 


ULL 


FOR MORE TOOL MILEAGE 


Pliers for 
Every Need 


CUED 
UTICA 
DROP FORGE ETOOL 


CORPORATION 
UTICA 4,NEW YORK 








August. Washer sales in Sept., 1946, 
were 184,215 units. Sales of portable 
washers with a capacity of 3 lbs., dry 
weight, being reported this year for the 
first time, amounted to an additional 
41,287 units in September, compared to 
43,834 in August and 50,000, highest 
for the year, in January and in Febru- 
ary. Ironer sales in September totalled 
53,277 units, compared to the record 
52,025 reported for June, and 2 per cent 
above sales of 47,577 in August. Ironer 
sales in Sept., 1946, were 13,413. Sales 
of standard-size washers in the nine 
months of 1947 topped 1946 by 30 per 
cent, amounting to 2,669,788 units, 
compared to 2,023,981 in all last year. 
Ironers showed even greater proportion- 
ate gains, aggregating 411,074 in the 
three quarters, against 124,616 in all 
1946, 
- * . 

Wholesaling in September— 
Merchant wholesalers September sales 
increased 20 per cent from those of Sep- 
tember last year, and 7 per cent from 
August, the Census Bureau reports. The 
value of inventories showed little 
change between the end of August and 





the end of September, but there was a 
36 per cent increase from the end of 
September last year. Groups showing 
sales increases of 40 per cent or more 
in the month, over Sept., 1946, were 
electrical goods, furniture, meats and 
lumber. 
+ + ” 
Department stores gain - 
Sales of U. S. department stores rose 14 
per cent, in the week ended Nov. 1, over 
the similar year-ago week. In the latest 
four weeks, the betterment over 1946 
figures was 7 per cent. 
x * * 
Price indexes and the H.C.L. 
—In the Oct. 25 week, wholesale com- 
modity price averages headed upward 
again, almost to the post-war peak of 
five weeks ago, as computed by Wash- 
ington’s Bureau of Labor Statistics. At 
158 per cent of the 1936 “par,” the 
Bureau’s index was 16.3 per cent higher 
than the corresponding 1946 week. In a 
report lagging back to July 15-Aug. 15, 
the B. L. S. said that living costs for 
the average family rose another 1.2 per 
cent in that period. Its index of con- 
sumers’ prices in large cities was 11.2 


























PURCHASING POWER 


OF THE DOLLAR 


AS MEASURED BY 


CONSUMER 
RETAIL 
PRICES 


84 CENTS 


AS MEASURED BY 
RETAIL 
FOOD 
PRICES 





















SOURCE: U. S. COMMERCE DEPARTMENT 
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per cent higher than a year ago. Retail 
prices went up for all major groups of 
family expenditures except housefur- 
nishings. The food price rise, as might 
be expected, was the chief factor in the 
latest increase in cost averages. 
% * * 

“Conscious of the danger” 

—Pittsburgh Plate Glass Co. reported 
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its sales for the first nine months of 
1947 climbed to $196,623,041, from 
$132,839,949 in the same 1946 period. 
H. B. Higgins, president, said the com- 
pany’s profit margin narrowed in the 
third quarter because of its policy of 
holding the line on prices, despite “con- 
stant and progressive increases” in costs. 
He said they were “making every effort 
to avoid increasing our present price 
levels.” The company, Mr. Higgins said, 
is “fully conscious of the danger of 
inflationary prices of consumer goods.” 
He commented that the average selling 
price of regular polished plate glass, 
f.0.b. factory, is below the average price 
of 1917, and less than half of the price 
prevailing in 1920 and 1921. 
oe oe a 
“Stumped” for materials— 
General Motors Corp. is making every 
possible effort to obtain more materials 
to increase automobile production, which 
still remains at a rate below 1941, says 
the third quarter report of the com- 
pany’s executives. Despite high sales, 
production in 1947 has been far short 
of the volume required to meet the post- 
war demand. The major obstacle to full" 
or continuous use of existing plant ca- 
pacity, continues to be material short- 
ages, particularly steel. “The backlog of 
orders, particularly for passenger cars,” 
the report says, “has increased rather 
than diminished. Many customers have 
had their orders with dealers for a long 
period, and their need is acute. The 
only solution to this problem lies in im- 
provement in the materials supply situa- 
tion. General Motors is making every 
possible effort to obtain more materials 
and to increase production. “Plants, 
machines, organization and all other 
essentials are available for added output 
and distribution—the material shortage 
is the one serious problem.” 
% co co 
More money to spend—Two 
rounds of post-war pay increases have 
boosted wage rates in manufacturing 
industry 31 per cent, the Bureau of 
Labor Statistics has computed. The 
first round, which followed VJ-Day. 
brought an average increase of 18 per 
cent. Another 11 per cent was added 
by the second round of increases granted 
most of the major unions between Oct., 
1946, and Sept. 15, 1947. The Bureau 
reported that wage rates in non-manu- 
facturing industries went up about 24 
per cent between April, 1945, and April, 
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SOLID-CENTER AUGER BITS 





GREENLEE 22 Solid-Center Auger Bits now 
come to you “‘Plastic-Sealed”’. A great postwar 
advance that brings sure protection of stock 
to you... a big new sales feature that appeals 
strongly to your customers. 
“Plastic-Sealed’’ means each GREENLEE 
22 has a heavy protective coating on its entire 
twist, head, round, spurs, and point. It is 
especially heavy on the point and cutting edges, 
where the need of protection is greatest. 
This new “‘Plastic-Sealed”’ process eliminates 
stock maintenance . . . provides constant 
shielding against handling damage, tem- 
perature changes, seashore conditions. 
And when the user peels off this protec- 
tive cover a smooth oil-coating 









Solid-Center Auger Bit. Think 


mean to you. 























































Greenlee 22 


SOLID-CENTER AUGER 
BITS ARE INDUCTION 
HEAT-TREATED FOR 
PERFECT UNIFORMITY, 
LASTING EDGES 

e@ Each of these fine 
GREENLEE Bits is “Induc- 
tion Heat-Treated”... 
the most modern method 
to assure uniformity, 
dependability, long life. 


For complete information 
on GREENLEE 22 Solid- 
Center Auger Bits and other 
tools, write Greenlee Tool 
Co., 1811 Herbert Avenue, 


Rockford, 


remains on the GREENLEE 22 Stelle Mie) Ma Vlart i] 


IIlinois. 





what all these advantages GRE. NLEE 















226 





SYSTEMS 


FOR 
DEEP WELLS 


” LAKES, STREAMS 
oo | CISTERNS, SPRINGS 
with 


ww ONE-PIPE 
~ 


JET PUMPS 
TWO-PIPE JET PUMPS 


a AuTO-PRIME JET wh 
Pa RECIPROCATING PUM 


Here is the brand new 
Jacobsen shallow well 
Reciprocating Pump. It 
has suction lift of 25 
feet, 350 gallons per 
hour capacity Motor 
has built-in overload 
protection : 


There is a right Jacobsen pump to 
fit the wide variety of water sources 
and depth requirements found 
throughout the country. 


Jacobsen modern jet type pumps 
offer the advantage of offset in- 
stallation. They can be placed where 
most convenient—in the home base- 
ment, shed, farm building, or other 
location away from the water source. 


Jacobsen Water Systems are de- 
pendable . . . engineered for long 
life and economical operation. 


It will pay you to investigate the 
Jacobsen pump line. Write for in- 


formation. 


MANUFACTURING COMPANY 
RACINE, WISCONSIN 


Subsidiaries 
Worthington Mower Company, Stroudsburg, Pa. 
Johnston Lawn Mower Corporation, Ottumwa, lowa 








1947. However, the BLS asserted that 
the value of these increases has been 
largely offset by rising prices, since the 
consumers‘ price index for moderate in- 
come families had advanced by about 24 
per cent (above the VJ-Day level) in 
August, 1947. A similar comparison 
from another source, is quoted. Average 
hourly earnings of production workers 
in 25 manufacturing industries reached 
a new high of $1.365 in August, exceed- 
ing all previous peaks for the eighth 
consecutive month, says the National 
Industrial Conference Board. The aver- 
age was 22.9 per cent higher than the 
wartime peak of June, 1945. Although 
weekly earnings rose in August, to a 
point nearly reaching the June, 1947, 
peak of $54.25—yet “real” weekly 
earnings (the measure of actual earn- 
ings adjusted for changes in the con- 
sumers’ price index) declined a frac- 


tion, 
* * & 


More new records — The na- 
tion’s two leading mail-order concerns 
have again broken all sales records, 
both for October, and for the nine 
months (to date) of the companies’ 
fiscal years. Montgomery Ward, re- 
porting first, announced October sales 
at $127,143,899—up 13.4 per cent from 
the 1946 month, and a total for the nine 
months of $888,652,285, 19.3 per cent 
ahead of a year ago. Sears relative 
figures were $205,979,263, up 20 per 
cent, and $1,462,171,609, up 23 per cent, 
compared with 1946. 


* «+ @# 


Other sales pictures — Butler 
Brothers sales in October were down 
8.02 per cent from a year ago, and their 
year-to-date total was off 15.21 per cent. 
W. T. Grant Co., in the variety field, 
announced sales gains of 1.8 per cent 
for October, and of 3.8 per cent for 1947 
to date. 


*« * «& 


Other industries re por t— 
Westinghouse Electric Corp. reported 
record peace-time sales in the first nine 
months totaling $492,179,242, compared 
with $172,919,891 in the same 1946 
months, On Sept. 30, the company had 
a backlog of unfilled orders totaling 
$715,566,792, an increase of more than 
$200 million in 12 months. Sylvania 
Electric Products, Inc., reported its net 
sales for the third 1947 quarter were 
nearly 30 per cent ahead of the same 
1946 quarter, and for the nine months 
were up more than 54 per cent. Maytag 
Co. says its nine months’ sales reached 
a new all-time high, and were more 
than double those of the same three 
quarters of 1946. Skilsaw, Inc., makers 
of electric saws and other portable elec- 








tric tools, report sales for the year to 








date are 70 per cent ahead of the 1946 





Safest because: 


Hooks are rigidly held in accurate alignment 
by patented steel binder bars before, during 
and after application, distributing tension uni- 
formly across the belt, assuring maximum trac- 
tion with minimum wear. Patented binder bars 
lap over belt ond, prevent fraying. 


Sizes for all belts. Cost no more than ordinary 


belt hooks. Write for circular. 


SAFETY BELT-LACER COMPANY 
CHICAGO 30, U.S.A. 


5390 N. MENARD AVE. 
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No. 117 
portable bench grinder 


$4 495 
Light, handy, efficient for 1425 


workshop, garage or factory. Self -con- 
tained grinder with 1 fine and 1 coarse 
(44%4” x %”) grinding wheels. 

New powerful shaded pole motor oper- 
ates at correct speed. Self-aligning bear- 
ings, l-piece cast aluminum housing has 
integral wheel guards, tool rests and 
switch. Plugs into any 110-120 A.C. cir- 
cuit. 

No. 69 Electric Drill, drills holes up to 
%4” in steel. Die-cast, pistol-grip makes it 
natural to drill straight holes. Has spe- 
cially wound high torque tool motor, only 
$11.80. 


Ask your dealer to show 
the complete line of SpeedWay 
Blue Line Portable Electric Tools. 


No. 69 
¥," DRILL 


$4180 


. 
SPEEDWAY MFG. CO. 
1836 S. 52nd Ave., Cicero, Ill. 
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comparison. Prices of the company, 
they say, are only 10 per cent above pre- 
war levels. American Stove Co. is an- 
other firm whose nine months’ sales took 
a big jump over a year earlier, totaling 
$20,624,153, against $14,243,154 last 


year. 
* * * 


Busy days in Waterbury—In 
Waterbury, Conn., the watch and clock 
city, new peacetime peaks in employ- 
ment and production are reported by 
the U. S. Time Corp. and the Lux Clock 
Mfg. Co. A heavy demand for their 
items which were off the market during 
wartime is only one of the reasons given 
for the boom this year. Today’s figures 
exceed the best years of either com- 
pany’s pre-war experience. U. S. Time 
Corp. feels that a substantial amount 
of production now under way is seasonal 
in character. Lux reports especial cus- 
tomer demand for alarm clocks, spe- 
cialty clocks for the automobile indus- 
try, and numerous types of home 
appliance timers. Lux has been expand- 
ing monthly, says that it has been suc- 
cessful in overcoming a number of pro- 
duction problems, and looks upon 
future prospects as most encouraging. 


* * * 


Construction awards—F. W. 
Dodge Corp., New York City, reported 
recently that contracts awarded for con- 
struction in the 37 states east of the 
Rocky Mountains during the first three 


quarters of this year totaled $5,626,111,- ; 


000, representing a decline of six per 
cent from the total reported for the 
corresponding nine months of last year. 
Projects classified as publicly owned 
are running substantially in advance of 
1946, accounting for 29 per cent by 
dollar volume of all building and con- 
struction contracts reported in the 37 
states in the first three quarters of this 
year, the corporation’s figures show. 
* * ® 


High employment—The Cen- 
sus Bureau reports that October civilian 
employment reached 59,204,000, beat- 
ing anything in history, save for the 
summer months when harvesting of 
crops was at peak levels. Including the 
armed forces, Americans with jobs num- 
bered well beyond the 60,000,000-mark, 
which not very long ago had seemed to 
be a fantastic goal. The number of 
jobless declined by 225,000 at the start 
of the month to 1,687,000 the dowest 
level since November, 1945. 


*- * * 


October construction value 
up—The value of new construction put 
into place in October was estimated at 
$1,252,000,000, or 17 per cent above that 
of October last year, according to the 
U. S. Commerce Department. In the 
first 10 mnths the value of new con- 
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Dolve ‘em by Air Express ! 








gunted by supply problems ? 


Don’t let low stocks or distant supply points scare you! With 
Air Express cutting delivery time down to a matter of hours, you 
can get what’s needed from anywhere in a rush. Just remember 
to specify Air Express. Your shipment flies to you at speeds up 
to 5 miles a minute. Air Express goes on all flights of all Sched- 
uled Airlines — that means the fastest possible service. 

Use Air Express regularly. You'll find there’s real profit for 
you in such speedy service. And rates are low. Frequent flights 
to and from points overseas can simplify your foreign shipping 
problems, too. Investigate. 


opecity Air Express-its Good Business 


© Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. e Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 

¢ Direct air service to and from scores of foreign countries. 


Just phone your local Air Express Division, Railway Express Agency, 
for fast shipping action .. . Write today for Schedule of Domestic and 
International Rates. Address Air Express, 230 Park Ave., New York 17. 
Or ask for it at any Airline or Railway Express Office. Air Express 
Division, Railway Express Agency, representing the Scheduled Airlines 
of the United States. 


ZSS 








Fastest delivery — at low rates 





GETS THERE FIRST 










Machine parts (75 lbs.) in Chicago were 
needed by a bottling works in Dallas fast. 
Picked up 10 AMthe 6th, delivered same day 
at 5:05 PM. 795 miles, Air Express charge 
only $18.42. Other weights, any distance, 
similarly inexpensive and fast. 






















PN) 2 


Sash Balances 
for 
Double-Hung Windows 


TWIN TYPE 
Single or double in- 
stallation. Counter- 


balancing springs for 
both upper and 
lower sash are in one 
case only 34” thick. 
Does not project be- 
bond back side of 
pulley-stile. 


SIDE TYPE 


Mortise type balance. Can 
be used in either single 
or double installation. 


ig ite 


< OVERHEAD 
TYPE 


Fits neatly into frame head 
of window. Single or double in- 
stallation. 


IK For wooden or metal win- 
} dows, for new construction 
or modernizing Acme Sash 
Balances incorporate more 
than 20 years of successful 
application. Simple to install, 
easy to weatherstrip; friction-free, 
finger-pressure window lifting. 


See your hardware or building supply jobber, 
or write direct for literature and prices. 


SASH BALANCE COMPANY 
1626 Long Beach Ave. 
Los Angeles 21, Calif. 














| the Americas, Africa and Asia in 
| order to expand their shipments to 





struction, up 29 per cent from the 
corresponding period last year, totaled 
$10,275,000,000. This was only 4 per 
cent under the total for all 1945. Pri- 
vate construction accounted for $958,- 
000,000 of the October total, $1,000,000 
higher than September. 


No Complete Steel 
Allocation System 
Under Marshall Plan 


HERE will not be any complete 
steel allocation system set up to 
carry out the heavy industry section 
of the Marshall Plan. New controls 
on exports will be created. But the 
program will be launched with the 
steel industry retaining control of 
domestic steel distribution, accord- 
ing to Nov. 13 issue of The Iron Age, 
national metalworking weekly, with 
which Harpware AGE is affiliated. 
The news of the individual respon- 
sibility of steel firms to produce for 
the European countries under the 
plan will take the form of “direc- 
tives.” Thus, an effort will be made 
to strike a workable balance between 
the easy, tragi-comic informality 
| which has to date maimed the freight 
| car program sponsored in Washing- 
| ton this year and the snowballing of 
| priorities, allocations and AAAI 
ratings which grew up during the 
war. 





| quirements calling for no more than 
| 60 per cent of 1947 exports for the 
following year, says The Iron Age 
the program will be largely one of 


redirecting steel exports to those | 


western European countries in the | 
most dire need. In the first two post- 
war years it has been unfortunately 
true that those countries which need- 
ed the steel most acutely have been 
in the worst position to obtain it. 
Steel officials feel that even if the 2 
million tons of steel which will be 
exported in 1948 above the Marshall 
Plan requirements were shifted to 
Europe, there would still be no neces- 
sity for controls on domestic alloca- 
tion. 

It will be painful in many cases for 
steel companies to turn their backs on 
carefully nurtured export markets in 


Europe. This about face is the only 
alternative to an even more embar- 
rassing desertion of hundreds of im- 
portant customers in this country. 
Experience this year in the highly 
complex business of doling out steel, 
considering the acute domestic need 
and almost hopeless foreign require- 








BUILDERS HARDWARE 


SINCE 1849 


MADE RIGHT 
PRICED RIGHT 
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With the Marshall Plan steel re- 
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@ Includes Washer, Lockwasher and 
Wing Nut, 1/4" special wide head bolt. 
Electro galvanized. All fasteners assem- 


bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 


2p 
Sharon Bol and Screu! Ce. 


BOSTON 10, MASS. 
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probably been neither too large not 
too small. Keeping in mind the des- 
perate condition of thousands of steel 
consumers in the U. S. and the rec- 
ommendations of the Harriman Com- 
mittee there is little likelihood of any 





expansion of the total tonnage of 


steel exports next year. 


Danger of Lobbying 


The case is clearly made, then, for 
statesman-like control of exports. But 
there is no evidence of the desirabil- 
ity of formally allocating the re- 
mainder of steel output. As the ad- 
ministration of the Marshall Plan 
progresses, there will be the danger 
of constant lobbying for additional 
controls in an effort to smooth the 
flow of steel to consumers in this 
country who are participating in the 
plan by shipment of machinery or 
manufactured products. Expericnce 
in controlled economies in Europe 
before the war and in the U. S. dur- 
ing the war taught many indusirial- 
ists that there is often much to be 
gained by carrying on their business 
before a press conference in Wash- 
ington in a well-modulated shriek. 

Barring this kind of interference, 
the steel industry will remain free 
to do the best it can with the re- 
mainder of steel production for dis- 
tribution to consumers in this coun- 
try. Steel officials feel that imposed 
regulation of distribution at this time- 
would only mean a complete screw- 
ing up of the steel delivery situation 
which makes more sense now than it 
did a year ago despite all the short 
ages. 










New Legislation Needed 





Before the government can impose 
price controls on the steel industry 
there must be new legislation. But 
there is a disposition in some govern- 
ment circles to obtain this authority 
if possible. There will be a fight to 
place controls on wages as well, if 
ceilings are to be reimposed on steel 
prices. It is certain that there will 
be an effort by the government to 
shackle both labor and industry in 
irons of “moral suasion.” 












Without wage controls, the Presi- 
dent would find himself with another 
hot potato in his hands. In 1946 he 
had to settle the steel price-wage 
mess by agreeing that wages should 
be increased, and permitting prices 
to go up simultaneously. He will not 
wish to travel that road again. Steel 
companies will make every effort to 
hold the line on prices just as the 
government will continue to avoid 
action in the wage-price dilemma. 
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—HARMIC 


Fi ‘ AND ONLY MAKER OF ELECTRIC SOL- 

irs DERING IRON AT 49¢ RETAIL 

Fi ; WITH CHROME-PLATED ELECTRIC 
irs IRONS WITH RADIATORS 
— 

First 


Ss D 
Fi t TO BRING BACK A POPULAR PRICED 
Irs GASTORCH WITHOUT SOLDERED JOINTS 


ROVED PACKAGING OF 


WITH P 
L S FOR EASY HANDLING 


IM 
° ER 





THE BEST MERCHANDISED LINE OF ITS KIND 





SOLDERING PRODUCTS 








HARMIC MFG. CO., BOX 64E, SOMERVILLE, MASS. 











Electric Switch and Outlet Boxes 


Available for Immediate Shipment 


» 






No. 4 
4” Octagon, 1%” aeep, tnree %” knockouts 
and 4 loom knockouts in bottom, with clamps 
Two %” knockouts and 4 loom knockouts in 
One piece draw. Also avail- 
%” knockouts. 


Aluminum electric switch and outlet boxes . . . 
approved by Underwriters Laboratories Inc., 
Chicago, and REA. 

Immedinte Delivery of any quantity desired. 
All boxes guaranteed against defective workman- 
ship or material. Check these features: 
¢ Longer lasting—rust & acid resistant. 

* Light weight—easy to handle, inexpensive to 
ship. 

¢ Sturdy construction—will not bend or break. 

© Easy knockouts. 

+ Precision made (die stamped, press formed) 

—conform to all building codes and require- 

ments. 





sides. 
abie with all 




















No. 2 Sims 


No. 3 


2” deep, %” kmockouts, ears 2%” deep, romex clamps, ears 2%” deep, %” knockouts, ears 
attached. attached. attached. 
Write today for information and jobber discount DISTRIBUTORS: 


W. T. DRIVER, MANUFACTURER 
2648 37TH AVE. SO. 
MINNEAPOLIS 6, MINN. 


EAST COAST: Smith & Fetten, 295 Madison Ave., 
. VV. 7, &@. ¥. 


WEST COAST: West Coast Agencies, 129 ist Ave. 
W., Seattle 99, Wash. 





















































BRAND 


HACK SAW BLADES © 


Here’s the am, time-tested HY-FLEX 
BLADE a special analysis, 
molybdenum * steel as Forsberg produces 
it. Scientific heat treatment enables these 
Blades to give practically equal per- 
formance with high speed tungsten steel. 
They’re gauged and checked for accuracy 
throughout every step of manufacture, 
and aiven a tough bending pounds test 
before you get them for sale. If you 
want to promise tong life on stubborn 
cutting Jobs, offer Forsberg HY-FLEX 
Blades and you'll deliver it. 











A popular WHALE BRAND Hack Saw 
Frame for the machine shop mechanic 
and electrician. Adjustable for 8” to 
12” Blades. There’s a comolete line of 
WHALE BRAND Frames for every hack 
saw need. 































orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 























—on wages early next year. 

The Iron Age heavy melting steel] 
scrap composite price remains stable 
at $41.50 a gross ton—$1.08 below 





The next move will be Mt. Murray's 


ago. The production of steel ingvis 
was at the rate of 97.5 per cent of 
capacity, 1.5 per cent above last 
week’s rate. 





Can You Pass These Selling Tests? 


UCCESSFUL retailers get their 
most helpful hints from their most 
important critics and faithful boost 
ers—their customers. Understanding 
customer requirements and knowing 
how to meet those requirements is 
the important step toward successiul 
retail selling. The first thing cus- 
tomers look for in a store is sales 
personality. Can you and your sales- 
men pass this personality test? 
1. Are you. well groomed: hands 
hair, face, nails? 
2. Is your voice low and pleasant? 
Are your words well chosen? 
3. Is your manner dignified and 
courteous? 
4. Is your whole attitude one of 
friendliness? 


5. Are you neat and businesslike 
in appearance? 

The secoud thing customers seek 
from retail salespeople is informa- 
tion about the merchandise they sell. 
It is essential that the merchant and 
his salespecple know at least the fvl- 
lowing general facts about their 
goods: 

1. Of what materials is it made? 

2. Are they better than other ma- 
terials? Less expensive? More 
durable? More attractive? 

3. Is the construction good? 

4. Does it meet the customer's 
need? How? 

5. If made of fabric, 
able? Non-fading? 


(Continued on page 232) 
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Wore QUALITY 
Wore SALES 
Wore PROFITS 





“a 


“PEPPY -PAL” 


GARDEN TRACTORS 


Wore JOBS DONE 


Practically any job your customers wa.t to 
do can be done y and easily with che 
Shaw Du-All riding or walking model 
tractor, or the “Pal w: model 
tractor. Plowing, = , mowi 
Sprayin, ae , Sawin, doing bak 
jobs, grindi ae racing. plow- 
ing snow -dozing are a few of the 
many jobs pide Shaw tractors do every day. 


Wore ECONOMY 

Shaw tractors operate on just a few cents 

Seaiy eealiccaad ost tow eplets 
means low u 

and docabiliey. The low initial cost per. 

mits operators to pay for their tractor in | 

no time at _all. 


lore SALES BUILDING 
FEATURES 


Sturdy, arc-welded construction enables. 
Shaw tractor operators to take on the 
jobs. Patented tool control allows _ 
adjustment for crooked rows. Attach- 
ments are 2asy to change with the “Jiffy 
Hitch.” Full year’s guarantee on every 
tractor. 


More DEALER PROFITS | 


ee peotes: 
mean: bow punta: formation. Many 
: Wes 


territories are still open. 
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SHAW 


MANUFACTURING CO. 


8611 Front St. 
Galesburg, Kan. 
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You Can Depend On 


Mole 





For A BETTER Job! 


" 





Sh 


Ne. 800 


No. 805 No. 810 


MOLINE STEEL TACKLE BLOCKS 
FOR MANILA ROPE 
STRONG ... STURDY ... DEPENDABLE 
Made with heavy steel side plates and 
U-brackets and strong oversized forged steel 
hooks and thimbles. Single, double and triple 
sheave for % to 1” manila rope. Side plates 


have rounded edges which increases rope life. 
Finished in lustre enamel. 


Moline Heavy Duty Load Binders 
Double Swivels For Flexibility 






Cunstructeu of high strength, heat-treated malie- 
able iron. Has improved, comfortable hand grip. 
Bright enamel finish. Three sizes. No. 744 for 
%” chain; 745 for %” chain; No. 746 for chain 
over %”. 


Moline Safe-Lock Wire Stretchers 







Stretches longer fence 
wire easily and quickly. 
Steel roller bearings make 

for smooth operation. Have 
hardened steel axles and re- 
fined malleable wire grip and 
hook with chain at one end and 
wire hook at other. 





Write Dept. HA-10 for complete catalog. WE SHIP QUICK! 


MOLINE 


iRON WORKS 


e 
moLime, iLLisols u.s 
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THE NEW 1948 MODEL 


GLUB-GLUB 





DELUXE SERVICE 


DEPT. H, P. O. BOX 5510 


THE GREATEST EVER 
The Original Perpetual Drink-Up Duck 


Make big profit —. this best looking of all 
continuous water drinking birds. The nearest 
thing to perpetual motion. Mysterious—big and 
beautiful in bright red and yellow with real 
feather tail, suede shoes, non-drip bill. The 
most substantial and attractive drinking bird 
on the market. Each Duck thoroughly tested 
before shipping. Attractively packaged [n in- 
dividual boxes. Price protected—Usual Trade 
Discounts. Send your Order Today! 


ie 
>. 
. 
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. 


‘RETAIL 


FAIR 
TRADED 


$14.26 


per dozen 


een, 


Patents #2240906, 
0146744 and RE22900. 


CLEVELAND !, OHIO 
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“Home on the Range’’ 
Sparkle to catch the housewife’s eye—priced 
to open her pocketbook—display and sell 


y & 
EVEREDY 
oO Wit pra 4 ¥ 







Clean 


“CHROME COOK WARE 


sturdy, long-lasting, never-need-scouring 














6. Will it reasonable 
length of time? 

7. What special features? 
guarantees by manufacturer? 
ented or exclusive features? 

8. How does it compare with other 
similar merchandise? 

9. Why is it worth the money? 

10. What are the elements of satis- 
faction in this merchandise? 

11. What is it used for? 

12. What does it sell for? 

13. What are its selling points? 

14. Where is it located in stock? 

15. Where is the reserve stock? 

16. What sizes, colors, and qual- 
ities? 

17. Will 
happy? 

The third requirement of custom- 
ers is that of sincerity, genuine in- 
terest, service, and industry. Where 
the old school said, “It’s the man 
with the smile who wins,” the new 
school says, “It’s the man who 
studies the customer’s problems, sug- 
gests a possible solution, and, as a 
matter of course, does this with a 
smile, who gets the order.” Where 
the old schcol of selling placed em- 
phasis upon the personality and en- 
thusiasm oi the salesman, the mod- 
ern school insists upon headwork and 
intelligent helpfulness. 


wear 4a 
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How to Please Customers 


Following are ways to please cus- 
tomers: 

1. Remember a store exists oily 
for customer service. 

2. Address customers by their 
names. Try to remember their 
names, even though they do not buy 
from you frequently. 

3. Know all about the goods and 
services offered. 

4. Know the preferences of regular 
customers. / 

5. Suggest merchandise that is 
suitable. 

6. Be courteous. Discourteous cus- 
tomers are only a test of selling 
ability. 

7. Let customers think they are 
buying even though you are quictly 
guiding the sale. 

8. Don’t press customers to buy 
but be alert to possibilities. 

9. Speak to the waiting customer 
—let her know she will be served 
soon. 

10. Accommodate 
quests if possible. 
outright. 

ll. Be pleasant and agreeable; 
smile. 

12. Wait on customers in turn, un- 
less those entitled to service fist 
agree to let a late comer who is in a 
hurry be served ahead of time. 


customer {fe- 
Do not refuse 


The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 


e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 

























Re 


ELECTRIC 
1000 WATT—14" Polished Alumi- 
num Bowl with Aluminum Base—6 
ft. cord—Packed 6 to carton—Per 
carton of six 


Larie Hardware Co. Inc. 
552 West Lake Street 
Chicago 6, Illinois 


WHOLESALE ONLY 
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Complete your line with this 


FUEL OF A HUNDRED USES! 


Sales territories now open to distributors and 
dealers in many areas for Ford Heat-Packed 
Charcoal Briquets—the modernized wood char- 
coal in concentrated form, for more intense heat. 






Here’s why Ford Charcoal Briquets mean real 


profits for you: 


Better Product: 
Cleaner, smoke- 
less, spark-free—Ford 
Charcoal Briquets burn 
far longer than ordinary 
charcoal! They give an 
even heat that lasts and 
lasts. And they're of uni- 
form size. Free from waste 
and fines. 


= Good Mark-Up: 
Profitable mark-up 
for distributor and dealer 
alike! 








Big Market: Pic- 
nics ¢ Barbecues ¢ 
Camping « Hotels « Res- 
taurants ¢ Clubs « Dining 
Cars @ Refrigerated Rail 
and Truck Lines « Foun- 
dries ¢ Metal Refineries « 
Tinsmiths e¢ Packing 
Houses * Tobacco Growers. 


Steady Sales: Not 

seasonal. Profits 
Winter and Summer—all 
year ‘round! 
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Add Ford Charcoal Briquets to your line. Prices now 
reduced approximately 10%! Write, wire or phone: 


FORD MOTOR COMPANY 
Special Products Department 
DEARBORN, MICHIGAN 


HEAT-PACKED 
CHARCOAL BRIQUETS 
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A Christmas Suggestion to 


Over a ig People 
A Tip to Gun Dealers 


mmc aalllas 

A Personal Gift 
Sor a Shooter 

The HOPPE GUN CLEANING PACK 


ompact, complete gu" 
al and useful an 

its giving suggests 
THOUGHTFUL—not —_ 
ly casual—selection. So - 
by all Sporting Goods = 
Gun Dealers. Price $1.0 


FRANK A. HOPPE, INC. 


8th & Dauphin Sts. 
Philadelphia 33, Pa. 


He'll doubly welcome this c 
aning kit because it i 


s practic 
cle 





The above advertisement will appear during Novem- 
ber and December in 20 of America’s leading mag- 
azines, farm papers and outdoor publications. It will 
come before the eyes of over 70,000,000 people. So 
be prepared. Do not disappoint your customers or 
yourself. Have sufficient Hoppe’s Gun Cleaning 
Packs on hand. Be sure. Send your order to your 
Jobber today. 


FRANK A. HOPPE, INC. 


2314A NORTH 8th ST. PHILADELPHIA 33, PA. 




















SIGN EXPERT with EE SIGN-MAKER © 





ANYONE CAN LETTER 
SIGNS LIKE THIS=> 


Even your youngster can 
make signs with the WRICO 
SIGN-MAKER. It’s practically 
automatic! Simply take patented 
WRICO brush-pen in hand—trace out- 
lines from WRICO lettering guide. 
Result — neat, professional signs — at 
cost of less than a cent. 


MORE SIGNS... MORE PROFITS 


Everything for neat, attractive, profit-making 
signs. WRICO Sign-Maker alphabet and 
number guides, chromium-plated steel guide- 
holder, ingenious patented WRICO brush- 
pen, india ink, easy-to-follow instructions, 
handsome, handy hinge-cover box...... 


$420 


COMPLETE 


LOOK AROUND YOUR STORE! Ask yourself if some crisp, new 
signs wouldn't help your displays. Then send for your WRICO 
SIGN-MAKER. Use it! If you aren't delighted with the speed ... the 
ease. .the professional results, your money promptly refunded! 
Take this lirst step towards becoming your own sign expert now. 


NOVEMBER 20, 1947 





3 










Wood-Regan Instrument Co. 

180 Franklin St., Nutley. N. J. 

Please rush postpaid. complete. easy- 
to-use WRICO SIGN-MAKER. We are 
enclosing [] check [] money order for 
$6.20. If not entirely satisfied. we will 
return same within 10 days for refund. 
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DURBIN-DURCO 


GAANUFACTURERS ¢ CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-iron + Steel 





© Heat Treated © 2 Sizes 
Durbin-Boomer F-1—2 swivels, 3%, % or 14” chain 
Duroim-Boomer F-2—2 swivels, 1%, 4 or 54" chain 


Malleable fron © Heat Treated « 5 Sizes 
MIDGET No. 1—1 swivel, 4" chain 
DELTA No. 1—1 swivel, 5% or %" chain 
DIXIE No. 1-2 swivels, 1% or 4%" chain 
LONE STAR 1—2 swivels, %, % or % “chain 
LONE STAR 2—2 swivels, %, 34 or %” chain 






WIRE STRETCHERS 
b STEEL CONSTRUCTION 


No. 3—3 Pulleys, plain bearings, %4" rope 
No. 33—3 Pulleys, roller bearings, 34° rope 
No. 4—4 Pulleys, plain bearings, 4 %, rope 
Pulleys, roller bearings, %4" rope 
No. 88—4 Pulleys, roller bearings, 14” rope 


ALL-STEEL ROLLER BEARING HOISTS 











No. | Size | Cap. | Ship. Wt. 


Rope | Lbs. | Lbs. Construction 





12 \y’ 2000 6 lbs. |Drop Forged Hook 
13 | %* | 1000 | 2% lbs. | Malleable Hook 




















Shipped with or without rope. 
Write for Catalog 
DURBIN-D DU RCO 


6611 Olive Street Road + St. Levis 5, Mo. 








ROOFING 





IMMEDIATE DELIVERY 


IN CARLOAD LOTS 
ORL. C.L. 


@ Light Weight! 
@ Easy to Use! 


@ 5 Sizes! 


4” rem Ye" ee: 5 ad ant a" _ Mh" 


Made of Heavy 9-Gauge Aluminum 
. Barbed . . . 2” Head. 


Write or Wire Today 
For Price List and Somatost 












13. Carry on all conversation as 
quietly as possible. 

14. Do not smoke or use tobacco 
in any way while serving a customer. 

15. Thank customers sincerely for 
their purchases. 


16. Be sincere in all courtesies. 
never merely mechanical. 

Understanding of the customer will 
increase sales. Be alert to clues of 
the customer’s personality. Learn to 
recognize moods and human traits. 
Then handle the customer as you 
would like to be handled in the same 
situation. Adapt yourself to the per- 
son you are serving. She may be 
irritated; she may be tired; she may 
be undecided or merely shopping ior 
ideas; she may be ill. Adjust sales- 
manship to these requirements. 

Finally, the fourth modern require- 
ment is that the best sale is where 
the customer apparently buys and 
not where the customer is “sold.” 
The salesperson who marshals his 
facts as to “use-values,” presents 
them in a helpful, intelligent man- 
ner, and guides the prospect toward 
his own decision, it distinctly a sales 
person of the modern school. 


Two Advantages 


This way of selling has two advan- 
tages. First, when a prospect buys. 
he stays solid. That is a big advan- 
tage to the seller. Second, since a 
buyer knows his own requirements 
better than anyone else, he is able to 
arrive at a wiser decision than he 
would if he were cajoled and flattered 
against his better judgment. The 
customer who buys is likely to re- 
peat; the customer who is sold may 
not be so willing to return. A study 
made by Professor Comish, Univer- 
sity of Oregon, ‘on the relative effi- 
ciency of 501 salespeople in repre- 
sentative lines of business shows the 
percentage of salespeople that meet 
four basic selling requirements. 

This investigation shows that most 
salespeople can greet and meet cus- 
tomers correctly. Handling them 
afterwards is more troublesome. 
About one-fourth of the salespeuple 
need to improve their selling ap- 
proaches; one-half ought to increase 
their knowledge of merchandise; 
about two-thirds should improve thier 
ability to answer effectively commun 
objections in buying; and more than 
two-thirds need to know more about 
the methods used to close sales 


(Condensed from “Retail Salesman- 
ship,” one of 17 booklets making up 
the handbook, Better Retailing, pub- 
lished by the National Cash Register 
Company, Dayton, Ohio.) 




















ARMSTRONG-BRAY & CO. 
i; The Belt Lacing People 
5348 Northwest Hwy., Chtieee 1 it. 


migigigininigigigigigigigigigh 


WIREGRIP precision 


rigid, assuring perfect alignment of 
hooks—less hook loss from handling 
—a better job when applied with 
6 sizes. 


any make lacing machine. 


STEELGRIP Flexible 
plied with a hammer, clinches over 
and protects end of belt. 
strong, flexible joints. 
2-piece hinged rocker pins or can be 
obtained in long lengths for con- 
veyor belt use 





made Belt 
Hooks come with extra (patented) 
blue aligning cards—are held more 
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HEAVY APPLIANCES 
ROLL EASY WITH 


Easload. 







$48.50 f.o. b. 
Los Angeles. 
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COLSON 


EQUIPMENT ¢ 
SUPPLY C O. 


1317 WILLOW ST. LOS ANGELES 13, CAL 
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1] built-in features of 
Easload Appliance 
Trucks guarantee easy 
rolling—long life — ap- 
pliance protection. 
The entire weight of the 
load rests on the wheels, 
which slide back to carry 
the load at the touch of 
the .foot pedal. Curved 
tubular handles make it 
easy to slide the load up 
and down stairs, into 
and out of the delivery 
truck. The refrigerator, 
radio, range, etc. is 
cinched onto the Easload 
by a double ratchet. Rub- 
ber covered cross bars, 
uprights and wheel 
nuts give full pro- 







tection, 
a Immediate Delivery 
Order Direct — or 





Write for Details 
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Manufacturers 
of a quality line of popular 
priced locks and key blanks 
since 1920! Distributed ex- 
clusively through hardware 
wholesalers and locksmith 
| supply houses. 





ASK FOR TAYLOR-MADE 


| 

| @ PADLOCKS 
@ NIGHT LATCHES 
| 








AGE 


e@ INSIDE LOCK SETS 
@ KEY BLANKS 


| Taylor Lock Company 


PHILADELPHIA 32, PENNSYLVANIA 
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CONGRESS DRIVES 


PRICE APPEAL 


and 


EYE APPEAL 


Highest Quality and low 
prices enable you to offer your 
customers the biggest pulley 
values on the market. 











Eye Appeal! Every Congress | 
Pulley is individually packaged 
in handsome 3-color box. Pul- 
leys reach your customers in 
top condition, dust-free and 
clean. 








You get this handsome 3-color 
display in our special assort- 
ment of 50 pulleys, in 27 dif- 
ferent sizes. Special inventory 
card keeps stock up—invest- 
ment down. 





You Make More 
Money when you 
push Congress, 
big value, nationally 
advertised Pulleys. 









ASK YOUR JOBBER 





or Write for Information 

















CONGRESS “i:° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 
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BERNARD 
complete 
Leathercrafter 
Kit with inter- 


¥/ changeable 


attachments. 


a. is the season when 
home workshops begin 
to teem with activity. 
And BERNARD leather 
working tools belong 
on every bench. To the 
leathercraft hobbyist 
they’re indispensable. 


"S STOCK—DISPLAY—SUGGEST 


Get your share of this 
great market with 
BERNARD belt punches 
and leathercraft kits—the 
American standard for 
years. Remember, the 
quality line pays off! 








WM. SCHOLLHORN CO., 1011 Chapel St., NewHaven9, Conn. 











WALTON TOOL BOXES 


THEY SELL AND SATISFY— 
PAY GOOD PROFITS 


MADE FOR MECHANICS 


Twenty yeors' experience in making metal boxes guerontees 
Walton quelity. Mechanics prefer these stoutly con 
compact boxes with numerous exclusive improvements. 


Special Features 
Extra length for long handled wrenches, 


Rounded corners. 


wrecking bars, other long tools. 24 gauge steel. 
continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
enamel two-tone finish. Smooth enamel trays. 


HIP-ROOF 
CANTILEVER 
MODEL with 

4 TRAYS 


2 sizes 
Divided and 
Undivided 
Trays 


FAMOUS WALTON GRIP-LOC BOXES FOR 


Order from your jobber. Write direct te us tor new Ceteleg Sheet 
Ilustreting end listing oll styles ond prices. 


WALTON PRODUCTS, INC. 


218 Madison Street 





Dept. 65 





Built-in 


FISHER. 
AND MECHANICS ARE AVAILABLE AGAIN! 


Woedstock, Hi. 


































FOR $28.90 YOU GET: 


1—S shelf rack 
1—WW 1326—1326 Washers 
11 sizes wrought steel washers from ‘/% to 
1" bolt sizes 
1—HN 218—218 Nuts 
10 sizes USS SF Hex Nuts from 1%4"' to 1" 
bolt sizes 
1—HN 255—255 Nuts 
8 sizes USS Hex Jam Nuts 
8 sizes SAE Hex Jam Nuts 
from 1%"' to %" bolt sizes 
1—HN 388—388 Nuts 
S sizes SAE Castle Hex Nuts 


from %"' to %" bolt sizes 
i—SC 140—140 Screws 
16 sizes Socket Hd Cap Screws 


(Allen Type) 


For yo 


SATISFIED SHARON DEALERS! 


Le 


ANOTHER 
fast-selling 


SHARON GROUP 


for 
IMMEDIATE 






GROUP “B” ASSORTMENT 


Total Space 1 F OOT 
sw $28.90 


Total Profit $30. 35 


Every item is electro galvan- 
ized and clearly marked. 
Easy to find—always in place. 


Shanove (Git aud Spfbut Co. 
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LOOK INTO. oe 


'Cabl-ox 


THE NEW WIRE ROPE CLAMP 
That Really Holds the Line! 


M40 phi Loge Ml 
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CABL-OX clamps work on a brand 
new wedging principle. Holding power 
increases with the load and exceeds 
tensile strength of rope used. Does 
not crush and weaken rope like old 
style U-clips. Assembly is fast, neat 
. « . Saves breakdowns, equipment, 
injuries and expense. Can be used 
over and over. Cadmium plated. 


Cabl-ox. 


Made in all sizes from Ve" to %”. 
For all wire rope applications. 


Your Cabl-Ox folder gives 
complete description and prices. 
y Write for it today. 

eas aaa ” Now Manufactured by 
CABL-OX CORPORATION 
6 N. Michigan Ave., Chicago 2, Illinois 
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When it comes to selling pump leathers, 


| reach for a Simplex and you’ve made a 


quick, easy sale. 


These high-quality pump leathers carry 
a clear-stamped size imprint. The cus- 
tomer will know he is getting the size he 
needs, and you know you are giving him 


the size for which he asks. 


Specify ‘“‘Simplex’’ the next time you 


order pump leathers. 


Ask your jobber or write us 
for price list. 


MANUFACTURING 


AUBURN, 





| Glass Packaged "Turp™ 
Is Preferred; 
Hardware Store 

| Most Popular Outlet 


| 
| 
American house- 
| wives show an overwhelming pref- 
| erence for glass for packaging of 
| turpentine, according to a recent 
| survey conducted by the Home 
Makers Guild of America for 
| Owens-Illinois Glass Co., Toledo, 
| Ohio. 
| In conducting the turpentine 
| survey, the Home Makers Guild 
consulted with women in all parts 
of the country, representing vari- 
ous income groups and ages. The 
report presenting their replies 
gives valuable marketing infor- 
mation to manufacturers and re- 
tailers. 
This Home Makers Guild panel 
consists of 61 per cent of families 
owning their own home. The re- 








maining 39 per cent are equally 
divided between rentors doing 
their own decorating and others 
whose landlord takes care of the 
decorating and maintenance of 
the house or apartment. 

Percentagewise, families renting 
but doing their own painting and 
decorating do more painting on 
the interior of the house and 
household equipment than home 
owners. This reverses when ap- 
plied to painting the exterior of 
the structure. 


Its Use 


Turpentine is primarily bought 
by the consultants as a paint 
thinner with other suggested uses 
as a cleansing agent, as a dis- 
infectant, insecticide, linoleum 
cleaner before waxing, and in 
many other ways. Woodwork, 
walls, ceilings, chairs and tables 
are the most frequently mentioned 
painting jobs done on the interior 
of the home. 

The hardware store is the most 
popular retail outlet with the hus- 
band of consultants usually mak- 
ing the purchase. These home- 
makers also report purchasing in 
paint stores, drug stores, variety 
stores, self-service grocery and 
clerk-service stores. 
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STAC NIC TVG wa) SAW~ Jor Every Purpose 


| Helpful 


SEND FOR THIS FOLDER 


See what a profitable, com- 
plete line this is to sell. 
Meets every hole-cutting 





i 
— Specialists in Hole-Cutting Tools & Blades — 


MISENER 


202-8 WALTON ST MANUFACTURING COMPANY SYRACUSE, N. Y. 








and Actch Pe Plastic Fly Boxes 


A fly box that is specially designed 
for holding flies. A necessity to Z 
complete your line of bait holders. Retall at 
Holds flies in coils of springs. Light- 2.95 
weight and waterproof. $ ” 


NATIONALLY ADVERTISED AND DISPLAYED 


BARTELT ENGINEERING COMPANY 
ROCKFORD, ILLINOIS 
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BALL BEARING 


SAW MANDRELS 


ay 





These “QUALITY” saw mandrels are designed and constructed 
of the finest materials available and can be used in the factory, 
in the garage, on the farm, as well as in the home work shop. 








These “BALL 
BEARING” saw 
mandrels are 
good for high 
speed, heavy 
loads, shock loads 
and power transmission. 
Made of one piece grey iron cast housing double sealed BALL 
BEARINGS designed to exclude dirt and retain the lubricant. 
Comes in sizes ¥2", %", %" saw bore. 


ALUMINUM PLASTERING HAWKS 

OUR ALUMINUM howks are made 
of 12 gauge hard rolled aluminum 
plate, light weight, highly polish- 
ed, very strong, will not rust, will 
not warp. Size 13” x 13”. 

THESE HAWKS are equipped with 
a special constructed flange and 
inserted brass bushing which pre- 
vents rusting and locking of bolt. 
Fastened with four rivets countersunk flush on both sides of 
hawk and scored surface. 

Handle made of very fine grade of soft maple, sanded and 
tapered. Has sponge rubber callous preventer. Packed 6 to a box. 


Write for descriptive literature of our entire line 


Majestic Tool Mfg. Co. 


CHICAGO 6, ILL., U.S.A. 








Ne. 38 A. H. 





120 N. JEFFERSON STREET 


So 
Machines jo. Cutting 


| Crimping 





















Beading 


| 

STOVE PIPE 
FURNACE PIPE 
| 
| 









FOR EASIER, FASTER WORK 
DEALERS! 
HIGH EXTREME 
QUALITY PRODUCTS LOW PRICES Write 


HEAVY DUTY BUILT FOR YEARS OF SERVICE 
Manufactured and Sold By 


CHARLES E. KRAUS MFG. CO. 


\ 122 S. 8th ST. LOUISVILLE 2. KY. 
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SERINE with SAFETY 





These Features Mean Profit! 


1—Exclusive dreadnaught burner 

2—Drawn steel tank with inlets brazed 

3—Bottom electrically seam-welded to 
shell 

4—Blow - proof pump, another safety 
feature 


Write for further information today! s, 
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WALL MEG. SUPPLY CO. 


Grove City, Pa. 





Almost eight out of 10 house- 
wives say they purchase turpen- 
tine in either the quart or pint 
containers. 

The consultants stating a pref- 
erence for glass gave 225 reasons 
for their choice. Visibility is the 
most frequently mentioned, fol- 
lowed by ease of pouring and han- 
dling when thinning paint. 

Consultants show a lack of 
knowledge regarding the differ- 
ence between “gum” turpentine 
and “steam distilled” turpentine. 
Fifty-six per cent of the house- 
wives stated that they did not 
know the difference and 33 per 
cent inferred they did not know 
by not answering the question. 

The preference for each type is 
about the same with 66.1 per cent 
having no preference, showing a 
lack of knowledge of the two types 
of products. 





This “no preference” group and 
the heavy percentage not aware of 
the actual difference between the 
two types of turpentine indicates 
an important need for an educa- 











Pigs nurse from inside, 
in a bed that's always 
cory, dry and warm — 


in clean, fresh pre 


heated air! 


CAMPBELL 
"Pig Saver” 
ELECTRIC 
BROODER 


NEW BEST SELLER 
CUTS PIG LOSSES UP TO 50% 





Nationally Advertised 


Today, the “Pig Saver’’ brooder is the hottest 
farm tem made. A sensation last year, it will 
be in even greater demand this winter after 
proven performance from coast to coast, cutting 
pig losses up to 50%. And now, to make the 
brooder even more appealing, easier to sell, we 
have provided the new Areostat Airconditioner 
that forces preh d air through the » 
draws out foul air! What a talking point! Right 
now you can sell ‘‘Pig Saver’ PIG BROODERS like 
hot-cakes. Just display them and use this magic 





sales line: ‘It will cut your pig losses up to 
50%!" So TODAY, write for detailed folder giv- 
ing specifications and prices on the COMPLETE 
“Pig Saver” PIG BROODER line. Price and de- 
livery guaranteed by ordering promptly. 


H. D. CAMPBELL CO. rocnette 55, 111. 
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tional program on the part of 
manufacturers to give consumers 
a better understanding on the 
uses of turpentine. 

Copies of this survey can be 
obtained by writing the House- 
hold & Chemical Products Divi- 
sion, Owens-Illinois Glass Com- 
pany, Toledo, Ohio. 


A Letter to the Editor 


(Continued from page 159) 


types of business going in that are 
invading the hardware field. It is a 
hard question to place before any 
salesman who wants to do a sound 
job of selling. Shall he support the 
newcomer, shall he encourage the 
other merchants to invade the hard- 
ware field? 

Shall the manufacturer who has 
been successfully selling to hardware 
dealers look elsewhere for the de- 
velopment of his future business? Is 
it going to be a question of his going 
into a town and setting someone else 
up in competition with the estab- 
lished dealer? 

As far as the “emergency” hard- 
ware man was concerned, he made 
his butter during the war in this 
particular class of business. Is he 
going to throw it out and with it the 


RUBY PROFIT MAKERS 


WALL PROTECTOR 


Transparent, plastic sheet protects & 
walls from grease, dirt, water. etc... 
around sinks, stoves, showers, light 


switches and bath tubs. 
3 dozen packages in 
carton, 2 to a@ pack- 
age—$5.76 per dozen. 
F. O. B. Milwaukee. 
SIZE: 25 x 40 in. 
Retails at 89c to $1.00 


RUBY PRODUCTS CO., snesten t erconsn 











78 types to cover all price ranges—at part 
available. Complete tine of "AMERICAN" 
Incandescent lamps—our own product at bes' 
factory discounts. 

JOBBERS—send for catalog and prices. 


THE SAVE LAMP CO., Baltimore 11, MD. 





| International Steel Wool Corp., Springfield, Ohio 


DECORATORS FINISHES 


FLAT* SEMI-GLOSS* ENAMEL 
THE SPAR-TEX CORPORATION 


220 EAST 134th. ST. NEW YORK 51,N.Y. 











STEEL WOOL 


Preferred by master eraftsmen for its 
keener bite and longer life . . . long, 
uniform, resilient strands of finer qual- 
ity steel. Big 16 unit pkg. or f tb. 
tube. Order from your jobber or direct. 
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: MADE IN U.S.A. 


ASK YOUR JOBSBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 
HOYT & WORTHEN TANWINC CORP 
HAVERHILL MASS 
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good will of a substantial portion of 











WHEN YOU WANT TO BE HEARD 


Speak to the right “‘class’—in the right paper—in 
the right way. HARDWARE AGE will tell your story 
to the greatest number of hardware men In the hard- 
ware trade. Its Classified Opportunities Section Is the 
place to put your want ad for quick, tangible results. 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St. New York 17, N. Y. 
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( THEY SAID— “A Clevis is Just a Clevis" — 
UNTIL THEY SAW THE BIG ORANGE 


Hi-Strength CLEVISES 


Without cotter pins! 


THE ONLY 
TRACTOR 
CLEVIS WITH 


Sel$- Locking 
Clevis Pin 


La —Patent Pendiag— 
INSTANT LOCKING PIN 
@ Can be removed by oper- 
ator from tractor seat! 

@ Saves time! 


@ Will not bend or break! 
Holds its shape! 


@ Stainless steel locking spring will not rust! 
@ Hot forged clevis body! 

@ Extra large shackle type heads! 

@ Made of extra strong steel! 

@ %" steel body, %" pin! 





LOOP WIDTH 2% 











Model No. 4278 Shown, Suggested 
Retail $1.15—1.30 


if. 
Sage OTHER TYPES & SIZES AVAILABLE 
ee raed Retell Order from your Distributor or write us. 
Price $.50-.60 


MIDLAND INDUSTRIES 


econd Avenue S.W 


CEDAR RAPIDS 


IOWA 








GPIALILE 
OF COMPETITION 


There’s no price competi- 
tion from chain stores and 





mail order houses when you 
stock and sell Rogers “Goril- 
la Grip” glue. Rogers glue is ; 
sold exclusively to independent hardware retailers. _ | 
There’s no quality competition from other glues, either, because | 
Rogers “Gorilla Grip” is the most powerful adhesive on the 
market— holding power of more than 3885 lbs. per square inch! | 
That’s why glue users everywhere ask for ROGERS. 


Stay FREE of competition— 
Ask your Jobber for ROGERS TODAY 
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Produces finely-divided continuous spray, free from spitting 
or streaming. Medium priced, for house or garden. 


tingle pbction 






One of No. 101A 
America’s 
Oldest and The world’s largest selling sprayer. A household necessity. 
Best-Known Capacity 5 ounces 


a ee 


Lines 
_ — 


Manufacturing Works, Inc., Batavia, N. Y. 





No.175 No. 175 No. 175 '2 No. 176 


Non-corrosive * Stronger than cast iron 


All items available in finishes of Brass, Nickel, 
Chrome, Bronze, Cadmium, and Black. 
Wholesale Only * Catalog available to dealers 


FANARC MANUFACTURING CO. 


1115 West Whittier Boulevard 
Whittier, California 





239 


READY PATCH 


Ready mixed patching com- 

position in paste form. 
Unexcelled for patching 
cracks, filling holes and 
wallboard joints, 





M & H LABORATORIES 
2703 Archer Ave.. Chicago 8, Ill. 


nena naa 











TANK BALL 


Doz. 
Retails $6.00 







A Fair , Costs 3.37 
Trade ltem ~@ = Profit $2.63 


Cash in on this quality tank ball. 
Cop-R-Top tank balls serve bet- 
ter and give you real profits be- 
cause it is a fair trade item. 
Once your customer buys Cop-R- 
Top he is satisfied and a steady 
customer. Place Cop-R-Top on 
display and they sell themselves 
Order a dozen today! 


Write for Information about MASTER-FIT 
Tank Balls that meet all competition. 


AMERICAN RUBBER PRODUCTS CORP. 


15) EAST SOth ST.. NEW YORK 22.N. Y 











those who control the family purse? 
It is a large question and one which 
really is not easily answered. It in- 
volves looking ahead into the fu- 
ture, but we do feel that the hard- 
ware man ought to examine the 
question more thoroughly. Is he 
opening the doors to competition by 
his own actions? Is he inviting the 
chain stores to expand their activ- 
ities just as has happened in the 
case of the W. T. Grant Co.? 


No Easy Solution 


There is no easy solution. It can- 
not be resolved by calling names or 
by bitterness. It does require some 
intelligent thought and some long 
term planning on the part of the 
hardware dealer, the hardware 
wholesaler, and the manufacturer. 


Ultimately, in the nature of 
American business, the solution will 
be found in a series of compromises. 
The progressive hardware mer- 
chant will find no difficulties in his 
particular town. The “emergency” 
type of dealer may find himself 
facing several new aggressive com- 
petitors, who will take most lucrative 
part of his business and let him con- 
tinue to carry the “nuts and bolts.” 
In some lines of goods distribution 
will be made through chain opera- 
tions. In cases of hardware dealers, 
some will see the light eventually, 
and we hope before it is too late, but 
there are going to be heartaches and 
bankruptcies before it is over. We 
know that there is much underlying 
bitterness among trade sources; 
manufacturers blame these hardware 
dealers, and some evince a deter- 
mination not to sell this class of 
trade again. 

Should he again face conditions 
similar to those during the war with 
shortages of merchandise, what will 
the “emergency” type account do to 
keep his doors open. That again pro- 
pounds a question that this type of 
operator must himself and of him- 
self determine. The question of dis- 
position suggested in the letter is 
simply a matter of common cour- 
tesy. Those who did work with new 
accounts are at least entitled to some 
reasonably decent courtesy. It re- 
flects no credit on the salesman nor 
the buyer when present day calls 
result in recriminations, curt talk, 
and brusk dismissal. 


Yours very truly, 
(Signed ) 
Epwarp F. Cotcock, 
Manufacturers’ Representative, 
Seattle 1, Washington. 












REPAIR PARTS 
Assortments of 


PINIONS, PAWLS, ROLLER 
HANGERS, SCREWS, PINION 
COVERS, BEARINGS, ETC. 


Parts in stock to repair all makes 
Order Catalog No. 3 


A. M. COLLOT SUPPLIES 


221 A. W. 8th AVE. - MIAMI 36, FLA. 














The Junior Extension Light 
20 ft. approved cord, shockproof rubber socket 
& plug. JOBBERS PRICE—75 cents. 


THE SAVE LAMP CO. 
P. ©. Box P Baltimore 11, Md. 














DECORATORS FINISHES 


FLAT+ SEMI-GLOSS* ENAMEL 


THE SPAR-TEX CORPORATION 
220 EAST 134th. ST. NEW YORK5I,N.Y. 











QUALITY AND PROMPTNESS 
IS 
What Builds Our Business 


We are now in a position to give you 24 
hour service on these items: 
® RANGE OIL BURNERS ASBESTOS WICKS 


© ROOM HEATERS © WATER HEATERS 
© COPPER TUBING © BRASS FITTINGS 


AMERICAN MANUFACTURING CO. 


P. O. Box 2172 Hartford, Connecticut 




















Templeton, Kenly & Co. 
Chicago (44) Il. 
Berter, Safer Jacks Since 1899 
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ANNOUNCING 


The NEW MYERS 
ALL WEATHER 


FROST-PROOF 


HYDRANT 





Here’s another famous Myers 
high-quality product for profit- 
able selling. Every Myers Water 
System customer can use one or 
more additional hydrants to 
deliver a constant supply of 
running water where he needs 
it, and in all kinds of weather. 


Se ee ee ee eee LR ae 


So 


THE F. E. MYERS & BRO. CO. 
Dept. H-49, Ashland, Ohio 


Bt eS 
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ACKSON 


Time-Tested for All-Round 
Utility Under All Conditions 


Jackson Dealers prefer the Jackson line because its 
completeness enables them to furnish all user needs 
from one source of supply and be certain that even 
the most exacting requirements can be met with time- 
tested products. Thus Jackson Dealers have the means 
of building a profitable business with a proven line. 


Let us give you the name of a Jackson wholesaler 


near you. 
Est. 1876 


JACKSON MANUFACTURING CO. | 


HARRISBURG, PA. 


~ 


_the Line of DEALER PREFERENCE 4 
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Buckeye POWER KING 


THE 


PREMIER 
P-20 


ELECTRIC WATER 
HEATER 










SALES GUARANTEE 
Ordér a sample... 
if not poamneney 
satisfied with qual- 
ity and sales value, 
send it back! 
Money refunded. 





®@ High Profit 
®@ Popular Selling Price 
@ Hot Water by the Pailful 
@ Underwriters’ Laboratories 
Approved 
















A revolutionary, new immersion-type water 
heater! Not a gadget ... finest quality unit. 
Top housing cadmium plated and painted 
red. Heating unit solid copper with her- 
metically sealed brass tube. Automatic con- 
tact switch operates only when pail is hung 
on switch arm. Retails at $16.50. Full dealer 
discount allowed. Order from your distri- 
butor or direct from this ad. Dept. HA 11. 


THE NATIONAL IDEAL COMPANY 


TOLEDO 4, OHIO 











Lawn Mowers. 


LIGHT, STRONG, MODERN 
Tough, light, aluminum alloy cast- 7 
ings, combined with finest special 
steel, bronze and rubber. Self-pro- 













AST FDIS 7222-cturing Co 













pelled by reliable motor. Modern de- 
sign and a truly moderate price that 
instantly attracts prospects. 











5-biade ball bearing reel. Knives crucible LAWN 
tool steel. 20” cut. Excellent 4-cycle 

gasoline motor; throttle control; MOWERS 
chain transmission; friction disc SINCE 







clutch. Tubular steel handle; rub- 
ber grips. Goodyear Tires, 10.50 
x 1.75. Easily mows two to 
three acres per day, yet 
weighs only 87 pounds. 















MODEL ‘‘76" 
Power Mower and 
our light weight 
MODEL 550 
Hand Mower are 










equally fast sellers, 
Ask for particulars. 






WRITE TODAY 






HAND AND POWER LAWN MOWERS 


Springfield, Ohio 

















A non-profit 
Exhibit 
... for the 


manufacturers 


... by the 
manufacturers 





HOUSEWARES 
AND MAJOR 
APPLIANCE 
MANUFACTURERS 





JANUARY 
15 - 22,1948 


120,000 sq. ft. of exhibit 
space—the greatest amount 
of space ever used for a 
Housewares show. 


INTERNATIONAL 
AMPHITHEATRE 
CHICAGO 


NATIONAL 
HOUSEWARES 
MANUFACTURERS 
ivy lela r wile), | 


(Incorporated not for profit) 


Executive Offices: 
1402 Merchandise Mart, 
222 North Bank Drive, 
Chicago 54, Illinois 


Telephone: 
Delaware 8585 














Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 25-28, 1948, at 
the Hotel Sherman, Chicago. E. G. Lin- 
quist, vice-president and secretary of 
the Ace Hardware Corp., 1319 S. Michi- 
gan Ave., Chicago, is in charge of the 
convention. 


Albany Sportsmen’s and Boat 
Show, Feb. 28-March 7, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


American Hardware Supply Co. 
annual dealer meeting and exhibit, Jan. 
26-28, 1948, at the company’s warehouse, 
41-43 Terminal Way, South Side, Pitts- 
burgh, Pa. William M. Stout, executive 
vice-president and general manager. 


American Toy Fair, New York 
City, two weeks beginning March 8, 
1948, at 200 Fifth Ave., 1107 Broadway 
and other permanent offices nearby as 
well as the Hotel McAlpin. Sponsored 
by Toy Manufacturers of U.S.A., Inc., 
200 Fifth Ave., New York 10. H. D. 
Clark, secretary. 


Arkansas Retail Hardware and Im- 
plement Assn., convention and exhibit. 
Feb. 16-18, 1948, at Little Rock, A. W. 
Porter, Lafayette Hotel, Little Rock, 
secretary. 


Bicycle Institute of America, an- 
nual convention, Jan. 19-23, 1948, at 
the Flamingo Hotel, Miami Beach, Fla. 
Association headquarters, Room 1215, 
10 Rockefeller Plaza, New York 10, 
N.Y. 


Buffalo Sportsmen’s and Boat 
Show, April 17-25, 1948. Details from 
Campbell-Fairbanks Expositions, Inc., 
Park Square Bldg., Boston, Mass. 


Canadian National Sportsmen’s 
Show, March 13-21, 1948, at Toronto. 
Details from Campbell-Fairbanks Ex- 
positions, Inc., Park Square Bldg., Bos- 
ton, Mass. 


California Gift and Art Show, 
Jan. 25-30, 1948, in Los Angeles, Calif., 
at the Brack Shops Bldg., Brockman 
Haggarty Bldg., Merchandise Mart and 
the Alexandria Hotel, 


California Retail Hardware Asso- 
cilation, annual convention, Feb. 16-18, 
1948, at the Western Merchandise Audi- 
torium, San Francisco, Calif. LeRoy 
Smith is manager-treasurer with head- 
quarters at the Western Merchandise 
Mart, Suite 262, 1355 Market St., San 
Francisco 3. 








Coast-to-Coast annual meeting and 
exhibit, Feb. 9-11, 1948, at the com- 
pany’s quarters, 29-43 Main St., S. E. 
Minneapolis 14, Minn. 


Connecticut Hardware Association, 
annual convention, Feb. 10-11, 1948, at 
the Hotel Taft, New Haven, Conn. Ned 
Russell, Harris Hardware, Southport, 
Conn., secretary. 


Crafts and Hobby Shows, Inter- 
national Hobby, Crafts and Science, 
Show, Nov. 23-30, 1947. Complete infor- 
mation from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Boston, 
Mass., and 139 E. 47th St., New York 
City. 


Detroit Sportsmen’s Congress 
Show, Nov. 29-Dec. 7, 1947. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


Franklin Hardware & Supply Co. 
annual stockholders’ meeting and ex- 
hibit, Feb. 3, 1948, at the company’s 
offices and warehouse, 918-928 N. Dela- 
ware Ave., Philadelphia, Pa. F. Leon 
Herron, general manager. 


Illinois Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-26, 1948, at the Hotel Sher- 
man, Chicago, Ill. William F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
Ill., managing director. 


Indiana Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 27-29, 1948, at the Murat Temple, 
Indianapolis, Ind. G. F. Sheely, 333 No. 
Pennsylvania St., Indianapolis 4, Ind., 
managing director. 


Iowa Retail Hardware Association, 
50th annual convention and hardware 
show, Feb. 10-13, 1948, in Des Moines, 
Iowa, Hotel Savery, is convention head- 
quarters, exhibit held in Coliseum 
Building, Philip R. Jacobson, Mason 
City, Iowa, secretary. 


Kentucky Hardware and Implement 
Association, annual convention and ex- 
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ONE OF THE FASTEST SELLING, FAST- 
EST GROWING LINES OF FINE QUAL- 
ITY RUBBER HOUSEWARES ITEMS 
AND RUBBER TOYS IN THE COUNTRY 


STALL SHOWER MATS 

















BATH MATS + BATH SPONGES 
SEAT CUSHIONS 
KNEELING PADS 

BOWL AND PLATE SCRAPERS 
SINK STRAINERS 
DRAIN BOARD MATS 


SPONGE RUBBER 
INFANT FLOATING TOYS 


RUBBER TOYS FOR PETS 


SUCTION SINK STOPPERS 
ETC 


WRITE FOR COMPLETE CATALOG 


IDEAL RUBBER COMPANY 


200 FIFTH AVENUE NEW YORK 10, N. Y. 




















Cahil FIVE-WAY 
Quintuplet* Model 205. 
Wall type, drops out of 
the way when not in use, 
opens tin cans of any size 
or shape. 


Cahil FIVE-WAY Quintuplet* 
Model 110. Hand type with plastic 
handle, as versatile as the above, but 
without the wall bracket. 

Cahil FIVE-WAY Quintuplet* Openers are sanitary, do 
not dip into liquid contents of cans, always build enthusi- 
astic customer satisfaction. Moderately priced with prof- 
itable margin. Fair traded. 


Ask your jobber salesman. 
*Trademark Reg. U. S. Pat. Off. 







CAHIL MANUFACTURING CO. 


500 West 52nd Street, New York 19, N. Y. 
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Fast Moving Favorites 


for Winter Decorating 
TIGER GRIP 


Linoleum Cement 


For floors or walls, all thickness- 





es of linoleum. Easy to spread 

quickly and uniformly because 

Coat it’s tacky but not gummy or 
<<, lumpy. No presetting — no of- 
fensive odor. Can be applied 

SR fast—it's easy to clean up when 

I er the job is done. 
— 








Consumers Waterproof Cement 


The perfect companion to Tiger Grip Paste — for 
closing seams, sink tops. Ideal for bath, lavatories, 
rathskellers, etc. 


SCENT Paint Deodorant 


Makes painting more pleasant—useful anytime 
but indispensable for interior decorating during 
winter months when doors and windows cannot be 
opened. One bottle deodorizes a gallon of paint. 


Order From Your Wholesaler. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 























CAR WINDOWS 


) | CASEMENT WINDOWS 


STORE WINDOWS 






For PROVEN QUALITY— 


LUXOR 


FEATURING 
Master 

and Junior 
Squeegee dis- 
play deals. 
16”, 12”, 6” 
multiple blade 
wiper and 6” 
single blade 
wiper. 

Master Display 
9 doz. assort- 
ed sizes, 1 dis- 
play card and 
4 wipers. 
Junior Display 
6 doz. assort- 
ed sizes, 1 dis- 
play card and 
4 wipers. 


FREE—with each deal, one easel display card in siz 
colors. 


G. & H. MANUFACTURING CQ. 


3047 Amber St. Philadelphia 34, Penna. 


ALL ALUMINUM 
WINDOW SQUEEGEES 
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Famous 


WALDEN-WORCESTER 


Introduces 


postwar 
improvements 





Combination Box 
and Open-End Wrenches 





1. Thin Open Heads go> 
. ee 


Design Be 
+ Broached Open- 
os = js 
it 


Ten Degree Offset 
Box Heads 


- New “Power- 
Packed” Alloy 


3 
4. New Easy-Grip 
5 





WALDEN-WORCESTER SET 2104A 


Complete sets of these 
superior quality drop 
forged wrenchs are now 
available — with all five 
major improvements. Write 
department 12 today for 
additional information. 


ALDE,, 


SI— 


Wonceste™ 


STEVENS-WALDEN, INC. 


Worcester ¢ Massachusetts 


Over Forty Years of Master Toolmaking 
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hibit, Jan. 19-23, 1948, at the Seelbach 
Hotel, Louisville, Ky. Morris Jones, 501 
Republic Building, Louisville 2, Ky., 


secretary. 


Louisiana Retail Hardware Assn., 
annual convention and exhibit to be 
held jointly with the Mississippi Retail 
Hardware and Implement Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 S. 
State St., Jackson, Miss., secretary of 
both associations. 


Marshall-Wells Associates Stores 
Congress, joint Billings and Duluth 
branches meeting, March 8-10, 1948 at 
Duluth, Minn., and joint Spokane and 
Portland branches, April 12-14, 1948, 
at Portland, Ore. Dates are tentative. 


Metropolitan Home Show, April 
17-24, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Exposition, Inc., Park Square 
Bldg., Boston, Mass. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-27, 1948, in Grand Rapids, 
Mich. Pantlind Hotel is convention 
headquarters, exhibit at Civic Audi- 
torium. Harold W. Schumacher, 1112 
Olds Tower, Lansing 8, Mich., manager. 


New England Housewares Show, 
Feb. 16-20 at the Parker House, Boston, 
Mass. Mrs. Dorothy Davison, Room 282, 
Parker House, is show committee secre- 
tary. Show sponsored by Housewares 
Club of New England. 


Northern Wholesale Hardware 
Co., annual dealer meeting during 
month of February in company’s own 
quarters, 805 N. W. Glisan St., Port- 
land, Ore. 


Mill Supply Joint Regional Meet- 
ings of the American Supply & Ma- 
chinery Manufacturers Assn., 1108 
Clark Bldg., Pittsburgh, Pa.; National 
Supply & Machinery Distributors’ Assn., 
505 Arch St., Philadelphia, Pa., and the 
Southern Supply & Machinery Distrib- 
utors’ Assn., 712 Volunteer Bldg., At- 
lanta, Ga., will be held as follows: No- 
vember (date to be announced) at 
Newark, N. J.; Jan. 8, 1948, at the 
Edgewater Gulf Hotel, Biloxi, Miss.; 
Jan. 14, 1948, at the Copley-Plaza Hotel, 
Boston, Mass., and March 23, 1948, at 
the Palmer House, Chicago. 


Minnesota Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 27-29, 1948, at the St. Paul Audi- 
torium, St. Paul, Minn. C. J. Chris- 
topher, Nicollet at 4th, Minneapolis 4, 
Minn., manager. 


Mississippi Retail Hardware and 
Implement Assn., annual convention 
and exhibit to be held jointly with the 
Louisiana Retail Hardward Assn., June 





7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 
S. State St., Jackson, Miss., secretary of 
both associations. 

Missouri Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-26, 1948, at the Jefferson Hotel, 
St: Louis, Mo. Louis C. Kreh, 1189 
Arcade Bldg., 812 Olive St., St. Louis, 
Mo., secretary. 

Mountain States Hardware and 
Implement Association, annual conven- 
tion, Jan. 14-15, 1948, at the Cosmo- 
politan Hotel, Denver, Colo. Mrs. Mar- 
garet A. Bartlett, 637 Pine St., Boulder, 
Colo., secretary. 

National Housewares Show, Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac- 
turer’s Association, 1402 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg 
is executive secretary of the association. 


National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948. Chalfonte-Haddon Hall 
Hotel, Atlantic City, N. J. Sessions at 
Haddon Hall. Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 

National Sportsmen’s Show, Feb. 
14-22, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mass. 


Nebraska Retail Hardware Associa- 
tion, annual convention and exhibit. 
Feb. 25-27, 1948, at Omaha, Neb. Meet- 
ings at Hotel Paxton, exhibit at City 
Auditorium. C. A. McCoy, 325 Insur- 
ance Bldg., Lincoln, Neb., secretary. 


New England Electrical Show, 
April 3-10, 1948, at the Mechanics 
Bldg., Boston, Mass. Complete informa- 
tion from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bos- 
ton, Mass., and 139 E. 47th St., New 
York City. 


New England Hardware Dealers 
Association, annual convention and ex- 
hibit, Feb. 24-26, 1948, at the Hotel 
Statler, Boston. Russell Mueller, 185 
Dartmouth St., Boston 16, secretary. 


New England Housewares Show, 
Feb. 16-20 at the Parker House, Boston, 
Mass. Show committee has offices in 
Room 282 of Parker House. Robert 
Uek is chairman. 


New England Modern Homes 
Show, May 24-29, 1948, at the Me- 
chanics Bldg., Boston, Mass. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


New England Sportsmen’s and 
Boat Show, Jan. 31-Feb. 8, 1948, at 
the Mechanics Bldg., Boston, Mass. 
Details from Campbell-Fairbanks Expo- 
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PACKED IN 
COLORFUL NEW 


50-foot rolls now packed 
inacolorful, self-service 
carton for counter 
display. 


Galvanized STOVE PIPE WIRE 

IN UTILITY ROLL Zinc-coated to pre- 
vent rust. 18, 19, or 20 gauge galvanized steel. 
50-foot utility rolls. Specify PESCO — order 
from your jobber. 


PEKIN SPECIALTY COMPANY 


PEKIN, ILLINOIS 




















STEVENS 


NO. 555 LINE LEVEL 








The Little Level with the Big Sale 


Stevens No. 555 Line and Surface 
Level is made of hard drawn 3%” 
hexagonal aluminum tubing, 3” 
long, nickel silver hooks, weight, 
each 14 oz. 


Packed 12 to display box, weight 
per dozen 9 ozs. List price, each 
50 cents. 


THE E. » STEVENS LEVEL comrany 


NEWTON FALLS, OHIO 

















‘ t 
World’s Fines 
Pump Oiler Gives 
INSTANT co ONTROLLED 


OILING 


Deluxe Hydraulic 


PUMP OILER 


You've probably noticed that more and 
more customers are asking for this rugged, 
high-pressure oiler. Thousands now in use. 
Nationally advertised. Folks know of it— 
want it. 

None other is like the Golden Rod. 
Compare it for these advantages: 




















1. Thumb-pressure starts oil flow quickly. 
2. Ejects oil from any position. 


3. Single drop or a stream. Volume deter- 
mined by thumb-pressure. Up to 250-Ibs. 
tip pressure. 


4. Exceptionally rugged and durable. Heavy 
welded steel. 


5. Straight, angle or flexible spout. 
6. Guaranteed 5 years. 
Order from your jobber or write us. 


DUTTON-LAINSON CO. 


Mfg. Div., Dept. B-11, Hastings, Nebr. 
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‘. ‘of sizes for home 
a workshop, garage 
~= and ceneral use. 
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7 COLUMBIAN \ 
VISE MFG. CO. 


9017 BESSEMER 
AVENUE 
CLEVELAND 
4, OHIO 


Sturdily designed 
balanced strength | 
and attractive % 


“A cimplells range 








appearance. = 
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Animal Shampoo 


(Highly Concentrated) 
Wet animal’s hair. Apply 
shampoo. Wash thoroughly in 
circular motion with brush, 
cloth or sponge. Rinse and dry. 
A superior and _ economical 
shampoo. A _ non - irritating 
cleaner for hair and skin. 





SHEPS ANIMAL 
Hair Dressing 
Made Especially for 
SHOWTIME 


Racing, Fairs, 4-H Clubs, Cir- 
cus, Sales — wherever horses, 














colts, cattle, calves, dogs, and 
pets are featured. QRESs' 
Makes all animals hair slick 

and glossy. m mei sree 
Economical — Only a= smal! & 


amount required. 
Liquid Saddle Soap 
A Leather Cleaner 


Highly concentrated. For saddles, 
shoes, boots, leather jackets, golf 
bags, riding and harness squip- 
ment—all fine leather. Cleans— 
Softens—Preserves. 

A Superior Soap for the Shine Trade 

Sold by jobbers everywhere 

Manufactured by 


Neatslene Co., Omaha 8, Nebr. 


ROY W. SHEPARD, “SHEP” 


























NEATER IN APPEARANCE 
EASIER TO HANDLE 
SUPERIOR IN SERVICE 





U. S. POULTRY NETTING 


STRAITLOK — HEXLO 


Awl 


INDIANA 


STCCL & WIRE CO. 


MUNCIE, INDIANA 











sitions, Inc., Park Square Bldg., Bos- 
ton, Mass. 

New York State Retail Hardware 
Association, annual convention and ex- 
hibit, Feb. 17-19, 1948, at Buffalo, N. Y. 
Convention headquarters at Statler 
Hotel, exhibit at Memorial Auditorium. 
Nicholas H. Kiley, 58 Hills Building, 
Syracuse 2, N. Y., secretary. 

North Coast Retail Hardware Asso- 
ciation annual convention, Feb. 8-10, 
1948, at the Multnomah Hotel, Port- 
land, Ore. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Wash., secretary. 

North Dakota Retail Hardware As- 
sociation, annual convention and ex- 
hibit, March 23-25, 1948, at Fargo, 
N. D. Convention headquarters at 
Hotel Gardner, meetings at the Town 
Hall, exhibits at the Fargo Auditorium. 
Miss Clarine Sherwood, 21 Clifford 
Building, Grand Forks, N. D., secre- 
tary. 

Ohio Hardware Assn., annual con- 
vention and exhibit, Feb. 3-6, 1548, at 
the Cleveland Public Auditorium, 
Cleveland, Ohio, John B. Conklin, 198 
S. High St., Columbus, Ohio, secretary. 

Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 3-5, 1948, at Oklahoma City, 
Okla. Meetings and exhibit at Munic- 
ipal Auditorium. R. K. Thomas, 711] 
Wright Building, Oklahoma City 2. 
Okla., secretary. 

Panhandle Hardware and Implement 
Association, annual convention Feb. 9- 
10, 1948, at the Herring Hotel, Ama- 
rillo, Tex. Mrs. C. L. Thompson, Can- 
yon, Tex., secretary-treasurer. 

Pennsylvania and Atlantic Sea- 
board Hardware Association annual 
convention and exhibit, Feb. 9-12, 1948, 
at Convention Hall, Philadelphia, Pa. 
W. Glenn Pearce, 400 N. Broad St.. 
Philadelphia, Pa., managing director. 

Rochester Sportsmen’s and Boat 
Show, March 27-April 4, 1948. Details 
from Campbell-Fairbanks Expositions. 
Inc., Park Square Bldg., Boston, Mass. 

South Dakota Retail Hardware 
Assn., annual convention and exhibit. 
March 16-18, 1948, at the Soux Falls. 
S. D., Coliseum. Convention head- 
quarters at the Hotel Cataract. Ear] 
Erlandson, Cottonwood, S. D., secretary. 

Southern California Retail Hard- 
ware Association, convention and ex- 
hibit, Feb. 17-19, 1948, at Long Beach. 
A. C. Kammeier, 416 W. 8th St., Los 
Angeles 14 secretary. 

Sportsmen’s Shows, Detroit, Nov. 
29-Dec. 7, 1957; Boston, Jan. 31-Feb. 8, 
1948; New York, Feb. 14-22, 1948; Al- 
bany, N. Y., Feb. 28-March 7, 1948; 
Toronto, March 13-20, 1948; Rochester, 
N. Y., March 27-April 4, 1948; Buffalo, 
April 17-25, 1948. Complete informa- 
tion available from Campbell-Fairbanks 
Expositions, Inc., Park Square Bldg., 














Boston, Mass., and 139 E. 47th Stu.. 
NewYork City. 

Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 23, 24, 
1948 (tentative), at the Andrew Jack- 
son Hotel, Nashville, Tenn. Morris 
Jones, 501 Republic Building, Louis- 
ville 2, Ky., secretary. 

Texas Hardware and Implement As- 
sociation, convention and exhibit, Jan. 
26-28, 1948, at Dallas. Meetings at 
Baker Hotel; exhibit at Adolphus Hotel. 
R. M. Souder, 814-15 Texas Bank Bldg., 
Dallas, secretary. 

Triple Mill Supply convention, 
April 26-28, 1948, at Atlantic City, N. J. 
Sponsoring associations are the Amer- 
ican Supply & Machinery Manufactur- 
ers’ Assn., Inc., general manager, R. 
Kennedy Hanson with headquarters at 
1108 Clark Bldg., Pittsburgh 2, Pa.; Na- 
tional Supply & Machinery Distribu- 
tors’ Assn., secretary-treasurer, Henry 
R. Rinehart with headquarters at 505 
Arch St., Philadelphia 6. Pa.; Southern 
Supply & Machinery Distributors’ Assn., 
secretary-treasurer, E. L. Pugh, 712 Vol- 
unteer Bldg., Atlanta 3, Ga. The first 
Conference Booth Program will be held 
concurrently with the convention at the 
Atlantic City Auditorium. 

Virginia Retail Hardware Assn., an- 
nual convention and exhibit, March 23- 
25, 1948, at Roanoke, Va. Meetings at 
Hotel Roanoke; exhibit at City Audi- 
torium. G. T. Omohundro, Jr., Scotts- 
ville, Va., secretary. 

Western Retail Implement and 
Hardware Association, annual conven 
tion and exhibit, Jan. 20-22, 1948, at 
Municipal Auditorium, Kansas City, 
Mo. Hardware and farm equipment 
forums will be held Jan. 19 at 8:00 
p. m. Frank H. Spink, 322 Scarritt 
Building, Kansas City 6, Mo., secretary. 

West Virginia Hardware Associa- 
tion, convention, Feb. 16-17, 1948, at 
Clarksburg, James C. Fielding, 1628 
McClung St., Charleston 1, secretary. 

Wisconsin Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 3-5, 1948, at the Milwaukee Audi- 
torium, Milwaukee, Wis. H. A. Lewis, 
Stevens Point, Wis., secretary. 
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STOCK HYDE 


Quick as lightning on the ice . . . just 
as fast moving on your shelves. . . 
Your customers will be asking for these 
nationally advertised Hyde-crafted fig- 
ure skates . . . they'll want handsome, 
top-quality outfits with these exclusive 
Hyde features . . 

leather linings 
throughout, form- 
fitting tongue 
lined with lamb’s 
wool, long arch- 
supporting coun- 
ter, steel shank, 
genuine Good- 











LEG OF MUTTON 


GUN CASE 













Blocked laminated 
construction with beautiful brown plastic grained cover, scuff | 
resistant and mildew proof. Top grain cordovan cowhide | 
leather trimmings, completely waterproofed. Flannel lined. 
Reinforced cap, riveted and stitched for extra strength. 7%" 
leather cordovan sling. Adjustable partition with rod pocket, 
brass hardware, bag type solid leather handle. 



















a. J f - res v7 
28"-30"-32" Sizes | yaar Wer. 
tie | STOCK HYDE-CRAFTED SHOES, TOO, 
| FOR 
No. 400—Double Barrel baseball Write c/o Dept. HA-11, Hyde Athletic Shoe 
basketball Company, Cambridge, Mass. 
No. 400A—Pump and Automatic Guns bowling 
boxing 
Send for catalogue of complete line | football 
golf 
hockey 
iler skati pent wdueii ‘ ‘ 4 j 
BRADLEY E. GRIMES CO. roller skating TW 0710 6 WL BERY] 1) ALD 
Mfrs. of Hunting, Camping, Fishing & Sports Accessories wrestling CAMBRIDGE. MASSACHUSETTS 





W. COLLINGSWOOD HEIGHTS, N. J. 











Send For Your DEALER KIT! 
RESERVE IT NOW! for ells qa 
: - wit eo ~,. 
\W 








Dealers in the southern states and California will want 
their Kits immediately to tie-in with the national ad- 
vertising starting Nov. 1947. Dealers in other states 
will want their Kits just before the fishing season opens 
in their respective erritories. 

So—oracer your KIT NOW! We will send It out at 
once or hold ‘til vou need it. But, BE SURE TO 
RESERVE YOUR KIT NOW! 

KIT CONTAINS: Besutiful 2-Color Streamer; Counter 
Display with pocket for Contest Circulars; 25 Contest 
Folders; “Hall of Fame" Photo Blanks; News Release 
ond Letter to local papers; 3-Color Guide Button; 5- 
Color Litho Decal; YOu WILL NEED KIT TO TRY FOR 
BIG CASH PRIZES. 


MANY DEALER CASH PRIZES 


And these prizes double if your name Is listed by a 
winning contestant. Prizes range from $5 up to $200 
and every dealer has a chance to be the top winner. 


USE CONVENIENT COUPON! 


Just fill in and mall te us TODAY! Get all the facts 


Season's TIE-IN Later With 
\\ 
X Wh pHINEE 
% NUE \ se 
\ a 


MAKINEN 
WO 
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Fishing Lure NAME CONTEST 


Le, 
ney ate Wt VR OLE, 

















of all sporting goods items. Make your store MAKINEN ; Contest Editor (Jus*# paste coupon on Post Card and Mail) 
CONTEST HEADQUARTERS, watch the traffic Increase 5 MAKINEN TACKLE CO. 
and sales tool t Kaleva, Mich. 
, 
' | want one of your DEALER KITS to tie-in with your National Fishing Lure NAME 
’ : Contest. Please send it on or about ........... ci panei sve sapeetieaeeemnsheewe 
FOQlidl : MONTH DATE 
. ' 
pe-\o @5 ce aep CNAME oo... eccesceeeeseereerereneesensensensaseseaconrssccenesssaseceasenennseees 
a) MD Ss eagbagds nikdansrbpateciascontseedanarenemans cei eneneaeh edntoued 
MICH ' 
ee A Do SE .iteistucsiseieidemancaatininepresenlent ais nas: EE cadena nwnaweds 
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HERES HOW TO 
SELL MORE WIRE... 
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__ HECTIC WIRE 





GET BEHIND THIS NEW ROYAL DEAL 


Put Royal UL approved WIRE right out where your 
customers can see it... with this new, modern, all- 
steel display rack. No more juggling with loose 
spools. Needs only 2 feet of counter space. It’s a 
valuable permanent store fixture that will sell more 


wire with less sales effort. Write for complete details! 












THRU YOUR 
WHOLESALER 


PLUG and 
CARTRIDGE FUSES + FUSTATS 
WIRE «+ CORD SETS * TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET-R-I- 








How Much Money 
Can You 
Make 





When You're Asked This Question? 


When a customer wants to know how to repair rusted and 
rotted out spots in auto bodies, fill holes, cracks, dents and 
scratches in METAL as well as wood, you have the perfect 
answer in Swiss Formulae PLASTIC METAL. Just bring out 
the 50c size can. In addition to a big profit on each can, you'll 
make extra profits on putty knives, tools, files, sandpaper, 
paint brushes, paints and enamels because. . 


Swiss PLASTIC METAL is ready to apply 
with a putty knife. It dries in minutes— * . 
stays put for keeps. PLASTIC METAL fj eS 
can be drilled, tapped, reamed, filed and “iss ee IN 
sanded to a smooth, feather edge and then Paani 
painted or enameled. Swiss PLASTIC “rasne: METAL 
METAL is easy to use and anyone can doa 

“‘good-as-new” job. Does not contain 

wood—will not absorb moisture. 


Send for a trial order of Swiss PLASTIC 
METAL now. 


LABORATORY 


1533-35 Hamilton Ave., Cleveland 15, Ohio 























JACKSON 
QUALITY YARDLIGHTS 


=z 


No. 8972-8974-8976 


FOR RURAL LIGHTING 


#8972 has 12” Porcelain Enameled Reflector. 
#8974 has 14” Porcelain Enameled Reflector. 
#8976 has 16” Porcelain Enameled Reflector. 











COMPLETELY ASSEMBLED AND WIRED 
For REA Installations. 


* Available thru your wholesaler 
¢ Manufacturers of Lighting Equipment 


JACKSON ELECTRICAL COMPANY 


900-910 W. Van Buren St., Chicago 7, Ill. 
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; HERE’S PROOF 
’ of Vaco’s Extra 
’ BUY APPEAL ® 


aS 
or ms 


Ae 


Write for information about 
the Vaco Reversible. 





The Underwriters’ Laboratories, Inc., Re- 
examination Service Marker embossed on 
the end of each Vaco driver opens up new 
markets for Vaco dealers. The shock proof, 
break proof Ambery! handies are Sio- 
Burning . . . end the old nitro-cellulose 
handle fire hazard! 


Sales soar, too, when the new Vaco 
Reversible goes on display. Just pull out 
the biade, turn it around, and you have 
a Phillips instead of a regular screw 
driver! No change in quality . . . only 
finest chrome vanadium steel used in 
Vaco screw driver bits. 


rN 
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- - VACO COUNTER CARDS 
KEEP COMING...BOOST PROFITS 
‘ ZA 

















317 E. ONTARIO ST. 
CHICAGO, ILLINOIS 


Nos. 923 and 1923 are 








That tedious task of check- 
ing inventories is simplified 
by marking your articles with a code imprinted on string 
tags and labels by the automatic, easy-to-operate, Kimball 
Midget marking machine. 


DEALER'S NAME: 
Furnished in one solid piece of 


type. 








DEF: Manufacturer or supplier: 
DEALERS MAME <“/ 714: Quantity 
DEF-714 10/47: Date purchased. 
10/47-REP |que™ REP: Cost Code. 
ALM-20TS  [<—— ALM-2 qts.: 
$6 95 


Pe Description and capacity. 
$6.95: Retail price. 

The above ticket shows but one sample of a typical im- 

printed set-up. The flexibility of the Kimball system permits 


every article to be marked with its complete history. 
Folder on request. 
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4. KIMBALL ~ ~ COMPANY 


NEW YORK 13, N. Y. 
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beautiful 
Hammered SILVER-CRAY Finish 


now available with flat 
key locks, or CORBIN- 
Sesamee Combination 
Locks 





Cash and utility boxes with Corbin Sesamee Combination locks are 
now available for those who seek the extra measure of privacy the 
combination lock affords. The lock can be set to any three digit 
combination desired. 


Nos. 923 and 1923 are now made with flat lock or with combination 
lock. Otherwise, no change. The same fine features, the same high 
standards of construction which made these national favorites, remain. 
The combination lock box opens new profit avenues to you... gives 
you additional sales opportunities. A window display of these will 
emphasize the practical Christmas gift appeal of this box . . . and 
attract buyers for personal use. 


SOLD BY LEADING JOBBERS . .. or write us direct 
PACKED 12 of a style to carton. 


LIST PRICES (Slightly Higher West of the Rockies) 





WITH 6 COMP. TRAY 
No. 1923 Flat Lock $3.70 
No. 1923CL Corbin Lock 4.50 


WITHOUT TRAY 
No. 923 Flat Lock $2.30 
No. 923CL Corbin Lock 3.10 


















No. 1923 
‘With Tray 





ENTRAL CAN COMPANY 
2415 West 19th Street - CHICACO 


Export Representatives 
FRAZAR & CO., 50 Church Street, New York 7, N. Y. 
Cable Address: “FRAZAR” New York 

























The Only Complete Textbook on 
BUILDERS’ HARDWARE 


Excellent as a G-l = 
Job Training Manual 


This 220 page, fully illustrated book is 
the only up-to-date and complete volume 
ever published on all phases of this im- 
portant and profitable basic hardware 
line. 

The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy, has been re- 
duced to only $1.50 per copy, and a new 
cardboard-bound edition is now avail- 
able at only $1 per copy. 
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© Here are some of the features and | Cloth-bound copies of “Taking the Mystery Out 


fitable ideas in this book that will ' " : 
Te Of Builders’ Hardware” @ $1.50 per copy in the 


220 pages—page size 8% x 12 inches—| U.S. (Canada and Foreign Countries—$2.00) 
sturdily bound to withstand hard usage. ’ = } 
How to bring prospects into your store. Cardboard-bound copies of Taking the Mys- 


Suggestions on making bids that _will mean tery Out Of Builders’ Hardware” @ $1.00 per 
more sales and profits to you. . 


How to cash in on the sale of replacements copy in the U. S. (Canada and F oreign Coun- 
and “follow-up” items. . $ 

A wealth of specific information on equip- tries 1.50) 
ping public buildings. 

Nine comparative charts which show you 
how to match different items. 


We pay postage if payment is enclosed 


A working Blue Print, size 25 x 11/2 inches, Order Your Copy NO W. W rite 
Glossary of more than 300 Technical 
Builders’ Hardware Terms, Cross Refer- Reader Service Department 


ence Index, etc. 
Over 600 III ions, Ch d Di ; 
i iiaaicien ob Sitaataw Gamie mawe, H A R D W A R E A G E 


ware Display Rooms. 100 East 42nd St. New York 17, N. Y. 











MAIL THIS COUPON TODAY! 
Hardware Age, 100 East 42nd St., New York 17, N. Y. 


Please send me .... copies of the Deluxe Cloth Bound Edition “Taking the Mystery Out of 
Builders’ Hardware” by Adon H. Brownell. I will pay the postman $1.50 each, plus a few cents post- 
age. (Canada and Foreign Countries $2.00). If you prefer the cardboard-bound edition, please check 
here .... its price being $1 per copy, plus a few cents postage in the United States, and $1.50 per 
copy in Canada and Foreign Countries. 


ii iy. o d dnae ene eened ee ere teal re. 5 Sedan wid pak ate khaled 


(J Check here if you enclose payment, in which case we pay postage. 
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Increase your ales volume, with the 


PROFITABLE LINE OF 





| 


P| 




















COMPLETE LINE 

SOLID POLISHED BRASS, PLATED AND 
BLACK AND BRASS ANDIRONS, FIRESETS. 
SCREENS. FIRELICHTERS, WOODHOLDERS, z 











ALSO CRATE BASKETS AND LOC REST COVERS 





Att SS 
AAT 





CHATTANOOGA et Pi he A & MFG. co. 


CHATTANOOGA & TENN 


se eee 1891 
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wonner ‘S SPECIAL 
BA Dono- Lite 


SUPERCHROME 


LS Were Paint 


ALL PURPOSE 


Exterior & Interior 


6 gallons @ $2.50 (Retails at $3.75) $15.00 
12 quarts @_ .75 (Retails at $1.15) 9.00 
I2pints @_ .41 (Retailsat .65) 4.92 


Regular Wholesale Price $28.92 
SPECIAL *26.00 (Expires Dec. 31) 


Freight Prepaid up to 500 Miles from Cleveland 
$1.00 Hundredweight Allowance over 500 Miles 


WRITE FOR COLOR CARDS AND PRICE LISTS 
Choice Territories open for Salesmen 








SKILLMAN LOCKSETS 


NOW READY FOR PROMPT SHIPMENT 
No. 90 Tubular Cylinder Night Latch 


5 Pin Brass Cylinder, Brass Plug 


Can be keyed alike or master keyed 
With All Skillman Cylinder Locksets 
Case |" Diameter by 3!/g" long, Backset 


2i/,". 





PROMPT SHIPMENTS 
A Reliable Manufacturer For 66 Years 

















SKILLMAN HARDWARE MFG. CO. 


TRENTON 4, N. J. 




















DONLEY PAINT CO. 


CLEVELAND 5, OHIO 
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29 High quality seamless 
sponges, soft and absorbent, in a complete 
assortment of sizes for many household uses . . . washing and 


cleaning cars, walls, tile, upholstery, etc. Available colors: 
red, blue, green and tan. Attractively packaged and designed 
for quick sales and profits. Place your orders today for 
PROMPT DELIVERY. 


SUGGESTED YOURCOST 
ITEM No. SIZE RETAIL PER DOZ. 
607 4%,x2%x1 19¢ $1.25 
646 4%,x3xIh 25¢ 1.80 
644 Sx3x1% 35¢ 2.10 
617 5a x4x1% 49¢ 3.00 
647 5\%ax4x1h 59¢ 3.50 
648 6Ygx4xn1% 69¢ 4.75 
649 7x4x1% 89¢ 5.25 
650 7Y_ x44%x ly 98¢ 7.00 
JOBBERS FULLY PROTECTED Also inquire about our complete 
line of foam and sponge rubber products — Oval Shaped 
Sponges, Kneeling Pads and Soap Mits. 


} PRESTO, MANUFACTURING COMPANY 
673 BROADWAY, NEW YORK, I2 N.Y 
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re 


automatic grip 

SCREW- 

DRIVERS 

UNSURPASSED 

QUALITY 
plus the 
EXCLUSIVE GRIPPER 
UPSON BROS., INC., 84 EXCHANGE ST., ROCHESTER 4, N.Y. 

















There's no better material to have at your 
caulking gun point — and no more con-” ~= 

venient and economical way to get it there than by a Flexiseal 
Quick-Load Cartridge. Saves time and bother. Flexiseal is easy 
to apply, adhesive, ,and dependably non-staining. Dries to a fj 
tough surface skin but remains flexible |} 
underneath. In cartridge and cans in Bri hi 
liant White, Alba White, and Limestone» 
Gray in cans only. 


LANDEN PUTTY WORKS 


45 Irving Street Malden, Massachusetts 














A. Ye" Chuck & 
Arbor combina- 


tion. 
8B. 4" Arbor for 
motor shaft 
Cc. a" Chuck & 
%,"" Chuc 
dD. 4" “Mocha 
Clam 
—. %" Work Arbor 
i a Machinist's 
iam 
Pisin Invited 


for —— or 
'e-sale 


DROITCOUR co. 


700 WEST SHORE ROAD CONIMICUT !, RHODE ISLAND 























JOBS T00 TOUGH 
FOR ORDINARY REMOVERS 


Give BULL DOG “the works” on ony removing job. 
On vertical or overhead surfaces it “stays put”. In 
the open air and hot sun it won't evaporate (stays 
wet for 24 hours). Effectively removes as many as 
20 old coats of hard paint, varnish, enamel, syn- 
thetic or lacquer materials. Works fast and WILL 
NOT HARM THE SKIN OR SURFACE. A “must” for 
outside work, a “cinch” for inside work. 


(eli ty\ 







EATS PAINT 
BITES VARNISH 


CHEWS LACQUER 





Surface Specialists for 123 Years 


GILLESPIE PAINTS 


135 DEY STREET JERSEY CITY 6, N. J 





uy 











INDISPENSABLE for contacting the Wholesaie 
Hardware Houses in the United States and Canada. 
GIVES THEIR NAMES AND ADDRESSES— 
CAPITALIZATIONS—LINES HANDLED—TERRI- 
TORIES COVERED—NUMBER OF MEN TRAV- 
ELLED — WHEN THE BUSINESSES WERE 
ESTABLISHED—AND THE NAMES OF THE 
OFFICIALS AND BUYERS. 





GREATLY IN DEMAND! 


The 18th Edition of 


HARDWARE AGE VERIFIED LIST 


The most complete and authoritative list of 


WHOLESALE HARDWARE HOUSES 
We have yet published 


These lists are needed by all who sell through Hardware Channels 


Price is $15.00 a copy —REMITTANCE WITH ORDER 


HARDWARE AGE VERIFIED LIST 


100 EAST 42nd STREET, NEW YORK 17, N. Y. 


OBVIOUSLY useful information for calling on Job- 
bers—in making credit arrangements and in Direct | 
Mail Sales Promotion Advertising. 


IT ALSO CONTAINS SEPARATE LISTS OF 
MILL SUPPLY DISTRIBUTORS — PLUMBERS’ 
AND TINNERS’ SUPPLIES JOBBERS—MANU- 
FACTURERS’ AGENTS — HARDWARE CHAIN 
STORES — HARDWARE ASSOCIATION LISTS. 


* 
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“Life 


ELE\ 
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DUM 


Davi 


Write | 








LAWN 
SPRIN 





NOVEMIE 
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EATS PAINT 
BITES VARNISH 


CHEWS LACQUER 
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VARE AGE 





here's no 


Red Devil Gloss Cutters and other glaziers’, 


pointers’ tools and machines are designed to the 
heels: 






te for quality. 





Send for Catalog 18 
RED DEVI. TOOLS. Irvington 11, N.J.,U.. A. 





IMPERIAL Self-Closing 
BARREL FAUCETS OR STEEL BARRELS 


AND DRUMS 4 


Made with Metal-to-Metal Seat 
No Washers to Wear Out 









Holds oil, gasoline, ker- 
osene, alcohol, thinners, 
solvents, clear lacquers, 
light varnishes, etc. Easy 
to operate . . . closes automatically. Can be locked 
open or closed. Many millions in use. Has 34” 
pipe thread. Here’s a fast moving item you'll 
want to handle . . . and use in your own store. 

No. 261-G ... Barrel Faucet 
IF YOUR JOBBER CANNOT SUPPLY YOU, WRITE TO 


THE IMPERIAL BRASS MFG. CO. cnicace 5. LUnbts 


SHH) 


















DON'T KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 








“Lifts from 1000 te 2000 Ibs. with ease” 
ELEVATOR POWER UNITS 
ELECTRIC ELEVATORS 


DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. 


























Write for Information and prices. FOSTORIA, O. 
LAWN EERLEs | 
SPRINKLER *YDRO- Miss 


LAWN - SPRINKLERS 


IT REVOLVES 
Metal Base with 
Spike ¢ Sprinkles 
30 ft. radius e | 
Hooks-up in series || 











cerledss INDUSTRIES 


DETROIT 10, MICHIGAN 


5141 MILITARY 








Edges Won't 
Curl nor Split 


— because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 
It is cross-rolled to give an 
interlocking mesh-grain structure 
and heat-treated to hold edge 
keenness and to resist curling 


and splitting. Write for prices 
on 


INGERSOLL SHOVELS 
“A Borg-Warner Product’ 
Address Dept. H.A. 
INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind. 





















USE HOSNAPS ON: 
ms LAUNDRY TUBS lm HOSE CONNECTIONS 
m HOSE NOZZLE © MM HOUSE FAUCETS 


HOSNAP connects hose to 
faucet, nozzle, or sprinkler by 


simple push in movement. 


TRADE MARK 









PAT. PENDING ON ALL CRESCENT PRODUCTS 
THROUGH YOUR JOBBER 


1573 EAST LARNED ST DETROIT 7, MICH 
HOSNaP COUPLINGS, AND NOZZLES 





SOLD 
CRESCENT STEEL CO 
Manufacturers of FINE LAWN SPRINKLERS 












INCREASE YOUR PROFITS 
BY $1000.00 A MONTH! 


You can increase your profits by $1,000.00 
per month with the Modern Lawn Mower 
Sharpener. Make more money the Modern 
way. Increase your profits. Stimulate trade. 


Send for FREE bulletin No. 27A for details. 


Modern Manufacturing Company 
160 N. FAIR OAKS - # PASADENA, CALIF. 

















We Mite 


(Pry MOU Hye 





NOVEMBER 20, 1947 








BINDER TWINE 
BALER TWINE 


YOU CAN TRUST 


PLYMOUTH, MASSACHUSETTS 
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Send for 1948 Catalog 
M. GRUMBACHER 


464 WEST 34th STREET, 


M. GRUMBACHER OF CANADA LTD.. 


NEW YORK 1, NEW YORK 


179 KING STREET W.. TORONTO. ONTARIO 








ATTENTION BRING HIGH QUALITY 


ALL JOBBERS' SALESMEN! 


THOUSANDS OF DOLLARS IN 
PRIZE MONEY BEING OFFERED IN 
$ BELL ELECTRIC COMPANY'S SALES CONTEST. $ 
SELL NO-SHOK DUPLEX RECEPTACLES. 
SUBSTANTIAL CASH PRIZES AWARDED! 


ASK YOUR SALES MANAGER FOR DETAILS OR HAVE HIM 
WRITE DIRECT TO US FOR INFORMATION. CONTEST CLOSES 


TO THE LOW PRICE FIELD 


they 
farmers, light industrial haulers and othe: 


ity ot low eost. Stock them 


demand 

additional sales . . . greater profits. 
Also available are Type 

“C” and Type “L’’ Load 

Binders 

vices. 


DEC. 31, 1947. DON'T DELAY! 
quest. 


BELL ELECTRIC COMPANY 


1844 WEST 21st CHICAGO 8, ILLINOIS 











SOLD ONLY THROUGH RECOGNIZED 


JOBBERS AND DISTRIBUTORS 


LEBUS ROTARY TOOL WORKS te 


P. O. BOX 2352 LONGVIEW, TEXAS 











* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPA 








NY © MARSHALLTOWN, IOWA 











‘“VITAL CAULKING GUNS 


HAVE NO EQUAL" 








CARTRIDGES | 


The complete original Ist 

line of guns and cartridges 

rotary style single unit handles, all styles; sizes 1 pt. 

to 2¥a qts. Nozzles from 1/16” up. Vital Caulking Guns feature the 
new “Clear-flow” one-piece tapered nozzle—no strain, no slipping, no 
excess weight. Vital-Pak top grade compound cartridges keep guns 
clean, eliminate messy filling. List: from $4.00 to $17.00. Cartridges 
at current prices. Liberal terms. Call your jobber. 


The VITAL Products Mfg. Co. 


7500 Quincy Ave. Cleveland, Ohio 














When You Know 
The Trade-Name— 


of o certain product and want to know “Who Mates it?” 
look in the General Directory Section of the “Who Makes it?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your "Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 























oO FEAR OF CHILLED JOINTS, EITHER, WITH FRANKLIN “LUE! 
SS .: ) 


‘4. COAAY ARE YOU OPENING THE YOU SAID You WERE GOING 


ol. | WINDOWS ? ITSCOLDIN }1/ 10 00 SOME GLUING, AND 
y HERE / = YOU KNOW I CAN'T STAND THE 
ODOR WHEN YOU USE GLUE. 





CLOSE THE WINDOWS 
Ae canes | NATIONAL ADVERTISING SAYS, 


“AT YOUR HARDWARE DEALER” 


FRANKLIN 
Genuine HIDE GLUE 


READY-TO-USE 


Sample sent when request 
is on business letterhead 





THE FRANKLIN GLUE CO. 


LUMBUS 


HARDWARE AGE 








NOVEMBI| 





lates if?” 
Aakes it?" 
You'll find 
t the item 
the name 
arranged 
Aakes |t?" 
ts quickly. 


7, N. Y. 





SLUE!| 
coon nga 





ARE AGE 


MAXIMUM STRENGTH 
And Uniform Quality Mean 
Satisfied Customers with 


SHEFFIELD 
OIL 
COLORS 


In BULK, 2 pint and Quart 
Cans os well as 3 sizes of 
Lithographed Tubes 


30 outstanding colors, 

B triple ground in pure 

linseed oil to give 

maximum strength 

and cleanest colors. 

Highest uniform qual- 

ity assured because 

of our volume production and modern equipment. 
Abeautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


Shetticld Zrmrge 


PAINT CORPORATION 
CLEVELAND 6, OHIO \ SS 





, Supreme on 

\N every point— 

ai 3 to 4 hours 

longer burning 

time .. . greater 

shelf life... 

heavy duty metal 

top . . . full bright- 

ness throughout 

burning life! Truly 

a perfected post-war 

battery—the finest 

quality on the market. 

Packaged in self-selling 

display units, they're 

priced for top dealer 

profits! 

Write for full specifice- 

tions and price list. 


STAR-LITE 
BATTERY COMPANY, INC. 


35 Meadow Street, Brooklyn 6, New York 


NOVEMBER 20, 1947 





L closing NO-SHOCK duplex receptacle. With its positive 


IN THE HOME, 
IN INDUSTRY, AND 
ON THE FARM 


Available in Ivory or Brown 


SPECIFY THE NEW COMPLETELY FOOLPROOF 


WE-SHOR TWIN CONVENIENCE OUTLET 


Hete save a life by specifying this new, auvtomatic- 


NO SHOCKS, 
NO BURNS, 
NO SHORT 
CIRCUITS. 


snap-back spring action, face is closed tight when plug 
is removed, thus assuring children and adults full 
protection from electric shock against which ordinary 
outlets cannot guard. Thick double walls of bakelite 
separating and insulating heavy duty terminals —life- 
time spring action—firmer plug grasp, positive contact 
always. ideal for farms and industries, especially 
where dust, dirt and water are major hazards. Rec- 
ommended for use in flour and saw mills, grain 


elevators, etc. Closed cap keeps terminals ELECTRIC 
) dry and dust free. COMPANY 
Listed as Standard by Underwriters Laboratories. ped canis 


PROVED ' 


j 
} 
| 
| 
| 
| 


BLOW TORCHES 


and 
FIRE POTS 


Gp, almost 60 years, the superiority of 
C&L Blow Torches and Fire Pots has been recognized 
by good mechanics everywhere. Experienced work- 
manship, engineering skill and quality materials assure 
complete dependability and smooth, efficient per- 
formance. Mechanics who know the value of good 
tools — and who demand the best — always insist on 
C &L Blow Torches and Fire Pots. 


TRADE MARK 


CLAYTON & LAMBERT MFG. CO. 


| 1718 DIXIE HIGHWAY e¢ LOUISVILLE 10, KENTUCKY 
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assified Aduertising Rates 














Business Opportunities 
Representatives Wanted, etc. 


Each additional word......... 
Positions Wanted 
a Rate) set solid, maximum, 





Allow Seven Words for Keyed Address 
or Your Address 


Help Wanted, Accounts Wanted 


Set solid, maximum, 50 words....... sae 
1 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 





Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more Insertions 

No Agency Commission allowed on Classified 
Advertising. 


-05 REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Literature, Catalogs, 
etc., "will not be forwarded to box number 
unless accompanied by sufficient 


postage for remailing. 
HARDWARE AGE is published every other 


e 7 of Merch Adi 


Thursday. Classi fied forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 























{ Help Wanted 








PURCHASING AGENT 
EXPERIENCED—SUCCESSFUL 


but dissatisfied with the possibilities of his 
present connection. MUST KNOW HARDWARE. 
We prefer YOUNG—EDUCATED MAN whose 
self-confidence will permit him to start at a 
figure lower than he believes he is worth and 
demonstrate his value. Must have EXECUTIVE 
ABILITY—be able to handle help and ENJOY 
WORKING himself. Location in East. EXCEP- 
TIONAL OPPORTUNITY. This ad is run by a 
young, progressive, growing jobber who is 
building an organization of younger men 
headed by an older experienced man. Reply 
with full particulars to 


Box L-542, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


WORKS MANAGER 


MUST BE EXPERIENCED IN HARDWARE, 
PREFERABLY BUILDERS HARDWARE. 
THIS IS AN EXCELLENT OPPORTUNITY 
FOR A MAN WITH AT LEAST TEN OR 
FIFTEEN YEARS' EXPERIENCE IN SIMI- 
LAR CAPACITY WITH RECORD OF 
ACHIEVEMENT IN PRODUCTION CON- 
TROL, PLANNING LABOR SAVINGS 
METHODS AND PERSONNEL HAN- 
DLING. 


THIS IS A NEXT-TO-TOP MANAGEMENT 
POSITION AND OFFERS SPLENDID FU- 
TURE WITH OLD ESTABLISHED EASTERN 
MANUFACTURER. 


STATE FULL PARTICULARS, INCLUDING 
SALARY DESIRED IN FIRST LETTER. 


Address Box L-552, eare of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALESMAN—WHOLESALE HARDWARE 
—cal on Retail Hardware Stores and Lumber 
Yards in New Jersey; thoroughly experienced ; live 
wire. Drawing against liberal commission. Must 
have car. Address Box L-550, care of HARDWARE 
Acer, 100 East 42nd St., New York 17, N. Y. 





SIDELINE SALESMAN WANTED—selling 
Bond and Plastic Shelf Lining Papers and Other 
Paper Products on a-commission basis, to Hard- 
ware—Houseware Jobbers, etc. Kindly state 
territory covered, lines handled, etc. Address 
Box L-563, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 








SALESMEN WANTED 


CALLING ON DEALER TRADE I.e., PLUMBING, 
HEATING, HARDWARE, BUILDING MATERIAL 
AND LUMBER YARDS. FAST MOVING PROD- 
UCTS; LARGE COMMISSION. PERMANENT 

















SALES MANAGER 


MANUFACTURER OF HAND LAWN MOWERS 
DESIRES MAN WITH EXPERIENCE TO HANDLE 
SALES TO JOBBERS, LARGE CHAINS AND DE- 
PARTMENT STORES. PREFER EXPERIENCE IN 
LAWN MOWER FIELD. MUST BE ABLE TO 
TRAVEL. EXCELLENT OPPORTUNITY FOR THE 
PROPER PERSON. WRITE IN DETAIL GIVING 
BACKGROUND. 
Address Box L-562, care of egg AGE 
100 East 42nd Street, New York 17, N. Y. 




















SALESMEN NOW CALLING ON PAINT 
AND HARDWARE TRADE to sell Popular 
Line of Paint and Household Brushes on 10% 


commission. Many territories open. Give de- 
tails. Craftsman Co., 12 Waverly Place, 
New York 3, 


256 





TERRITORY; ALL YEAR ROUND SELLERS. 
ACE AUTOMATIC HTG. & DIST. CORP. 
122 N. Halsted Street Chicago, Illinois 











SALESMEN WANTED 


Leading manufacturer, complete line of leather 
dog furnishings, has a few choice protected 
territories open for experienced men with fol- 
lowing among retailers, chains and jobbers. 
Liberal Commission. 


Address Box 1-306, care of os wt ae ag” AGE 
100 East 42nd St., New York 17, N. Y. 














SALESMEN 


Experienced, Sell Electrical Appliances; 
Wiring Devices and Supplies; Wire and 
Cable; Hardware and Tools; Plumbing 
Supplies to local hardware and electrical 
Excellent commissions. 
Low-priced line. Competitive. WE PAY 
FREIGHT. Exclusive protected territory. 


supply dealers. 








THE E. T. FRAIM LOCK CO. 
LANCASTER, PA. 


MANUFACTURERS OF NATIONALLY KNOWN 
AND ADVERTISED LINE OF QUALITY BUILD- 
ERS HARDWARE, PADLOCK AND NIGHT 
LATCHES, WISHES TO CONTACT ESTAB- 
LISHED MANUFACTURERS REPRESENTATIVES 
SELLING IN THE FOLLOWING STATES:— 


IDAHO NEW MEXICO 
MONTANA COLORADO 
WYOMING NEBRASKA 
NEVADA ,N. AND S. DAKOTA 
UTAH KANSAS 


THESE ITEMS ARE SOLD EXCLUSIVELY 
THROUGH THE WHOLESALE HARDWARE 
AND ALLIED TRADES. PLEASE WRITE DIRECT 
eae” W. C. NEWMAN AT ABOVE AD- 
D ° 














SALESMEN WANTED, VIRGINIA AND 
WEST VIRGINIA, Ohio and Michigan, New 
York State, and Eastern Canada, Manufacturers 
Agent. Must have established clientele hardware 
jobbers. Good education, personal appearance and 
car prerequisites. Address Box L-556, care of 
HARDWARE AcE, 100 East 42nd St., New York 17, 

. 


iN. 





PLUMBING SPECIALTY FIRM IN NEW 
YORK CITY has Various Territories open for 
representatives to sell to Hardware and Plumbing 
Supply Jobbers. Address Akron Supply Co., Inc., 
437 East 6th St., New York 3, . 





WANTED HARDWARE SALESMEN, AND 
SALES ORGANIZATIONS. Quality Line of 
Cabinet Hardware, and Inexpensive Builders 
Hardware, competitive prices, many territories 
open, items are hot, immediate deliveries. Direct 
dealer, and jobber contacts essential, full terri- 
torial protection on re-orders. ae expansion 
makes this offer possible. Wri plete details. 
P-G Mfg. Co., "10857 Chandler Blvd., North 





Considerable direct mail promotion. NA- 
TIONALLY KNOWN ORGANIZATION. 


Box L-539, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















WANTED 


TOP-FLIGHT SALES 
REPRESENTATIVE 


Manufacturer of nationally known line 
of quality housewares has openings for 
sales representatives in lowa-Nebraska, 
New Orleans and Cincinnati territories. 
Must be high-calibre men with proven 
sales ability and merchandising expe- 
rience. Must be able to sell top execu- 
tives in department store and whole- 
sale electrical, housewares or hard- 
ware fields. Experience and acquain- 
tance in those fields essential. Age 
30-40. Mail complete resume to: 


SALES MANAGER 


EKCO PRODUCTS COMPANY 
1949 N. Cicero Ave.. Chicago 39. Ill. 














SALESMEN CALLING ON RETAIL, JOB- 
BERS, MILL SUPPLY HARDWARE TRADE 
to sell New Plastic Drill Stands: 25% commission 
on dozen retail sales and 10% commission on gross 
jobbers sale. Write direct for complete details to 





Hollywood, Calif. 





Plastic Specialty Co., 127 East 28th St., New 
York 16, N. Y. 


HARDWARE AGE 
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|Sales Representatives Wanted | 


[Sales Representatives Wanted | [Sales Representatives Wanted | 





SALESMAN EXPERIENCED WITH A 
FOLLOWING among the hardware and paint 
dealers in New Jersey and Eastern Pa. Recog- 
nized jobber can offer established territory that 
needs developing. Drawing account against com- 
missions. State qualifications in detail. All replies 
will be held in strict confidence. Address Box 
L-544, care of Harpware Acer, 100 East 42nd 
St., New York 17, N. Y¥ 





BUILDERS HARDWARE MANUFAC- 
FURER SEEKS SALES REPRESENTATIVE to 
cover New York and Eastern Territory. Must fur- 
nish satisfactory references reflecting personal 
character and ability. Experience and wide knowl- 
edge of builders hardware trade necessary. This is 
an excellent opportunity for a conscientious and in- 
telligent man. Salary arrangements with expenses. 
Address Box L-555, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





BETTER COMMISSIONS TO SALESMEN 
calling directly on retail hardware dealers, 
building supply and fuel oil dealers. Exclusive 


PROFITABLE SIDE LINE OF BRASS 
FITTINGS. For Men calling on L.P.G. Hard- 
ware and Automotive Jobbers. Protected terri- 


tories available. 





MANUFACTURER’S AGENT WANTED. ELECTRICAL SUPPLIES AND WIRING DEVICES. 
MUST HAVE GOOD FOLLOWING amongst COMMISSION BASIS. WRITE STATING EX- 
Wholesale Hardware, Mill Supply and Sporting PERIENCE AND TERRITORIES YOU NOW 
Goods Trade. Also large industrial accounts. | 


New York State outside of 
politan New York City. By manufacturer wel 
established and widely known. High 
products with national acceptance. 
details in first answer. 


Territory, 


17, N 





SALES REPRESENTATIVES WANTED 
MANUFACTURER of Builders 





territories. Nationally advertised. List items 
handled and territory desired. Write Box L-543, 
care of Harpware AGeg, 100 East 42nd St., New 
York 17, N. Y 





SALESMEN WANTED TO REPRESENT 
MANUFACTURER. Only men calling on retail 
hardware dealers, lumber and building supply 
dealers and department stores. Exclusive terri- 


now readjusting territories and 


stand builders hardware. 


L-525, care of Harpware Ace, 
St., New York 17, N. Y. 








tories. Give list of items handled and working SALESMEN WANTED. LARGE, WELL 
details. Write Box L-548, care of HarpwarE | ESTABLISHED MANUFACTURER AND 
Ace, 100 East 42nd St., New York 17, N. Y. WHOLESALER of Paint Brushes, Brooms, 
Mops, Tools, Cutlery, Electrical Sundries and 

a ppli , will id applications. We sell 

direct to the Retail Hardware Dealers, Small 





Nationally Known Manufacturer 
of Paint Specialties Seeks Men 


Now calling on Hardware, Variety and Paint 
and Wallpaper stores for outstanding line. 
Several good territories open. Reply at once to 
Box L-560, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















PAINT BRUSH SALESMEN 


EXPERIENCED MEN ONLY WITH DEALER 
FOLLOWING FOR COMPLETE BRANDED LINE. 
MOST TERRITORIES OPEN. WRITE FULL DE- 
TAILS. LIBERAL COMMISSION. 


Chains, House Furnishings and Department 
Stores. If you have experience and acquaintance 
in this field and will thoroughly cover a given 
territory, write us in full. We have several 
exclusive territories available. Liberal commis- 
sion and protection. Address Box L-482, care of 
—— Acz, 100 East 42nd St., New York 
iy we Bs 








SALESMEN 


to call on Hardware Jobbers, Plumbing and Heating 
Contractors, Lumber Yards, Building Contractors to 
sandie a Complete Line of Bathroom and Shower 
Cabinets; also Heating and Ventilating Grilles. Com- 
mission basis. Several good territories open. 


NORTHWEST STEEL PRODUCTS CO. 
2746 N. Elston Ave. Chicago 47, Illinois 











Address Box L-3!9, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 




















Write Box L-546, care of Harp- 
Ware Ace, 100 East 42nd St., New York 17, N.Y. 


Metre 


quality 

Send complete | 

Address Box L-561, care 

of Harpware AGE, 100 East 42nd St., New York | 
z. 





SALESMEN WANTED 


EXPERIENCED ELECTRICAL SUPPLY SALESMEN 
WITH GOOD RECORD TO CALL ON RETAIL 
ELECTRICAL AND HARDWARE DEALERS WITH 
COMPLETE LINES OF NATIONALLY KNOWN 


COVER. WE HAVE NEW ENGLAND, SOUTH- 
1 ERN, MIDWEST AND WESTERN TERRITORIES 
OPEN. 


OSTRANDER ELECTRICAL 


SUPPLY CORPORATION 
|| 18 WARREN ST. NEW YORK 7, N. Y. 














OLD ESTABLISHED NATIONALLY KNOWN | Accounts Wanted | 


Hardware is 
representation. 
Will create openings for several experienced rep- 
resentatives who have good following and under- 
State lines now carried, 
type of trade covered and territory. Address Box 
100 East 42nd 





MANUFACTURERS AGENT DESIRES 
LINE OF Hardware and Tools. Hardware Spe- 
cialty Items, for Twin City, Minnesota, Iowa; 
Wisconsin; North and South Dakota Territory. 
Contacting Lumber and Hardware Jobbers, also 
Contract Hardware Jobbers. 20 years experience 
Builders Hardware Sales. Address Box L-524, 

| care of Harpware Ace, 100 East 42nd St., New 
York 17, N ; 








NEED REPRESENTATION IN 
NEW ENGLAND? 


Hardware, Housewares, Electrical, and Auto- 
motive lines for Jobbers, Chains and Depart- 
ment Stores. 
Inqwiries invited from responsible 
manufacturers 
LOUIS Y. PERKINS COMPANY 
41 Egremont Rd., Brookline 46, Mass. 




















Ma Py y 7 
LINE WANTED 
FOR TEXAS, OKLAHOMA, LOUISIANA, AR- 
KANSAS. WE NEED ONE MORE GOOD LINE 
GOING TO THE HOUSEWARES, HARDWARE 
AND SPECJALTY JOBBERS. WE ARE NOW 
SELLING 300 WHOLESALERS. 


FORREST & THIGPEN 
6002 WORTH DALLAS, TEXAS 











MANUFACTURER! 


Established West Coast export firm desires direct fac- 














WANTED 
MANUFACTURERS AGENTS 
To Sell Quality Hardware 
Several Good Territories Now Open 


HIGRADE INDUSTRIES CO. 
Hamden 14, New Haven, Conn. 

















SCREW HOLDING SCREW DRIVERS: Re- 
move, hold, insert screws hard-to-get places. 
Exclusive Southern States Representative, intimate 
following hardware, automotive jobbers; 10% 
— Millen Mfg., 752 Miller Bldg., Boston, 
Mass. | 


WANTED 


DIRECT FACTORY REPRESENTA- 
TIVE FOR CITY OF CHICAGO, 
ALSO ONE FOR STATE OF OHIO, 
WHO HAS HAD EXPERIENCE IN 
SELLING TO NOTION AND HARD- 
WARE TRADE. 

STATE AGE, EXPERIENCE, EDU- 
CATION, SALARY EXPECTED AND 
ENCLOSE A RECENT PHOTO- 
GRAPH. 


Address Box L-553, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





tory offers of continuously suppliable MACHINERY, 

EQUIPMENT & HARDWARE for foreign farm, eon- 

struction, and industrial uses. References exchanged. 
EQUITY TRADING COMPANY 


40 California St. San Franeiseo t1, Calif. 

















GET INTO THE 


ARGENTINE MARKET 


WELL ESTABLISHED MANUFACTURERS AGENT 
ACCEPTING A FEW ADDITIONAL HIGH 
QUALITY HARDWARE ACCOUNTS. 
Address Box L-564, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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|  Chassihied Opporvtumnilien. Section... 





| Accounts Wanted 


| — fxccounts Wanted | 


[ Business Opportunities | 





ATTENTION MANUFACTURERS. WANT 
REPRESENTATION OF PRODUCTS WITH 
MERIT, that need intelligent merchandising and 
thorough sales distribution, in Cleveland market. 
L. Robert Wittrock, 8510 Linwood Ave., Cleve- 
land 6, Ohio. 





REPRESENTATIVES 
DESIRE ADDITIONAL QUALITY LINE for 
New Jersey, Eastern Pennsylvania, Delaware, 
contacting Lumber Yards, Hardware Dealers, Mill 
Supply Houses. Now traveling 4 men, Experi- 
enced representation, aggressive coverage. Com- 
mission basis. Address Box L-549, care of Harp- 
hg Ace, 100 East 42nd St., New York 17, 


MANUFACTURERS 





MANUFACTURERS REPRESENTATIVES 
SEEKING LINES TO REPRESENT. Experi- 
enced sales personnel with engineering background. 
15 years in the field ¢ are covering New York, 
Vermont and Mass. 150 wholesale and jobber 
hardware accounts. Address Box L-559, care of 
ey Ace, 100 East 42nd St., New York 
17, A ° 





ACCOUNTS WANTED. 
ERS REPRESENTATIVE, covering Southern 
States, established 1940, expanding territory 
seeks Additional Accounts from reliable manu- 
facturers; in hardware, tools, housewares, cordage 
and builders supplies. Personalized service, ef- 
ficient and capable, with headquarters in Florida. 
Address Box L-540, care of Harpware Ace, 100 
East 42nd St. New York a i 


MANUFACTUR- 


WANTED BUILDING MATERIAL AND 
BUILDER'S SUPPLY ITEMS for selling direct 
to Builders and Contractors in the Minneapolis- 
St. Paul Area. Direct manufacturers lines only. 
Address Box L-522, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y. 





MANUFACTURERS AGENT WANTS 
LINES FOR WHOLESALE HARDWARE 
TRADE. Territory: Nebraska, Iowa, Kansas and 
Missouri, can do progressive selling with items 
of merit for manufacturer having cooperative 
policy. Address Box L-554, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 








| Positions Wanted | 


RETAIL HARDWARE MANAGER OR AS- 
SISTANT. I am married, 36 years of age, with 
21 years experience in hardware, plumbing, elec- 
trical, janitor and mill supplies, merchandising, 
sales promotion, store and window displaying 
among greater assets. Metropolitan New York 
only, Address Box L-557, care of HarDWarE AGE, 
100 East 42nd St., New York 17, N. Y. 





POSITION WANTED. BUYER WANTS 
TO MAKE CHANGE, Am fifty years of age, 
with thirty years experience in kitchenware, toys, 
and hardware, Have worked in department stores 
in Boston, Mass. Last seven years worked as as- 
sistant manager and buyer for large hardware 
department store. Will go anywhere. Position 
must pay $4,000 and bonus. Would consider 
assistant buyer position to busy buyer. Available 
January Ist, 1948. Address Box L-538, care of 
Harpware Ace, 100 East 42nd St., New York 
7, 








ACCOUNTS WANTED. SALES ENGINEERS 
AND MANUFACTURERS REPRESENTA- 
TIVES COVERING the Southeastern States sell- 
ing Mill Supply Jobbers, now interested in lines 
that will go to the Hardware Jobbers. In our or- 
ganization are men with twenty-five years of hard- 


ware experience. Address Claude C. Mason & 
Company, 692 Kennesaw Ave., N.E., Atlanta, 
Georgia, 











AAA 
REPRESENTATION AVAILABLE 


Additional lines wanted for middlewest states by 
agency with over thirty years experience in hardware 
and related flelds. Only interested in financi:lly re- 
sponsible firms. We know every important buyer in 
our territory. 


Ad@ress Box L-495, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















FOR SALE 100,000 ALUMINUM PIPE 
FITTINGS %” AND 3%” ELLS AND TEES. 
Ideal for awnings and certain manufacturing pur- 
poses at .05c each for Phoenix, Arizona, Contact 
All Western Hardware & Supply, Inc., 2030 
West Fillmore Street. 

















[ Business Opportunities | 


PATENTED, UNITED STATES AND 
CANADA, Household Gadget, carded, retails 
10¢. Sells to 5 & 10, Chain, Department, Drug, 
Hardware, Variety Stores, etc. Also patented | 
gauge, sells to builders. ‘Wanted investor, active 





or silent, to manufacture and market these pat- 
ents, or royalty basis. State experience, refer- 
ences. Landau, 1735—14th St., N.W Wash- 
ington, D, C. 


HARDWARE MANUFACTURERS — DOU- 
BLE YOUR BUSINESS. Sell through auto ac- 
cessory chain stores. The fastest growing hard 
goods distributors. Our ialized organization 
has a long connection with this field. We will 
sell, and finance or advertise if desired. Your 
brand or be brand. Investigate in confidence 
without obligation. Address Box L-527, care of 
<i Acr, 100 East 42nd St., New York 17, 





FOR SALE. RETAIL HARDWARE AND 
PAINT STORE, In one of the best locations in 
South Bend, Indiana. All modern fixtures and 
inventory $25,000. For further particulars, write 
to Box L-551, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 





FOR SALE. 90,000 DuPont No. 8 BLAST- 
ING CAPS. Packed 1000 per carton. $8.00 per 
1000. F.O.B. McKinney, Texas. Condition New- 
Bright. Sold subject to inspection approval or 
return collect. Address W. B. Hope, Box 241, 
McKinney, Texas. 





FOR SALE NEWLY REMODEI.ED, OLD. 
ESTABLISHED HARDWARE STORE, doing 
over $200,000.00 volume, prosperous Indiana ae 
Large Trading Area. Corner location on main 
street. Will sell at invoice, about $65,000.00, plus 
fixtures. Will give long lease. Address Box L-547 
care of Harpware Aczg, 100 East 42nd St., New 
York 17, N. Y. 





FOR SALE—SERVICES RRINGING TO 
GETHER BUYERS AND SELLERS OF RE- 
TAIL: LUMBER, BUII.DING MATERITALS, 
HARDWARE AND FARM EQUIPMENT 
BUSINESSES. WE SOLICIT LISTINGS FOR 
SALE in Following States: Arkansas, Colorado, 
Towa, Kansas, Missouri, Nebraska, New Mexico, 
Oklahoma and Texas. Ask for our J.isting Pro- 
posal and Reasonable Terms. Prosrective Buyers 
will be afforded full information concerning busi- 
nesses we have listed for sale. unon inquiry and 
designation of business wanted with preference or 
definite location and without charge. References 
as to our reliability will be glad'y afforded, upor 
request. Tet Us Serve You. Address Alley T.ist- 
ing & Sales Agency, 307 Central Building, 
Wichita, Kansas. 








HARDWARE STORE, CAMDEN, N. J. 


Central City Location. Long Established Reau- 
tiful Modern Store. Complete excellent stock 
Gross over $80.000 annnally. Long lease with 
option to purchase building. Owner wishes to 
retire after 35 years. 
Consult A. J. ROSENFELD, Realtor 
709 Marke? S?t., Camden 








Phone: Camden 4-8450. Ask for Mr. Giteert 











MODERN HELLER FIXTURES 


STOCKED WITH BEAUTIFULLY LAID OUT 
HARDWARE, TOOLS, PAINT, ELECTRICAL, 
CLEANING AND LOCKSMITH MERCHANDISE. 
ALSO FURNISH BUYERS WITH NAMES OF 
ACCOUNTS AMOUNTING TO $100,000 an- 
nually. 
Address Box L-54!, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











NATIONAL DISTRIBUTORS 
Eatabliahed—Reliable—Aggressive 
ANCO CORPORATION, Pittsburgh 22, Pa. 
Branch Offices 
Sew York - Philadelphia - Detroit - Cleveland - Louisville 


Covering -al) classes 
ph Ee We will carry the 


Write fer further information ond references. 








SURPLUS TOOLS AND HARDWARE 
AT BARGAIN PRICES 


SOLD IN SMALL OR LARGE QUANTITIES— 
WRITE TO 
MAC WINNIG 

















153 FRANKLIN ST. y Ate 13, N.Y. 
FOR SURPLUS LIST — on CALL BE 3-7384-5 





Buy Savings Bonds 











HARDWARE AGE 
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Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 93 by 12 inches over all; writing area 
8!/p by I1'/2 inches. Sheets printed on both sides of white 
paper, with 28 entry lines on each side. PRICE $1 for 200 
sheets (400 pages) plus 25¢ mailing charge. 





























































































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE ACE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means you really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 


for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 























the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out, 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today, 


ecmeweeeneeesssscsssssssesccesssUSL THIS COUPON i ccccceccccccccccccccccccccccnce 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
Gentlemen: 


Here is my $...... ; Please send me 
charge). Also send me.......... 


EE sv niubleg a sccots ee cekeesetcaus Sea aakaeren 
ADDRESS 


NOVEMBER 20, 1947 





hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
Binders (50¢ each). Send these to me by return mail. 
te eeeeeee FIRM NAME 

CITY ee fae ee STATE 
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SPOT SASH CORD 


PHOENIX SASH 


CORD 


“AETNA SASH CORD 


WHALE CLOTHES 


SAMSON SMALL LINES 


LINES 


> 
Ge 
oT 
Ware 
% 
them, Your af 
Ss linow theta ? 
— Be ccsne mp 
<..., gos ay Sa 


SAMSON CORDAGE WORKS, BOSTON 10, MASS. 





tight clamp. 


For LARGE FLOOR AREAS 
|? Now another model of the famous Cellulose Sponge Minute Mop and 
".19@  Drainer—the No. 801 Jumbo Model, for homes, steres, offices, shops— 
50% more sponge—bigger head—bigger drainer. 
model, $2.98 Complete with new Drainer, 54” handle and 

(List price regular model No. 101—-$1.95 cumpiste) 
Write or phone your jobber ° 


MINUTE MOP (0. 


ey JUMBO Model No. 801 
iNuU?r & 







List price, — 


13 E.23rd.St. 
CHICAGO 16 ILL. 












Set New Records 


IN RENTAL PROFITS 





REID-WAY “8” 


Ge FLOOR SANDER ry / 


e LOW UPKEEP 
Only One Moving Part 


¢e LOW ORIGINAL COST 
Means A Good Investment 
Write Dept. HA for Full Details 





REID-WAY, INC. 


2917 First Ave., ss te. O88 
Cedar Rapids, Iowa 
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rT te ee 210 ’ 

Accurate Tool & Gage Co........ 195 | Eagle Industries, Inc. ........... 79 

Acme Sash Balance Co. ......... 228 | Evans Products Co. ...........+-+- 7 

Air Express Division ............. 227| Everedy Co., The ............+-- 232 

Alabama Mig. Ce... ......cccs.06 4l 

Aluminum Goods Mfg. Co. ..:... 264 

Aluminum Industries, Inc. ........ 157 i 

American Chain & Cable Co. ... 104 

American Floor Surfacing Mch. Co. 76/| Fanarc Mfg. Co., Inc............. 239 

American Mfg. Co. .........-.+- 240 | Federal Tool Corp. .........+.++- 88 

American tbe Products Co.... 240 Ferry Cap & Set Screw Co. ....... 7 

American Screw Co. ..........+5- 191 — Motor Co., Special Prod. 

American Steel & Wire Co........ SE, siircands vesedesceckethoneees 233 

American Telephone & Telegraph Os WE a ee eee 239 

ON Sees cet tac aed as omatatevdiege 75 | Foster Aluminum Alloy Products 

Armour Fertilizer Works ......... Pe. MN. sccinedssssusteneeutoowrches 1% 

Armstrong Bray & Co. ........... 234 Froim | Lock Co., The E. T. .. 

Artcraft Venetian Blind Mfg. Co.. 186| Franklin Glue Co. ........... 

Co) eee 59 | Fraymar Products, Inc. .... 
Fresh'nd-Aire Co. .......... 
kL re ee 

B 
G6 

Ballonoff Metal Products Co 

Bartelt Engineering Co. OE MING seco ceescsseccs 243 

Bassick Co., The ....... G-M Laboratories, Inc. .......... 184 

Beall Tool Div., Hubbard Co Gary Pioneer Steel Corp. ......... 05 

Behr-Manning Corp. ........-..-. Gensco Tool Div., General Steel 

ee arr 254, 28 Warehouse Co.. Inc. ........-. 

Bennett-Milland Fishing Tackle, Gilbert Clock Co., William “ 86 

INC. soe weve reeeccsereerererees 261! Gillespie Varnish Co. .........-.. . 252 

Billings & Spencer Co. ......... Globe Sporting Goods Mfg. Co. 19 

ke Sarre 28 | Goulds Pumps, Inc. ............ 42 

Bissell” Carpet couse _ ieee 88 | Grabler Mfg. Co ie 7) 

Boston Woven Hose & Rubber Co. 83] Great Neck Saw Manufacturers, 

Boynton-Waddell Co. ............ 7 Inc. 222 

Bridgeport Hdwe Mfg. Corp., The 100| Greenlee Tool Co. . 2.2.2.0... 225 

Brown-McLaren Mfg. Co. ......... 96 | Grimes Co., Bradley E. .......... 247 
Grumbacher eens 254 





SSRI Mtg eo. oI! aa | Hager & Sons Hinge Mfg. Co., C. 211 
Camillus Cutlery Co. ............ 261 | Hall Line Corp., The............. 221 
Campbell Co., H. D. ........00e 2 Hanson Scale Co. ...........006- 219 
Carborundum Co. .........-0+0+- 26-27 | Harmic Mfg. Co. ..............+ 229 
Casco Products Corp. ..... ...-. 210 | Harris Hdwe. & Mfg. Co., D. P... 26! 
Cedarberg Mfg. Co., Inc......... 194 | Harris, Inc. ..........0esseeeeeeeee 90 
Sentral Can Co., Inc. .......... 249 | Hartford Products Corp. ......... 89 
Champion DeArment Tool Co. ... 142 tee CO. .....eeseeeceee “o ae 
Champion Hardware Co. ........ 262 op ee 1Co., A.D... 78 
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ce toon “aaa aig Hoppe, Inc., Frank A woncainsnces SO 


CiHeseo tock Co.. 22. 600050055 
Chicago Spring gg 4 Co 








Genuin° NOQMES of SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SOc SET -15¢ SET-10¢ SET 


Rubber 


For Tile 
Noiseless, 


chairs and all 


Ask your Jobber. 


Marble, Ceme dB 
Sizes for 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Domes of Silence 


Glide 


Name 
on each genuine 
Domes of Silence 
Cushion Glides 
sthroom Floors 
wood beds, 


furnitur 


If he Is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 





a K-D Mfg. Co. 
Kay-Tite Co. 
Kimball! Co., A. 


Davis & Newcomer Electric Ele- 
253 
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Klein & Sons, Mathias. 
on > _ wicca ae: ¢: . Kraus Mfg. Co., Charles E. ...... 237 
Diamond Calk Horseshoe Co... 100 
Disston & Sons, Inc., Henry ..... 67 
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Domes of Silence ....... 
Donley Paint Co. ........ Lamson & Sessions Co. .......... 149 
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Driver Co., 4 (eee 229 | Landers, Frary & Clark ......... 94-95 
Droitcour Hardware Mk. Saceraare y ee Sere 23 
eT, TE sew ccscecoaseves 97 | Lebus Rotary Tool Works ......... 254 
Duo Therm Div. of Motor Wheel BO TI EEG cevesicncecensonwes 4 
ES nedceedadsccdoveterntvceties 171 | Lewis Engineering 5 Mfg. Co. .. 
DTOIISD ccccccccccnsccoscoces 234 | Lockwood Hdwe. Mfg. So. evens 97 
Dutton-Lainson Co. .............- 245| Lowe Brothers Co. ........-+00. . 3 










Hovt & Worthen heaies Corp... 238 
Hudson Mfg. Co., H. D. , 209 


City Plating & Mfg. Co. ......... § 
Hurd Lock & Mfg. GG. cs eseses 139 
Seenes a Lambert Mig. eeaaee ve oa Hyde Athletic Shoe Co. Division .247 
Cleveland Cap Screw Co. ....... 175 
Cleveland Chain & Mfg. Co. ... 133 
Club Aluminum Products Co. ... 50 1 
Coldwell-Philadelphia Lawn Mower 
GG | errr 147 | Ideal Rubber Co. ................. 243 
Coleman Co., Inc., The.......... 30| Imperial Brass Mfg. Co. ......... 253 
Collot Supplies, A. M. .......... 240 | Indiana Steel & Wire Co.......... 246 
Colorado Fuel and Iron Corp. .. 8 — Steel Div., Borg-Warner 
Colson Equipment oS | h lL el eee eae 
Columbia Steel Co. ..... ....... 183 I Mo Sault Co., Inc....... 
Columbian Vise & Mfg. Co....... 245 | international Steel Wool Corp.... 238 
Congoleum-Nairn, Inc. ........... 60 ; 
pare ssc Die Casting Division.... 235 
o> =e = J 
star sia MP cansaicasede P. 
Corbin, P. aknctnnaidennTe ats 
Country Gentleman ............... 46 ) om Mio Go. CO. -.cooveeee ony 
Cox a — Oe. cenubesios = Jacobs Mfg. Co. 
ee 8 ere 5 
ONT CEE GDS ccvcscccencnsas €2 Jacobsen Mfg. Co. 
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Lurie Hardware Co., Inc. ....... 232 
Lynn Products Co., Inc. .......... 72 
M 
M & H Laboratories, Inc. ........ 240 
Mack Molding Inc. .........-.++. 194 
Majestic Tool Mfg. Co. ......... 237 
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Maremont Automotive Products .. 14 
Marshalltown Trowel Co. ....... 254 
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McGill Metal Products Co........ 232 
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Skillman Hardware Mfg. Co...... 251 _ ie 
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Smith & Son, Inc., Seymour ...... 223 
Solo-Horton Brush Co., Inc. ...... 32 
Spar-Tex Co., The ........... 238, 249 
Speares & Sons Co., Alden ...... 76 
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Star-Lite Battery Co, Inc. ...... 255 had the ealge” 
Steel Products Mfg. Co. ......... 135 i 3 
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Pe sa Established 1876 ..... Factory at Camillus, N. Y. 
T — — linea aan 
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Technical Glass Co. ............. 
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National Pressure Cooker Co. .... 93 
National Screw & M*3. Co. ..... 263 
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Noblitt-Sparks !idustries, Inc. . 162-163 
North Bros. Mfg. Co. ............ 188 
Norwich Line Co., Inc. .......... 261 
SE SETS hecsscnnceedvawense 98 


Tennessee Coal, Iron & Railroad 
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Tennessee Valley Marketers, Inc. 

Tomlee Tool & Engineering Co.. 


Trefedt, Division ef Gales i Go. WF EFFECTIVE BARBS, SINGLE AND DOUBLE SNELLS 
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Ocean City Mfg. Co. ........... 20-21 
Ox Fibre Brush Co. ............... 66 
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Pekin Specialty ee 2 


Utica Drop Forge & Tool Corp... 


45 
Penn Metal Fabricating Co. ..... 220 v 
Phoenix Table Mat Co. 17 
Pitegoff Bros., Inc. ............... 34| Vaco Products Co. ............ 
Plomb Tool Go. ............ as Valentine Equipment Co. ........ 


Plumb, Inc., Fayette R.... 
Plumbing Products Co. ... 
Plymouth Cordage Co. 
Popular Mechanics Magazine .... 179 
we eee 251 





R Warwood Tool Co. .............. 223 
; .). a SS  ee 
Railway Express Agency ........ 227 ° 
Raybestos-Manhattan, Inc. ....... 64 ae Pe scam 
Red Devil Tools .................. corte ie seorsilge- gg chi ea 


Reed & Prince Mfg. Co.. 
oe ae eae 3 
Remington Arms Co., Inc. ...... 
Remington Rand, Inc. ........... 





Vital Products Mfg. Co., The.... 
fee 


Walton Products Co. 


Wilcox Crittenden & Co., Inc.... 
Winchester Repeating Arms Co. .. 
Wissota Mfg. Co. .............. 
We GOINGS GO... 0. cc cccsscceees 
Wood Regar Instrument Co. 


panes STATESMAN 


Rome Mfg. Co. Division ......-. aa | BAIT CASTING LINE 


Russell, Burdsall & Ward Bolt & 
Nut Co. Mekvchinkd tod suesenee 68-69 


a PORMCH 


NYLON 





Smoother... stronger... smaller 
diameter ...and unaffected by 
salt water! Carefully made by a 
Norwich special process—in nine 
tests from 9 to 50 pounds. 

Ask your Jobber Salesman! 











































































2 NEW VERY LOW 
: PRICES ON 
= SNELLED HOOKS 


. 218 GOOD HOOKS... LONG SHARP POINTS AND 








are genuine Du Pont Nylon, tied on with extra care. 
Size of snell is in correct proportion to size of hook. 
a Millard Snelled Hooks are good profit items at very 
~4 low prices. All mounted 6 on card. SEND FOR 
252 PRICES AND DISCOUNTS. 


BENNETT-MILLARD FISHING TACKLE, INC. 
130 WASHINGTON STREET BINGHAMTON 10, N. Y. 

















































Republic Steel Corp. jaeeaeakien 

Revere Copper & a Inc. ...48-49 aed yoo AA Co...- 20040 
Reynolds Metals Co. ............ 54-55 Wore ine nade ie aie 
Rhodes & Co., James H, ....... 64 | Worcester Lawn Mower Co. Div.. 
Richards-Wilcox Mfg. Shao 63 

A eee 197 

Riegel Textile Corp. ............. é Y 

Rite-Way Products Go. .......... 145 





Robertshaw-Fulton Controls Co... 65/| Yale & Towne Mfg. Co. ........ 
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Rogers Isinglass & Glue Co....... Youngstown Manufacturing, Inc... 
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A Fast Selling CHAMPION 
Screen and Storm Door Latch 


GENEVA, OHIO 


? 2 
ifs a CHAMPION ifs a winner 








No. 4120 Wrought Steel Rim Screen & Storm Door Catch 


The all-round superior qualities of this latch 
make it a fast selling item. 


Latch is made of wrought steel with cast alluma- 
loy, rustproof levers. Case is drawn from one piece 
of steel making it more substantial than a formed 


Bolt is equipped with two easy compression 
springs, which insures positive smooth action, par- 
ticularly when the bolt is operated by the levers. 


Latch is supplied in dull brass finish, 4120 C, 
|| packed 1 in a box, and 2 dozen in a case. PROMPT 


Nearly all hardware jobbers handle some prod- 
ucts in the big, fast-selling CHAMPION line. 


° The 
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Modern Button 
Tip Ornamentation 
Neat Streamlined 
Appearance, 








CHICAGO 








~-(CHICAGO)—_ 


“TRIPLEX” SPRING BUTT-HINGES 


Streamlined “Triplex” double and 
single acting spring butt-hinges may 
now be ordered with button tip 
ornamentation in keeping with the 
most modern designs in builders 
hardware. They are as modern as 
the newest streamline train or the 
latest flagship of the trans-conti- 
nental air fleets. 

Careful designing has created 

these proven features: 

@ Button tip ornamentations are 
held securely in place by im- 
proved lock washer of latest 
design. 

@ Single thickness of metal in 
spring barrel reduces outside 
diameter, giving streamlined 
appearance. 

@ No open joint where spring 
barrel continues as the web. 
This avoids exposing springs 
to moisture. 


Spring Hinges of Quality 






Chicago Spring Hinae Co. 


U.S.A. 


NEW YORK 
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BEALL 


SPRING WASHERS 


Keep bolted assemblies 
permanently TIGHT 


BEALL helical SPRING WASHERS have “live action” and exert 
tightening pressure over a long range. 
They compensate for ALL causes of looseness 
including vibration, bolt stretch, rust and break- 
down of finish under the nut and bolt head. 
IN STOCK in all Standard Sizes; made 
of Carbon Steel, Stainless Steel, Everdur 
and Duronze. 


Available in Bulk and Packages thru 
Hardware Jobbers 


BEALL TOOL DIV. (Hubbard & Co.) 


150 Shamrock St. EAST ALTON, ILL. 


ASK YOUR JOBBER 

































The ‘DANDEE” Line 


OF PLUMBING, HEATING AND 
OIL BURNER SPECIALTIES 





Tubular Traps Stop & Wastes | 
Cast Traps Deck Faucets 

Balicocks Basin Faucets 

Boiler Stands Sink Faucets 

Pipe Joint Cement Oil Burner Wicking 


Oil Burner Valves 
Pipe Fittings 
Pipe Nipples 


Ridgid Tools 
Shower Heads 
Steam Gauges 
Petcocks Compression Fittings 
Water Gauges Oil Drum Faucets 
Floor & Ceiling Pictes Oil Bottle Caps 
Fusible Boiler Plugs Oil Bottle Handles 
Minneapolis-Honeywell Controls 


HUNDREDS OF OTHER KINDRED PRODUCTS READY 
FOR IMMEDIATE DELIVERY 


TO SERVE YOU BETTER WE NOW OPERATE AN ELECTRICAL 
DIVISION, STOCKING MANY ITEMS SUCH AS SOCKETS, 
SWITCHES, PLUGS, ETC. 

WRITE FOR CATALOG AND PRICE LIST 


INSIST ON “DANDEE" 





PLUMBING PRODUCTS Co. 


145 N. Washington St Boston 14, Mass 





HARDWARE AGE 











These new, easy-to-read labels quick- 
ly show the style of head and type of 
tapping screw each package contains. 


For Sheet Metal Fastenings dl Makes stock handling much easier. 


wens are 6 big reasons why “National” Tap- COLOR SCHEME of Labels 
ping Screws, types A and B, are tops for sheet 


metal fastenings: 1. Made of carefully selected Black = Flat Head 

and tested materials. 2. Expertly case-hardened Red = Round Head 

to assure strength without brittleness. 3. Threads Blue = Oval Head 
are sharp, smooth and hard, accurately dimensioned ma Pan Head (Binding Head) 
for driving and holding power. 4 Heads are con- miei We SUE Cine Sone 
centric, free from burrs and with true seating surface 
on all types. 5. Slot or Phillips Recess is correctly 
centered, and dimensioned for ample driving torque. 
6. Points are properly shaped—equally important 
on both gimlet and blunt point styles. 

Sold by leading distributors. 

















PRODBOUWV ETS 





THE NATIONAL SCREW & MFG. COMPANY, CLEVELAND 4, OHIO 








<auel ogee 


we > 
"Guaranteed by 
Good Housekeeping 
<4or ~ 


es 
45 apvearistd AmALION 's, 


PATENT 2399115 % 
OTHERS PENDING 


® The improved MIRRO-MATIC 
handle-styling provides a safer, more 
comfortable, two-handed grip, without 
any exposed metal to touch. It adds 
ease of use, subtracts risk of burns, 


THE FINEST ALUMINUM 


and- multiplies sales-building beauty of 


stoke your jobber for “America’s most-wanted pressure pan.’ 
M | RRO-MATIC MIRRO has never stopped National Consumer Advertising 


, 


ALUMINUM GOODS MANUFACTURING COMPANY ¢ MANITOWOC, WIS. 
FIFTH AVENUE BLDG., NEW YORK 10 » MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS © 








